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Hello, this is YARO and welcome to the Entrepreneur's Journey podcast. 
Today's guest is Nathan Williams. 

YARO: Hello, this is Yaro Starak and welcome to an Entrepreneur's Journey 
podcast interview. Today, my guest is Nathan Williams who came into contact 
with me or got into my radar actually through some comments he'd leT on 
some blog post I wrote recently. 

I wrote a series of blog posts talking about how you don't need large volume 
of traffic going to your blog in order to make a full-'me income or 100,000 a 
year, whatever your goal might be and Nathan actually made comment that 
he's making the full-'me income from his blog and he does average around 
200 to 300 visitors a day. So, he's kind of like proof of this concept. 

I had to invite him on to this podcast to explain how he's able to make a full-
'me income from such a small amount of traffic going to a blog which is 
definitely a bit counter-intui've to what most people think that you need to 
have big numbers blogging in order to make big money. 

So, Nathan, thank you for joining me on this interview. 

NATHAN: Absolutely. Thank you for having me, Yaro. 

YARO: So, just to clarify, Nathan. You are a poker player and you teach 
people how to play microstakes, right? That's your sort of niche in poker, is 
that correct? 
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NATHAN: Yes, absolutely. I would consider myself, I was a full-'me 
professional poker player for about five or six years. I don't consider myself 
full 'me anymore. I'm a lot more on the teaching side of the game but, 
playing is s'll a part of what I do, yes. 

YARO: Just to clarify for people, what exactly do you mean when you say 
"microstakes"? 

NATHAN: When I'm talking about microstakes, I'm talking about online poker 
and I'm talking about stakes where you buy in where you can put as the 
amount that you bring to the tables, anywhere from around $5 to $100. 

YARO: Okay, so it's really affordable poker playing basically. 

NATHAN: Yes, absolutely. It's amounts of money that for most people are 
kind of trivial but with the ability to play many tables at once on the internet. 
This can actually work into a full 'me income for some people especially at 
the higher end of that scale. 

YARO: Okay, so this is how you do it. You're actually playing mul'ple tables. 
I'm assuming though the lowest stake, the upside isn't as significant either. 
Like, can you walk away from a low stakes table with millions of dollars? No, 
correct? 

NATHAN: No, absolutely. You can absolutely not. You can walk away with 
millions of hands, like I did and make minimum wage [laughs]. At the higher 
end, with the $100-buy and the $50-dollar buy, if you're a significant winner 
in those, you can definitely make $50,000 or maybe even upwards to 
$100,000 a year at those stakes, and that's mul'-tabling full 'me. 

YARO: Wow, and that's what you were doing for a while, isn't it? It was your 
full-'me income. 

NATHAN: Yes, at those stakes and below. 

YARO: Okay. And, your claim to fame from that was becoming the highest 
earner in the microstakes area online, is that right? 
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NATHAN: Yes, it's kind of brag and a beat as they call it in poker because it 
was actually mostly at the lower end of that scale so, at the very lowest 
stakes but, yes. I was tagged by an independent site once as having the most 
winnings of all-'me at those two limits. 

YARO: It's kind of like the featherweight class in figh'ngÖ 

NATHAN: Yes [laughs]. 

YARO: It s'll counts that people don't pay as much a`en'on, right? 

NATHAN: Yes. 

YARO: Okay, well that's awesome. You've parlayed that into an Internet 
teaching business. So, you obviously became very good at this skill and then, 
started teaching people. 

Now, I men'oned you make a full-'me income and we have been talking 
prior to recording this interview about what Nathan is comfortable talking 
about his income and it's actually really straighaorward. 

Nathan sells two eBooks about microstakes on his blog and that is the 
predominant source of income he has. He's selling somewhere between 200 
and 300 copies of these two eBooks a month and it's all coming from a very 
small volume traffic blog which I think is incredible, and I would love to hear 
how this is occurring. 

But, Nathan, I think we should probably go back in 'me first. I want to see 
how the poker connec'on happened to the Internet marke'ng connec'ons 
since they are oTen very similar worlds. 

But, first of all, you've obviously had day jobs beforehand? Have you had any 
kind of entrepreneurial background at all? 

NATHAN: Yes. I actually went the whole college route so, like I guess quite a 
people do and I graduated in about 2003 with a totally unrelated degree in 
History. I didn't really have a whole lot. I had basically the jobs that I had had 
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to that point where just sort of menial labor. They certainly were not 
entrepreneurial by any means. 

Soon aTer I graduated, University though, I fell into poker so, this was about 
2004. That's when the online poker boom happened when a guy named Chris 
Moneymaker won the World Series of poker. He's a lot of people may 
remember and poker became big on TV. 

I was sort of just started working my way up through the various small stakes. 
By about 2007, I had managed toÖ I was managing to make significantly 
more money each night in the two hours aTer I'd worked my full-'me job 
that I would come home and play poker. I was making about double what I 
made all day. So, it didn't make any sense to work my day job anymore. 

I con'nued playing full 'me for about five or six years and I had go`en into 
the make money blogging sphere, I guess, roughly as it's called following your 
blog and several others, and I'd always kind of been interested in that angle 
but, I had never really go`en into it and I think, one day somebody on my 
blog just asked, like I said before, I became sort of infamous or famous for 
having the most winnings ever at the lowest stakes so, I developed quite a 
following. I just had a small blog that a lot of people were interested in 
because I talked about my winnings and how much I played and stuff un'l 
some people men'oned, "Hey, why don't you put this into a book?" or 
something. 

YARO: Okay, just stop there a second. I'm just curiousÖ 

NATHAN: Sure. 

YARO: You were exposed to other bloggers. 

NATHAN: Yes. 

YARO: Did you immediately go out and start a blog with the inten'on for it 
to become a money-making business or were you just thinking, "I want to 
chronicle what I'm doing in poker and build some fame around it." 
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NATHAN: Yes, absolutely not. In fact, my blog has actually been on the 
Internet for seven years. For the first three years, I actually didn't even release 
my poker screen name. So, I blogged anonymously and it actually was not 
un'l I said who I was, I revealed who I was that the traffic started coming. 

YARO: When you say reveal, how do you do that? Are you talking about you 
talking in forums or where do people talk about poker? 

NATHAN: Yes, it was certainly on forums. People have men'oned my name 
before and on this one website that was tracking the winnings of all online 
poker players, and people could see how much I was winning and I came out 
with a blog post one day and basically just said, "I am that person," and then, a 
lot of traffic started coming over to my site. 

YARO: Right. So, for people who are curious, it's BlackRain79.com is the 
website address that he writes this and that also is I assume, the name that 
people would have seen at the top of these rankings but, not known who it 
was, and then, you came out and said that was you. 

NATHAN: Yes, that's exactly right. That's my poker screen name. It's 
BlackRain79. 

YARO: Were you born in 1979? 

NATHAN: Yes [laughs]. 

YARO: Me too, high five for that. 

NATHAN: Cool, for sure. 

YARO: 35, all right. 

NATHAN: Yes. 

YARO: Big year. So, you announced yourself to the world that you're this guy 
and thanks to this independent site that was showing people winning and you 
were appearing at the top of the micro stakes, the featherweight champion of 
poker, that got some a`en'on and then, people actually paid a`en'on to 
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your blog then, right? So, did you sort of start thinking then or maybe now is 
the 'me to start selling something? How did that transi'on? 

And also, were you aware of the possibility? Did you stay in touch with my 
blog and the make money online area to know that you could do all these 
different business models with the blog? 

NATHAN: Yes. To be honest, no. I thought that all the a`en'on was kind of 
funny to be honest. I was 'red of checking my profile on there because the 
thing is, once you become popular for anything on the Internet and I did not 
ask for this popularity. In fact, I did not want my results published. You start 
gemng haters, right and I was 'red of listening to them so, I figured if I got all 
the traffic over to my blog, I could stop reading all the crap. I had a lot of fans 
too and I could have a civil conversa'on on my blog. 

I had never thought about mone'zing it in any way. I would say probably 
about a year or two later. I had s'll followed your blog loosely but then, there 
were some newer names that were definitely becoming bigger, people like Pat 
Flynn, Derek Halpern, Social Triggers, and I certainly was very interested in 
that whole make money online type thing but, I really didn't know how to go 
about it and then, Pat Flynn wrote an eBook on how to write an eBook. That 
actually was the inspira'on behind wri'ng the first one. 

But, I had also go`en some interest with coaching as well, just inside the 
poker industry and it was just all kind of new to me that anybody would 
actually want to be taught by the featherweight champion so to speak. But, I 
was definitely following the make money online sphere. Your blog, people like 
Pat Flynn, Derek Halpern, as well at that 'me. 

YARO: I can imagine Pat having his first success being an eBook about the 
Architecture Exam must have been such an obvious correla'on to what you 
thought you could do and I remember too, Pat's first blog was actually 
another example of a small traffic blog with selling a lot of products. I don't 
think it is quite a small traffic as yours sounds like it is sort of 200 to 300 
visitors. But again, it's this sort of consistent traffic and you're just selling this 
training product and you went with the eBook. So, can you tell us then the 
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next steps? You had to write an eBook because you followed Pat's advice 
there. What about things like email list, sales page, product launchesÖ Did 
you learn all that or did you sort of trial and error? You weighed through it all? 

NATHAN: So yes. I pre`y much, from a lot of different blogs, I just tried to 
figure out what I could but, when I launched my first book, had no email list at 
all. And, honestly, I didn't get going on it un'l just a year ago. 

YARO: Nathan, wow. Seven years agoÖ 

NATHAN: I know. 

YARO: Six years without email list. 

NATHAN: Yes, absolutely. 

YARO: So, am I correct in saying then that your early sales of your product 
was without an email list. It was just a blog was making sales? 

NATHAN: It was purely just off the blog. It was off word of mouth on forums. 

YARO: Wow, that's amazing. Okay so, maybe take us through the days you 
released that eBook and what you did. 

NATHAN: I had a collec'on of different marke'ng ideas and certainly some 
of them were to send emails to major bloggers and basically just say to them 
and major poker news sites to say to them, "Hey, I've got this new book. This 
is sort of my rough creden'als. You might have heard of me. I'll send you the 
book for free if you'd like to review it," and I got replies from quite a few 
including a couple of big poker news sites and that definitely helped me out 
in the early going. 

I also did that on forums a li`le bit. I would find out who the most sort of the 
(look at the post count) who were the big or popular posters on some of the 
most popular poker forums. I'd send them a private message, just a handful of 
them, and say, "Hey, I got a new book. I'd love to send it to you if you'd write 
up a review for me." 
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YARO: Okay, and that sort of s'rred all these traffic towards, I assume, a 
sales page that you'd wri`en yourself? 

NATHAN: Yes. So, I wrote a sales page again just pulling ideas from a bunch 
of different sources like yourself, Pat Flynn, DerekÖ and just kind of wrote it 
up and did what I could. I definitely do not think I'm a natural seller at all. I felt 
very confident in selling this book because I knew that I had the results to 
back it up and so, that allowed me to just sort of write it and just feel 
confident what I was saying without all the over the top sales and stuff. There 
was basically none of that at all. 

YARO: Right. The credibility in the story really helps, doesn't it, when you've 
done something and you're teaching it? 

NATHAN: Yes. 

YARO: Okay, so expecta'ons. Did you expect to sell lots or li`le or none? 
What were you kind of thinking that this book might do? 

NATHAN: I had no idea. I was scared to death. I had about twelve people on 
my blog that said they were going to rate the thing and I just spent a month 
and a half on it. I basically said if I make 10K on this thing life'me, I'd 
probably happy and it had surpassed that within a couple of months, I believe. 
It did make the 10K mark and at about the two-year mark, it made about five 
'mes that amount. So yes, it's much be`er than I had an'cipated. 

YARO: Okay, and just to clarify. This is like a $29.95 eBook? Was that how 
much you launched that? 

NATHAN: It was $20. Actually, I sold it for, I kind of did it the wrong way. I 
think I sold it for $30 the first month and then, people didn't buy it for like 
one or two days and I freaked out and I snapped drop it to like $19.95. It's 
actually sold for $20. It was only the very first month, I'm sorry for all those 
people who bought it in the first month for $30. It's been $20 ever since that. 

YARO: [Laughs] Yes, that is the rule there, ini'ally is... 

NATHAN: It is. 
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YARO: Start cheap. Reward the early adopters and then, up the price. 

NATHAN: Yes. I guess, a total newbie. Learning as I go, pre`y much. 

YARO: I love it. It s'll works. So, okay. Now, you've had ongoing sales since 
then. How many years ago did you first release the first book? 

NATHAN: First book was released at the very end of 2011. 

YARO: So, gemng on to three years now. 

NATHAN: Yes. 

YARO: And, it's been consistently selling, right since then? It's not like it's sold 
for the first two or three months and then, died off completely. How? How 
do you make sales because they keep coming? 

NATHAN: For sure. I mean, I would say that really, I mean, I kind of like I said 
with my back story, I came in through already having sort of a well-known 
name and stuff which certainly helped. But, I would say that the vast majority 
of the reason that my book has succeeded is because it is through word of 
mouth sales and people just saying that it is high quality whereas, there was 
no launch. I mean, for my first book, there was no launch at all. I had no email 
list. I didn't even have a Facebook page. I had nothing. 

So, it's not about launch at all. I'm not saying that's good. That's definitely not 
good. But, that's really been the reason why I've sold is through quality and 
people saying good things about it. 

YARO: That's awesome. I love the fact that you literally published a blog post 
probably telling people you got this book, you had the sales page, and you 
just told a bunch of people that you could give them free copies, leading 
people in your space that they write and review, give them a free copy. Some 
of them did. They sent targeted traffic back to you and two years or almost 
three years later, you're s'll making sales. So, that's incredible. 

But, it sounds like you obviously learned a li`le bit about launches and things 
because you've recently produced a second book. 
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I'd love before we talk about that, in terms of your blog and maintaining 
connec'on with your community and now that you're having an email list, 
have you just sort have been learning a bit more about Internet Marke'ng 
and product launches and so on and just building in the tools and maybeÖ I 
don't know. Is there anything else you're doing now that's different from 
when you first did it that's working well? 

NATHAN: To be honest, I'm s'll learning as I go. Obviously, aTer two years or 
two and a half since the first book, I learned a lot. I mean, I had an actual 
email list, a very small one. So, I actually had something like a real launch this 
'me. 

But, just trying to pick up what I can from the various sites these days in the 
make money online sphere, really trying to work with different opt in forms 
for the email list. I guess, I'm not really sure what else, just turn it. 

Something that I've really been trying to work out the last year or so is 
number one, blog more. I've been pumng out about once a month which is 
ridiculous. But, also focusing on SEO a li`le bit more, trying to focus on other 
plaaorms besides blogging such as YouTube and, I do have a plan to probably 
start a podcast of my own later this year. 

So, just being a li`le bit more ac've and involved. I've actually doubled the 
traffic on my site in last about a year and honestly just wri'ng high quality 
SEO focused ar'cles and really only about once a month. 

YARO: Amazing, and then, I guess, to be fair, when you say doubledÖ 

NATHAN: True [laughs]. That is true. I do a lot ofÖ to go from 100 people a 
day to 200 people a day. Exactly. 

YARO: Yes. 

NATHAN: Yes. 

YARO: No offence, but it's kind of like a blip on the scale. 

NATHAN: I know but... 
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YARO: And, do you no'ce a correla'on with that and sales of your book? 

NATHAN: Yes, I would definitely say so. It's definitely targeted traffic that's 
mostly organic coming from Google and other sources like that, and I 
definitely no'ced with the doubling of the traffic, at least 50% increase in 
sales, which I'd say is probably pre`y good because a lot of the traffic is, I 
guess what you call "cold traffic" where they don't know me and I kind of 
have to sell them through my content because they are just finding me 
through Google rather than the sort of one of those more high quality word 
of mouth things you get on a forumÖ 

YARO: RightÖ referrals. 

NATHAN: Yes, exactly. 

YARO: And speaking of which, do you now have, I'm assuming you a`ract 
someone from the search result to a blog post and then, you're hoping may 
join a BlackRain79 newsle`er which then gives them more informa'on and 
then, you are selling the book throughout those emails and those blog posts 
as well. Is that what you mean by building the rela'onship with you? 

NATHAN: Yes, absolutely. I mean, I definitely take a super, super soT sell 
approach where really, I don't really sell anything on my newsle`er. Unless, 
when I come out with a new book, and I might men'on it in passing once 
every tenth email or something but, I'm just really trying to provide high 
quality free informa'on as oTen as possible and when I do come out with a 
product, I'll take the Derek Halpern kind of hard sell, send them a couple of 
emails for sure. 

But, beyond that, I'm just trying to provide high quality informa'on for free as 
much as possible. 

YARO: Okay, just take us through what you did then for the second book. 
What was different in terms of a launch and how did that go? 
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NATHAN: I had an email list this 'me. That definitely was a huge benefit. 
Also, I would say that my email list is very small. I don't mind saying it. It's 
about 1300 people or something now. 

But, I do get really high open rates. I don't really actually know. It says the 
industry average is about 18% and my open rate is close to three 'mes that. 

I think the reason is a lot of the people on my list are former buyers of my 
first book so, they're already fans. Also, I don't offer any kind of incen've to 
get on my email list on my website which is probably not a good thing but, I 
would say that just the vast majority of people on my list really, really want to 
be on there. 

YARO: I'm seeing incen've, Top Strategies for Success in 2014, Exclusive Tips 
and Crushing Small Stakes Poker, that's a good reason to join a newsle`er. 

NATHAN: I guess, what I meant is I'm not offering a "bribe" like a lot of 
people. 

YARO: Free report orÖ yes. 

NATHAN: There is no free report. There's no free video which probably is not 
the smartest thing. Maybe I will get a go at it at some point. 

YARO: You know what you do. You look at your conversion rates. How many 
people visit your site? How many people join the newsle`er? It sounds like 
you don't have a high volume website. You don't have a massive email list 
either and you don't know where's the correla'on? Is it increase of traffic, 
increase your emailÖ? 

Anyway, there are so many possibili'es here for you I'd love to talk to you 
about. Some of the things you could doÖ But, keep going with what you do 
with the launch. 

NATHAN: Absolutely. I just really focused heavily the year up to it just 
providing tons of high quality informa'on to the list. I talked. I definitely tried 
to hype the book a li`le bit in previous blog posts. I had talked for about six 
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months leading up to it, just number one that I am wri'ng it, and that created 
buzz. People were constantly talking about it. 

People were constantly asking me when it's going to be released which kind 
of lit of fire under my ass a li`le bit because I definitely got lazy with it. 

Just in general, just in building more buzz, trying to get involved with social 
media a li`le bit more and somehow I'm very good at that. And, really just the 
biggest thing is just having a name this 'me. 

As being a known poker author, I was actually kind of laughed up by a couple 
of people in the beginning with my first book especially because it's the 
featherweight champion who needs to read about those takes, right? 

Whereas, I think I was taken a lot more seriously with this book, it also took a 
lot longer to write and was far -far more in-depth. So, I guess, there was just a 
lot more things going my way this 'me, thaus for sure. 

YARO: And, did you do some sort of scarcity like deadline for a bonus or a 
price increase or anything like that? 

NATHAN: No. I honestly have not done anything about it. I have put a 
promo'onalÖ just saying it's a promo'onal price which I'm not actually sure if 
I'm actually going to raise the price just looking at the poker market now for 
poker books, and sort of where the pricing is at. I'm not sure if I can raise it. 

But no, I really didn't useÖ I'm really justÖ It's not that I'm an'-hard sell. It's 
just I've been kind ofÖ I've always felt that I don't need to do that too much 
so, I really try to stay away from that kind of stuff. 

YARO: You sell 300 copies a month, that's fine. Maybe if you drop to ten a 
month, you might start thinking, "Okay, I need to do something different," 
right? 

NATHAN: For sureÖ Oh, absolutely. 

YARO: It's all about results. And, on that sort of thread, have youÖ I'm sure 
you must have thought about this but, addi'onal products likeÖ I know you 
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don't want to do coaching. You did coach and you're sort of are looking more 
for the more passive selling type products but, certainly, a course, recorded 
webinars that could be a higher priced product. I know you don't want to do 
coaching but, maybe a membership site that drip releases content, watching 
you play like recording you playing poker. I don't know if you can legally do 
that. 

Have you thought about crea'ng these sorts of addi'onal products to have 
some kind of backend aTer these eBooks that sell so well? 

NATHAN: Yes, definitely. Right now, my en're goal for certainly the rest of 
this year is just to traffic build because, you know, I ask myself if I can do this 
with 200 to 300 uniques a day. What could I be doing if I could even double 
that? So, really, that's kind of my main goal right now and I just spent honestly 
six months of everyday on the second book. So, I'm a li`le bit not likely to 
release a new product right away. 

But, absolutely with some sort of course, maybe some sort of group coaching 
webinar or possibly even a membership site. Those are all things that I'm 
definitely going to be interested, I will be looking into in 2015. 

YARO: Yes, I was going to say that, 300 customers a month, that's a lot of 
customers and you only need a small percentage of them buy the other 
products. As I wrote about in that series, connected and resulted in this 
interview, it's easy to sell to exis'ng customers. Even by growing your traffic, 
you're trying to sell to new customers so, you probably got a lot of latency 
within your exis'ng customer base like that. 

That email list you have, if everyone who's bought your products, that's very 
valuable, I kind of think. You could do really well with that. But, obviously you 
know that. I know what it's like to get burnt out on product crea'on, too aTer 
you've put a lot of work into one product. You're like, you know what? I just 
need to have a break and not create anymore for a while. 

NATHAN: Yes. 
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YARO: So, and then going forward, Nathan. It sounds like we covered what 
you've done so far. You built a blog. You've just started your email newsle`er 
in the last year. You got two products there selling really well. You're living in 
Thailand and your books are covering more than your living expenses, full-
'me income there, and obviously, people can do the math ñ two to 300 book 
sales, about 20 ñ 30 of your book will cover most countries in terms of living 
expenses so, you s'll play a li`le bit of poker. I know you told me, you do a bit 
of coaching or producing content for some other training sites as well on the 
side just to, I guess, keep your name out there and so on. 

What's your ambi'ons here? What would you like to see the business 
become? It doesn't sound like you're trying to get the million dollar 
informa'on publishing business here. You're a bit more relaxed about things. 

NATHAN: Yes, there's actually one or two examples in my industry of super, 
super hard sell guys. And, I'm not privy to how many books they sell. I think 
they sell a lot more than me though, or they have at least in the past but, 
they've also generated a lot of nega've kind of fanfare or something around 
their names. 

And so, it's been easy for me to sort of stay away from that and sort of be the 
guy who isn't all about flashy adver'sing and perhaps outdated or maybe not 
good informa'on. 

I'm just trying to do it with this high-quality kind of approach as possible. I'm 
certainly not trying to be a millionaire trying to sell poker books. I've definitely 
go`en myself to a reasonable point so, I definitely just like to con'nue 
growing this business but, also perhaps look into areas outside of poker, as 
well. I've been following your blog and others for years and years and really, 
what this sort of poker business sort of created in the last couple of years has 
allowed me to do is the freedom to look into other areas which is really 
invaluable. 

YARO: I love, sort of a final thread that we can talk about here, the people 
listening to this who haven't created their first product and have a blog, they 
might have a blog and they are probably thinking, actually, I don't say this too 
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hard to get to 100 to 200 visitors a day to a blog, obviously but, they are 
concerned with selling the product, crea'ng the product, and so on. 

Can you think back over all you've done so far? What has been most 
responsible for selling that kind of volume to such a small audience? Can you 
think of any, like the top things that you've done? I know you men'oned 
already your own credibility is important, having that story of course, and you 
connec'ng to other leaders in your market really helped you to get the 
referrals going but, it's more than that because you keep making sales. You 
keep finding new customers. So, what have you done well that you would 
recommend other people try to emulate? 

NATHAN: Well, I know this is going to sound kind of clichÈ. Everybody is 
going to say they spend a lot of 'me on their product making it the best. But, 
I got to say, I edit the thing for too much, maybe eight 'mes on the last book. 
It's just ridiculous. 

But, really just researching, really trying to create the highest quality product 
because at least in my case, I have found that the product kind of sells itself. 
A lot of the buyers actually become sort of ambassadors or for me, I no'ce 
that they are going out on different poker forums and such and 
recommending my book. 

I can't say enough about just focusing on a quality product because the best 
adver'sing is adver'sing you don't have to do anything for. When your 
customers literally sell your book for you, you don't really have to do a whole 
lot of hard selling to people. So, that's kind of my approach. 

YARO: All right so, great product which s'mulates word of mouth. 

NATHAN: Yes. 

YARO: I know a lot of people struggle with things like, obviously, traffic 
growth, pumng together a sales page because they worry about copy wri'ng, 
email marke'ng and building a listÖ the core components of having basically 
a blog sales funnelÖ free informa'on, email newsle`er, sales page and the 
product. That's how you have a business, right? 
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Have you got any advice in terms of how you went about doing all these 
things because it doesn't sound like youÖ you certainly didn't hire a 
copywriter. You didn't have an email list to begin with. What has been the, I 
guess, the greatest source of consistency of the sales that came from those 
four elements? What part of those four elements did you do well, you think 
that was enough to get this good start because I really like guiding people 
towards what they should focus on first like, what ma`ers most? 

You don't have to nail the sales page, maybe you don't have to nail the email 
list in your case but, what did you nail with even the blog? Was there some 
type of content that you wrote that reallyÖ because you said you're an expert 
but, you had to demonstrate that, too. Not just the ranking. You have to show 
that you know stuff. 

So, do you have any techniques around that area of your blogging? 

NATHAN: Definitely just high-quality content. I know that's another clichÈ 
but, I'm definitely a big proponent of building the audience first and just sort 
of giving away high-quality informa'on for about a year so that, you get a 
couple of hundred regular visitors a day. You've got regular commenters. You 
know already that you're going to make sales and at that point, I think you 
release a high-quality product. 

Hopefully, you're not like me. You've started an email list from the beginning. 
You work with social media a li`le bit but, that's really been just my approach 
ñ quality content and then, a quality product. I know it sounds, perhaps it's 
not that magic bullet that some people are looking for and just the final thing 
is ac'on. 

That's probably more than anything what I've learned probably in just 
following blogs like yours, Pat Flynn and stuff, the whole industry. This kind of 
sphere of blog over the years is the people who take ac'on are the ones who 
really succeed and being consistent and if you say, you're going to write the 
book and you have an audience, then you got to go out and you just got to 
do it. It's going to be scary but, you know, if you don't take that chance, you'll 
never know when there's probably a good chance that you'll actually succeed. 
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YARO: Am I correct, I'm looking at the blog post you wrote for the release of 
your second book. Is your book 495 pages? 

NATHAN: Yes, it is actually. It's just-- 

YARO: That's insane [laughs]. 

NATHAN: Yes [laughs]. I'm not going to lie. I spent a long 'me on it. I don't 
know how long these books sell forÖ 

YARO: That's a course. Nathan, that should have been a course. It's long 
enough. 

NATHAN: [Laughs] Yes. It definitely could have been. 

YARO: Yes, okay. Well, I have to say that you're doing a few things 
unconven'onal and not the way I would recommend it but, you're s'll gemng 
the results [laughs]. 

NATHAN: [Laughs] Yes. 

YARO: It demonstrates that you don't have to do everything perfectly as long 
as you get out there and like you said, you're obviously over-delivering with 
your product qualityÖ an eBook with 500pages, that's insane. 

NATHAN: I knowÖYes. 

YARO: Yes, congratula'ons! There's one other ques'on I would like to ask 
you, just regarding traffic. I know you don't have a lot of traffic but, what are 
your sources do you find today because people struggle in this area, even to 
get to 100 people, is it just been SEO for you mostly like just ranking? 

NATHAN: That's definitely been a lot of the inquiries going from 100 to 
about 300 now. It's been mostly through Google and SEO. But,-- 

YARO: Are you link-building to get that or are you just wri'ng content? 

NATHAN: I've tried to link build a li`le bit but, I'm definitely not that great at 
it so, it's something that I need to work out a lot more. It's mostly just been 
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content, contents, and being involved, just trying to be everywhere, be on 
forums specially within your niche, I think is quite big. I think that I have seen 
many, many 'mes where I go in there and I just answer a ques'on, somebody 
will link to my blog and then, I get a flood of traffic for the next couple of 
days. 

But, I would say that quality content has been by far the number one reason 
why my blog traffic has increased over the years. 

YARO: Yes, I'm looking at your blog post today, the one that you published 
most recently and it looks like a good 2000 to 3000 word post. So, you're 
notÖ You've going for quality over quan'ty approach ñ picturesÖ which is 
exactly what you should do today and even if you publish once a month, it's 
be`er to have one really solid post a month than a bunch of 400 word 
ar'cles that don't really do anything for anyone and those are the kinds of 
posts that get shared in forums and places like that, too which is why you do 
it, right? 

NATHAN: Yes, I totally agree. Most of the top posts that get the most traffic 
through Google are those 2000 to 3000 maybe even 4000 length posts. I 
definitely have followed another blog that your listeners may be aware of, 
ViperChill with Glen Allsopp? 

YARO: Yes. 

NATHAN: He's definitely a big proponent of those sort of massive once a 
month upwards to 5000-word blog posts. I have been kind of using that style 
for the last couple of years and I would say that it's worked out well but, I'm 
definitely trying to mix in some smaller posts as well to just get some more 
content on there. 

YARO: Okay, Nathan, awesome. BlackRain79.com to check out everything 
that we've been talking about during this call and you can see Nathan's 
books, how long his blog posts are, how he sells them, what his sales pages 
look like and yes, that's great. It's a simple website though. There's nothing 
complicated about this. So, I think anyone listening in can check out Nathan's 
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work and certainly see themselves replica'ng it. It's just about being an 
expert at something and then, sharing your exper'se. 

So, anything else, Nathan you want to throw at us before I wrap up the call? 

NATHAN: No, really. I think we kind of covered everything. Really, the 
biggest thing that I can say is you just have to take ac'on. You need to be 
consistent. You need to be pa'ent. It's going to take 'me. 

I wasn't par'cularly trying to grow an audience as I men'oned from the 
beginning. I know it's going to take 'me. I know other people that's in my 
same sphere. I've got a friend who's just started and he's s'll struggling with 
25 people a day, 50 a day but, he has been growing. He's s'cking to it and 
that's how you're going to build that audience, is through consistent quality 
content, and then, release that product and just make it happen. It's definitely 
possible. 

YARO: Yes. I love the fact that you had something valuable to say. To me, 
that's almost like the crime. If you have something valuable and you're not 
sharing it. You should be. 

You had the skill. You prepared to put out big blog posts, big products, quality 
products and you get rewarded for it so, I think that's great. 

NATHAN: Yes. 

YARO: Nathan, thank you for taking half an hour to share your story and 
good luck with any future products. I hope you can get some more out there 
because I do think you've got a major latency looking at what you're doing 
with how many customers you already have, you certainly could be selling 
more to them at higher prices. 

So, I hope to see that and yes, thanks! 

NATHAN: Thank you very much. 

YARO: And, thank you everyone for listening in. This has been the 
Entrepreneur's Journey podcast. You can find it along with all my other blog 
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content, my videos, and of course the podcast episode just by googling my 
name which is YARO, and you'll find everything that way. Thanks for listening. 
Thanks Nathan. Thank you everyone. Talk to you, soon. Bye! 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LAUNCH, GROW AND PROFIT 
FROM YOUR OWN PODCAST 
USING THE ‘INTERVIEW 
STORY’ FORMULA 

 
Podcas'ng can be a great way to engage with your audience, drive traffic to 

your website and promote your products and services. If you’ve ever 

thought about star'ng a podcast but don’t know where to start, Yaro has 

created Power Podcas9ng: a step-by-step training program that teaches you: 

• The basic technical tools you need to start podcas9ng FAST 

• How to refine the strategic purpose behind your podcast by becoming 

clear about what you want it to do for your business 

• How to conduct a ‘Podcast Launch’ so you can make a big splash 

when you first publish your podcast 

• The 10 step process for crea'ng a powerful storytelling interview 

• How to NOT be dependent on iTunes for your podcast traffic growth 

by tapping into other powerful referral traffic sources 

• Three different op'ons for charging money for podcast content, and 

what op'on I recommend you focus on.
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