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Introduction
One of the most remarkable experiences of my life so far has been the opportunity to learn from the
people interviewed for this book on the Remote Work Academy.
Despite the turmoil and uncertainty that have defined 2020, these generous experts, authors, and
entrepreneurs continue to innovate and share their knowledge. With their valuable insights, you won’t
just make it out the other side—you’ll use this time to your greatest advantage.

If you want to...
• Finally start your online business while working remotely, Chris Guillebeau (Chapter 3), Marie
Forleo (Chapter 4), and Noah Kagan (Chapter 6) will be your guides.
• Optimize your habits and routines to set every day up for success, James Clear (Chapter 2),
Thomas Frank (Chapter 11), and Kelly Stocker (Chapter 14) will show you exactly how.
• Create content that goes viral and gets people to take action, Jonah Berger (Chapter 8) and
Neville Medhora (Chapter 13) will teach you the way.
• Get your personal finances rock-solid in any market condition, Taylor Schulte (Chapter 12) will
walk you through what you need to know.
• Set your company apart through incredible customer experiences, Joey Coleman (Chapter 9)
is your sage mentor.

… and that’s just the tip of the iceberg for what you’ll find in the following pages.
This book contains the accumulated wisdom of 18 world-class experts in marketing, online business,
personal finance, and productivity.
Hours have been distilled into sentences.
If there are any overarching takeaways I’ve absorbed from these interviews, they’re right here:
Be biased towards doing.
Motivation stems from action.
Eliminate all excuses.
You have total control.
I sincerely hope that these pages will give you the tools and encouragement to take action towards
achieving your goals.
Chris Schelzi
Sr. Director of Partnership Marketing, AppSumo
Austin, Texas
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“The language of negotiation is primarily a language of conversation and rapport:
a way of quickly establishing relationships and getting people to talk and think together.”

Negotiating with Terrorists,
Bank Robbers, and Businessmen
Chris Voss

Author of Never Split The Difference

Chris Voss is the former lead international crisis negotiator for the FBI. He’s convinced
kidnappers to release their hostages, terrorists to give up information, and bank robbers
to come out with their hands up. After 24 years in the FBI, Chris launched The Black Swan
Group, a premiere consulting firm that trains clients such as law enforcement, Harvard
Law students, and businesses around the globe in the art of high-stakes negotiation. His
Wall Street Journal bestseller, Never Split The Difference: Negotiating As If Your Life
Depended On It, flipped the entire world of negotiation on its head.
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The Three Types of Negotiators
Negotiations don’t have to be arguments. When you imagine yourself negotiating, do you picture
yourself head-to-head trying to argue loudly and aggressively to overcome the opponent? If so,
you’ve got the wrong picture in mind. In reality, there are three natural types of negotiators:
1. Assertive
2. Analyst
3. Accommodator
Knowing how to recognize these types can help you understand how to navigate future negotiations
with confidence and control. It helps you understand your personal negotiating tendencies, as well as
how to recognize what type of negotiator someone else is when you’re working with them.

The Power of Mirroring and Labeling
Despite popular belief, you can’t plant an idea in someone’s head and cause them to live it out. In fact,
it actually works the opposite way. When you label an emotional dynamic in a conversation, you
draw it to the surface, which diffuses negative emotions and empowers positive ones. In your next
brainstorm session, instead of saying “What are you thinking,” tell your colleague, “It looks like you
might have some ideas.” You’ll empower your team member to get over the mental block of trying to
prove they have good ideas, allowing them to simply share any ideas that come to mind.

The F-Bomb of Negotiation
“Fair” is the f-bomb of negotiation. When you hear someone use it, it usually means that person
doesn’t have points to back up their side of the negotiation. “That’s not fair” is used when the other
person lacks evidence to prove their arguments. Think about it—if they had arguments, they’d use
them instead of mentioning anything about fairness. But this moment of vulnerability is not a chance
to attack. You must tread carefully. The person has let you know they feel defenseless. This is an
opportunity to empathize and go deeper with that person.
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How To Use The Late-Night FM DJ Voice to Win Control
People often mirror the state of those they’re speaking to. Next time you’re in a hard conversation,
instead of raising your voice, use the late-night FM DJ voice. You know this voice: the calm, soothing
voice of a late-night radio host. If you use this voice and tone during your next conversation, notice
how the downward inflection makes the tone of the whole conversation calmer. This voice calms the
speaker and the listener, though it can be hard to practice for the first time when a conversation is
heated. Instead, practice this tone when speaking to Lyft drivers, waiters, or your mother on the
phone. Find low-stakes conversations to test drive this voice to witness its impact.

Go for No, not Yes
For years, sales experts and negotiators have fallen for the idea that you should always start with
getting your prospect or opponent to say “Yes,” as early as possible. But in practice, getting to “No”
might be the better tactic. It sets a jump-off point for conversations. Here are a few examples:
• “Is now a bad time to talk?”
• Would it be a moonshot to ask for __?”
• “Are you opposed to moving forward with this project?”
• “Is this solution out of the question?”

Recommended Tools & Resources
Full Interview
Never Split The Difference
The Black Swan Group
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“Every action you take is like a vote for the type
of person you want to become.”

Building Atomic Habits
James Clear

Author of Atomic Habits

James Clear is a writer and speaker focused on habits, decision-making, and continuous
improvement. He is the author of New York Times bestseller Atomic Habits which has
sold more than 1M copies worldwide. He is founder of The Habits Academy and created
The Clear Habit Journal with Baron Fig. His work has appeared in Entrepreneur, Time, The
New York Times, and The Wall Street Journal. His website receives millions of visitors
each month, and hundreds of thousands subscribe to his popular weekly newsletter.
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Systems vs. Goals
A goal is your desired outcome. A system is the collection of daily habits that you follow. Achieving
goals can create these weird after-effects, sometimes called the “yo-yo” effect. You set a goal to run
a half marathon, train six months, and run the race. Afterwards, you’re like, “Great! I accomplished my
goal!” Then you turn around and take a week off. Then a week turns into a month, and a month turns
into two months. And before you know it you’re like “Man, I haven’t run in 10 weeks! I’ve gotta set a
new goal or sign up for a new race or something.” The pendulum swings back and forth. But if you get
your system right, the results will take care of themselves. Instead of focusing on the goal, focus on
the system or “identity-based habit.” Rather than making the goal to run a half marathon—the real goal
should be to become a runner. Goals only change your life for the moment, whereas systems create a
lifestyle. You do not rise to the level of your goals, you fall to the level of your systems.

What Goals Are Good For
But goals are not completely useless. They’re helpful for certain things. Goals are good for setting a
sense of direction. They’re also a great filtering mechanism. If you know what your goal is, then when
someone says, “Hey, I have this new opportunity” or “Would you like to join me for this project?” you
can run it through that filter: Does this help me achieve my goal or not? If it doesn’t, then you don’t
have to worry about doing it. You can filter it out. In that sense, goals can be helpful.

Integrity Reports & Annual Reviews
Periodic big-picture check-ins help maintain alignment between who you say you are and what you’re
actually doing. You’re not going to find anyone who says they’re not a person of integrity. Pretty much
everyone thinks they have integrity. So how do people get into situations where there’s a mismatch?
Usually it’s just a gradual slide of “just this once” exceptions. So the integrity report is a chance to make
sure you’re actually living your values. The general idea of a yearly integrity report is to ask three
questions:
1. What are my principles/values?
2. How did I live by those over the last year?
3. Where did I fail to live up to those? (most important)
Annual reports are a chance to run the numbers at the beginning of the year: How many workouts did
I do? How many places did I visit? How many articles did I write? How many people visited the website?
And so on. The point of counting is not to obsess over numbers. But numbers provide evidence for
whether or not you’re moving toward the things you set in your integrity report.
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Achieving Mastery, Manufacturing Novelty
The challenge with building habits is the more you do something, the more routine it becomes—and
the less it surprises you. When experiences lose novelty, it’s harder for them to delight you. Once you
start to establish a habit, it can start to feel monotonous because you know what’s coming. Mastery
requires you to fall in love with boredom, because you must stick with something long enough to
actually master it. To maintain habits, you’ll need to manufacture novelty and find new details to get
fascinated with as you repeat the process again and again. In many ways, mastery is not only falling in
love with boredom—it’s continually manufacturing novelty.

Motion vs. Action
Not all behaviors are equal. As an example, you can go to the gym and just talk to a trainer as many
times as you want, but you’re never going to get in shape—that’s motion. Whereas getting under the
bar and doing 10 squats can actually get you in shape—that’s action. Of course, preparation is useful.
But if you find yourself in the stage where your planning has come to a form of procrastination,
then you’re planning too much. You’re locked in motion. That doesn’t mean that planning and review
aren’t necessary, but they should only be occasional check-ins.

On Fake It ’Til You Make It
Every action you take is like a vote for the type of person you want to become. The more that you cast
votes, the more you build up evidence for being that kind of person. In that sense, the days that you
don’t miss are more important than your peak performances. These are the days that give you
evidence for the type of person you’re becoming—and help you maintain the habit for the long run.
The good thing is, you don’t need a unanimous vote. You just need to win a majority. Whoever you are
right now, your identity has been shaped to a certain degree by the habits you’ve been performing.
Your habits are how you embody a particular identity. There’s nothing necessarily wrong with “fake it
til you make it,” but it is asking you to believe something positive without having evidence for it. And
we have a word for beliefs that don’t have evidence: delusions. At some point, there’s this mismatch
between what you’ve been saying and what you’re actually doing. So you should let the behavior lead
the way. Ultimately, that’s the real power of habits: not just changing your external reality, but changing
your identity.
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The One Habit You Should Build
If you have something that’s exciting to you, go ahead and build that habit. But if you’re not sure, there
is a class of habits that I call “meta habits” because they function to unlock other good habits. For
example, sleep is a great meta habit because it will improve your entire life. James Clear’s favorite meta
habit is reading. “If you can build the habit of reading, you can unlock any other problem you’re facing.”
Having the habit of reading is upstream of finding many other solutions. Once you’ve chosen your
habit, start with the two-minute rule: instead of saying you’re going to read 30 books this year, instead
read just one page a day. A habit must be established before it can be improved. Give yourself
permission to show up, even in a small way.

What Goals Are Good For
But goals are not completely useless. They’re helpful for certain things. Goals are good for setting a
sense of direction. They’re also a great filtering mechanism. If you know what your goal is, then when
someone says, “Hey, I have this new opportunity” or “Would you like to join me for this project?” you
can run it through that filter: Does this help me achieve my goal or not? If it doesn’t, then you don’t
have to worry about doing it. You can filter it out. In that sense, goals can be helpful.

Recommended Tools & Resources
Full Interview
Atomic Habits
Clear Habit Journal
Forget About Setting Goals. Focus on This Instead.

Books Referenced:
Principles: Life and Work

7

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

“Writing a fifty-page business plan is a way to avoid taking real action... You can defer your
business decision as long as you want. You can always do more research. But if you actually
want to make money, you must find a real customer.”

Launching a Side Hustle When
You're Strapped For Cash
Chris Guillebeau

Author of $100 Startup and The Money Tree

Chris Guillebeau is the New York Times bestselling author of The $100 Startup, The
Happiness of Pursuit, and other books. Chris travels the world and writes for a small army
of remarkable people at ChrisGuillebeau.com and hosts a daily podcast, Side Hustle
School. His newest book, The Money Tree, was published on April 7, 2020.
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Freedom is the goal, money is the fuel
People hear “lifestyle business” and think that means sitting on a beach and living a relaxed life. But
for many people, starting a lifestyle business means setting high goals and jumping from project to
project. You’re always asking, What can I do next? It’s a quest to form the life that you want: from
suntanning on a beach to hustling on your computer. The real difference isn’t how you design your
lifestyle; it’s how you interact with money. Money isn’t the goal of many lifestyle businesses, but it is
the fuel to help you accomplish the goal of lifestyle freedom.

The biggest myth about entrepreneurship
The $100 Startup was inspired during a travel trip Chris took around the United States. Chris kept
meeting people who had profitable small businesses—sometimes just side hustles—but no one was
telling their stories. There are many books and news articles about entrepreneurship that focus on VC
funding, making millions of dollars, going public, and so on. But what about the profitable small
businesses that had no intention of scaling or raising funding? The idea that you have to raise
funding, have a lot of money, or come up with a world-shattering idea to start a business is a huge
myth. It’s wrong.
All you need is the willingness to take action on an idea.

Piggyback on trends that are working
You can’t build a 20-year business on trends. But looking for trends can be a way to make money in
the short term. So ask, what’s relevant now? What’s missing or annoying about new trends in your
town or the market? Curiosity—the ability to pay attention—is an underappreciated business skill.
You can develop and grow your curiosity to find business opportunities. It starts with simply asking
more questions: Why does X happen this way? What are five businesses someone could start today
to solve X problem? Many entrepreneurs get started by following the simple path of paying
attention. If you can be a curious person who asks good questions and follows up with action, you’ve
got the vision to be a lifelong entrepreneur.
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How to find and test a first business idea
There are multiple paths to coming up with a business idea. It might come down to your situation
today. Consider just these two simple states:
• Desperate - Need money soon: The easiest, fastest, and lowest-risk business is reselling. Chris
started his side hustle reselling Jamaican coffee. Similar opportunities are still available today.
Search online for lower-cost versions of products you see online. When you see the same product
heavily marked up, start a competitor store by shipping from the same source. You can stand out
by having better photos and clearer copy.
• Not desperate - Thinking more long term: Don’t start with your passion. Instead, make an
inventory of your skills—what do your friends and family say you’re good at? What do you have
expert knowledge in? What comes easily for you is hard for someone else. Once you’ve found your
skills, decide if you’re going to sell a product or service and how you’ll package it. Try to be as
specific about your offering as possible. If you’re too general, people will get confused (and
probably not buy from you).

Difference between hard and soft skills
Hard skills are the ones we all train for. We go to school, take special classes, and work to develop skills
like design, writing, and coding. However, soft skills are often what make the difference. Soft skills
separate you from the pack. Maybe your soft skill is being a connector or being the person who always
follows up on projects or conversations—these are the rare skills that will help you stand out in any
field. When you start combining some of these hard and soft skills—even if you’re just average at all of
them—you develop a superpower.

Recommended Tools & Resources
Full Interview
The $100 Startup
The Money Tree

10

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

“If struggle is inevitable, then by definition a good life
is having a struggle you want to have.”

The Subtle Art of Not Giving a F*ck:
Confidence and Success in Life
Mark Manson

Author of The Subtle Art of Not Giving a F*ck

Mark Manson is a #1 New York Times bestselling author of The Subtle Art of Not Giving
a F*ck and Everything is F*cked. Mark's books have been translated into more than 50
languages and sold over 12M copies worldwide. Mark has more than two million monthly
readers and half a million subscribers, making him one of the largest and most successful
independent publishers on the internet. His writing is often described as “self-help for
people who hate self-help,” a no-B.S. brand of life advice and cultural commentary that
has struck a chord with people around the globe. His writing has appeared in the New
York Times, Wall Street Journal, Time Magazine, CNN, and Vox among many others.
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How to Build Your Value System
We all have to prioritize things in our lives. We all have to care about something. Our values are
expressed through our actions and our decisions. Most people aren't even aware of this—we all think
we're wonderful people. But we don't actually stop and look at our actions objectively, nor do we
recognize some of the things that aren't helping us or might even cause us to do harm to others.

Choose Your Pain
It's easy to want to be popular, rich, comfortable, and happy. But what differentiates you is the pain
that you choose to bring into your life. Choosing your values requires choosing your pain. Some of us
actually enjoy certain sacrifices more than others. What is the pain that you enjoy that most people
don't? If you find that, it’s probably a career waiting to happen. There's no such thing as a pain-free
life. Since you can never get away from the struggle, then you might as well choose the struggles you
want to have. If struggle is inevitable, then by definition a good life is having a struggle you want
to have.

Find Meaning That Justifies Suffering
You can't have a neutral life. Buddhism—and all of the great religions—starts from the fundamental
truth that life is suffering. Your goal is to find meaning that justifies the suffering. Instead of instinctively
reacting to get rid of the pain, you need to make a shift: find something that makes the pain worth it.
Suffering requires meaning to offset it. But if you don't find meaning, then you're just left with the
suffering. Your brain is a meaning machine. It will start finding the stupidest sh*t to blow up into
something meaningful.

On Attachment
The desire for positive experiences is itself a negative experience. Attachment to anything that is not
real is a cause of suffering, because it reminds us of what we are not. Paradoxically, the acceptance of
a negative experience (the acceptance of lack or loss) ends up being a positive experience. When you
make amends with your current situation and come to terms with reality, it can be a very liberating
experience.
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Aligning Your Life with Your Values
We all have different definitions of success. We can get in a lot of trouble in terms of how we define
success or wealth for ourselves if we define it in an unrealistic or self-serving way. It can become very
damaging. But you can't really consciously choose the order of your values: your decisions choose
for you. Any primary value will start to cannibalize all of your other values. It becomes the prism
through which you see everything else. We have to be very careful to not let that value run amok
because it has a tendency to destroy other things. The way to break the chain is to start making
decisions based on some other new value. Admittedly, that’s incredibly hard to do. At first, you will
feel uncomfortable, anxious, and insecure. But slowly, that value will start to climb the ladder in
your brain.

Feeling Better vs. Being Better
The self-help industry is optimized to make people feel better, not necessarily be better. Boosting self
esteem and “feeling better” is much more marketable to a mass audience than telling people, “Hey,
you're gonna have to reevaluate your major life decisions, and come to terms with a lot of your shitty
choices, and painstakingly change yourself over a long period of time.” Most of the time, being a better
person doesn’t feel good—especially the first few times you try it. Making that change is often
excruciatingly painful. It’s never going to be an exciting sales pitch.

Make Humility Cool Again
Back in the 60’s and 70’s, psychologists started doing a lot of research. What they found was that high
performers generally felt better about themselves. High performers were confident about themselves.
At some point, people decided that if we could just make everybody feel better about themselves,
then everybody would perform better. But nobody actually stopped to question that maybe high
performers feel good about themselves because they perform well. Maybe the solution is to perform
well first and then you'll feel better about yourself. By the time you get to our generation, everybody
gets a trophy for showing up. We’re all told we’re geniuses who just haven’t discovered ourselves yet.
But in reality, most of us suck at most things. And that's okay. Maybe we don't have to be like Steve
Jobs or Bill Gates. Life is f*cking hard and it sucks sometimes. Let's just do the best we can with that.
Some people blame the world for being horrible and unfair, but I think most people just blame
themselves. We need to make humility cool again.
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How to Find Real Happiness
You have to care about something. So we might as well be deliberate about what we care about.
Happiness is the side effect of doing things that feel important and worthwhile. “Being happy” is not
a very useful goal to have. Instead, get the other stuff right and happiness will happen on its own.

Recommended Tools & Resources
Full Interview
The Subtle Art of Not Giving a F*ck: A Counterintuitive Approach to Living a Good Life
Everything Is F*cked: A Book about Hope
Love is Not Enough
Nobody Knows What is Going On [Blog Post]

Books Referenced:
The Coddling of the American Mind
The 4-Hour Workweek Escape 9-5, Live Anywhere, and Join the New Rich
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“If you’re willing to embrace this notion that everything is figureoutable, then all of a sudden,
that limiting belief that you may not be able to do it is just something you haven’t figured out yet.”

How to Create an Unstoppable
Business in 2020
Marie Forleo

Entrepreneur, Business Coach, and Author of Everything is Figureoutable

Named by Oprah as a thought-leader for the next generation, Marie Forleo is the star of
the award-winning show Marie TV with over 54 million views and the host of the Marie
Forleo podcast with 14 million downloads. Marie has taught entrepreneurs from all walks
of life how to dream big and take action to create results. She runs the acclaimed
business training program B-School, and her recent book, Everything is Figureoutable is
a New York Times best-seller.
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Take Time to Find Your Calling
As a society, so many of our thoughts around career and livelihood are rooted in the idea of
specialization. When we’re asked what we want to be as a child, we’re supposed to have one answer.
And while some people have clarity early on about what they want to do, others—like Marie and
maybe you—want to be and do different things. Marie took the journey to find out who she is and how
she’s supposed to contribute to the world throughout her 20s. She tried many different jobs and
reflected on her experiences to discover what she was best suited for.

Listen To Your Inner Voice
After working on Wall Street and for magazines like Gourmet and Mademoiselle, Marie knew she
hadn’t found her calling. In each job, she would come to a point where her inner voice would tell her
this wasn’t what she was meant to do. She couldn’t figure out how she could want to work so hard and
make a difference but keep quitting every job. When she stumbled upon business coaching, she knew
in her heart that this was the right path for her. When offered a promotion at Vogue, she turned it
down to build her own business from the ground up.

Taking the Leap
In her book, Everything is Figureoutable, Marie says that all beliefs are a choice that can be changed.
It takes self-awareness and the ability to recognize the voice in your head telling you something isn’t
right for you. When you believe that everything is figureoutable, then something you used to be
unable to do becomes something you haven’t figured out yet. But you have to be aware of the
dialogue happening in your own head if you want the power to change it.

You’ve Got to Start Somewhere
When Marie first started her coaching practice, speakers like Tony Robbins and Deepak Chopra
inspired her as they spoke, led, and supported thousands of people. Very early in her career, she
hosted a personal development workshop and only five people showed up—her parents, the host and
her husband, and a stranger off the street. Though it wasn’t the success she hoped for, she looks back
on this moment and realizes that this was a step she needed to take on her way to living her dream.
It’s better to be small and imperfect than to not experience growth.
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Clarity Comes From Engagement, Not Thought
Entrepreneurs and creatives often have a lot of ideas, and their appetites are bigger than their
capacity. When they struggle to make decisions, they can spend months thinking and talking about a
problem without taking action. Taking any meaningful step forward will help you gain clarity and
confidence that thinking alone cannot provide.

Minding the Gap
Everyone has high expectations for themselves. But when they actually start doing the work, it often
doesn’t meet these expectations. It’s important to mind the gap between ambition and ability. Be
gentle with yourself when the final result doesn’t yet match your grand vision. Avoid falling prey to
perfectionism by focusing on progress, not perfection. Marie has refined and updated her B-School
program in every way since its creation 11 years ago, but without having created the first imperfect
program, she wouldn’t have been able to reach so many students.

Fault vs. Responsibility
We may not have control over what happens to us, but we do have control over how we experience
and respond to challenges. While it may not be your fault that something has occurred, you can take
responsibility for your experience and move forward. Marie suggests journaling about how you want
to face this challenge and what lesson you don’t want to forget.

On Journaling
No human being has all the answers. But Marie is certain that by adopting the belief that everything is
figureoutable, you give yourself a chance to ask empowering questions that help you come to your
own answers. Journaling allows you time and space away from screens to tap into that internal
wisdom. Writing in a journal gives you an opportunity to check in with yourself and explore challenges
while teaching you to create before you consume. By getting your thoughts down on paper, you can
uncover deeper insights and different perspectives.
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Passive Income Isn’t Really Passive
Many freelancers are looking for ways to earn passive income. Marie has found that 99% of the time
this “passive” income isn’t really passive. If you want to deliver a quality product with messaging and
marketing that stays relevant, you need upkeep and ongoing nurturing. However, freelancers can
leverage their skills and earn more passive income (i.e. not trading time for dollars) by developing
online courses that solve their audience’s specific problems.

Recommended Tools & Resources
Full Interview
Marie Forleo’s Website
Everything is Figureoutable
Marie Forleo’s B-School
The Copy Cure
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“No apologies.”

Start Taking ACTION
for Yourself
Noah Kagan

Entrepreneur, Chief Sumo of Sumo Group, Inc.

Noah Kagan was #30 at Facebook, #4 at Mint.com, and is the Chief Sumo and founder
of Sumo Group (AppSumo, SendFox, Sumo.com, and Haul Drop). An Austinite, Noah is a
huge fan of tacos and making cool sh*t online. Follow Noah for actionable business
advice on all things starting a business, marketing, and self-improvement.
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Get Some Wins
If you’ve ever been fired from a job, felt stuck in a rut (#2020), or just experienced a string of bad luck,
Noah recommends that you go out and get yourself some quick wins.
You can’t always control what’s going on externally, but you can control things like making your bed in
the morning or doing five pushups at some point during your day. Getting those victories, however
small, helps rewire your brain to continue succeeding.

Take Care of Your Foundation
In order to build towards greatness, you need to first establish a stable foundation. Remember: you
can’t thrive if you’re worried about surviving. Don’t build a business out of desperation, rather build
once your basics are covered.
Noah recommends starting by taking an assessment of what you already have access to. Before you
launch a website, start a free newsletter first and build an audience. With consistent, high quality
content, you can turn that audience into evangelists that are already warmed up and ready for
whatever you’re looking to do next. When Noah first launched AppSumo, he turned to the garden he
had been already tending—his newsletter audience.
Not a writer? This advice can be applied to just about any industry: Start your real estate business by
renting out a room on Airbnb. Create a virtual conference (like the Remote Work Academy!) by
reaching out to experts you’re connected with, or those you’d like to connect with! The important thing
to keep in mind is that you already have tools and resources at your disposal. Leverage them to get
started!

You Have a Network
If you have a business idea, you don’t need to look any further than your personal network. According
to Noah, everyone knows 500 people, and until you can validate your idea with them, there’s no value
in seeking external funding or making hefty investments into things like a domain name or web design.
Noah’s assistant, Jamie, texted her network, posted on LinkedIn and Facebook, and reached out to
people she knew asking: “Want to learn how I work from home and make 5-6 figures a year?” She
made her first sale the same day.
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Find What You Won’t Give Up On
Entrepreneurship is about perseverance. But to have perseverance, you need to ask yourself: What
idea will I keep working towards? For Noah, he says he’ll never give up on AppSumo for two reasons:
1. He loves a great deal, and 2. He loves cool tools and promoting them. Combining his two great loves
has allowed him to create a business he’s passionate about while having endless gas in the tank.
No matter what, the secret to success is always going to be: DO THE WORK. It’s not sexy, it’s not
instantaneous, but it’s the only proven method to get you where you want to be. With that in mind,
choosing work that you enjoy doing—or a goal that inspires you (when Noah first started AppSumo,
his goal wasn’t money but to vacation on the beaches of Thailand!), helps you get there that much
faster. Why? Because it doesn’t feel like a grind.

Create a Plan
Here’s a thought exercise: if your business revenue or your income dropped suddenly, what has to
change in your life? At AppSumo, we made a plan as soon as the COVID-19 pandemic began. This
included making reductions in software expenses, in our ad spend, and in our contractor hours. This
plan was put in place before any sort of panic could set in, allowing us to build Noah’s Ark (pun
intended) before the flood came.
Another suggestion Noah makes is to be PROACTIVE during times of uncertainty rather than
REACTIVE. Instead of ‘waiting out’ the pandemic, think instead how you can pivot and 10x your
business during a time when others are waiting. There’s opportunity in uncertainty.
During the COVID quarantine, Noah started a side hustle selling and delivering home gym equipment.
Here’s how he got it off the ground: He texted his friends and told them he would deliver anything they
need to their home. The responses he received were predominantly requesting gym equipment. He
saw the demand, and the willingness to pay for this equipment. And voila—a new business was born.
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Bottom Line
Find one thing you can do every day to move yourself forward. You have more at your fingertips than
you realize.

Recommended Tools & Resources
Full Interview
Noah’s Youtube Channel
OkDork.com
Monthly1K Course
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“You’re not trying to make a bestseller. You’re trying to get your book into the hands of someone
who could hire you… Being a rockstar in a profitable niche means you will be rich.”

Using a Book
to Launch a Career
Tucker Max

Author of I Hope They Serve Beer In Hell

Tucker Max is the co-founder of Scribe Media, a company that helps you write, publish,
and market your book. He's written four New York Times Best Sellers (three hit #1), which
have sold over 4.5 million copies worldwide. He was nominated to Time Magazine’s 100
Most Influential List in 2009.
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Becoming the Go-To Expert
For entrepreneurs, writing a book isn’t about book sales, getting a million readers, or hitting best seller
lists. Writing a book positions you as the go-to person in your field. It’s the power to say, “Need an
expert? I wrote the book on the subject.” In professional services like freelancing and consulting, a
book is a vetting tool used by high-net-worth clients who only want to work with the best. They want
to work with someone who has authority in their field. Your name on the spine of a book conveys that
level of authority. These people often become your best clients because the relationship starts from a
place of trust—your reputation precedes you.

Modern Proof of Work
Old-style proof of work came in the form of University degrees and resumes. The modern proof of
work comes in the form of media that broadcasts the work you’re doing. It's more about your portfolio
and online presence than a list of achievements. As you practice in public, people see your creativity
and achievement firsthand. Create a website that showcases your best work. As you take on new
projects, publish your proudest accomplishments on your website. And remember: a book is the only
form of media that people will pay for, keep, hand off to their friends. It’s proof of work that adds value
for decades.

Reframe Fear Into Opportunities
Reframe your fears into opportunities: The body responds the same way to fear as it does to
excitement. Sometimes you just need to reframe a scary situation to uncover opportunities everyone
else is missing because of that same fear. People who can adapt to changing markets and uncertain
environments learn to thrive. And it’s not about waiting for opportunities to come to you. The best
opportunities often come to the people bold enough to spark them.

Become Part of the Media
Media is the optimal tool for modern networking. In-person events aren’t as vital as they used to be.
You can meet your heroes, customers, and business partners without leaving your office or house.
Social and traditional media are becoming the new standards for networking. You maximize your
networking efforts by intentionally participating in the media and showcasing your work in public.
When you’re just starting out, your media can consist of simple things like social media accounts or a
podcast. As you level up in your career, your media should expand to books and speaking
engagements.
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How to Improve Your Writing
Many people are intimidated by writing. Staring at a flashing cursor isn’t easy. Many experts don’t
necessarily consider themselves strong writers. Here are a few pointers for improving your writing:
1. Put it into the market for feedback. The best way to improve is to publish. See how people respond
to your words and ideas. Are they excited? Confused? Upset? Consider this feedback next time
you write.
2. Write like your writing heroes. Who are your favorite authors? Try emulating their voice in your
writing. To master any skill, it helps to start with a good example. In your case, find the authors
you’re most inspired by and study their work. Try to write like them. Along the way, you’ll discover
your own voice, but you have to start by following in the footsteps of good writers.

Recommended Tools & Resources
Full Interview
Scribe Book School
Scribe Media

Books Referenced:
The Fourth Turning
Recession Proof Graduate
Mastery
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“Brands have only begun to realize the power of word-of-mouth.”

Contagious:
Why Things Catch On
Jonah Berger

Author of Contagious, Invisible Influence, and The Catalyst

Jonah Berger is a Marketing Professor at the Wharton School at the University of
Pennsylvania, a bestselling author, and a world-renowned expert on change, influence,
word of mouth, natural language processing, consumer behavior, and how products,
ideas, and behaviors catch on. He’s published over 50 articles in top‐tier academic
journals and teaches Wharton’s most popular online course, with references to his work
appearing in places like The New York Times, Wall Street Journal, and Harvard Business
Review. Over a million copies of his books, Contagious, Invisible Influence, and The
Catalyst: How to Change Anyone’s Mind are in print in over 35 countries around the
world. Berger often keynotes major conferences and events like SXSW and Cannes
Lions, advises various early stage companies, and consults for organizations like Apple,
Google, Nike, Amazon, GE, 3M, and The Gates Foundation.
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The Power of Word of Mouth
Think about the last product you bought, restaurant you ate at, or country you visited. Chances are
that it wasn’t an ad that drove your decision. The majority of our buying behavior comes from
word-of-mouth. And this intuitively makes sense. We trust friends and family more than brands and
companies. But when it comes to our own marketing, we tend to ignore WoM because we don’t
understand how it works, how to pay for it, or how to measure its impact.
Running a Facebook ad is a simple and straight-forward process. Create an ad, choose your target
demographic, decide your budget, and launch. Rinse and repeat. But with this simplicity comes
saturation. When everyone is doing it, it becomes harder and more expensive to stand out. But we
continue to do it because it’s easy to keep doing what we know.
WoM, on the other hand, is often cheap (or free), has a massive ROI, and leverages the customers you
already have to bring in more people like them. Research shows that a dollar spent on WoM goes 10x
as far as paid media. But until recently, the mechanics behind WoM has been invisible.

The Six “STEPPS” To Increase Word of Mouth
There are six methods that can help any company or brand improve their WoM.
Social Currency: People care about how they look to others. How will your product make your
customers look cool, smart, or special to their friends? Will people want to post it on Instagram without
being asked? Example: Snapple Facts gave their customer’s simple, remarkable, sharable facts that
arm them with social currency.
Triggers: Top-of-mind means tip-of-tongue. How can you use the environment to remind people of
your product or brand? What are they already doing that you can attach your product to? You can use
both internal triggers (feelings and emotions) and external triggers (environmental cues). Example:
Rebecca Black’s song, Friday, leveraged the power of the external trigger day of the week. This song
gets its most plays on—you guessed it—Fridays! The day of the week triggers people to remember it
and want to share it with their friends.
Emotions: When we care, we share. Is your product evoking emotions that will make it more likely for
people to share it? Awe, excitement, and humor are great emotions to target. For example, memes.
Scroll through your Instagram feed and try to label the emotion of the memes that you see. Are they
funny? Do they make you feel nostalgic?
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Public: Built to show, built to grow. How can your product be visible to others when your customer is
using it? Apple designed their laptop logo so that other people can see it facing up when a customer
is using it.
Practical Value: News you can use. Does talking about your product help people solve a problem? Is
your product genuinely useful? For instance, limited time offers and discounts offer practical utility to
your customers.
Stories: Information travels under what seems like idle chatter. Work to develop a brand story that
acts like a Trojan Horse. When crafting the story, make sure it can’t be retold without mentioning your
brand. Example: The Will It Blend? videos are fun, interesting stories that cannot be told without
mentioning a blender. And not just any blender, because the narrative relies on the power of a
particular blender.
Now that you’re armed with these six STEPPS to turning any brand, product, or company into a
Word-of-Mouth machine, it’s time to start implementing them! Remember, you don’t need to do all of
the STEPPS at the same time. Think about your company and your industry. Which step would be
easiest for you to do and help you stand out the most against your competition? Once you choose
one, work it into your next marketing campaign and see what results you can achieve!

Recommended Tools & Resources
Jonah Berger’s Website
Full Interview

28

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

“We all have products and companies that we love.
How many of your customers would include you in that list?”

Never Lose a Customer Again: Creating Remarkable
Experiences in The First 100 Days®
Joey Coleman

Author of Never Lose A Customer Again

Joey Coleman helps companies keep their customers. An award-winning speaker, he
works with organizations around the world, ranging from small startups to major brands,
such as Volkswagen Australia, Whirlpool, Principal Financial, Trek Bicycles, and Zappos.
His First 100 Days® methodology fuels the remarkable experiences his clients deliver and
dramatically improves their profits. Joey's Wall Street Journal #2 best-selling book,
Never Lose a Customer Again, offers strategies and tactics to turn one-time purchasers
into lifelong customers.
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You’re Losing Your Most Profitable Customers
Regardless of industry, 20-70% of new customers stop doing business with a company within the first
100 days. Why? Because most companies focus almost exclusively on the point of sale. This is a big
mistake that leads them to pour resources into acquisition while ignoring customer retention.
This is compounded by the fact that a mere 5% increase in retention can result in a 25-100% increase
in profits! This means that every additional dollar an existing customer spends with you is a more
profitable dollar.
How is this possible? Three reasons:
1. The first dollars a new customer spends with you go towards recouping the marketing cost of
acquiring them. Once this expense has been recovered, the profit margin per customer goes
way up.
2. Each time a customer makes a purchase, they have less friction and debate over the
transaction because they know, enjoy, and trust your brand promise. Their frequency and size
of purchase also increase.
3. The longer a customer does business with you, the more likely they are to send you referrals,
which are the true engine of any business. Word-of-mouth is the cheapest form of new
customer acquisition. It tends to bring in customers with higher lifetime value than those
acquired through other forms of marketing.
This means that losing one customer is NOT the same as gaining one customer, because a new
customer is far more costly and less profitable.

Customer Experience is the New Black
Customer service is, by nature, reactive. They answer questions and resolve purchase issues.
Customer experience, on the other hand, is proactive. It creates touch points and interactions with
customers that give them positive experiences. This is how you build up goodwill and trust with your
customers so that they do business with you for years to come.
Many companies incentivize the wrong metrics when it comes to their customer service departments.
Metrics such as number of tickets closed creates a culture of rapid processing and use of automated
generic messages. Customers become just a number.
Some of the best companies, however, put customer experience at the forefront of their business.
Zappos, for example, gives an award to the customer service agent who spends the most time with a
customer. And as you would expect, 75% of Zappos purchases come from returning customers.
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Close The Company-Customer Sales Gap
At the moment of sale, there’s a huge disconnect between the company and the customer. The
company feels euphoria, joy, and excitement while the customer feels anxious, doubtful, and
concerned. Did I make the right purchase? Did I pay too much? Will it really work?
To help close this emotional gap, the company needs to reassure the customer that they made the
right decision. It needs to show that this is just the start of all the value they will receive as a customer.

Make Your Company Irreplaceable For Your Customers
In the past, companies only had to compete with their direct competitors. Nowadays, there’s an
unending list of competitors. People are no longer just deciding between Netflix or HBO, but all of the
other ways they could entertain themselves on a Friday night. And unless you’re providing your
customers with a truly remarkable experience, there’s no reason for them to keep coming back to you.
Now more than ever, you need to stand out to your customers. Customers frequently scan their credit
card statements to determine which products and services they’re going to cut out of their lives—you
want to ensure your brand’s safety. How? By creating remarkable and unmatched customer
experiences.

Tools & Resources
Full Interview
Joey Coleman’s Website
Never Lose A Customer Again
Experience This! Podcast
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“Consistency wins. It’s showing up
when you don’t feel like showing up.”

Make Real Money
on Instagram
Natalie Ellis

Co-Founder + CEO at BossBabe

Natalie Ellis is the cofounder and CEO of BossBabe, the fastest growing online platform
for female entrepreneurs. With a global online community of over 2.3 million women, its
mission is to inspire and support women to turn their dreams into reality through building
successful businesses. Natalie, along with Danielle Canty, built and scaled BossBabe into
a multimillion-dollar business on Instagram in just two years. Today, she uses her
experience to advise women on social strategies to scale business community growth
and revenue rapidly and effectively. Based in Los Angeles, Natalie is the voice behind
The BossBabe Podcast along with Danielle, where they share a behind-the-scenes look
at building successful businesses and learning how to balance it all.
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Grow Your Audience With the Right Clients
Before becoming a BossBabe, Natalie got her start by helping friends successfully grow their following
on Instagram. And no, it didn’t involve paid ads or buying followers—it came down to good ol’ manual
engagement. She breaks this down into a simple formula: identify your ideal demographic, engage
with them, and most importantly, post consistently and do it often (aka every day). Using hashtags is
also key. The right hashtag can expose your post to a targeted audience, even to users who don’t
follow you (yet!).

Turn Followers Into Paying Customers
Having followers on Instagram won’t make your business an overnight success, but having the right
kind of followers will. But before you can make money, you have to build an audience that likes and
trusts you (and your brand) enough to take your advice, buy your product, or use your services. This
is why it’s essential to generate consistent high-value content that shows off your expertise and skills.
Creating valuable content not only sets you apart as a thought leader, but also helps to build trust and
foster the relationship with your audience. In short, don’t just ask people to follow you—give them a
reason to follow you.

Engage With the 3-2-1
A simple but effective strategy that yields engagement is the 3-2-1 method. This foolproof idea
proposes that for each ideal client, you:
• Like three pictures
• Comment on two
• Give them a follow
Most of the time, the targeted accounts follow back. According to Natalie, the 3-2-1 marketing strategy
works best for businesses looking for their first few clients—coaches, for example. For anyone who
wants to grow their audience on a larger scale, there are tons of other ways to do it, but the #1
method? Going viral.
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Create Content That Goes Viral
So, what’s the secret to going viral? It differs across clients and demographics. To get started, Natalie
recommends finding 10 accounts that have a good following (similar to what you want to attract), and
going through their feed to see what content goes viral on their account. Screenshot the viral posts
and save them in a folder for reference. Then start experimenting on your account to see what content
goes viral. You may lose some followers at this point, but don’t let that slow you down—this just means
they weren’t your ideal audience anyway.

Recommended Tools & Resources
Full Interview
BossBabe Website

Books Referenced:
The Ride of a Lifetime: Lessons Learned from 15 Years as CEO of the Walt Disney Company
Traction
Rocket Fuel

34

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

“The whole idea is outsourcing part
of the discipline to an external system.”

Create Your Ultimate Productivity System
Thomas Frank

Productivity Expert

Thomas Frank is an author, YouTuber, musician, and podcaster helping people improve
their productivity and ability to learn. His 1.8 million-subscriber YouTube channel tackles
task management, organization, self-discipline, and more. Thomas is the founder of
College Info Geek, one of the web’s largest resources for students looking to get ahead.
He’s also the author of 10 Steps to Earning Awesome Grades While Studying Less.
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Separation and Isolation
In order to be the most productive, you need to create a space for yourself where you’re not going
to be interrupted. You do this by separating yourself from things you pay attention to during your
personal time, like books, TV, or video games. That way, your focus isn’t directed at things outside of
work. Then you need to make a dedicated room or area for work. If you don’t have a room, then put
your desk facing a window or a wall, anywhere that you can’t be tempted to switch gears by visual
cues. You want to isolate yourself to reduce distractions. Consider closing chat apps or use an app
like Cold Turkey to block certain websites or time sinks. Noise-canceling headphones are great for
noisy environments, and they’re also a signal not to be interrupted.

Signaling
Working from home can be difficult because of family members or significant others requiring your
time. Good signals to communicate that you shouldn’t be interrupted are crucial to successfully
sharing environments. It could be putting on headphones, or using a color-changing light bulb to
signal that you’re in deep-work mode or a meeting. With Zapier integrations, you can even trigger
calendar events to automatically change the light bulb color in your office, so people know not to
interrupt until the session is over.

20-Second Rule
The 20-Second Rule dictates that activation energy is key for forming or breaking habits. For
instance, if you want to do something less, then increase the activation energy for it. Put the power
cords for your video games in a box, that way setting up takes at least 20 seconds, making it harder
to continue the habit. Conversely, if you want to do something more, then decrease the activation
energy for it. Don’t keep your guitars in a case, leave them out around the house, so you can just pick
up and play when you get the feeling. Figure out your barriers, then you can evaluate your habits and
focus on doing what’s most productive.

The Kitchen System
This productivity system is divided into 4 parts: Front Burner, Back Burner, Oven, and Vitamins. The
Front Burner consists of your prioritized projects that you need to accomplish. The Back Burner tasks
aren’t priorities. The Oven refers to recurring tasks that aren’t necessarily regular, like replacing air
filters or car maintenance. Vitamins are everyday admin tasks, such as email. By breaking down your
tasks into these sections, you’re avoiding arbitrary deadlines and making your to-do list more
manageable.
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Habit Triggers
This idea stems from the book, The Power of Habit by Charles Duhigg. The basic idea is to be
observant about your behaviors, and find out what triggers them. If looking at your Nintendo
Switch triggers you to play video games when you’re supposed to be working, then you need to
remove those triggers to change your habits. Decipher what creates a system of distraction, and then
work out how to effectively remove it.

Accountability
Use accountability partners for big projects if you need to. Have a weekly meeting with like-minded
individuals to discuss progress made or evaluate results. Beeminder is a useful app for setting goals
and using monetary incentives for motivation. You set your own metrics, and if you don’t complete
them, then the app charges you money. Regardless of what method you use, making yourself
accountable for your progress is key to productivity.

Recommended Tools & Resources
Full Interview
Thomas Frank YouTube Channel

Books Referenced:
Cold Turkey App
Beeminder
The Power of Habit
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“In order to be successful, you have to be in control of your behavior
and your decision making when it comes to money.”

How To Get and Stay Wealthy
In Any Market Condition
Taylor Schulte

Creator of YouStayWealthy.com

Taylor Schulte, CFP® is the founder of Define Financial, a commission-free wealth
management firm headquartered in San Diego, CA. He’s passionate about helping his
clients reduce taxes, invest smarter, and make work optional in retirement. Schulte has
been recognized by Investopedia as a “Top 100 Most Influential Advisors” and his
commentary is regularly featured in a number of publications such as The Wall Street
Journal, CNBC, Forbes, Bloomberg, and Business Insider. He’s also the host of The Stay
Wealthy Podcast, an iTunes Top 200 Investing show.

38

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

Taylor’s Top Five Rules of Personal Finance
Rule 1: Create a Rainy Day Fund
An emergency fund should form the foundation of your financial plan. Research shows that 40% of
Americans couldn’t handle an unexpected $400 expense. By building an emergency fund, you’ll
immediately set yourself apart from this group. This is the security blanket that gives you the breathing
room and flexibility to handle unexpected expenses. It’s what allows you to keep your investments
growing, even if you fall on hard times. Taylor recommends building an emergency fund of at least
3-6 months of living expenses. You should keep this money in a high-yield savings account. This
should be separate from the rest of your finances, to avoid any temptation. If you have a job that is
more risky (i.e. entrepreneurial), then you may want to save closer to 9-12 months of living expenses.
Action: Set up a high-yield savings account (Taylor uses Ally). Build up a minimum of 3-6 months of
living expenses. Only use these funds in the case of an emergency.

Rule 2: Pay off High-Interest Debt
Paying off debt is one of the few guaranteed returns you can get—therefore, it’s the next best place
to focus your financial efforts. Credit card debt is some of the worst debt to hold, because it typically
has the highest cost associated with it. Unfortunately, it’s also the most common type of debt.
To begin paying off your debt, first you need to know your numbers: How much do you own? What
are your minimum payments? What rate are you paying? Here is an excellent calculator to help you do
just that: Debt Repayment Calculator.
Taylor recommends using the snowball method. This simply means paying off the debt that has the
smallest amount on it. This will help you build momentum and motivation as you eliminate sources of
debt one by one.
Action: Run your numbers through the snowball calculator above and follow the repayment schedule
to clear your debt and start building your net worth!

Rule 3: Max Out Your Tax-Advantaged Accounts
Now that you’ve saved up an emergency fund and paid off your high-interest debt, you’re ready to
begin investing. The best place to start is with tax-advantaged accounts (learn more).
If your company offers a 401(k) match, contribute as much as you can up until the match. This is
essentially free money. If your health insurance plan allows, a Health Savings Account (HSA) can be a
powerful investment vehicle (recommended account: Lively). If your income allows, open a Roth IRA
and contribute the maximum. If you’re over the income limit, consider a Traditional IRA (Roth vs
Traditional IRA).

39

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

Action: In order, contribute up to your 401(k) match, contribute the max into an HSA, contribute the
max into either a Roth or Traditional IRA. If you still have money left over, go back and max out your
401(k).

Rule 4: Have A Financial Plan
Far too many people get stuck doing the same thing year after year without thinking ahead and
planning for their future. Creating a clear financial plan will bring you peace of mind and a sense of
security. This document will help you guide your decisions, such as buying vs. renting, when to retire,
and what sort of lifestyle you want to live. A good financial plan has three core elements: where you
are today, where you want to go, and how you’re going to get there.
Taylor recommends Carl Richards’ book, The One Page Financial Plan, which walks through exactly
how to put this plan together for you and your family. This book also helps you develop an emotional
balance sheet, which gives you clarity on why money is important to you.
Your financial plan should be a living document that you update over time as your goals and
circumstances change. But once you create your financial plan, your behaviors shouldn’t change until
your financial plan does.
Action: Create a simple one-page financial plan and follow it.

Rule 5: Track Your Expenses
Many people find budgeting painful. Instead, Taylor recommends simply tracking and reviewing your
expenses on a weekly or monthly basis. This will give you clarity into where you’re spending the most.
Observing these trends, you can consciously adjust your spending habits as you see fit. There are
many apps available for this, such as Mint, Personal Capital, and TrueBill. Some people also prefer to
track these manually in a spreadsheet or with pen and paper.
Action: Begin tracking all of your expenses, either with an app, spreadsheet, or pen & paper.
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Taylor’s Tips & Tricks
• Focus on what’s in your control (e.g. your saving and spending rates, following your financial plan),
not what isn’t (e.g. volatility in the stock market).
• Invest consistently over time vs. timing the market. Missing the 10 best days in the market over 20
years can reduce your returns by 50%. Don’t take this chance.
• Create a simple, low-cost, globally diversified index portfolio. A sample portfolio to get started with
would be a Vanguard Three-Fund Portfolio.
If you find yourself having the urge to do something, create a sandbox account with 5-10% of your
portfolio for you to invest in individual stocks, crypto, startups, or whatever you’d like. This is your
outlet account, not a retirement plan.

Tools & Resources
Full Interview
Define Financial Website
You Stay Wealthy Website

Books Referenced
The Behavior Gap
The Investment Answer
The One-Page Financial Plan
The Bogleheads Guide To investing

Other Media Referenced
Abnormal Returns [Blog]
Stay Wealthy [Podcast]
Invest Like the Best [Podcast]
Money Guy Show [Podcast]
Trim
BillShark
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“I just wrote words...and money came in.”

Write Copy
That Makes Money
Neville Medhora

Creator of KopywritingKourse

Neville Medhora is the creator of KopywritingKourse, which trains entrepreneurs, content
writers, and sales teams to become top-notch copywriters. Prior to KopywritingKourse,
he owned a rave product company called House of Rave, where he learned the power
of writing great emails. He got into copywriting with the help of The Boron Letters,
written by famous copywriter Gary Halbert. Neville tried the Gary Halbert method on
House of Rave and scored the biggest sale he’d ever had. Back when Chief Sumo Noah
Kagan was building AppSumo off his couch, Neville wrote some of the OG AppSumo
emails. The first email killed it, resulting in AppSumo’s first $10k profit day. So he wrote
another one and another one. The rest is history.
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Clear vs. Clever
In copywriting, you want to prioritize clarity over clever puns and showing off. When Neville first
began, he would come up with jokes and obscure references that he was really proud of. But no one
understood them. Ask yourself, “Do you want to show off how smart you are, or do you want to sell
a product?” If you think of someone like Elon Musk or Warren Buffet, these are incredibly smart
people who make the choice to speak in very simple terms, even if they can use bigger words. They
use simple analogies that everyone can understand. Their goal is to communicate information from
their head to other people’s heads. Be clear over clever.

Tell A Story
Neville’s original emails for House of Rave in 2009 were newsletter-style emails packed with tons of
product images (finger lights for raves), an “About Us,” and testimonials. They took about 20 hours of
work, and didn’t drive more than two sales. So Neville revamped his strategy. His new email had no
images, and just told the story of how he wanted to get rid of all the finger lights he ordered. He listed
all their uses beyond raves, like plumbing and TV props. Neville got about 100 orders for something
that took him 30 minutes. Your copy should be 70% good content and 30% sales—don’t try and sell
the whole time. Talk about the product and its benefits, show your reader how to use it, and explain
how it’ll help their business. Then end with, “Oh by the way, we’ve got a deal for you.”

Using Humor
Your copy should educate the customer first. While the AppSumo voice is known for its humor, the
jokes are always secondary. Add the humor later and sprinkle in jokes as needed. We’re in this
business to make cash, not to workshop our standup routines. Humor can keep people hooked, but
it’s not why they read your copy. Neville reminds himself of the caveman voice: would a caveman get
this joke?
Plus, you don’t always need humor. Neville once started an email for a tracking software talking about
the time he was robbed—not very funny. But the software sold really well, because the copy told a
story and appealed to the reader’s emotions. Find a voice that works for your audience. (An
accountant doesn’t need to be funny.) Focus on writing a strong, informative email. If you’re not a
funny person, don’t force it.
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Eliminate All Buzzwords
When you use complicated words or technical industry jargon, you confuse everyone involved and
lose your audience. People think you’re supposed to write in that super formal style, because of how
they were taught in the past. They were rewarded for it, especially in academic and corporate settings.
Convey your point in simple terms. If you want the most people to understand your message, get
rid of buzzwords, jargon, and big words. Neville recommends texting your message on your phone
as if you’re talking to a friend — it helps eliminate unnecessary formality.

On Writing Articles Optimized for SEO
Major advances in SEO mean that Google is already smart enough to model what humans think and
understand their intent. Neville hardly spends any time optimizing for SEO in the traditional sense, by
writing for specific phrases or patterns. (He does use Ahrefs, but mainly for ideas and research.)
Instead, Neville suggests writing the best article on the planet. Sound impossible? Look at the top 10
results for your topic. If your resource is just slightly better than them, mission accomplished. Don’t try
and hack the algorithm, because it always changes. Write what you love and the quality will show.
Write for the love of the game.

Making Money During the Pandemic
Make sure you’re actually committed to copywriting before you dive in. Have you ever published
anything online? What are your credentials? Copywriting isn’t a get-rich-quick scheme and you
shouldn’t pigeonhole yourself into one field. Specialization will limit your options. If you hate that
one thing, it won’t be sustainable. Before you get into copywriting, Neville recommends making your
first $100 bucks freelancing in general. Look at what you already have experience with. Something
that’s innately easy for you might be tough for someone else. Serendipitous things happen from
freelancing all the time. The world will push you in the right direction.
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AIDA Formula
When in doubt, use the AIDA formula: Attention, Interest, Desire, and Action.
Attention: Get their attention with something catchy and relevant.
Interest: Tell them interesting facts or uses.
Desire: Make them desire the product/service.
Action: Get them to take an action.

Recommended Tools & Resources
Full Interview
KopywritingKourse
NevBlog

Books Referenced
This Book Will Teach You How to Write Better
The Boron Letters

Videos Referenced
How to Become a Copywriter (with No Experience)
9 Copywriting Exercises you can start doing “write” now
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“Get the stuff done that you have to,
so you can do the things that you want.”

Supercharging Your Productivity
Kelly Stocker

Creative Consultant and Productivity Coach

Kelly Stocker is an Austin-based productivity wonk who works in web content and
branding. She’s consulted for Zagat, Moontower Entertainment, and yours truly,
AppSumo. Starting in 2010, Kelly built Yelp’s community from the ground up, forming
strategic partnerships, supporting business owners, creating training, and leading social.
As a writer, she’s contributed to publications like Eater, Thrillist, and TimeOut. Through
her career, Kelly has whittled down the endless productivity apps, hacks, and techniques
into what really works. Now it’s her mission to help people get their head in the game,
set solid priorities, and ruthlessly defend their time.
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Your Brain Is Not to Be Trusted
Our brains are captive to a lot of processes that we have to unlearn. Most of us don’t move towards
our most significant goals automatically because our brains crave immediate task execution, whether
it’s organizing your drawers or cleaning the dishes. Ask yourself what your big goals are for your
product, yourself, or your business. You won’t reach goals if you don’t know what they are. Don’t
overload your brain. You’ll get stressed if you try to manage more than three items at once. Kelly
recommends writing everything down in a Daily Data Dump.
Use the Most Important Task Method to prioritize tasks: 1) Important and urgent 2) Important and not
urgent 3) Not important and urgent (interruptions) 4) Not important and not urgent (time wasters).
Don’t make your brain do the heavy lifting in your to-do lists. Add clarifiers like specific emails and
dates. How do you work best? Try Gretchen Rubin’s Motivational Tendencies Quiz to find out
whether you’re an upholder (listcheckers who want to know what should be done); questioner (needs
a reason to get fired up); obliger (needs a partner for accountability); or rebel (craves creative
freedom).

Your Brain Loves a Good “Ping!”
Our brains love distractions, with each distraction averaging 26 minutes. Kelly suggests ditching these
distractions by doing the following:
1. Make sure you have a clear work environment—a messy workspace is full of to-do items that
distract from your goals.
2. Close the door as much as you can or have a system, especially if you live with someone.
3. Turn off non-business critical notifications and detab your life with tools like Tab Snooze.
4. Get a digital parent (e.g. StayFocused, MindfulBrowsing) or just go offline completely.
5. Set timers for home tasks and errands.
6. Delegate nonsense (e.g. using a Roomba). Also, color is a neurostimulant! Grayscale your computer
and phone for fewer distractions.

Mono-Tasking = Doing More in Less Time
Contrary to popular belief, multitasking is not the key to productivity. Mono-tasking rebuilds your
focus by forcing you to sit and work through complex problems; helps you manage time better; and
reduces mistakes you’d make from multitasking.
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Avoid switching costs: there’s a lag time when you switch between tasks. The time adds up, degrades
focus, and tires you out. Try the Pomodoro Technique and break your work into intervals—it’s usually
25 minutes of work and a 5-minute break, but you can adjust as needed. With how much screen time
we’ve all been racking up during quarantine, Kelly’s break tends to be outside and screen-free. The
Pomodoro Technique trains your brain to focus on one item for longer periods, allows for breaks, sets
expectations, and gives your brain routine.

The Power of R(emind) R(outine) R(eward)
Speaking of routine, Kelly recommends creating a habit loop, so you can get more done. Here’s how:
1. The reminder is the trigger that initiates the desired behavior
2. The routine is the actual behavior you perform
3. The reward is the reinforcement, or benefit, from doing the behavior
R + R + R is the signaling your brain needs. Kelly also reminds us that our brains get decision fatigue,
which reduces your motivation. Cut corners and streamline your daily decisions. For example, see if
you can reduce decision making from your wardrobe, diet, or products you use.

You Are the Boss of You
Your calendar is not the boss of you. Take a step back from it and see if you can stop an event before
you agree to it. Can it be a phone call? Start canceling unnecessary meetings and save sacred time on
your calendar for big ideas and projects.
Your inbox isn’t the boss of you, either. Email is a communication tool, not your to-do list. Limit how
long you spend checking emails and make sure your email exchanges add value. Is your email moving
something forward? Can it be shorter? Put your ask in the first sentence of the email. Write a
meaningful subject line. Keep the message focused and brief.
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The Robots Are Here to Help
Tools and software exist for a reason! Kelly recommends Brain.fm for neuroscience-based music;
Pocket to collect your to-read list; Blinkist for an Adult CliffsNotes; 1Clipboard as a clipboard
manager; Send from Gmail to send directly from your dock, Mailtrack to monitor read mail; Buffer to
streamline social media; and CloudApp for your screenshots and uploads!

Recommended Tools & Resources
Full Interview
Kelly Stocker’s Website
Gretchen Rubin’s Four Tendencies Quiz

Books Referenced:
Essentialism: The Disciplined Pursuit of Less
Getting Things Done: The Art of Stress-Free Productivity
Yes!: 50 Scientifically Proven Ways to Be Persuasive
Dare to Lead
Digital Minimalism: Choosing a Focused Life in a Noisy World
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“As human beings, each and every one of us is curious by nature. And the topic
that we are most curious about is understanding ourselves.”

Get More Leads
with Quizzes
Chanti Zak

Conversion Copywriter and Funnel Strategist

Chanti Zak is a conversion copywriter and quiz funnel strategist for online business
owners, change-makers, and brands that give a damn. A chef by trade, Chanti’s first
foray into the online business world was food blogging. While running her food blog, she
started getting side gigs writing recipes and wellness content for others, which is how
she discovered her love of copywriting. She created her first quiz while working in-house
for a spiritual development company. And that quiz generated 10,000 leads from just
$500 ad spend. Ever since she’s been helping online businesses leverage the power of
quizzes to connect with their audiences.
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The Interactive and Personal Nature of Quizzes
The problem with many free lead magnets is that people download them and never read them
because they forget or lose interest. There are two main reasons for this: 1) these types of lead
magnets are just made to be consumed; there is no give and take, and 2) they offer little
personalization the reader can relate to. Quizzes require a level of interaction that keeps readers
engaged and provide personalized feedback the reader can put into practice.

Tapping into Human Curiosity
Humans are curious by nature. And there is nothing that we are more curious about than ourselves. We
can never know enough about who we are, how we relate to the world, and how we can improve our
lives, businesses, and whatever else we care about. Quizzes are so successful as a lead generation
source because they tap into this curiosity. When a lead takes a personality quiz, the results reveal
some truth about his or herself that can motivate them to act.

The Three Types of Quizzes
There are three types of quizzes: personality quizzes, score-based quizzes, and assessments. Chanti
finds that personality quizzes convert the best because they tap into an individual’s curiosity about
themselves. She has also had some success with assessment quizzes but hasn’t found score-based
quizzes to be as effective. Within these categories, there are three sub-types: 1) The Signature or
Evergreen Quiz - a core lead magnet that aims to attract ideal buyers; 2) The E-Commerce Quiz - a quiz
offering specific product recommendations; and 3) The Launch Quiz - a quiz that generates leads that
would be ideal for a specific offer.

Avoid These Common Quiz-Making Mistakes
Chanti shares that the biggest mistake she sees people make when creating quizzes is not connecting
the overall quiz strategy or topic to the end goal. If your quiz topic has nothing to do with what you
sell, you won’t bring in the right types of leads. Another common mistake she sees people make is
writing quiz questions without having clarity around the quiz results. You need to start with the results,
and then write the questions. Stick to 7-10 questions, and make sure they’re engaging, rather than
making them all yes or no answers.
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Using The Save Matrix for Quiz Results
Chanti recommends using the SAVE framework for bookmark-worthy, shareable quiz results:
• Specific - Map out the results beforehand and make sure they are specific to your audiences. Use
language and references your audience understands and relates to.
• Authority Building - A big mistake that people make when creating quiz results is that they don’t
provide any context for why they are qualified to provide these results. Introduce yourself and share
social proof to show that you’re an expert. This helps build trust from the beginning and makes the
results more valuable.
• Valuable - When you’re asking for someone’s email, you need to provide them with something of
value. Your quiz result should provide something that the reader can take action on to achieve a
quick win. Offer 3 action steps they can use right away.
• Emotion - You want people to feel something when they read their quiz results. Whether the results
are funny, touching, or just insightful, you can use the ability to incite emotion to your advantage
when creating quiz results.

Using Quizzes as a Segmentation Tool
One of the greatest benefits of quizzes is that they help you segment your audience. That way, you
can provide more targeted content. The results that an individual gets can tell you a lot about which
offers are right for them. You can tag the people taking your quiz in your CRM based on their results.
Segment based on topics of interest, levels of experience, different offers, and more. Afterwards, you’ll
be able to use what you know about each individual to send them more personalized and relevant
content and offers.

Creating a Quiz to Grow Your List
Chanti believes that you should be building an audience, email list, and community before you even
create an offer. If you don’t have an audience, then no one will be there to buy your product or service.
You can use a quiz to build your audience, and then talk with your audience to discover what their
challenges and pain points are. Chanti recommends sending an incentivized survey to your audience
with questions that will help you craft a relevant offer.

Recommended Tools & Resources
Full Interview
Chanti Zak’s Website
How to Use Quizzes to Grow Your Email List 10x Faster Than Your Average Lead Magnet

52

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

“Always give somebody something that has
at least 10x the value that you charge.”

How to Create Your Best
Customers By Giving
Mike Moll

Founder of Social Media House

Mike Moll is the founder of Social Media House and a digital marketing consultant who
teaches marketing and social media strategies to executives and their teams. His clients
range from small businesses to Fortune 500 companies. Mike strives to provide his
clients with simple, cost-effective solutions to optimize their online efforts. He has gained
a reputation for using lean marketing to get business owners up to 10 times their ROI.
He’s also launched the Market Me podcast, where he sits with companies of all sizes to
discuss their business and marketing strategies, diving into practical ways to help move
the company forward.
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Motion is Meaningful
You shouldn’t dwell on business matters if they’re not going well for you. Find out what actions you
can take to move forward, and then dive in. If you spend 12 hours taking action, things will happen.
They might not happen at a speed and scale you imagined, but there will definitely be a positive
motion towards the outcome you desire. It can also help if the outcome decides whether you have a
place to live or food on the table. In that case, you won’t have time to ponder, because you need to
get work done and make progress. Put in the work, and you’ll generate momentum.

Add Incentive for People to Help You
Offer free services to potential clients, like writing product descriptions or blog posts about their
products. Then you can request a split test to determine whether or not your content is more
successful than before. From there, you can ask for work. People will be way more likely to respond
positively once they realize you’re providing a quality service.

20 Leads, Not 200
Find the top 20 people on your list of potential outreach, then find and follow them on LinkedIn or
Instagram. Use that information to personalize your outreach, so you’re not just sending out blanket
resumes. Once you’ve got your top 20, use your phone to record a video or voicemail pitch for your
services and send it to them. This will generate considerably more interest and responses, because it’s
unique and exciting. People will see you pitch personally to them in a more intimate medium.

10 Times the Value
Always give your clients something that has at least 10 times the value that you charge. You could even
provide a service that people normally pay for, free of charge. These lead-ins are super effective
because they show that you have way more to offer. If you’re providing this service or consultation for
free, then what else do you have up your sleeve? You subtly suggest that you can provide additional
value that goes above and beyond others in your field.
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Find What People Want and Give It to Them
You need to know the customer, and you need to know the client. CEOs are a different community
than truck drivers, so make sure to tailor the content to your audience. Podcasts are a great way to
demonstrate your knowledge in a subject matter. Decipher your angle. Maybe you want to entertain
people and build a community that way, which would work great for truck drivers on the road. Or find
out if quick, 15-minute podcasts detailing things like blockchain or marketing are better for your CEO
market. When you give people the content they’re looking for at no cost, it inspires others to ask,
“What else do you know?” They’ll want to talk to you and find out.

Actionable Products
Whatever you’re giving away, make it actionable. The product or service should improve their lives
within a week, whether it’s a better piece of copy or a marketing consultation. Your audience shouldn’t
have to work to get to the value in your offering. Offer something with a quick turnaround to ensure
good feelings moving forward.

Build Lasting Relationships
Not everything you do is going to convert right away. But planting those first seeds will help you build
long-term relationships. You’re giving people the value they want up front. If you deliver on your
promises, then they’ll trust you. Because they trust you to provide value, they’ll have no problem
referring you as well. If people can’t hire you, they might introduce you to someone who will. Clients
may also come back around later exactly because you’ve helped them in the past, so the chances for
success are two-fold.

Recommended Tools and Resources
Full Interview
Social Media House Website
Market Me Podcast
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“I don’t know of anything in my mind that could
get you on the map faster than AppSumo.”

How to Successfully Launch
a Six-Figure Campaign
Tracy Childers

CEO of WishList Member

Tracy Childers is the president and co-founder of the online software development
company WishList Products. WishList Member, the company’s signature product, is a
powerful yet easy-to-use plugin that turns any WordPress site into a complete
membership site. People across the globe have used WishList Member to power over
100k sites since 2008.
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Build for Yourself
For those just starting out, remember to build the product that you want to use. It makes design easier
when you’re your own target audience, and you’ll come away with a product you’re confident in.

Feedback Goldmine
Customers don’t just pay for your product on AppSumo—they post their reviews in the comments
section. The AppSumo community offers great feedback that you can use to help improve your
product. You’re not only getting revenue, but also exposure and community interaction that shows
you’re invested in making the product the best it can be.

Unlock New Segments
The Blue Ocean Strategy by W. Chan Kim and Renee Mauborgne explains that you don’t want to just
jump into a crowded field full of sharks: the red ocean. You want to unlock a new segment of audience
by making something unique. Your goal should be to take audiences from different segments, instead
of vying for a smaller and smaller piece of the pie.

Foster Relationships
The AppSumo Partner community is a great space for meeting and collaborating with other
business owners. It’s important to remember that you’re not the only product your customers are
using. Finding out how to make your product fit together within a larger puzzle is beneficial to all
parties. There’s an opportunity to make your products fit together seamlessly, and AppSumo is where
you’ll find like-minded people receptive to your ideas.

Marketing Made Easy
With the AppSumo deal, you get videos and copy that you can use to revamp your marketing strategy.
It’s an opportunity to make your webpage clearer or to refocus on the major draws of your product.
Plus, that content exists separately from your own site, so it’s vetted by a different community.
Customers can see that and know you’ve got fans all over.

57

REMOTE CONTROL - LESSONS FROM WORLD CLASS EXPERTS & ENTREPRENEURS

Jumping Ship
You’ll find that once you put your deal on AppSumo, people will see the opportunity and migrate from
your competitors. Sumo-lings are very vocal in sharing what they weren’t happy about with other
tools or platforms. You’ll be able to see why they changed to your product. You’ll also start to figure
out where there’s more opportunity to tap customers who aren’t having their needs fulfilled
elsewhere.

Old Customers Aren’t Angry
Not all of your current customers are going to see the AppSumo deal and demand a comparable one.
In fact, there might not be a lot of overlap at all with your customer base. But AppSumo’s network
of over 750k customers provides a tremendous opportunity for growth. It puts you on the map.
People will update their reviews across platforms, so you’ve got more current data for potential
customers. This builds trust, and trust leads to new customers.

Power in the Process
You’ll learn so much by just seeing how AppSumo puts together your deal. From creating the videos
to writing the copy to launching your product on their store, the learning opportunity is amazing when
you just watch everything unfold. You can take these lessons back to your own business and apply
them for great results. You’ll also know what to look for if you decide to expand your team. Witnessing
how the whole process works is a master class itself.

Recommended Tools and Resources
Full Interview
WishList Member

Books Referenced:
Blue Ocean Strategy
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“Focus on what problem you are trying to solve, and the business idea
and structure will align with the needs of your community.”

How To Start Your Remote
Business in 2020
Doc Willams

CEO and FOUNDER of Brand Factory Inc.

Doc Williams’s marketing skill set can be best described as unique and multifaceted.
That’s because in the last 10+ years, Doc has opened multiple gyms, owned a crime
scene cleaning company, been a webmaster, and worked for big names like ESPN and
VanyerMedia. Today, he is the CEO and founder of Brand Factory Inc., a company that
focuses on helping influencers and brands develop their voice and signature products.
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Finding High-Quality Leads
The first tool that Doc highlights in the webinar is FindThatLead (FTL), a sales prospecting tool that lets
you easily search, save, and message potential customers. Doc notes that you can use FTL to
prospect for your own company, or you can charge other startups to find leads for them. You can even
combine both of those use cases by discovering people you can prospect for.
Searching for leads is simple—just pick a location, job title, industry, and company size. Doc suggests
tweaking some search options to yield a list size you feel comfortable with (his sweet spot is a search
result with around 2,000 leads). FTL will then pare down your list to leads with verified emails that you
can store in FTL or your CRM. (If you move them to your CRM, be sure not to send them email
campaigns as they have not opted in to your list.)
In Doc’s flow, he automatically connects with his search results on LinkedIn and sends them a
purposeful message. He advises being specific in your messaging with prospects (e.g., “I found you
on LinkedIn, and here’s how I can help you...”). The main goal should be to see if they are a good fit to
work with you, not to charge them right out of the gate.

Connecting the Right People With the Right Content
The way Doc sees it, there are a few ways you can build a business using Social Animal. The first of
which is helping your clients find the influencers relevant to their products (e.g., matching a client
that sells purses with a fashion influencer). This is a great option if you, or your clients, are looking for
ways to get your product out there but don’t have a big ads budget.
Your next option is to create a highly curated newsletter in your niche by using the articles Social
Animal pulls in based on your search parameters. If your list is filled with copywriters, you can craft a
newsletter with the most relevant articles on copywriting. Should you choose to go the newsletter
route, Doc says it’s important to determine what the end goal is (e.g., have readers share with their
network or help readers make good decisions for their business.).
The last and most advanced tactic is to build a white-label business on top of Social AnimaI. To do
this, you’d make a website, pay for access to Social Animal’s open API, and then pull in all of Social
Animal’s info. Then, you could charge people a subscription to get insights on influencers and articles.
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Becoming a Call Center
Ringblaze, a click-to-call widget, is perfect for anyone who is looking to start a calling center for hire.
With Ringblaze, you can take messages, add notes, and tag leads in a CRM. You can also gather
that information and send businesses weekly reports of their hottest leads.
Doc suggests finding a niche you are knowledgeable in to improve your chances of a business hiring
you. For example, Doc has experience as a Massage Therapist and a Physical Therapist’s Assistant. In
the past, he would get in contact with those healthcare offices and explain his background, as well as
the benefits of having someone like him interacting with their customers. He would also ensure the
offices that it would be a much better customer experience for him talk to patients directly instead of
just having customers fill out a contact form on a website.
If you’re comfortable providing customer service, using Ringblaze is an easy way to bring in extra
revenue.

Designing Creative Assets
Every company needs a set of creative assets, and RelayThat is an excellent way to quickly create
branded images.
Doc starts off with an example of a copywriter who enjoys writing, but doesn’t care much for the
creative process. As long as the copywriter is comfortable with dragging-and-dropping and using
Canva, they can use RelayThat. This ultimately adds another service (design) to charge clients for.
For graphic designers, RelayThat is even more powerful because it allows you to instantly whip up
media kits that will hit all channels—print, social, ads, etc. Doc suggests creating a form for
companies to fill out with their desired colors and direction. Using their answers, you can create
branded images from scratch that will have clients coming back to you for future direction and
projects.

Using Audio to Drive Engagement and Sales
Soundwise, an all-in-one platform to create and sell audio content, lets you take your clients on a
journey that will help them arrive at a decision (usually one that encourages purchasing your product).
For example, you can create a “How-To” series, and listeners will be able to enjoy your micro-content
in an episodic flow. This serialized podcast style makes it easy for listeners to get sucked into a rabbit
hole of your content.
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Unlike other podcast platforms, Soundwise gives you subscriber information, which means you can
then email them about your product and services.
If you have a course for sale, you can also use Soundwise to create an audio version of it. Now you
don’t have to feel limited to just using Teachable or other learning platforms that require video.

Managing Minutes for Companies
We’ve all attended meetings where we’re not exactly sure what was accomplished or what the next
steps are. Adam.ai helps you manage the content created for and during meetings. This is a tool
you could use to manage projects at your own business or one you could offer up as a service to
clients.
Using adam.ai, you can charge clients to manage their meetings, giving them weekly reports on what
was discussed, what decisions were made, and if milestones are being hit. The helpful dashboard
includes a section for each client that provides a holistic view of what’s happening.

Recommended Tools & Resources:
Full Interview
Brand Factory Inc Website

Tools Referenced:
FindThatLead
Social Animal
Ringblaze
Soundwise
adam.ai
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This book is just a small sample of all the incredible lessons we’ve learned from guests featured on our
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In a time of worldwide crisis, these innovative leaders and thinkers have offered the gift of their time,
expertise, and wisdom to help the entrepreneurs in our community. We cannot overstate our
gratitude.
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Patrick Campbell, CEO of Profitwell
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Natalie Ellis, CEO of Boss Babe
Marie Forleo, Author of Everything Is Figureoutable
Thomas Frank, YouTuber
Chris Guillebeau, Author of The $100 Startup
Mark Manson, Author of The Subtle Art of Not Giving A F*ck
Tucker Max, Author of I Hope They Serve Beer In Hell
Chris Voss, Author of Never Split The Difference
Danny Flood, Author of Dr. Growth
Charlie Hoehn, Author of Recession Proof Graduate
Noah Kagan, CEO of Sumo Group
Greg McKeown, Author of Essentialism
Taylor Schulte, Founder of Define Financial
Doc Williams, Founder of Brand Factory Inc.
Chanti Zak, Founder ChantiZak.com
Jonah Berger, Author of Contagious
Tim Campos, CEO of Woven
Jordan Carroll, Owner of The Remote Job Coach
Aiden Carroll, Co-founder of The Coloring In Department
Tracy Childers, CEO of Wishlist Member
Joey Coleman, Author of Never Lose A Customer Again
Sean Croxton, CEO of Underground Wellness
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Nir Eyal, Author of Indistractable
Gil Gildner, Author of Making Remote Work Work
Tiffany Gonzalez, CEO of Accounting to Scale
Brennan McEachran, CEO of Soapbox
Neville Medhora, Creator of Kopywriting Kourse
Mike Moll, Founder of Social Media House
John Peterson, CEO of The Nudge
Matt Ragland, Director of Creative Success at Podia
Eric Rakofsky, Personal Trainer at Ladder
Gabriella Ribeiro, Owner of The Mogul Mom
John Romaniello, Founder of Wellspring Media
Kelly Stocker, Creator of Productivity Power Hour
Panos Siozos, Co-founder of LearnWorlds
Chi Tran, CMO of Autonomous Inc.
Chrystie Vachon, Serial Entrepreneur
Jeff Sauer, Founder of Data Driven
We’re constantly adding new speaker sessions to the Remote Work Academy, so head on over and
sign up. It’s 100% free and created specifically for entrepreneurs, hustlers, and doers looking to change
their businesses and their lives.
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