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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

FOLLOW 

KEVIN HARRINGTON GARY VEE NATALIE SISSON SAIJA MAHON
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JOEL BROWN TIM DENNING PATRICK BET-DAVID

http://instagram.com/buildyourempire
http://buildyourempire.co
https://www.facebook.com/buildyourempiremagazine/
https://www.facebook.com/Zumescreativeresumes/
http://instagram.com/zumes_creative
http://instagram.com/belindajallen


I hope you like this one, we have some great interviews with 

names such addicted2success.com’s Joel Brown, one of the 

original Shark Tank investors Kevin Harrington and PHP Agency 

founder and Valuetainment host Patrick Bet-David.

Since the last issue I’ve been enjoying the Aussie summer with 

friends and family and working on a couple of new projects:

1: A new watch line I’m  
co-founding with the LiveFit 

Apparel CEO Randall Pich 
(instagram.com/randall_pich). 

Empire Timepiece’s will be 
out in the next few months, 

so feel free to keep on eye on 
that via our Instagram page  

@empire_timepieces.

magazinemagazine

http://instagram.com/randall_pich
http://instagram.com/empire_timepieces
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2: I’m spending the next few 
months putting together a 

completely free ebook (will just be 
a simple download link, no email 

opt-in required) called “1,000 
successful entrepreneurs answer 
my question: What is your best 

piece of advice that you can pass 
on to someone that wants to be an 

entrepreneur.”

So far I’ve got great answers from 
names such as Grant Cardone, 
Shawn Thomas, Lewis Howes, 

Randall Pich, Amanda Bucci and 
Fatman Scoop.

It’s an absolute grind of a book to put 

together and will end up being over 1,000 

pages, but the game plan is to have it 

hopefully help 5 million people for free by 

the end of 2019 through word-of-mouth 

viral sharing and having at least 200+ of 

the entrepreneurs in it to promote it on 

their socials. Eventually I want to be able 

to invest big dollars into getting this ebook 

targeted (Facebook ads/paying certain 

influencers etc) to people who can’t afford 

entrepreneurial educational books/courses 

and hopefully that’ll help them on their 

journey for free. If you have any creative 

ideas on how I can expand the reach of this 

ebook and get it out to as many people as 

possible, feel free to dm me on Instagram 

(instagram.com/bradcameron_) or to send 

me an email brad@buildyourempire.co.

If you’re reading this and feel that you could 

qualify to contribute to this book, or you 

know someone that does and they would 

love the free exposure to (hopefully) millions 

of people, feel free to once again dm me on 

Instagram (instagram.com/bradcameron_)  

or to send me an email:

brad@buildyourempire.co.

http://instagram.com/bradcameron_
http://instagram.com/bradcameron_
http://instagram.com/bradcameron_
http://buildyourempire.co
http://bit.ly/build-pop
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Oh and lastly, my homie Daniel DiPiazza (@rich20something 

on Instagram) just announced the release date for his book 

“Ditch Your Average Job, Start an Epic Business, and Score 

the Life You Want”. I’m lucky enough to be featured in this 

book! He landed a book deal with Penguin and it’ll be in every 

Barnes and Noble in the USA. It’ll be out on May 2! The goal is 

to hit the #1 spot on the New York Times Best Sellers list, so 

if you want to check out the book which is available for pre-

order head to rich20something.com/book.

Anyway, I hope you’ve been well and I’ll catch you in issue 4!

http://instagram.com/bradcameron_
http://buildyourempire.co
http://bit.ly/build-pop
http://instagram.com/rich20something
http://rich20something.com/book
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“When we find 
a purpose that 
is bigger than 
ourselves, we 
become more 

powerful in our 
ability to create”

Jack Delosa, Founder of The Entourage,  
Investor and Best Selling Author.

http://instagram.com/jackdelosa
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Business Q and A WITH
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Kevin Harrington has been a successful entrepreneur 
over the last 40 years. He is an Original Shark on 
the ABC hit, Emmy winning TV show, “Shark Tank.” 
He is also the Inventor of the Infomercial, As Seen 
On TV Pioneer, Co- Founder of the Electronic 
Retailers Association (ERA) and Co- Founder of 
the Entrepreneurs’ Organization (EO). Kevin has 
launched over 20 businesses that have grown to over 
$100 million in sales each, has been involved in more 
than a dozen public companies, and has launched 
over 500 products generating more than $5 billion 
in sales worldwide with iconic brands and celebrities 
such as Jack Lalanne, Tony Little, George Foreman, 
and the new I-Grow hair restoration product on QVC. 
Kevin has extensive experience in business all over 
the world, opening distribution outlets in over 100 
countries worldwide. His success led Mark Burnett 
to hand pick Kevin to become an Original Shark on 
Shark Tank where he filmed over 175 segments.

Kevin currently operates a private consulting 
firm where he works with companies to increase 
distribution; analyze electronic retailing opportunities; 
effectively market on digital, social media, TV, radio, 
or print; source manufacturing; celebrity relationships; 
open up his rolodex; and has been able to 10 X the 
stock price of several public companies. In today’s 
competitive world, companies cannot operate the way 
they have in the past because of the advancements in 
technology and the digital marketplace. Kevin provides 
the advice and expertise on how to navigate the 
constant changing distribution and marketing outlets. 
Kevin also brings his rolodex and relationships to all 
companies he works with, including help in financing, 
like he did with Russell Simmons and Celsius.



magazine

Kevin got his start as a young 
entrepreneur in the early 80’s when 
he invested $25,000 and launched 
Quantum International. This turned 
into a $500 million per year business 
on the New York Stock Exchange 
and drove the stock price from $1 
to $20 per share. After selling his 
interest in Quantum International, he 
formed a joint Venture with the Home 
Shopping Network, called HSN Direct, 
which grew to hundreds of millions 
of dollars in sales. Entrepreneur 
Magazine has called him one of the 
top Entrepreneurs of our time.

Aside from speaking to audiences 
across five continents, Kevin’s 
influence has reached over 100 million 
people through his multi-media 
presence and industry dominance. A 
prominent business thought leader, 
he is often featured and quoted as 
a business leaders in the Wall Street 
Journal, New York Times, USA Today, 
CNBC, Forbes, Inc., Entrepreneur, 
Fortune, The Today Show, Good 
Morning America, CBS Morning News, 
The View, Squawk Box, Fox Business, 
and more. He is a regular contributor 
to Forbes.com Inc.com, and has 
published acclaimed books like Act 
Now! How I Turn Ideas Into Million 
Dollar Products as well as the best 
seller, Key Person of Influence.

He is a co founder of the EO 
(Entrepreneurs Organization), which 
has grown to 45 countries and 
thousands of members, generating 
over $500 Billion of member sales. 
In 1990 he co founded the global 
direct to consumer organization and 
trade show, the Electronic Retailers 
Association (ERA). Today ERA is 
the exclusive trade association to 
represent a global $350-billion 
direct-to-consumer market place, 
encompassing 450 different 
companies in 45 countries.

The true value of Kevin is not only the 
40 years of his knowledge of building 
businesses but also what he can do for 
other companies in many industries 
with his global Rolodex and his ability 
to solve problems.
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When deciding on whether you think 
a business/product will be successful, 
what factors do you look for?

One of the first things I ask is, “Does it 
solve a problem?” Within the first few 
seconds of a pitch, I want to see what 
problem you’re going to solve. I also 
look for a magical transformation that 
has an impressive difference between 
the “before” and “after.” Another 
quality that’s important to me is unique 
positioning, meaning: Is it unique such 
that no other product or service solves the 
problem in a similar fashion? Also, does 
it have proof of concept already? Are 
there continuity programs established 
with the customers to create repeat 
customers? There are many questions I 
ask myself during every pitch, these are 
just a few of them.

In your opinion, at what stage of the 
business does an entrepreneur benefit 
most from seeking capital and giving 
up equity?

At the stage where they have already 
proven the model and don’t have to 
give up too much equity. That way the 
entrepreneur can pick and choose from 
who and how they bring in the money. 
The further along they are the better, to 
the point where they need expansion 
rollout to duplicate their success. It’s a 
matter of expansion capital versus risk 
capital. Risk capital is when you have no 
proof of concept and you have to give 
up a lot to get rolling. For expansion 
rollout capital, you give up less because 
you’ve already got proof of concept on 
your side.



magazine

What is one thing you would avoid doing 
again, that may have caused you a setback in 
the past?

Launching a product with a celebrity JUST 
because they were a celebrity. Having a 
celebrity involved with your business does not 
mean success is certain. You want to make sure 
that they’re truly passionate about the product 
or service, and make sure that they actually use 
it, too. Otherwise that celeb may not consider 
your product a priority amongst their dozens of 
other projects. In fact, their involvement could 
even drag you down if you’re not carefully. 
Using influencers is great for building a brand, 
but choose wisely!

What is one personal trait of yours that has 
helped you become successful?

This is an easy one - I call it my “curiosity 
overload.” My father owned several restaurants 
when I was a kid, and sure enough he had me 
working in them. He taught me the power of 
observation, and taught me how to assess what 
was going on around me. Beyond that, my father 
taught me to always seek out more knowledge, 
and to stay curious. That curiosity is exactly 
what has kept my career thriving for more than 
thirty years. Exploring new opportunities can 
benefit you even if you don’t become directly 
involved, because the ideas you come up with 
can be worth billions. You have to see what’s 
out there before you can determine how to do 
it even better!
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What does a typical working day look 
like for you right now?

Every day is different! First of all, I travel 
about 50% of the year. So a typical week 
includes 5-10 flight legs, if not more. I 
travel a lot for speaking appearances, 
trade shows, conventions, events, 
seminars, etc. Whether I’m on the road 
or at home in St. Petersburg, Florida, I 
have multiple phone calls every single 
day. In addition to the typical phone 
conversations, I also do a lot of podcasts 
and webinars. Meetings are a huge part 
of my weekly activities too, because it’s 
important for me to build and maintain 
the relationships that have helped me 
become successful. I have to be very 
diligent about reserving free time to 
do things I enjoy. If I get a tee time to 
go play golf, my assistant knows not to 
book anything that would interfere! It’s 
really important to have some fun once 
in awhile so you don’t get burned out.

What is the most common mistake of 
startup entrepreneurs?

Too much overhead. That can be a real 
impediment to growth, and in 2017 
there’s no reason to have huge overhead 
expenses. Why develop your own 
proprietary software when you could 
simply rent Amazon’s cloud? Your best 
bet is to rent infrastructure from existing 
companies, and use virtual services 
where possible
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How can you save a product-based 
business that has slowed down over 
the years? How can you make people 
excited again about your product?

Digital disruption allows us to breathe 
new life into products that have been 
around for decades. Effective video 
marketing is absolutely critical in 
today’s climate. Harness the power of 
platforms like Facebook Live, Snapchat, 
Instagram, and Twitter. By the way, this 
isn’t something I necessarily recommend 
doing yourself. I believe that in this day 
and age, every company should have 
a Chief Digital Officer. Your CDO can 
maintain consistency across platforms 
and respond quickly to interactions 
when you’re swamped with other tasks. 
That CDO position, which didn’t even 
exist a few years ago, is now crucial for 
your ability to compete.

What has made some of your successful 
products that have done over $100 
million in sales stand out from 
competitor brands?

It’s a combination of getting the right 
talent, the right pitch, and the right story 
behind the infomercial. That’s what 
drives sales, when everything clicks. My 
favorite example is Tony Little’s exercise 
machine called the Gazelle. That product 
did over $100 million in sales because 
Tony was a perfect fit for the product, 
and the product was a perfect fit for 
our consumers. To get started, focus on 
your pitch. It has to be perfected before 
you start looking for your pitchman.
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If you lost everything overnight in 
regards to your business/contacts/
websites etc, and had to start over 
again today with only $10,000, 
knowing what you know now, what 
would you do to start from scratch to 
build a successful business in 2017?

With $10,000 I would go to a trade 
show, find a new innovative product, 
tie up the rights to it, and test it on 
Facebook by shooting a low budget 
video. My team and I like to say “test 
before you invest” in anything. When my 
partners and I take on something new, 
we usually like to run an inexpensive 
digital campaign to test the waters 
before we go big. 

What do your business goals look like 
over the next 5 years?

Primarily, to build one of the most 
successful digital media marketing 
companies in America. Over the past 
decade or so, broadcast revenues have 
stayed the same, while ratings have 
plummeted. When that shift started 
happening, I knew I had to start moving 
away from television. Refocusing my 
attention on internet opportunities 
has allowed me to not only stay in the 
game, but lead the charge in digital 
marketing.

Where can we find 
out more about you?

www.kevinharrington.tv 

@officialKevinHarrington 

@HarringtonKevin 

@realKevinHarrington 

http://www.kevinharrington.tv
http://facebook.com/officialkevinharrington
http://twitter.com/harringtonkevin
http://instagram.com/realkevinharrington
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EVERYTHING 
BETWEEN 
THE CLOUDS  
AND DIRT.



magazine

after acquiring leading women’s lifestyle 
property PureWow in January 2017, with 
his business partners at RSE Ventures. 
Gary also serves as a partner in athlete 
representation agency VaynerSports and 
restaurant reservations app Resy.

With more than 3.5 million fans on social 
media, Gary shares his ongoing journey as 
an entrepreneur in his daily vlog, #DailyVee. 
He also hosts The #AskGaryVee Show, on 
which he answers questions about digital 
media, entrepreneurship, leadership and 
more, based on a lifetime of building 
successful, multi-million dollar companies. 
The show is also available as a podcast on 
iTunes, Stitcher, and SoundCloud.

Gary serves as a board/advisory member 
of organizations such as the Ad Council 
and Pencils of Promise, and is a longtime 
Well Member of Charity: Water. Gary also 
frequently keynotes at conferences such as 
Le Web, ANA Masters of Marketing, Web 
Summit and more.

One of the world’s leading marketing 
experts, Gary Vaynerchuk has built his 
career by being exactly where consumer 
attention is going next.

Just out of college, Gary grew his family wine 
business from a $3M to a $60M business in 
just five years. Now, he runs VaynerMedia, 
one of the world’s hottest digital agencies. 
Along the way, Gary became a prolific angel 
investor and venture capitalist, investing in 
companies including Snapchat, Facebook, 
Twitter, Uber and Venmo and co-founding 
the VaynerRSE fund. 

Gary will soon appear with Gwyneth 
Paltrow, Jessica Alba and will.i.am on 
Apple’s original series “Planet of the Apps,” 
launching in spring 2017.

In addition to running digital agency 
VaynerMedia, Gary also serves as CEO 
of holding company VaynerX, which 
houses VaynerMedia and The Gallery, a 
new publishing company Gary started 

magazine
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KNOW THE 
PHILOSOPHY, 
KNOW THE 
DETAILS,
AND IGNORE 
EVERYTHING 
IN THE MIDDLE.

There are too many people who are 
average at what they do and are confused 
by their average results. This is because 
the vast majority of people tend to play 
the middle—they focus on the vague 
minutiae that doesn’t matter. They’re 
focusing on the wrong stuff.

Two things can happen if you’re too 
focused on the middle:

1 You’re only successful to a certain level 
and then hit a plateau.

2 You get stuck in one of two extremes: 
you get stuck either because you become 
too romantic on ideals and neglect the 
skills you need to execute or you get tied 
up in minutiae or politics and lose sight of 
the bigger picture.

Instead, you need a healthy dose of 
those extremes: the clouds, the high-
end philosophy of what you believe and 
the dirt, the low-down subject matter 
expertise that allows you to execute 
against it. Forget about everything else.
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This business philosophy is how I’ve built and scaled 
my companies and it’s what I’ve always lived by. 
Focusing on what’s important is what allows me to 
execute and succeed as well as I have.

Here are my clouds right now as they apply to 
VaynerMedia: I believe that social media has a better 
value proposition than other marketing tools because 
it has the growing attention of the modern consumer. 
Moreover, it has the targeting capability to reach the 
the right demographics at scale with diminishing 
spoilage. My philosophy is that social media marketing 
works, so long as you know how to do it. Those are the 
clouds. I have fully bought into the ROI here; I don’t 
need Nielsen, or reports, or seven years of research, 
or the political approval of my boss.

And the dirt? The dirt is what you’re reading right now. 
I’m putting out content and making my employees 
the best practitioners. I spent the time to figure out 
Vine and Meerkat when they were first released. I 
understand how Twitter and Snapchat work and 
where they’re going. I know the details of how video is 
playing an important role on Facebook and YouTube. 
Put simply, I put in the work that allows me to know 
my shit and bring my companies to the top.

At VaynerMedia, I tell my staff that 99% of what we 
deal with every day in business doesn’t matter. The 
politics, the process, and all the crap that doesn’t 
matter. The clouds matter and the dirt matters and 
nothing else.

I know my scope is a big one, but I think everyone 
has their own definition of clouds and dirt. The idea 
is to understand the “why” that is up in the clouds, 
and then be obnoxiously proficient at the “how” that 
is down in the dirt. That’s how you win.

If there’s one bit of advice I can offer you it is to start 
pushing on both of those edges. Raise the bar on 
your philosophies and dig deeper into your craft. It’s 
a recipe for success and I urge you to give it a try.

MY 
PHILOSOPHY 
IS THAT 
SOCIAL MEDIA 
MARKETING 
WORKS!

http://twitter.com/garyvee
http://facebook.com/gary
http://instagram.com/garyvee
http://medium.com/@garyvee
http://youtube.com/garyvaynerchuk
http://pinterest.com/garyvee
http://linkedin.com/in/garyvaynerchuk
http://snapchat.com/add/garyvee
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TheSuitcase
E n t r e p r e n e u r

Natalie Sisson
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Natalie Sisson is the CEO of The Suitcase 
Entrepreneur, established in 2009 with a 
mission to ensure 1 million entrepreneurs 
create freedom in business and adventure 
in life by 2020.

She’s a bestselling author of The Suitcase 
Entrepreneur and a sought after speaker, 
having spoken at TEDx Royal Tunbridge 
Wells, Problogger, FinCon, Social Media 
Marketing World, SociaLight and more, 

and Huffington Post named her one of 
50 Must Follow Women Entrepreneurs 

in 2017.

She has dedicated community 
of ‘Freedomists’ who have been 
following and engaging in her 
work since 2009. This includes 
a reach of 30,000 email 
subscribers and a social media 
following of 65,000+ across 
Google+, Twitter, Facebook, 
Pinterest and Instagram.

Blog: With over 900 blog 
posts published to date since 
and 3 hugely successful Blog 
Challenges enlisting over 
5,000 participants, Natalie’s 
blog is the core foundation to 
her business success and the 
consistent, ongoing growth of 
her devoted community. The 
blog consistently receives over 

30,000 visits a month and over 
53,500 page views. 

Natalie Sisson
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Podcast: The Suitcase Entrepreneur Podcast 
was established in May 2012 to allow a global 
listenership of over 30,000 ‘Freedomists’ to 
tune in from anywhere, every month. To date 
it has over 1.5 million downloads, 180+ five-star 
reviews and almost 300 episodes.  In late 2013 
the podcast was nominated and made a Top 10 
Finalist in the Business Category at the Podcast 
Awards and it consistently ranks in the Top 100 
category for Business in iTunes.

Book: Published in August 2013, The Suitcase 
Entrepreneur has had over 30,000 digital and 
print copies and in its first week became an 
Amazon No #1 Bestseller across 3 categories.

Education: Natalie’s Freedom Plan program, 
established in 2014 has over 500 members and 
has generated close to $350,000 in revenue. 
Along with her signature program, Natalie and 
her team continue to release new courses based 
on survey results of our community including 
Idea to Income, Rock Your Systems and The 
Freedom Lab, with more planned for 2017.

After 8 years in the corporate world, Natalie 
Sisson left her high paying job that was sucking 
the life out of her creativity and ability to put 
a dent in the world, and flew off to another 
country to play World Championship Ultimate 
Frisbee and start her first business.

After cutting her teeth in the entrepreneurial 
world as a cofounder of a technology startup, 
she went on to take her blog, The Suitcase 
Entrepreneur, and turn it into the thriving 
multiple six-figure lifestyle business she can run 
from just a laptop and her smartphone.

Natalie Sisson



Driven by her desire to obtain what 
most value so highly but few achieve 
ultimate freedom, she spent the first 
two years hustling like crazy, making 
the same mistakes most new business 
owners do, and learning a lot of 
hard lessons before she developed 
the blueprint to building a thriving 
online business and her dream global 
lifestyle.

Now, through her blog, podcast, 
lifestyle videos, coaching, digital 
products, and programs with a 
reach of over 100,000 people per 
month, Natalie teaches thousands of 
entrepreneurs around the world to 
fast track their own business success 
and design a lifestyle they love 
through becoming leading learners, 
mediapreneurs and masters in 
outsourcing, social media and online 
tools through her blog, podcast, 

lifestyle videos, coaching and digital 
products and programs.

Natalie is a contributor to Forbes and 
Huffington Post and has been featured 
on many other publications and media 
outlets including 60 Minutes, Yahoo 
Finance, Huffington Post, Guardian, 
Daily Mail, Sydney Herald, American 
Express Open Forum, Mashable, Visa 
Business Network, Social Media Today 
and PayPal.

Originally from New Zealand, Natalie 
has citizenship in the United Kingdom, 
permanent residence in Canada, has 
travelled to 70 countries to date 
and lived on 5 continents, all while 
running her business and living out 
of a suitcase, winning a Gold Medal in 
Beach Ultimate Frisbee and breaking 
a World Record in Dragon Boating.

magazine Natalie Sisson
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How did the idea for the Charity fundraising 
website Fundrazr that you co-founded come 
about?

It actually came up through my business 
partner who I met at a networking event while 
in Vancouver drinking wine and eating cheese. 
He said, “Hey, I got this idea for a business”  and 
I said, “I’m a homeless unemployed bum with 
a great background in business and marketing 
skills” and said, “We should talk.” So we went 
for a coffee later that week and he explained 
to me the reasoning behind his idea. It actually 
came from his frustration at  being a parent and 
having to always collect fees for sports teams. 
Everybody kind of half follow up; some in cash, 
some in cheque and he just wanted an easy online 
way to be able to collect it. We bounced all over 
the place between that because I’d had the same 
experience with ultimate Frisbee teams, tennis 
and netball over the years. Then bounced about 
what about people just trying to fundraise for a 
charity or their own personal fundraising like an 
event or a trip and then we also kind of went back 
and forth on political fundraising because that’s 
huge. I guess what I’m trying to say here is when 
we started there were three distinct markets that 
we felt we could market to. We ended up trying 
to cater to all of them which didn’t work. Now 
it’s much more based on personal fundraising 
for charitable events or events that matter.  So I 
can’t say that I got a hand in the original creation 
of it but I definitely helped the future of it, where 
it went, what we turned it into and especially the 
app development. 

Natalie Sisson
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How was the suitcase entrepreneur website 
born?

The Suitcase Entrepreneur website was 
born actually in late 2009 and it was called 
“WomanZ World” that’s Woman and then a 
Z World and as somebody rightly pointed 
out I am a NZ woman from New Zealand and 
it morphed into the Suitcase Entrepreneur 
the following year when I realized that I had 
taken my business on the road late 2010.  I’d 
only had a business that paid me for about 
four or five months before I decided to take 
it on the road and go to Buenos Aires and 
my suitcase. 

When I was at a conference trying to explain 
to people that I live out of a suitcase and 
traveled the world whilst running this 
business, people were like, how does that 
work?  Where do you live?  What’s your name?  
All these fun questions that you normally get 
and I could never answer them; I could answer 
my name but I couldn’t say where I live and a 
friend that I met at that conference said, “Oh 
I see you’re like a traveling entrepreneur” 
and I was like yeah and he’s like you’re like 
a suitcase entrepreneur. “That’s it, that’s 
brilliant”, he said, “Buy the domain”. So I did 
around November 2010.  About a month and 
a half later I had rebranded to the Suitcase 
Entrepreneur, re-launched the website. It 
really helped me to focus on what I was 
actually offering and who my audience was.

Natalie Sisson
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As someone who is an advocate for 
designing businesses that supports 
your ideal lifestyle, what does 
“freedom” look like for you in your 
own life?

This is a really fascinating question right 
now because I realise I’ve actually got 
too much freedom. This shouldn’t really 
be a bad thing but too much freedom 
can be paralyzing. For example I have 
two very distinct, different outlooks 
for this year. 

One is to go and buy a lifestyle property, 
get dogs , chickens and just be and 
work the land. Potentially turning it 
into a sort of a business avenue with 
Airbnb and Retreats. But initially I just 
want to enjoy nature and the lifestyle 
and just the free time to do what I want. 
Really be at one with the world. 

The second part of that is travelling, 
not all over the place but to various 
places to experience new things; 
cultures, but this time without running 
my businesses. I‘m going on a business 
sabbatical. I came up with both these 
ideas and it’s actually been really, really 
hard to figure out which one to do. I 
think if I had more constraints and less 
freedom it would be less choices for 
me to make.  So isn’t that an interesting 
thing?  

To answer your question though, 
freedom in my own life for the longest 
time has always looked like doing 
what I want, when I want, with who 
I want. A large part of me still holds 
that true. But these days I think it is 
more the freedom and ability to delve 
deeper into the things that you want. 
To become a student, to learn to be 
curious and to be able to do that on 
your own terms.

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

So interesting, I think up until now it 
has been get up in the morning, do my 
exercise, have an awesome breakfast; 
I’m a big fan of breakfast and then dive 
into one of the three main things that I 
want to get done that day.

For the last couple of weeks though 
that’s been looking like handing over 
the team, systemizing further, website 
redesign, sales funnel set up and not all 
of this is being me. I’ve hired people to 
help but I’ve been overseeing it.  The 
redesign, the re-launch, the rebrand, the 
editorial calendar for the entire year, 
getting the team onboard around this, 
handing stuff over now that’s been a 
pretty massive project for the last two 
to three months.

For the next three months it’s going to 
look like writing my book, helping other 
people write theirs through a live course 
that I have right now called ‘Write the 
Damn Book’. 

Essentially people will pay me to write 
my book but I’m helping them to 
write theirs.  I’m also re-launching my 
podcast, so its Natalie’s Sisson‘s Quest 
For Freedom and that’s gonna carry on 
throughout the whole year.  

So the one thing that I’m keeping from 
everything that I do because I love it 
is podcasting. Which is charting my 
journey as I go on my quest for freedom. 

Typically a day would look like: 
 
Exercising, a lovely breakfast, work; 
focused on a few key projects for about 
two to six hours. Then either catch 
up with friends or just people that I 
find important, reading, relaxing and 
learning as a part of that. I love getting 
out in nature, so whether I go down to 
the ocean, go on a drive somewhere or 
just get out and about around the city 
and explore wherever I am at the time.

Natalie Sisson
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What has been the most effective strategy 
you have used to grow your website?

At this moment in time it’s absolute quality 
content and we’re looking at mega posts 
essentially so long, long, long form, super 
high quality blog posts that have several 
repeated calls to action to download the 
PDF that relates to that post or the content 
of that post or a call to action to a course 
so essentially we’re looking at great content 
that leads to opt-ins that lead to people 
going to the sales funnels that leads to sales.  
And this year I’ll be embarking on Google 
advertising and Facebook advertising in 
a more strategic way to a lot more free 
content, as well as Facebook live videos and 
vlogging so just ongoing consistence social 
media basically, as you know I’m not that 
Instagram queen but starting to use it more 
effectively. 

What is one personal trait of yours, that has 
helped you become successful with your 
business?

I think I would probably say stubbornness 
and action taking. The only reason I say 
stubbornness is I watched a great interview 
with Maria Sharapova the other day and 
her coach and both her said she was very 
stubborn, she just stayed focused on exactly 
what she wanted to do and I do that when I’m 
really crystal clear about what I’m focusing 
on and that and I just take action all the time 
even when I don’t know what I’m doing. I 
learn as I go and I never really sit around, so 
it’s very rare that I’m being a procrastinator 
and I definitely know when I’m being one, so 
I’d say action taking. 

Natalie Sisson



What is the best piece of advice you 
have ever received from a mentor?

Well I only really consider that I have a 
few mentors and Tony Robbins is one 
of those from afar and this year I’m 
actually invested in going to several 
of his events as part of my personal 
growth.  It’s been years and years 
and years since done any of my own 
personal growth, always helping other 
people with theirs and so one piece of 
advice is not to focus on what could 
go wrong but focus on what can go 
superbly well so that’s my motto really 
for this year and that was one of his 
quotes and I just think it’s so true, 
we have however many hundreds of 
thousands of thoughts that go through 
our brain every single day and I’d like 
to be filling mine with the “can do” 
attitude and what’s possible rather than 
“oooh what might happen”.  I generally 
take that attitude, but cause I’m going 
to be pushing more boundaries this 
year I think I’ll probably have some 
of the negative self talk you know 
comparison game thing coming in, so 
I want to work on actively filtering that 
out.

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 business in 2017?

Actually the very first thing I would do 
and I had a thousand dollars is I would 
take the launch that I had, I would 
run a kickass webinar and I would use 
Facebook advertising, probably most 
of it spend on Facebook advertising 
too that webinar (1) to build a ton of 
new contacts because if you get five 
hundred to a thousand (500 – 1000) 
people coming to the free webinar 
you’d  built a list and (2) I’d offer such 
great free content on that webinar to a 
live course so if I had nothing done at 
all and I’d lost everything then I would 
run a live course and I would on that 
webinar sell people into it and I would 
start up from a couple of weeks later 
and so I would have a list, customers 
and revenue and then I would expand 
on that and I would run that webinar to 
people that I already know who could 
become affiliates and help promote 
it further so I could expand and grow 
my list, create great relationships 
and create sales for them and myself.  
That’s what I’d do.

magazine Natalie Sisson
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What can entrepreneurs learn from 
the Suitcase Entrepreneur?

I’m assuming you’re meaning the 
business and the website right now 
and not just from me so the really, the 
three key things I focus on over the 
Suitcase Entrepreneur are:

Mindset

Business 

Lifestyle 

With a heavy, heavy focus probably on 
the business and mindset and within 
those topics I’m always attempting 
to get people to think about how can 
you get kickass systems, use the right 
tools and build the right teams so that 
you can work less and make more 
money.  So as you mentioned right at 
the beginning of this interview, how 
do you build a business that supports 
your ideal lifestyle?

What are you goals with your business 
over the next 5 years?

That is a fascinating question, had you 
asked me last year you’d see it in my 
painted picture exactly what I want 
to do with this business, but given I’m 
taking a business sabbatical this year 
my goals have changed significantly.

I believe that I’d love to have it as a 
six figure business that essentially 
runs itself, that in the future, one or 
two years more I will probably have 
nothing to do with the business aside 
from being the front of the brand, the 
face of the brand and speaking and 
writing and contributing in that way 
but not actually doing any of the day 
to day operations on launching any 
more courses.  

So I’d love it to give a residual or 
almost passive six figure income. In 
terms of business I actually want to 
start a new business, I’d love to have 
a dog adventure park or I’d like to be 
creating freedom based hubs around 
the world. 

There’s so many services popping up 
now for co-working and digital nomads 
and people being able to live, work 
and play in places and I want to kind 
of be part of that but in a much more 
boutique niche way.  

So I probably have several new 
businesses over the space of the next 
five years and several properties.

Natalie Sisson

http://suitcaseentrepreneur.com
http://instagram.com/nataliesisson
http://twitter.com/nataliesisson
http://facebook.com/nataliesisson
https://www.youtube.com/user/NatalieSisson
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Saija Mahon is the founder of Mahon Digital 
Marketing Ltd, an international, award-
winning digital media agency that helps 
growing global businesses to achieve 
their sales targets by utilising advanced 
technologies and strategic tactics in the 
ever expanding online environment. 

After working for some of the biggest 
global media houses in the world, Saija 
decided to launch her own business 
in 2010, starting her journey as an 
entrepreneur from London, UK. 

Mahon Digital Marketing specialises 
specifically in biddable media, website 
optimisation, search engine optimisation, 
content marketing, social media 
optimisation and PR activities, and 
currently employs 14 people in total. 

Mahon Digital operates their main offices 
from London UK and also Turku Finland, 
with multiple resources across US, Europe 
and Asia. 

Saija has also founded Lonely Robot Web 
Design agency that solely specialises 
in Web design and build within the UK 
market. 

Last but not least, Saija has founded 
a Scandinavian business networking 
concept called The Caviar Club, which 
after 3 years of running, operates in 
Finland across 5 major cities.

Saija is also a very passionate speaker, 
keynote, blogger and business mentor.
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What did you learn from your experience 
working for some of the biggest media 
agencies in London before you started 
your own business?

I learned an incredible amount of skills, 
knowledge and confidence during my 
time in the media agencies I worked 
for in London. The pace of the media 
industry is immensely hectic compared 
to the client side (which is where I came 
from to the agency side), hence I believe 
my biggest learning was to truly know 
how to prioritise, control my time and 
manage expectations. These elements 
are also something that are transferrable 
to the entrepreneurial world and way 
of living, so I believe I got a good head 
start in getting used to working for 
myself and my own companies as I made 
the transition from an employee to an 
entrepreneur. Respect time, prioritise 
and learn to manage your actions and 
activities in a meaningful and productive 
way.

How did you come up for the idea of 
Mahon Digital Marketing, and tell us 
about the first couple of years growing 
the business? What was your most 
effective marketing strategy to grow 
your clientele?

I have always been passionate about 
marketing and advertising. Therefore 
once I got to execute and develop myself 
as a digital marketer within the various 
companies I used to work for, I built up 
my courage, confidence and skills to 
start running my own business. The first 
years of running and growing a business 
are always challenging, especially as you 
need to acquire so many skills outside 
your core skill set (like learning to do 
accounts, admin, set up a company, 
sales processes and HR etc). My learning 
curve was steep as a mountain! But I 
loved it of course. I learned how to lay 
a strong foundation for the company to 
grow and flourish. I also realised that you 
don’t need to do everything by yourself. 
It’s OK (and needed) to ask for help and 
surround yourself with networks that 
can help you and your business grow 
effectively. The most efficient marketing 
strategy to grow our clientele has been 
a combination of online and offline 
activities. It’s important to have a strong 
network to source leads and referrals 
from, however it’s also imperative to have 
a visible and sustained online presence 
in order to attract clients from anywhere 
in the world. The internet provides a 
huge opportunity to grow your business 
globally.
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What makes your business stand out 
from other digital marketing businesses?

My business is international and our 
strong USP has been our ability to service 
global client base. Our offices are located 
in the UK and Scandinavia, with access to 
several other resources globally, which 
gives us the advantage of being a local 
supplier of services, but also a gateway 
to international markets. We are still a 
fairly small company, hence we are quick 
in our moves, flexible and therefore can 
adapt to market changes fast.

How many employees do you have and 
how do you structure them?

At the moment we have 14 team members 
across the UK and Scandinavia offices. 
Our team structure is planned so that 
each team member compliments one 
another and so that each client gets 
the best service possible. Our hierarchy 
goes from junior team members up to 
senior account directors. I believe it’s 
truly important that even if we are a 
small agency right now, the team has a 
solid structure in place. Everyone knows 
where they slot in within the company 
hierarchy, what expectations are set and 
where they can progress as they move 
up the career ladder.

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

Not sure there’s such a thing as a typical 
working day for me. As I’m the Founder 
and CEO of the company, I try my best 
to work on the business each day, not 
in it. My priority is to grow the business 
and ensure we keep on growing and 
opening new offices as the years go by. 
Usually my days are filled with pitches, 
client meetings and networking events, 
conferences and the like. I do get to 
spend some time in the office with the 
team too, which is always very nice.

What are your goals with your business 
in the next 5 years?

My goal is to keep on growing the 
business in a sustainable and profitable 
way. As we attract more and more global 
clients, we would also like to open up 
new local offices within new regions such 
as Estonia to cover Eastern Europe and 
Australia. We would also of course aim to 
grow and strengthen our presence in the 
UK and Scandinavia, where we’re already 
established ourselves and can only push 
to be bigger now.
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What is the best piece of advice you 
have ever received from a mentor?

Fail fast and move on even faster. There 
will always be challenges in business and 
you need to recognise that as ‘business 
as usual’. As long as you learn from 
challenges and mistakes and improve 
processes and strategies as a result, the 
only way is up.

What is one personal trait of yours, that 
has helped you become successful with 
your business?

I’m extremely action orientated and 
organised. I believe this trait has enabled 
me to be where I am now. Action and 
positive attitude is imperative in business. 
I get stuff done, to put it simply. 

Tell us what we can expect to read in 
your new book “The Modern Female 
Entrepreneur” that is released in 
February? 

I’ve written the book based on my own 
journey in running a business and a family 
simultaneously. I will share my secret tips 
and tricks on how to be successful in life, 
how to find and fund freedom to design 
your life the way you want it to look like 
via entrepreneurship and starting your 
business. The book will contain a lot of 
practical guidance and step-by-step tips 
on how to achieve a truly free life and 
how to stay organised and happy in the 
process.

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

I’m in social media yes, and I also have my 
own website: www.saijamahon.co.uk feel 
free to sign up to my newsletter there.

Social media channels can be found here:

http://www.saijamahon.co.uk/
https://uk.linkedin.com/in/saijamahon
https://www.facebook.com/MahonDigital
https://twitter.com/SaijaMahon
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Steve Siebold is a former professional athlete (top 500 tennis player in the world) and national coach. He’s 
spent the past twenty-six years studying the thought processes, habits, and philosophies of world-class 
performers. He’s a writer, speaker, and consultant on the topic of mental toughness. His clients include 

Johnson & Johnson, Toyota, and Procter & Gamble. He’s written five books on mental toughness, two of 
which have become best sellers with over 130,000 copies in print. His national television show, Mental 

Toughness with Steve Siebold, won the 2007 Telly Award for best motivational show. He has been interviewed 
on the Today show, Good Morning America, ABC News, FOX Business Network, the BBC in Europe, NBC 

Australia, and dozens of others. He is in the top 1 percent of income earners in professional speaking.

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

Our Book of the issue is How Rich People Think by Steve Siebold



“This book will teach you how rich people think. It 
compares the thoughts, habits and philosophies of 
the middle class to the world class when it comes to 
wealth. The differences are as extreme as they are 
numerous. The strategy is simple: learn how rich 
people think, copy them, take action and get rich. 
This book hits hard and never lets up. It’s based on 
a quarter century of interviews with millionaires. It’s 
written in unfiltered, politically incorrect language 
that makes the point crystal clear and easy to 
follow. The hundreds of millionaires interviewed 
for this book had nothing to gain by sharing 
their secrets, nor any interest in sugar-coating 
their advice. These people gave unprecedented 
access to their lifestyle and playgrounds; from 
Palm Beach to Aspen. Steve was searching for the 
raw, uncensored truth about how rich people 
think, and they agreed to share it with him on the 
promise that their names never be published and 
their remarks never made public. He’s mixed their 
wis-dom with his words, and the result is a book 
so brutally honest it will shock some and in-spire 
others. If you’ve ever dreamed of living a life most 
people only see in movies, study this book like 
a scientist. Freedom from financial worries and a 
millionaire’s lifestyle is closer than you think.”

Some Quotes from the book

“Any world-class performer will 
tell you that it’s not getting what 
you want that’s so much fun, but 
the person you become along the 
journey.”

“Being wealthy gives them the option 
to live what author/philosopher 
Ayn Rand called “an unrestricted 
existence.” This means having the 
ability to do what they want, when 
they want, with whom they want, 
for as long as they want, without 
limitations.”

“While the masses are watching 
television and surfing the web, 
champions are thinking, working, 
and dreaming of a better life.”

“The rich know that creative thinking is the highest paid skill in the world. Independent, creative thinking is the most valuable asset anyone can acquire.”

magazine Grab your copy at Amazon or Barnes and Noble

https://www.amazon.com/Rich-People-Think-Steve-Siebold/dp/1608102793
http://www.barnesandnoble.com/w/how-rich-people-think-steve-siebold/1100459325
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Dan Norris is a serial entrepreneur, award winning 
content marketer, international speaker and the 
author of the number 1 Amazon bestsellers The 7 
Day Startup and Content Machine.

In June 2013 after failing at entrepreneurship for 7 
years, he founded wpcurve.com, a worldwide team 
of wordpress developers, providing unlimited small 
fixes and support, 24 / 7 for a low monthly fee. After 
becoming profitable in 23 days, WP Curve grew to 
a team of 40, 850+ customers and passed an annual 
run rate of over $1m AUD within 2 years. 

With over 40,000 copies sold, Dan’s 
books have been translated into 5 
languages and inspired thousands of 
people around the world to launch 
their businesses. 
Dan is also the co-founder of Black Hops Brewing, 
a craft beer brewing company and is working on 
building a physical brewery on the Gold Coast, 
Australia. In 2015 Black Hops brewed the world’s 
first beer for the biggest entertainment franchise on 
earth, Call of Duty. 

Dan is passionate about helping people launch 
entrepreneurial projects. He has a paid 7 Day Startup 
group as well as a free Facebook group with around 
4,000 members. 
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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?

I don’t plan my day other than calendar appointments and 
daily content topics (more on that later). I plan my year, month 
and week but every day I wake up and generally only have a 
few appointments in my calendar. I have a list of Trello tasks 
for the week and I look at email, social media and Slack for 
my various projects to work out what to do that specific day. 
I generally work on what motivates me at the time. It’s pretty 
loose but it’s served me reasonably well, although I am prone 
to getting distracted by social media. 

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

Wake up, grab my phone and go through all the various 
notifications and check social apps in this order iMessage, 
SnapChat, Whatsapp, Instagram, Facebook, Twitter. I like 
producing content around marketing and entrepreneurship 
so every day I have a new topic come on my phone to reduce 
friction. At the start of each year I brainstorm 260 ideas (1 per 
business day) and have my VA put them into my calendar 
for each day.  I walk to the coffee shop and generally do a 
snapchat video on the way about the topic and respond to a 
few snaps (@thedannorris). When I get home I’ll brainstorm 
some ideas for content. Right now I’m doing them via Audio 
either using the Rode Rec app to send the ideas to DropBox 
(which automatically adds the idea to my idea board) or using 
an app called Anchor to put some initial ideas out to the 
public. Once this is done I’ll get ready to head into the office. 
Because I run 3 businesses, work varies so much it would be 
very hard to predict a typical day. I could be painting walls 
(for the brewery i’m building), I could be creating content for 
my 7 Day Startup Pro group, I could be working on growth 
projects and content for WP Curve. 

http://snapchat.com/add/thedannorris


magazine

How long do you read for a day? 

I hardly ever read. I read on planes that’s about it. I listen to 
podcasts quite a bit. Whenever I’m doing housework, doing 
for a walk or driving i’m generally listening to a podcast. I don’t 
read much because I find it hard to stay focused on a book. If 
it’s a great book then I can, but most books aren’t great. 

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 like movies about Entrepreneurs (like Steve jobs / Joy), TV 
Shows (like the Profit / Shark Tank / Billions) and documentaries. 
But my main method of consuming entrepreneurial content is 
through podcasts. I like interview shows like James Altucher 
and Joe Rogan and news shows like This Week in Startups and 
serialised shows like Startup by Gimlet. 

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

I do it occasionally but not as often as I would like. I think it’s 
good to have something you can do that doesn’t involve staring 
at a screen so for that point, it’s a good escape. I honestly can’t 
say I do it enough to see any specific benefits. 

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

I get out of bed every day fired up to get shit done. I have 
no idea why but I’m very grateful that is the case. Sometimes 
I wake up early and can’t get back to sleep because I’m so 
keen to get shit done. I get inspired by creating new things. 
I get very excited by new projects and I love creating content 
around what i’m doing. If I’m doing those things then I don’t 
really struggle with motivation. I love traction too, when you 
work on something and it’s taking off it provides a real fire. 
When things aren’t going well, it’s not as easy. So I look for 
traction and try to do new things that are interested and have 
me involved in creating something of some sort.
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How do you remain focused and get back on track 
from daily distractions?

I’m not great at this to be honest. Having people 
around you in person helps. Having entrepreneurial 
friends / partnerhelps. Having my paid membership 
7 Day Startup Pro helps keep my accountable as well. 
I also am careful about which apps I allow to send 
me notifications (pretty much messaging apps only), 
and I set weekly goals and don’t like to not achieve 
them so I get pulled back into line. 

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 have a framework around career, annual and 
monthly goal setting that I run through each year. 
This year I have 24 goals http://7daystartup.com/dan-
norris-2015-review-2016-goals/ some are smallish 
some are much bigger and can’t be achieved by 
myself. 

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

Probably 95% of everything they do. Business 
owners really shouldn’t be doing much of what they 
are currently doing. You should delegate pretty 
much everything and do creative work only. If you 

have the sort of business that relies on you doing all 
of the work, you aren’t doing it right. 

The problem with most businesses isn’t that they 
aren’t working on the right things, it’s that they aren’t 
doing it well. For example businesses will employ 
a social media person and all they will do is post 
promotional shit on Facebook. No one cares, it’s not 
good content, it’s not original, it’s not interesting and 
the person has wasted their time. If they understood 
content marketing they could do the same thing but 
do it well and the time wouldn’t be wasted. 

How do you manage taking breaks throughout the 
day?

It really depends on what I’m working on. I normally 
get lunch and a coffee at lunch time, just by walking 
up to the coffee shop and sometimes I’ll have a 20 
minute break and lie on my bed and go through 
social media. If my girlfriend is around we will often 
go out for breakfast or lunch or dinner, or all 3 haha. 

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

This one is always pretty tricky. I have 3 businesses so 
I have a different Google Chrome profile for each 
one, different Slack Group for each one and different 
Trello boards (for tasks). I have 1 central calendar with 
all of my events in it. It’s not easy to manage and I 
often wonder if it would be better just doing one 
thing but that wouldn’t be as much fun haha. 

http://7daystartup.com/dan-norris-2015-review-2016-goals/
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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?

Yes WP Curve has 40 people around the world. I also have 
a full time VA to work on my personal projects including 7 
Day startup Pro and my personal content marketing and 
social media. I use Slack to manage my VA and we have team 
leaders at WP Curve to manage the team but I am also in 
Slack regularly. I’ve also started using Whatsapp for business 
as well because i like the audio messages and I find Slack’s 
multi-team features pretty slow particularly on mobile. 

What is the greatest lesson that you have learn’t in the last 
12 months to increase your productivity?

I think the whole concept of productivity is thought about 
incorrectly. People are way too concerned about doing 
things right and not concerned enough about doing the 
right things (some smart guy, not me, said that). It’s OK to be 
productive at your daily tasks but if 95% of your task can be 
delegated to others, you are better off having nothing to do 
and freeing up your mind to work on creative projects and 
you will much better results.  
 

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 would simply say to learn to find traction. These days I can 
do nothing and my business grows by thousands of dollars 
a month. In the past I would work 70 hour weeks hoping to 
somehow find 1 customer. Once your idea has traction you 
just have to keep it on track rather than constantly pushing 
shit up hill.

Where can we find out more about you?

http://wpcurve.com
http://blackhops.com.au
http://7daystartup.com
https://www.amazon.com/Content-Machine-Marketing-7-figure-Advertising-ebook/dp/B013M5FWX4/ref=sr_1_1?s=books&ie=UTF8&qid=1458003137&sr=1-1&keywords=content+machine+dan+norris
http://snapchat.com/add/thedannorris
http://instagram.com/thedannorris
http://facebook.com/thedannorris
http://periscope.tv/thedannorris
https://blab.im/thedannorris
http://twitter.com/thedannorris
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When I came up for the idea of Zumès I was in 
my 3rd year as an apprentice graphic designer, 
flying home from a holiday. I got thinking about 
how many graphic designers there are these 
days and how almost everyone thinks they can 
design to some level. What can I create with 
my skill set that almost everyone will be able 
to benefit from? I started with all the typical 
design avenues: logos, signage and stationary 
– all of which are available in multiple places 
around the world; even I am involved in their 
creation, at my current workplace. Then it came 
to me; resume templates! Your generic, black 
and white, boring old word document that is 
supposed to be your great first impression 
before getting an interview. I could put life into 
resumes and help people get their foot through 
the door and into an interview.

I started to think about it more and realised 
most people will need a resume at some stage 
in their life. With the increasing number of 
career changes now being made in our lives, 
many people will need their resume updated 
more frequently. 
I began to conduct research into the current 
market, and started to believe my idea could 
be a success. 

Once off my flight and back home, I immediately 
began to research and designed my own 
resume templates. I had no idea how to start 
a business; I began researching ‘how to start a 
business’, as well as entrepreneurship, investors, 
courses and content. 
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My ideas kept growing but I had no direction, 
no one to help navigate me down the right 
path. I signed up to an online course about how 
to start your own business – this was all about 
finding that ‘idea’. As I already had my idea, I 
reached out for advice and an opinion from the 
course creator. I could go to college to study 
web development, find an investor to fund my 
idea, or, collaborate with someone to bring my 
idea to life. She replied with valid points for 
each of my options, outlining each of their flaws 
and suggesting “think about your MVP (minimal 
viable product). How can you offer the service 
to people without spending too much money? 
Once money starts flowing in, reinvest it back 
into the business and build the website”. When 
I first read this I struggled to think of a way to 
scale back my genius idea to a basic level that 
my competition was currently running at. I sat 
on this for a while and tried to teach myself how 
to code to create a website myself and not give 
in to settling for a basic version of my idea. This 
didn’t work out too well; I was not committed 
to learning this process and my whole thought 
process was consumed by my idea and all the 
possible avenues I could take. 

It wasn’t until I met Brad, the creator of Build 
Your Empire magazine that this “MVP” idea 
finally sunk in. I realised that I needed to start 
exploring the need for, or want of, the service 
I could offer.  

So, 5 months ago I registered my business 
name, got an ABN, organised an email domain 
and launched a Facebook and Instagram page 
advertising and selling my resume templates. 

This whole experience has been a learning 
curve, everything that I have done so far is a 
lesson learnt. I had no idea how to get an ABN, 
register a business or business name (actually 
quite easy when someone points you in the 
right direction). 

I have learnt that not everyone will like the idea 
or see your vision which is okay. Not everyone 
likes Vegemite but there are enough people 
that do to make it successful. This just makes 
me want to work harder and hopefully turn the 
sceptics into potential customers.
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Before starting out I wish I knew that 
entrepreneurship was a possible career path. I 
would have begun connecting with likeminded 
people to get a better understanding of how to 
turn an idea into a successful product/service. I 
haven’t left it too late, but it would have been 
nice to connect with mentors or experienced 
entrepreneurs for their advice and counsel – 
those people that have been able to not only 
come up with an idea but turn it into a success. 
I am grateful for my graphic design skills 
though, they have been a huge asset in starting 
my business. I have always been passionate 
about design. I would finish a full day of work 
as an apprentice designer, come home and 
continue to practice, study, and, improve my 
skills. I am always willing to learn and adjust to 
new trends. This has enabled me to develop 
my product, as well as design my own logo and 
advertisements. 

Although I am able to design I am always open 
to suggestions and changes as I know everyone 
has different tastes and not everyone will like 
what I do. I am used to critique and criticism it is 
all part of the job and what drives me to create 
a great design and make the customer happy.

A typical day for me right now looks a little like:

6.45am    I wake up, scroll through my news  
                  feed and check any emails
7.00am    Shower, have breakfast, get ready for  
                  work
8.00am    Start work (as a graphic designer at a  
                  local signwriting shop) 
12.00pm  Half hour lunch break, answer any  
                  messages or emails. I have also been  
                  getting out to local employment   
                  agencies. This enables me to  
                  promote my business, requesting  
                  they display a poster and take  
                  business cards for any of their  
                  interested clients
4.30pm    Finish work, head home 
5.00pm    Exercise
6.30pm    Have dinner, relax 
8.00pm    Start working on the Build Your  
                  Empire magazine or work on client   
                  resumes
10.30pm  Go to bed

I try to do as much as I can in a day to help grow 
my clientele whilst still working a 40+ hour 
week. When it comes to the weekend, I try 
to do as much as I can on my to-do list, whilst 
creating a new one for the week ahead.
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Over the next 5 years I will develop my idea from 
MVP to its true potential with my interactive 
website. I hope to become an authority in the 
industry, with my website being the go-to place 
for anyone looking to update their resume. 

Although my services will be targeted to anyone 
looking for employment, I will work hard to try 
and get all high school students across Australia 
to be able to create their first resume through 
my website as part of the schooling curriculum.

In the meantime, I have a lot of research and 
development to do in the coming years to ensure 
this business succeeds. 

I am currently looking for a web developer to 
work with and develop my website. If you know 
of anyone that would like to be a part of an 
entrepreneurial journey, and is knowledgeable 
in complex web development, please reach out 
– I would love to hear from you!

https://www.facebook.com/Zumescreativeresumes/
http://instagram.com/zumes_creative
https://www.linkedin.com/in/belinda-allen-39a944111/
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My message to 
today’s young 

millennial 
entrepreneurs.

By Hershey Hilado
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I never really grew up with people 
backing me up. I lost my dad when 
I was 12 years old, he was murdered 
by his own brother a week before 
he was suppose to take custody of 
me. I suffered physical and emotional 
abuse from my mother since I could 
remember while she pretty much 
sold her children away for money 
including myself.

When I was 16, she sold me to a Korean 
businessman in exchange for financial 
freedom, her financial freedom. The 
only person protected me was my 
grandfather, unfortunately though 
he passed away when I was 14 years 
old. I had to drop high school and 
got involved in organised crime 
stealing merchandise in shopping 
centres. I literally spent my teenage 
years getting interrogated by cops 
and running away. I even had a gun 
pointed in my head at one point by 
missionaries threatening to kill me 
due to my outlandish heists. 

I faked my birth certificate so I could 
find a job and support my siblings 
back in the province. What kept me 
going? It’s the promise I made to 
grandpa before he took his very last 
breath. He made me promise to take 
care of my siblings. That promise was 
my kryptonite, that’s what kept me 
going through all the hatred, anger 
and hardships. I had no chance to 
“feel”, I trained myself to be tough 
because that is the only choice I had 
left. 
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Entrepreneurship was the only thing 
that could truly understand the speed 
of growth I was destined to experience 
after the storm. I experience a lot way 
too early when the rest of the people 
my age were still playing with their 
barbie dolls and having fun while I 
was trying to figure out the purpose 
of everything I’ve gone through. I 
never complain about it because that 
was my early training to the thing we 
call “life”. 

So my encouragement especially 
with today’s young millennial 
entrepreneurs is to thrive to live a life 
of a conscious meaning. Be intentional 
with people. Be present when you’re 
talking and when you’re not. There is 
no roadmap, no blueprint for living 
a successful life; a lot of people will 
give you a lot of advice and most of 
it will be bad, and a lot of it will be a 
good sound, but you’ll have to figure 
out how it doesn’t apply to you 
because you’re coming from an 
unexpected angle! Speak up, show 

up and back yourself up. Don’t 
round your edges for the sake of 
acceptance or you’ll lose your edge. 
As soon as you believe that a label 
you’ve put yourself is there, you’ve 
limited something that is literally 
limitless. You’ve limited who you are 
into nothing but a thought. A thought 
that could possibly cost you your 
entire life living on the “safe zone”.
Realise that your life is a series of 
events that contributes to the chapter 
of your legacy. Write it while moving 
forward and use your own ink too!
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Hershey was named as one of the 
Top 80 Women2Watch in 2017 by 
Remodista stealing the 3rd spot in 
Australia among 10 Australians and 
70 other women from different parts 
of the world. She is also in 2016 list 
of Influencive 30 under 30 worldwide 
alongside other Entrepreneurs living 
life on their own terms. At age 24 she 
built 3 International businesses; 

1.) 8TASKS;  Business Resource  
     Management company, 

2.) Creative Vortex;  creative and  
      branding agency 

3.) Ohmagosh; a fashion ecommerce  
      company she started 4 years ago,  
      her first business. 

Today, she spends most of her 
time Mentoring other young 
entrepreneurs around 
the globe through her 
Mentorship Program  
and workshops.

http://www.hersheyhilado.com
http://www.facebook.com/official.hersheyhilado
www.instagram.com/hershey_official/
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Meet Joel Brown, an ex Music Industry Businessman turned 
Snake Handler turned Founder of the #1 Motivation Website on 
the planet. Joel has amassed over 100 Million Views worldwide 
with his website Addicted2Success.com with a community 
of over 2.2 Million Social Media Followers. He is homies with 
people like Tony Robbins, Deepak Chopra, Gary Vaynerchuk, 
Grant Cardone, Jack Canfield, Lisa Nichols and more.... and 
his systems for online and offline success are sought after by 
millions world-wide.

He has maxed out two passports travelling to nearly 1/3 of the 
world already and believes in hands on experience over text 
book knowledge.

Joel recently featured in a handful of Self Development 
documentaries such as RiseUP, Think & Grow Rich, The Death 
of Recess - How Schools are Killing Creativity and The Age of 
The Entrepreneur. His stories and advice are shared alongside 
people such as Seth Godin, The Dalai Lama, Peter Diamandis, 
Marie Forleo, Bob Proctor, Dwight Howard, Barbara Corcoran 
and more.. Showing the world and his local Aussies that it doesn’t 
matter what age, race, creed or sex you are, you can live out 
your wildest of dreams if you create a powerful enough vision 
and take massive action in it.
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I was working as a Snake Handler with an 
environmental team for a construction company 
in the desert north of Western Australia. The pay 
was good, I was making around $150k a year 
but the environment I was in up there really 
tested my mindset. I was working in extremely 
hot weather working 12 hour shifts back to 
back 28 days straight with 6 days off alongside 
people who hated their job and complained 
all day. I had to separate myself from my work 
peers and listen to self development audio 
books to keep my mind positive and on track 
to carry out my vision of online success.

I   would listen to Think & Grow Rich and Tony 
Robbins Personal Power audio tapes and would 
stay motivated to developing my website 
Addicted2Success. After my 12 hour shift I would 
stay up late working for 2-3 hours a day 7 days 
a week creating content for Addicted2Success 
to drive more traffic and build out my website.  
 

9 months in to working up north I made 
enough money from Addicted2Success.
com through publishing ads which allowed 
me to walk in and tell my pain in the ass 
boss it’s costing me too much to be here so 
“I quit”. That feeling was priceless, to taste 
that feeling of freedom, knowing I had set 
myself up to no longer have to work a 9-5. I 
wish for everybody to feel that classic feeling 
of freedom. I thought it was all about the 
money all along but “Freedom” is what I was 
really after. Some people value money for 
different reasons, some want more money for 
power, some want more money for security, 
some want it for significance. I realized that 
all along I wanted it for freedom. Once I 
had the freedom, I started operating in my 
business at a higher level. I was more creative, 
less stressed, better rested and my residual 
income allowed me to operate my business 
from a laptop anywhere in the world.

Where were you working  
before you started Addicted2Success?
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I came up with the name back in 2011 when I was challenged by 
Jordan Belfort (The Wolf of Wallstreet) to answer these 3 questions. 
“What are you good at?” “What do you love?” and “What solution 
are you bringing to the world?”

I had just left the music industry before I met Jordan and I was 
very skilled in the music industry when it came to networking and 
online promotion for artists and producers. I loved reading self 
development books and watching motivational speakers and I 
had an insatiable hunger to learn more. The solution I could see 
myself bringing to the world was showing others what is possible 
and how you can go from rags to riches if you follow the keys to 
success. I combined my vision for building a community of like 
minded positive and ambitious people with the obsession to learn 
more knowledge and the word addicted to success came to mind 
straight away. It was the first and last thing that came to me and I 
bought the domain name as soon as I got home.

I was a one man band for the first couple years of running 
Addicted2Success. I was trying to build the legs of the 
business and I was heavily focused on creating enough 
content to get the website ranking in the search 
engines. I had a superman complex for the first couple 
of years as I thought I was the only one who could run 
the website, that no one else would understand my 
vision for it and that I couldn’t break a piece of the 
pie off to anyone else. I was operating from a lack 
mentality instead of an abundance mentality. Sure 
enough the work load picked up as the website 
took off and I needed to bring in an employee 
to manage the social media channels I built and 
the high load of contributors that were submitting 
articles every day.

The first couple years I focused on quality and 
consistency and the search engines loved that. I 
would spend 20% of the time creating high quality, 
well thought out and in depth content and 80% of 
the time I would spend promoting the content to the 
masses through social media.

How did you come up with the idea of 
Addicted2Success? Can you tell us a bit 
about the first couple of years growing 
the business? What was your main 
marketing strategy at the time?



Currently what’s 
your most effective 
strategy for marketing 
Addicted2Success?
Nowadays we are focusing most of our time on visual 
content ie.. Pictures and Video. Instagram, Facebook 
LIVE and Webinars help us build our tribe. The more 
we can reach people via visuals and show our authentic 
take on what it means to achieve success, the more we 
are able to capture the right audience. I am a big fan of 
conveying the right message to your audience to attract 
the right people and also big on sharing the brand vision 
with our followers so we create a community feel around 
the brand. It’s about getting your followers involved and 
engaged.

What makes an online blog 
stand out from the others?
Finding your edge and running with it as often as possible. 
What makes Addicted2Success magnetic is the fact that 
we appeal to people that are “All in” when it comes to self 
development. We attract people that believe in never 
giving up on their dreams, people that are obsessed with 
growth. They feel that they too are Addicted to Success. 
So we angle a lot of our content from a motivational 
stand point. We don’t copy the competition, we are 
committed to our vision and to being the best version 
of ourselves. We have all unique and original content on 
Addicted2Success. My staff know that this is what sets us 
apart from the rest.

The female marketing legend “Sally Hogshead” once 
told me “It’s easier to be different than it is to be better” 
and it’s so true. We focus on our edge and ride it all day 
every day.
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Currently I monetize Addicted2Success in 8 
different ways: 

1.  Website Adverts:
The longest standing residual income stream I have 
in my business is publishing ads on my website, I 
get paid by an advertising company “Marfeel” 
every month to display banner ads on my website. 
This amounts to around six figures a year.

2. Podcast Sponsorships: 
I sell 30-60 second ad slots per episode on my 
Addicted2Success podcast. Each episode gets 
around 15,000 - 20,000+ plays and downloads so 
advertisers pay for that exposure.

3. eBook sales: 
I wrote an eBook a few years ago while I was 
travelling around India, it’s called “The Formula 
- The Secret Ingredients of Online Success”. It’s a 
how to guide for those who are looking at starting 
a blog. I sell that for $19.95 and I sell around one 
thousand of those a year.

4. The Morning Motivation Course: 
This is a one off product that I developed with 64 
recordings of me waking up at 6am every morning 
and sharing Motivational advice every day. I also 
invited some of my friends like Tai Lopez, Tony Gaskins, 
Mike Dooley and many more on this series. I created 
that 2 years ago and still sell a few of these a month to 
people that sign up to my mailing list and run through 
my mail out sequence.

5. MindStrong Alliance (Monthly 
Membership Course): 
This is my interactive monthly Mindset coaching 
course with a collection of recorded videos and LIVE 
sessions that members can replay to learn about 
achieving success with a bulletproof mindset. This is a 
six figure income stream for me and is amazing as it is 
scalable meaning that I can have an unlimited amount 
of members in this course.

6. Millions Online: 
This is a one off product that teaches you how to create 
a successful website and how to build a following in 
the millions. This is a high converting product that is 
jam packed with videos and interviews that are high 
value for anyone wanting to learn how to build a 
successful platform online.

7. Affiliate Deals: 
Now and then if I come across a great online product 
and I respect the creator of the program and I have 
tested the program myself and walked out of it with 
results I will promote the affiliate product to my 
following and put my genuine stamp of approval 
on it. This can result in ten of thousands of dollars 
in commission depending on the percentage you 
are getting (usually 40% - 50%) and also how many 
people are purchasing the product you are referring.

8. The Circle of Influence MasterMind: 
This is my high level MasterMind group that I cap out 
at 24 members. This is a one on one + group coaching 
+ LIVE training with experts like Tai Lopez, Grant 
Cardone, Gary Vaynerchuk etc… 4 month program. 
This is a six figure business I have built alongside 
Addicted2Success.
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You knocked back 
multiple offers for a 
million dollar buy out for 
Addicted2Success, what
was your reason for this? 
I was offered $1.2 Million USD a few years into 
running Addicted2Success. At the time we were 
at 40 Million Unique Views and I was just getting 
started with stepping out from behind the brand 
as “Joel Brown” to start building my own personal 
brand. I felt like I was just scratching the iceberg with 
what we could achieve with Addicted2Success. Also, 
when you think about it, in the western world $1.2 
Million dollars wouldn’t get you far. You could buy 
a house and pay your taxes and then you’d be back 
to square one and I would have had to sign a non 
compete which means I couldn’t create a website 
that is in the same niche as self development. I value 
Self Development over everything so I decided to 
hold off and continue to grow Addicted2Success. I 
have been able to achieve a lot with my own personal 
brand now that If I was offered a buyout right now I 
wouldn’t go for anything lower than $10 Million USD.

Can you tell us about 
the time you met Jordan 
Belfort?
I was working for a Business Telecommunications Sales 
company at the time and I had worked my up the 
corporate ladder as I received multiple promotions for 
hitting my sales targets. 

I was asked by the CEO of the company to come into 
an exclusive workshop to be trained by a Sales Expert. I 
went to the sales workshop and there I was face to face 
with Jordan Belfort, The Wolf of Wallstreet. He was very 
inspiring. He challenged me to cast my 10 Year Vision 
for Success and he got me to narrow down on what it 
is I was good at, what it is that I loved and what solution 
I would love to bring to the world. In that intersect 
was my purpose, it was to create a self development 
website and share the knowledge with others. So that 
2 day workshop was a defining time in my life.

You’re featured in RiseUp 
The movie and THINK, The 
Think & Grow Rich film, can 
you tell us more about 
these two films?
RiseUp features some of the most brilliant, accomplished 
and high-impact leaders of our day, such as The Dalai 
Lama, Tony Robbins, Jack Canfield, Marie Forleo, 
Adam Braun, Dr John Demartini, Dwight Howard, Lisa 
Nichols and many more. This movie will re-define a 
new model of success to uplift and empower people 
to live radically fulfllled, purpose driven lives. This film 
will be out early 2017.

The other film “THINK” which is based off the classic 
book Think & Grow Rich is a film that encompasses the 
principles of building wealth and the keys to leading a 
rich life. This film will be out March 2017 and I’ll be in it 
sharing my wisdom alongside Barbara Corcoran, Lewis 
Howes, Bob Proctor, Rob Dyrdek, Darren Hardy and 
many other game changers. 



What does a typical 
working day look like 
for you right now?
I spend most of my days living in my million dollar 
habits. I created a video that’s up on YouTube 
called “The 7 Million Dollar Habits”. They are the 
core habits of the most successful based off all my 
interviews and research into the lives of the ultra 
successful. Success is a habit, more of what you 
do is more of who you become. So my favourite 
habits are meditation, visualisation, exercise, vision 
casting and self development learning.

I’m very strategic with my work days, I like to focus 
only on the highest income generating activities 
ie.. my mastermind coaching, speaking on stage, 
one on one coaching, video creation and course 
development. My team focuses heavily on E-mail, 
Social Media Promotion and article content 
creation for Addicted2Success.com.

I travel 7-8 months out of the year so I squeeze in a 
lot of writing and new self development concepts 
and training research during my flights around the 
world.

What is one personal 
trait of yours that 
has helped you become 
successful in your 
business?
I would have to say there are 3 traits that I am 
complimented on quite often, the first one would 
have to be transparent: people love that I don’t 
hold back and I put everything on the table, that 
I am not afraid to be authentic and honest about 
my struggles and my intentions with my audience.

The second would be that I am resourceful: I 
hustled my face off in the music industry when 
I was 20 years old, connecting major label 
songwriters, producers and artists together and 
scoring record deals. I would leverage off my 
platforms and I would find away to create a win/
win in most scenarios at hand.

The third trait would be my ability to adapt. 
Mastering the art of Adaptability is key to separate 
yourself from the unsuccessful. You must adapt, 
you must know when to course correct and when 
to look at a challenge from a different perspective. 
The online space is constantly changing, so I have 
been on the curve for the last 6 years watching 
the trends and anticipating the big twists in the 
industry.
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What advice would you give 
a young person who is 18 
years old and wants to 
be an entrepreneur, but 
doesn’t know what business 
they want to run? Where 
should they start?
I would ask them what their top 3 or 4 values are in life? 
What do they spend most of their time thinking about, 
what do they invest most of their money in, what do they 
read and learn about the most and what could they write 
a book on if they had a deadline of 3 months to write a 
book. 

My top 3 Values are “Business”, “Self Development” and 
“Contribution”. I operate within all 3 of these values all the 
time in my business, that is why we are so successful.

Our true power resides in the circle of our top 3-4 
values. Your values Inspire you. When you are inspired 
from within you are unstoppable, you don’t even need 
“Motivation” which is external, you are inspired, in spirit 
with what matters most to you. Find your Top 3 values and 
write down a list of 20 different career paths, or business 
ideas that can come from the combination of all 3-4 values 
and narrow down to one or two businesses you feel the 
most and test the waters.



magazine

What are your business 
goals for the next 5 
years?
I am writing a book at the moment and already 
have a second one in mind, these two books will 
sky rocket my brand and impact to a whole new 
level. I can’t mention what they are about yet 
because I am in the early stages of writing. Stay 
tuned.

We just built a school in Laos with Pencils of 
Promise and it was an incredible feeling being 
there with the children who are living in poverty 
and to see the excited look on their face and the 
hope in their hearts for a fresh chance at a high 
level of education they never would have been 
able to experience prior to our contributions. So 
we are focused on building a school a year. 

We will be launching a For-Purpose department 
with Addicted2Success to enhance Self 
Development education throughout Australia and 
New Zealand.

I will also be touring around the world holding 
my self development international events and 
workshops.

Where can we find out 
more about you?
I am on Instagram and Twitter under the handle 
of “iamjoelbrown”, you can checkout my personal 
website which is iamjoelbrown.com which will has 
all of my courses and programs. I am also accessible 
on Facebook if you search for “Joel Brown. Make 
sure you also checkout addicted2success.com

http://instagram.com/iamjoelbrown
http://twitter.com/iamjoelbrown
http://iamjoelbrown.com
https://www.facebook.com/joelbrownA2S/
http://addicted2success.com
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There’s plenty of confusion around what 
traits an entrepreneur must have to 
succeed. You could technically argue that 
an entrepreneur needs to be Superman 
or Wonder Woman to succeed. Basically, 
you have to be able to do a few things 
well and know about lots of other areas 
without being an expert. There are some 
traits though that have proven to excel us 
crazy entrepreneur folk forward into the 
stratosphere. 

Here are the 4 non-negotiable traits 
entrepreneurs must have: 

1. The relationship bug
Successful entrepreneurs understand that 
people do business with people. They 
have this virus like bug that is infectious 
and makes them want to connect with as 
many people as they can. It’s a kind of love 
for people and the ability to walk into a 
room full of strangers and turn something 
into nothing. 

It’s the confidence of one’s entrepreneurial 
vision that draws total strangers into the 
cause and makes them want to know more. 
You’ll notice I said “know more” because 
successful entrepreneurs also know that 
elevator pitching can become painful 
quickly where as relationship building is 
the opposite.
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2. A degree in salesmanship 
Salesmanship does not mean you know 
how to lie or over-extend the truth. 
Salesmanship is about being able to 
influence people in an ethical manner to 
join your cause. It’s a dark art in some ways 
because so many entrepreneurs lack this 
ability. The good news it can be taught, so 
it’s not the end of the world if you don’t 
already know how to sell. 

Selling is difficult because it requires you 
to get used to being constantly rejected. 
In fact, the bigger and more money a deal 
is worth, the harder it gets because your 
failure rate increases. 

You have to learn somehow to develop 
confidence in your ability as an entrepreneur 
to deliver something of value even if you 

don’t have the brand status, revenue, 
fancy office, large teams, or whatever else 
you fear you might need. It’s the ability to 
not have all the answers and work through 
a deal even though the exact roadmap is 
probably unclear. 

Without sales skills your chance of 
becoming successful as an entrepreneur 
are almost zero. This is because if you 
can’t get people to follow you or join 
your mission, then you’ll likely become a 
solopreneur that attempts to take on the 
world all by themselves. To create any 
significant change and to solve a problem 
worth solving, you’ll need the sheer brute 
force of people power, and that’s where 
again you will need to have a degree in 
salesmanship.
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3. The gift of negotiation
The thing about negotiation is that there is a 
bit more to it than entrepreneurs think and it’s 
a crucial trait for any entrepreneur. A lot of the 
game is around psychology. As an entrepreneur, 
you can’t grow your business or build traction 
unless you can win a few opportunities. 

With any significant sale or partnership 
opportunity, there will always be an element 
of negotiation. The crux of negotiation is to 
be able to clearly demonstrate the value you 
bring and be able to get the other side to agree 
to a price that makes sense for both parties. 
Anything that is too one sided for either party 
will ensure that one or both of the parties walk 
away. 

Successful negotiation cannot occur unless 
you remove your ego. If you think you’ve got 
the biggest you know what, then the chance of 
reaching a mutual position is unlikely. There is a 
fair amount of listening required to make your 
deal discussions go well. By listening well to 
the party you are trying to sell to, you can pick 
up on what’s actually important to them and 
then focus in on this point when you attempt to 
close out the negotiation. 

The entrepreneurs I’ve seen negotiate well 
know their price, and they don’t mind walking 
out of a meeting without signing a deal. Often 
the best outcomes can come after the initial 
negotiation when everyone has had a chance 
to cool off and understand where the value lies. 

Close and close hard, but don’t be disappointed 
if you have to reconvene at a later point in time. 
This doesn’t mean a deal is dead; it just means 
that you have to hustle even harder than you 
thought to have a win for your business. 



4. Sheer Guts
This trait comes with a story in how it 
can be used. A business colleague of 
mine was joking with me about how 
he met this very powerful political 
contact that he hadn’t yet involved in 
a business scenario yet. He also joked 
that there was an opportunity to buy 
a multi-billion dollar asset that nobody 
understood was actually on the market. 

Most of all, he wanted to buy this asset 
for the grand total of $1. Now it’s easy 
to think he is totally mad but what 
happens next takes total guts. He rang 
his political friend, the owners of the 

asset, the investment banks to raise the 
capital needed, experts in the field and 
myself for advice. He then structured a 
deal with all of these people that is very 
likely to make this seemingly impossible 
feat (he has no money) into a reality. 

Achieving a big entrepreneurial dream 
requires sheer guts to imagine what 
most people can’t see. It also takes the 
confidence to know that it’s not the 
resources you have access to but your 
ability to see the invisible and make it 
into reality that matters.

Are you missing any of these traits? 
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Tim Denning
Entrepreneur, Blogger, Writer, Coach
Tim is best known as a long-time contributor on the 
Entrepreneurship and Personal Development website 
Addicted2Success. Tim’s content has been shared hundreds 
of thousands of times and he has written multiple viral posts 
on social media all around success, personal development, 
motivation, and entrepreneurship. During the day Tim works 
with the most iconic tech companies in the world, as an adviser, 
to assist them in expanding into Australia. By night, Tim coaches 
his students on the principles of personal development and the 
fundamentals of entrepreneurship. Tim’s biggest inspiration is 
Tony Robbins and his goal in life is to show people that anybody 
can achieve the impossible! 



magazine

m e e t

Patrick’s amazing story starts with his family immigrating to America 
when he was 10-years old.  His parents fled Iran as refugees during the 

Iranian revolution and were eventually granted U.S. citizenship.
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After high school Patrick joined the 
U.S. military and served in the 101st 
Airborne before starting a business 
career in the financial services 
industry.  After a tenure with a couple 
of traditional companies, he was 
inspired to launch PHP Agency Inc., 
an insurance sales, marketing and 
distribution company – and did so 
before he turned 30.  PHP is now one 
of the fastest growing companies in 
the financial marketplace.

Patrick is passionate about shaping 
the next generation of leaders 
by teaching thought-provoking 
perspectives on entrepreneurship 
and disrupting the traditional 
approach to a career.  Patrick’s 
popularity surged and created a 
buzz in the hearts of entrepreneurs 
all over the world when The Life of 
an Entrepreneur in 90 Seconds, a 
video he created, accumulated over 

30 million views online (It became 
a book in June 2016: The Life of an 
Entrepreneur in 90 Pages ). That 
video and scores of other videos 
comprise his library of edifying, 
educational and inspirational content 
about entrepreneurship – all available 
at Valuetainment, a media brand he 
conceived and founded.

Valuetainment exists to teach about 
the fundamentals of entrepreneurship 
and personal development while 
inspiring people to break from 
limiting beliefs or other constraints 
and achieve their dreams.  It has 
been referred to as “the best channel 
for entrepreneurs.” 
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Patrick has also hosted a series of 
one-on-one interviews with some of 
the world’s most interesting people, 
including NBA Hall of Famers 
James Worthy and Magic Johnson, 
Author Robert Greene, Billionaire 
Entrepreneur and NBA team owner 
Mark Cuban, Indy-500 Winner Al 
Unser Jr., Apple co-founder, Steve 
Wozniak, author and entrepreneur 
Robert Kiyosaki, and many others.

From a humble beginning as a young 
immigrant escaping war-torn Iran 
with his parents, to founding his own 
company, Patrick has gained a first-
hand understanding of what rags-to-
riches means and how it is fueled by 
freedom and opportunity – the core 
tenants of the American Dream. 

Patrick resides in Dallas TX with his 
wife and three children.

Patrick speaks on a 
range of business, 
leadership and 
entrepreneurial topics 
including how and 
why to become an 
entrepreneur and 
the importance of 
learning how to fully 
process issues.  He is 
particularly passionate 
about the need for 
every individual to 
pursue their desires, 
once stating, “Most 
of the greatest 
world changers and 
heroes of all time 
are at the graveyard 
undiscovered because 
they never sold out to 
their dreams  
and desires.”
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After joining the U.S. military 
and serving in the 101st Airborne 
division, how did you start your 
career working at Morgan Stanley 
in the financial services industry?

I sent a one page resume with my 
best joke via fax to 100 companies 
and got 15 callbacks and 3 job offers.

What is PHP Agency and how did you 
get the idea to launch the business 
in 2009?

PHP Agency Inc. is a national financial 
services marketing company with a 
compelling two-part vision: change 
the culture and diversity of the 
insurance industry and build the 
world’s largest financial services 
marketing company in history. To 
realize this vision, PHP has partnered 
with some of the world’s leading 
insurance carriers to offer clients 
personally suitable life insurance and 
annuity products and; provide a part-
time or full-time career opportunity 
to those wishing to pursue a career as 
life insurance agents. The company 
is privately held and headquartered 
in Dallas, TX.

I saw how boring the insurance 
industry had become. I saw a 
demand for an industry that was 
tired and boring with an average 
59 year old white male. I saw that 
there was an opportunity to disrupt 
a boring industry with a young and 
multicultural group of entrepreneurs. 
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What has been the most effective 
strategy that you have used to grow 
PHP?

Leadership Development and always 
having a next innovative campaign.

What are your goals with PHP over 
the next 5 years?

Exponential growth. Position 
ourselves to be the dominant 
company in financial services. 
Become the largest financial 
services marketing organization in 
America.

What do you wish you knew before 
you started your first business?

I’m glad I didn’t know it was a hundred 
times harder...I wouldn’t of started a 
business.

What is the best piece of advice you 
have ever received from a mentor?

Make sure the young version of you, 
takes care of the older version of you. 

Were there any obstacles within 
yourself that you had to overcome to 
achieve success with your business?

Getting out of my own way. Limiting 
beliefs. Dwelling and doubt. Not 
spending to much time on the past.

In your opinion, what makes a brand 
stand out from others?

Clarity on their message. Who they 
are, what they do and sticking to 
that. 



WHAT DOES A TYPICAL WORKING DAY 
LOOK LIKE FOR YOU RIGHT NOW?

EVERY DAY VARIES ESPECIALLY WHEN TRAVEL IS INVOLVED. 

GET 

UP AT 

4:30AM

G0 TO 

THE GYM

GET TO THE 

OFFICE BEFORE 

9:00AM

CONFERENCE 

CALLS, 

PODCASTS, 

MEET WITH KEY 

EXECUTIVES AT 

HQ

LUNCH  

WITH  

MY WIFE

PRODUCTION 

MEETING

MAKE CALLS  

& DRIVE THE 

SALES TEAM ALL 

DAY IN MANY 

FORMS  

OF CONTACT

VISIT TOOPS 

& GET AN 

UPDATE ON 

PROGRESS

LEAVE  

OFFICE  

BY 9:00PM
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What advice would you give a 
young person that wants to be an 
entrepreneur, but doesn’t know what 
kind of business they want to run? 
How should they start out?

Learn sales. Pick an industry by 
choosing a subject they’re good at. 
Find a group of people to associate 
and build with.

Your “Valuetainment” youtube 
channel is a very popular with over 
150,000 subscribers, what can 
entrepreneurs expect to learn from 
you on there?

Actually, over 175,000 now. They can 
expect to learn any How to topic about 
entrepreneurship.

f i n d

http://www.patrickbetdavid.com/
https://www.snapchat.com/add/patrickbetdavid
https://www.facebook.com/PatrickBetDavid.Valuetainment/
https://www.instagram.com/patrickbetdavid/
https://twitter.com/patrickbetdavid
https://www.linkedin.com/in/patrick-bet-david-3731553
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We’re aiming to raise $25,000 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 us raise this $25,000 by donating to 
the link below.

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

$4,399 / $25,000
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 in-creasing 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
- Nicolas Mazzotta

Thanks for Donating

- Justin Ledu
- Cam Greenwood
- Preston Smiles
- Nick Kealy 
- Yasmin K
- Henry Kaminski
- Lydie Zahabian
- Harold Valestin
- Belinda Allen 
- Belinda Sinclair
- James Sommers
- All the awesome 
 Anonymous donators!

Thanks everyone, your support is truly appreciated!
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for downloading this third 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 come via 

Instagram or email to let me know how 

I can improve this magazine. I’ll see 

you in issue four, now go hustle and 

build your business! :)
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brad@buildyourempire.co 

instagram.com/bradcameron_

http://instagram.com/bradcameron_



