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Text Transcript
Full Downloads For This Episode Are Here:
h<ps://yaro.blog/29375/alborz-fallah-2/
YARO: Hey, this is Yaro and welcome to a podcast interview. Now let's call it
a part two, a very overdue, but I think the .ming is fantas.c to record this
interview because my guest has just exited ... or in the last year or so exited
ﬁnally from a start-up, a blog essen.ally, that he launched and I was friends
with him when he ﬁrst got started with it so I saw it from the very beginning,
in the genesis, and he's also about to leave the company so it's a real full
circle and it's probably, I could honestly say, the most successful blog story I
know of certainly from Australia, certainly as a person in my friendship circle.
You may have guessed who he is because we've had him on the show
before so I'd like to welcome Alborz Fallah back on to the podcast. Hello,
Alborz!
ALBORZ: Hey, Yaro. How are you, man? It's been a long .me.
YARO: Yeah, it has and I think it's safe to say your podcast was one of the
more popular ones from back in the day. Just the .tle, The Million Dollar Car
Blogger, is cap.va.ng. I think we actually triggered a few copycats who went
on to do their own car blogs and succeeded as well, as a result.
ALBORZ: I know. There was a guy ... Actually, the website, Car ThroTle,
started and the guy messaged me and said "I just wanted to let you know I
started Car ThroTle aVer I heard your podcast with Yaro." I was like "Great! I
[inaudible 00:01:22] a freaking compe.tor!"
YARO: Yeah. Did you know he recently exited?
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ALBORZ: I know! He recently exited as well and I was like "Goddammit!" But
hey, I'm glad because that's what the whole point of this thing is, is to inspire
people to do stuﬀ.
YARO: Yeah, and that actually, I got in touch with [inaudible 00:01:38] and
he's coming on a podcast in the futures, so we'll hear ...
ALBORZ: Tell him I said "hi".
YARO: For sure. We'll hear his million dollar car blog story hopefully as well,
but you're the original at least, as far as I know, Al.
ALBORZ: Thank God.
YARO: For those listening though, who may never have heard of you, it was a
long .me ago. They probably haven't heard your ﬁrst interview we did. I'll link
to that, obviously with the show notes, so we're not going to repeat the
genesis origin story of your business, caradvice.com, or caradvice.com.au
when you ﬁrst got started. That's a story we can sort of summarize.
You start a car blog when we were both at UQ. Maybe you want to give
us just a quick summary of that, the early days, the very, very early days?
ALBORZ: Yeah, man. Very, very early days. Website started in 2006 while we
were at UQ. We were working together at UQ at the .me, in Brisbane,
Australia, I should say, those that don't know. It sort of immediately ... not
immediately took oﬀ, but sort of immediately had a lot of posi.ve signs.
Within six months, I quite my job, raised some money and went at it full .me
and to cut a long story short, in 2016, we sold it on a two-year earn out and
end of 2018, the earn out ﬁnished.
Yeah, it's absolutely been a crazy whirlwind journey, but it's been a
fantas.c one and a really, really fun and exci.ng one for me and everybody
else that was involved.
YARO: Now when you say earn out, that means you basically sold the
company. Do you just want to give the numbers and who bought it and just a
summary of that, the endpoint as well?
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ALBORZ: Yeah, so the original sale .cket that was reported was for 35 mil,
for CarAdvice. That was in 2016. That was what we thought we had sold it
for, because we ﬁgured ... They paid us the ﬁrst half of the business at a 35
mil valua.on and the second half, we thought "Oh, well, we can get the rest
of it at the same valua.on. They'll be delighted. " Except we did ridiculously
beTer and I think the second half was valued close to 100 and so therefore,
the total valua.on for the business was over 60 mil. I think was about 68 or
62.8? I can't remember, but it was over 60 mil, so yeah, the whole thing, the
total enterprise value of it by the .me it was sold was over 60 million dollars.
It was a preTy good outcome, not one that I expected when I ﬁrst
signed the deal in 2016, because I would've honest to God just taken the
whole thing at a 35 mil valua.on, if they'd let me, but they didn't. They
actually made it so that the rest of my shares were worth zero at the .me and
I had to work to make them worth something. My God, they [inaudible
00:04:21] work to make them worth something, but we didn't know. They
could've been worth nothing.
YARO: And who'd you sell to?
ALBORZ: Channel nine in Australia. Nine is a [inaudible 00:04:29] Company,
which is now the biggest media organiza.on in Australia. They recently also
bought Fairfax, so yeah, it's a billion dollar media company.
YARO: And it's safe to say you walked away a very wealthy man aVer all this
and probably safe to say, way back in 2006, you never saw this outcome
coming, or did you? Were you that conﬁdent?
ALBORZ: It would be a complete and uTer crap if I told you I did. I never ...
You knew me back then. I was just happy to go to lunch and have some
money to eat something. Yeah. I did this because I love cars and I know it
sounds cliché, but I never really felt like it was work because I just loved doing
stuﬀ with cars and wri.ng about cars and doing videos on cars and I was
excited just by the thought of con.nuously doing that and that's what drove
me.
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Obviously, we had a lot of help along the way from some really great
people, whether the early staﬀ or some good CEOs towards the end, and
things like that, but yeah, ul.mately everybody already associates car advice
with me and not with as much as with other people, but it was very much a
team eﬀort. Everyone, every single person, including you Yaro, that ever
invested in CarAdvice made money. It's a good outcome.
YARO: I should disclose that I was also an early ... well, I think the last branch
of private inves.ng.
ALBORZ: You should've been a lot earlier.
YARO: I should've been, yeah. But thankfully, got in there at some point, so I
have to thank you for that too. I guess I haven't had a chance to say that in
person, so I appreciate the ...
ALBORZ: You should buy a car with the earnings. Don't buy an electric car
[crosstalk 00:06:03].
YARO: You know I'm going to buy a Tesla if I do that.
ALBORZ: That makes me feel sick that that money is going to a Tesla.
YARO: I haven't yet. I'm actually s.ll in the car sharing world. I can't bring
myself to buy a car, so I have too many other modes of transport available to
me, which probably makes you feel sick too, but you know.
ALBORZ: It does. It does. I haven't caught public transport for about 15
years.
YARO: I do every day, already. I just share bikes and share scooters and use
Uber and that sort of stuﬀ.
ALBORZ: I use Uber. I suppose these days that's regarded as transport, isn't
it?
YARO: It is, yeah. Car2Go, big fan of that and Turo, as well, which I think is
a ... the Airbnb for cars. I think that's a preTy cool new business as ... well,

5

fairly new business. Anyway. I'd actually be curious to know what you think of
all these new developing transporta.on, whether they're going to eliminate
cars, but I want to s.ck to your story for the .me being. We can talk about
the future at the end of the interview.
At the conclusion of our last podcast interview, if I remember right, you
told us ... I remember you told the story of how you were the one-man show
as you just men.oned before. You were wri.ng the ar.cles. You just loved
cars, then I remember you met Anthony Crawford who was the catalyst to say
"Let's make this a serious business. Let's ... I'll invest and we'll bring on ..." I
don't know if you got a board of directors, but you certainly were looking to
put more people in place at that .me, around that sort of ... don't call it
tradi.onal journalist model, but maybe the new online media model for
covering content, in this case, cars and I remember the real big change was
when you guys had that trip over to the States ... not the States, to Europe ...
sorry, to drive the Bugak Veron and a bunch of other super cars, or hyper
cars.
I don't know what they call them nowadays and that was what
cemented your criteria and your status, I guess, as an actual signiﬁcant source
of media content, like a real ... I won't say magazine or newspaper, but a real
journalist for gekng real cars because you were struggling before that and I
think that's around the .me we cut oﬀ the interview. You were already doing
several million dollars ... maybe a million dollars at least in revenue from
adver.sing and you had a small team and then I think you were also ...
Possibly your CEO at the .me was RealEstate.com.au.
Was it the CEO or your investor?
ALBORZ: The chairman. It [crosstalk 00:08:39]. It was our chairman at the
.me. Yeah, that was I think 2008, 2009, when we must've done that. That
would've been quite some .me ago now.
YARO: Yes.
ALBORZ: That was literally 10 years ago, so obviously, you're right. Yeah, so
the ﬁrst person that joined was Anthony Crawford who I would regard as a
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co-founder, even though he came in about a year aVer the business started
and he wasn't an investor. He just ... He actually made me believe that this
thing probably would be something, even though the site was growing. I had
Ad Sense on it so that was about the extent of my ambi.ons, in some ways.
We were just running Ad Sense on it and I don't know if you remember,
but I quit when Ad Sense started making me more money than my full .me
job.
YARO: Yeah.
ALBORZ: And I thought, "Oh. That's interes.ng." I was like "Oh, well, I guess I
don't need to work full .me anymore and ..." I don't know ... Although it was
the 17th business I started, I was very good at failing at businesses because I
never really understood how to commercialize them or how to mone.ze
them, so I think having Anthony on board ... He didn't really know how to
commercialize and mone.ze them either, but he believed in the bigger picture
and he helped me see it and helped me believe it, and then once I believed it,
then there was no really stopping it, then we just grew the audience as fast as
we could.
AVer that interview obviously, we went through the tail wind of the
GFC, which hit Australia aVer it hit the rest of the world in 2019, which was a
really, really diﬃcult .me for the business when we were ...
YARO: 2009, you mean, not 2019.
ALBORZ: 2009, sorry. 2009, yeah, so we were ... At one stage, we were days
away from insolvency or shukng down because we couldn't aﬀord to pay
staﬀ, and we raised money at some horrendous valua.ons and made a lot of
people an absolute killing [crosstalk 00:10:15] in the process.
YARO: That's when I should've bought in.
ALBORZ: That's when you should've bought in.
YARO: But you were going down!
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ALBORZ: Eh?
YARO: You were going down [crosstalk 00:10:22].
ALBORZ: I know. Well, that's why it's called a risky investment [crosstalk
00:10:25].
YARO: True, true.
ALBORZ: It is. I'm sure plenty of people invested in things that actually failed
as well, so you've got to ...
YARO: Yeah, yeah.
ALBORZ: So that was 2009. 2010, we really started to put it all together,
hired a CEO that took us from making I think six, seven hundred grand a year
to two point ﬁve in one 12 month period with nothing changing except
someone actually focusing [inaudible 00:10:50] mone.za.on and then we
went from two point ﬁve to four point something and then it just con.nued
to grow from there and we're now doing ...
YARO: Let me ask you that before we ... because that's obviously opens up a
lot of ques.ons. I know you were the content man to begin with and Anthony
comes on and I know he's a super car fan as well, so he was producing
content to cover cars and then you guys became legit. You started hiring
more writers and I'm assuming more writers equals more content, equaled
more traﬃc, which equaled more adver.sing dollars.
And then, as you just men.oned, when you brought on the CEO, you ...
and this is what I do remember when we spoke, I remember you said this, you
said "We hired an adver.sing sales person who's earning half a million dollars
a year now in commissions", or something like that "and that's because he's
made so much more money for us because he's a specialist at selling ads to
car companies", and was something you were blown away by compared to the
early days of Ad Sense and maybe doing it without a professional sales team.
Do you remember that?

8

ALBORZ: Yeah, we signed probably the worst bloody deal of all .me where
we said "Here's your base salary", which was preTy high. I think it was
somewhere in the 200's or just below it or something like, which probably
wasn't that high for a CEO, but it was preTy high for a small startup to be
handing out because I was earning, I think maybe at the .me, 50 grand a year
at best, right, 60 grand a year at best, so we were paying our CEO a base
salary a signiﬁcantly more amount of money than both Anthony and I were
earning together.
As part of his deal, we put in a clause to incen.vize him and that was
you get 10% of all the money earned, not the proﬁt, but all the money
earned.
YARO: Oh, wow.
ALBORZ: Yeah, because you got to remember, at the .me, we were doing
600 grand a year or something, thereabouts, so we thought "Oh, well. If we
get to a mil, he'll make another hundred and that's great for everybody", right?
He just managed to get it to two point four and then he managed to get it to
four point something.
YARO: How, how? How did he do that?
ALBORZ: Because honestly, we had the audience. We always had the
audience and our audience grew.
YARO: How come?
ALBORZ: Well, we started at a .me where demand for what we do was
extraordinary. There was no online automo.ve player in Australia that was
doing what we were doing. There was no one focused on great imagery, great
photos, great videos, content that was wriTen in a fun manner, not wriTen
[inaudible 00:13:19] private journalists. We really for that consumer friendly
angle and we had a lot of fun.
I think if we had also, at the same .me, exploited all our stuﬀ that we
did on social media, we would've had an enormous personal following, but we
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didn't. We just focused so hard on the website and the actual SEO and all the
business side of it and that worked amazingly and I don't have any regrets
about it, but one of the reasons I think we were so popular and really grew in
the car community and car enthusiast space was because we were having a
lot of fun and it was preTy obvious for anyone that was reading.
We weren't just driving super cars. We were driving every car. The
stories were great. The culture was great. There was a lot of great energy
around it. We grew for the ﬁrst 11 and a half years. Every single month was
beTer than the month of the prior year. There was never ... for 11 and a half
years, we never actually went down in traﬃc. Every .me, every month, year
on year, we grew every year, year on year we grew. It was absolutely
incredible.
YARO: I can't imagine you were ... Maybe you were. I remember you really
loved the stats of your website, so if I asked you to look back, I know it's 11
years. It's a long .me, but [crosstalk 00:14:32].
ALBORZ: 13 years, actually.
YARO: Okay, well, yeah. We've known each other for that long too, now, but
do you remember looking at your stats? Do you feel like "Okay, we know if we
write twice as many ar.cles each month, we double our traﬃc and it's coming
mostly from Google search results." Could you see correla.on, because I
know I had a blog at the same .me, but I eventually hit a plateau. Now, unlike
you guys, I didn't build a journalist team and go out and cover everything I
could in my niche. I went down this personal brand area. Now ...
ALBORZ: Yeah, it's very diﬀerent for automo.ve because we don't have to
look for the content. The content comes to us and there's roughly 300 new
model year releases in cars in Australia so if you think about that, that's a
guaranteed 300 reviews. Actually, it's probably more because each car has
mul.ple bearings, then you've got all the news and you got all the industry
stuﬀ. It's like this ... We actually can't keep up. We've got ... I think at the
moment, we've got 50 people full .me at least at CarAdvice, across Brisbane
City and Melbourne.
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We could do so much more content s.ll. Obviously all those people
don't do content, but it's never been a case where "Oh, we don't know what
to write about." It's always been [inaudible 00:15:47] because we don't have
.me to cover that. That's s.ll the case today. We don't have .me to cover
everything, but the industry obviously obviously dictates that, so I think
maybe for some people that are in a category web or the informa.on ﬂow
isn't as high, or that the commercializa.on of that informa.on ﬂow isn't as
high, because cars are huge.
They're a trillion dollar business in the world, so there's a lot of eﬀort
being put into them and a lot of car companies put a lot of eﬀort into gekng
into media. They do a lot of the work for us, in some ways.
YARO: Right, that was going to lead me to a ques.on, because it sounds like
you could just keep adding more writers and more content producers if you
wanted to, because there's more to cover, but that obviously means you have
more salaries to pay. Now, I think most people, in no maTer what subject
would say "You know what? I've got more topics to cover than I could
possibly cover, but I don't have cash to pay more people to write." You guys
seem to manage that. Your team was ... I remember. It was like you were six
people, eight people, 10 people, 20 people and a lot of those people were
content producers so is it do you think purely because you can mone.ze your
content at a higher turn, just because of your niche that made that work?
ALBORZ: Absolutely. There is no doubt in my mind because automo.ve is ... I
think it's the second biggest adver.sing category on the internet.
YARO: What's one?
ALBORZ: I think it's either ﬁnance ... I think it's ﬁnance, so ... sorry, [inaudible
00:17:12] internet, I should say in Australia. I don't know about the global
stats, but in Australia, automo.ve is either one or two. Some.mes it's two.
Some.mes it's one. It's huge. You'll go on any site and you'll see ads for cars.
It doesn't maTer if it's a car site or not. What we oﬀered was a very safe
environment where people that were there were looking for car content and I
can tell you ... I always use this example, if you would remember no one ever
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Googled a Kia for fun. No one is Googling a Kia Rio or a Kia Sorrento because
they're bored at home on Google and going "Oh, I wonder what that car's
like?"
They're only doing it because they're looking to buy the car, so when
they Google the car and they ﬁnd us and reading it, that environment that we
provide is very adver.ser-friendly. Now that doesn't mean we've got to write
nice things about cars. WE never have. If the car is shit, the car is shit. I know
you told me not to swear, but some.mes I have to.
YARO: Thanks.
ALBORZ: Yeah, but if the car is not great, we're going to tell you the car's not
great. However, if [crosstalk 00:18:07]
YARO: Could you of said that?
ALBORZ: I could've. I could've, but that's not me. You know how hard it's
been not to swear [inaudible 00:18:12]?
YARO: Okay.
ALBORZ: The environment was such that if we had a review of the car of ...
let's say a Hyundai and it wasn't great and obviously Hyundai wouldn't want
their ads around it, which is totally ﬁne because Toyota would, or Ford would
or somebody else would and we had this really good compe..ve marketplace
where we have always been oversold. Our inventory has always been our
biggest issue. We do not have enough page impressions for ads and it's
actually been ... That's been my biggest business challenge with car advice is
that we never had enough page impressions because we have always ... It's
like a ﬂight that's full. We always oversell and then try and work out a way to
deliver and usually we don't and [inaudible 00:18:56] or whatever, under this
consistent issue of not being able to deliver what we've sold because we just
didn't have enough impressions, so we just ... Like you said, if we just kept
wri.ng more content, it would work, but it's not as easy ... I know it sounds
logical to keep adding more journalists, but as you would know, the more
stuﬀ you add, the less produc.ve they become.
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I know it sounds really strange, but because of the way the structure of
how it all works, when we were doing ... I'll give you an example. When we
had eight journalists and now that we have 15 or 16, our content has not
doubled. It might have increased by 20, to 25% and the reason for that is
because there's just more complexity. We tend to do diﬀerent types of
content that requires more people, so we'll do a 10-car comparison, which
would be impossible to do with a small team, but is now very possible with a
bigger team and that content ... It's like a pillar ar.cle, like the kind of stuﬀ
that we used to talk about back in the day. It is a piece of content that is valid
and very helpful for a 12-month period where those cars are very much new
and "Best Small Car" for example, as a comparison and that becomes an
ar.cle that will get hits for a very, very long .me.
But, you could make the argument then if you did ... The .me that went
into that was probably two weeks to get it all [inaudible 00:20:09] and all
that. You could write 100 ar.cles by those 10 people and that would
probably get more page impressions. Really, it probably would over that
period of .me, but we try and do something that's right for the consumer as
well, so we have to always keep that in mind. We always had an "audience
ﬁrst" approach. We always did it from an audience perspec.ve and then we
did it from a monetary perspec.ve. I think in some ways, that hurt us, but it
also means I sleep beTer at night.
YARO: Tell me more about the other roles in the company. I think everyone
understands the correla.on between "I run a blog. I hire more writers. We
produce more content", and that's the engine that drives the business, but
most bloggers never get a CEO and never have a corporate structure, so
could you maybe take us through even your own experience of that because
you were a one man show, then a partner, but your partner was a content
creator. How did you transi.on because I know one of the reasons why I
would never have followed in your footsteps, A: I didn't have the topic with
the commercializa.on poten.al. Maybe I did, who knows, but I could never
have had a boss or a CEO or other people telling me what to do or a salary or
set hours, all these kind of things.
So how did you adapt to that as a company grew?

13

ALBORZ: Yeah, it's a very good ques.on and I agree with you because my
personality's quite similar to yours in that sense in that I don't cope well with
structure or cope well with rules in place or things like that. However, we
never really had that and obviously, we grew preTy rapidly. We raised some
money. We hired a CEO. We were fortunate in many ways that the CEO's we
hired understood our role. One, because we had majority control of the
company so it's not like they were going to ﬁre us, but two, they really looked
at it and "Okay, these guys know how to make content. They're really good in
the industry. They're great ambassadors. They're helping us get money
through the door. They just don't know how to close the deals. They don't
know how to make it happen aVerwards", so the other rules we had, we
obviously a CEO. We had a head of sales. We had ad opera.ons guys, the
people that actually had to put the ads up there and generate the traﬃc
towards them, make sure it was all working [inaudible 00:22:14]. That's stuﬀ
that I was ... I could do, but I didn't want to.
It's just not me. That's not what I was good at for the business. We had
a a lot of sales people. We had marke.ng people. We had publishing support
people. We've got 50 people now. It's crazy. To be honest, if you told me
what they all do, I probably couldn't tell you. I probably couldn't tell you and
that sounds bad, but it's ...
YARO: Well, that's ...
ALBORZ: It's true.
YARO: Yeah. It's what you expect.
ALBORZ: I guess so. As it gets bigger, people have very speciﬁc roles that in
the past, you could've said ... We had one person that did three of those and
now we have three people to do all those. Things grow and businesses
expand and stuﬀ like that, but up un.l extremely recently where we did
become 100% owned by a media company, the culture was s.ll very did, but
we s.ll did it because we all loved cars. No one, including Anthony and I ever
did this for money. It was never a case of "Oh, we're going to grow this thing
and sell it." [inaudible 00:23:14] just a bonus.
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I think it's probably worth men.oning that we were very well down the
path of lis.ng the business. We even had our stock code. We were days
away, 10 days maybe away from actually lis.ng the business, so that was our
plan.
YARO: You mean lis.ng on the stock exchange, doing an IPO.
ALBORZ: Exactly, yes. We had done a pre-[inaudible 00:23:32] round. We
had the inves.ng bank. We spent ... I don't know how much. It must've been
hundreds and hundreds of thousands of dollars to get this business to be IPO
compliant and get ready to list on the Australian Stock Exchange, so we went
down that path. [inaudible 00:23:46] it just happened to be that ... I can tell
you that story now, I suppose.
YARO: Well, I want to make sure we don't miss because you have to make
that choice for a reason and that's the point where you're thinking we have
an established business and the next obvious step is we need more funding,
so we either IPO or we sell to something bigger. I feel like we're ﬁlling out a
lot of the pieces, so your team got bigger. A lot of the more structured roles
were in place: the CEO, the salespeople. I'm assuming you had a more robust
tech team. You had HR, all this.
ALBORZ: Oh, yeah. I completely forgot about tech, yes. At the beginning, all
the tech was me, which was fantas.c because I used to make edits on the
live sites, so if I missed a semi-colon, the whole thing would collapse and that
was fun because I have a tech background, but it was preTy evident to me
that when we had real ... It was a bit of a waking up moment because when
we went from making 20 grand a month to making 100 grand a month, say as
an example and I would make a change and the site would go down for two
hours, that had a real material impact because we would not be delivering ads
for an hour and I could actually see that cos.ng me personally money, and I
said "Oh, crap!"
I had never thought about it that way. It never made me go "Right. If I
screw this up, it has a real genuine, measurable ﬁnancial impact." We had to
"Okay. Well, clearly, I'm not the right guy to run the tech here. I've got it to a

15

point where as an MVP basically, so then hiring a proper tech team and
gekng it to actually be a legi.mate business with tech work going on all the
.me, that was actually a huge deal for us.
People won't believe this but we s.ll run WordPress. We are s.llYARO: That's great.
ALBORZ: It's fantas.c. The front end is extremely unique and it's using the
WordPress database obviously to pull the data, but it's very much a unique
thing.
YARO: Custom.
ALBORZ: Customized, very, very ... We have eight full-.me tech people so
you can imagine that for a WordPress site, you understand how customized it
is and it's cool> When I go and write an ar.cle, I'm doing the same thing as
everybody else running WordPress. I've got the exact same background
interface, the exact same design and look and feel. Actually, I've probably got
an older version because we don't update as oVen, because it takes a huge
amount of eﬀort to update WordPress for us because of all the
customiza.on.
Look, people go "Oh, it's a barrier to entry." Dudes, we literally started
on WordPress. I made the ﬁrst theme myself. It was just red. It was preTy
ugly.
YARO: Yeah. I remember talking to you when The Verge had ﬁrst come out. I
said "Hey, this design I think is really cool", and not too long aVer that, I saw
features popping up that looked very similar and I was like "This is cool that
you can roll it out so quickly."
ALBORZ: Dude, we had shirts made for the tech team that they had picked
the logo oﬀ The Verge, and it said "What would The Verge do?", because
every .me they asked me ... Seriously, every .me they asked me, "What do
you want this to look like", I would go "What would The Verge do?" And we'd
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go and look at it and go "Oh, we really like that", and then we'd go "how
would that apply to cars?"
I s.ll, to this day, think that original Verge website design was one of
the best publishing designs I've ever seen and they've changed it now. It
doesn't look nearly as good. It's very diﬀerent now and yeah, but you know
what? Yeah, you're right. It was a huge inspira.on for us and The Verge
obviously does extremely well [inaudible 00:27:02].
YARO: Right, right.
Okay. There's a few other things I want to talk about before we talk IPO
and exit. I remember there was quite a few ini.a.ves you guys took to take
the business in bigger direc.ons. You had poten.al T.V. .e-ins. There was a
whole plasorm for integra.ng with car ... maybe the distribu.on or the
retailers or ...
ALBORZ: Yeah, yeah.
YARO: Tell me some of the side ... I don't want to call it the side projects, but
the expansion projects you guys had, because I know some worked, some
didn't. The podcast I think worked really well, but the marketplace not so
much. Could you talk us through them and why you did them?
ALBORZ: Yeah. The problem we had ... and I think it's important to
understand the preface to it. The problem we had was a mediate publisher is
not sexy, from an investment point of view, from a takeover point of view,
from a business point of view. If you're just a blog that publishes content,
people go "Oh, yeah. That's great, but that doesn't sound interes.ng." They
want to hear about transac.onal models. They want to hear about how it
[inaudible 00:28:04] scale and all that sort of stuﬀ. You know how it is.
YARO: Sass.
ALBORZ: Yeah, I think we decided ini.ally "Okay, let's take on our compe.tor
in the classiﬁed business", which was Car Sale, so we actually went and
bought an automo.ve classiﬁed business called Car Buddy, which was an
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absolute disaster and I think it lasted about six month. However, it's funny
because that allowed us to raise money, so went to market saying "Hey,
we've bought this classiﬁed business and we're now going to try our best into
taking on car selling." All of a sudden, our valua.on went through the roof and
we raised money, I think, at that point at a 18 mil valua.on or something like
that. Whereby, I think had we tried to do it without that, it would've not been
anywhere near that, even though that classiﬁed business made no money and
really, in my opinion was never going to work long term.
We gave it a go because it's like taking on Google. It's like taking on
Ebay. The reason CarAdvice was successful was because we were singular
focused on content. We knew what we did well and we knew we did it beTer
than anybody else and so did the car companies. I think someone told me this
a year ago, we are the most expensive site to adver.se on in Australia.
YARO: Oh, wow.
ALBORZ: Yeah and the reason that is, is because the way we have capitulate
that audience and the way we present informa.on, the way it all works and
the data that we gather and all that is an enormous amount of value. A
standard car company, let's take Volkswagen as an example ... I think I worked
it out that their average marke.ng cost per car is close to $1,000 so for every
car they sell, they can spend a thousand bucks to market it, so they sell a lot
of cars and therefore, the amount of money they can spend to help sell those
cars is astronomical and we don't capture much of that.
Most of that goes to Google and Facebook, but that small amount of
pie for which we compete for is very lucra.ve and we can ask for higher
premiums because the products that we help facilitate a sale for have very
good [inaudible 00:30:07] in them. It is a great industry to be in from a
commercializa.on perspec.ve. It just happens to be that we all love cars, so
it's a bit of a marriage of convenience in that sense that we happen to love
cars and cars happen to be very lucra.ve and yet, it just worked.
YARO: But I can see the appeal. If I had a site with as much audience as
yours, of course I'm thinking "Let's add classiﬁeds. Let's sell insurance. Let's do
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aﬃliate marke.ng. Let's come up with some sort of subscrip.on model or
something we can sell to our audience", all of these diﬀerent things and
sounds like you did a few of those, right?
ALBORZ: Well, we preTy much did all of those, apart from insurance, which
obviously we have. We do have an insurance partner now and it's a very
lucra.ve deal. The rest of it, we tried it. People don't want to pay for content
online. I don't want to pay for content online, so I don't believe that anybody
else should have to either. A lot of people go "Oh, you guys have got
adver.sing around here and that makes it look like you're gekng paid to write
this." That's never been the case. Obviously, there's an indirect support from
car companies [inaudible 00:31:17] for our existence, but it's never a direct
support of "I'll pay you. You write this". That doesn't work like that.
But they'd [inaudible 00:31:24]. "I'd pay for this. I'll pay a subscrip.on if
you guys didn't have adver.sement." It wouldn't work. There's no way we
would make 20 million dollars a year oﬀ people paying us money. That would
require everybody in Australia to pay us a dollar a year. It's not going to
happen. It's just not going to happen. It's a fantasy model.
YARO: But you tried it?
ALBORZ: We didn't actually go down the path of trying it. We trialed it and
we deﬁnitely developed it but we never actually put it live. Yeah, we had like
[inaudible 00:31:55] Black, which is what we called it, which is supposed to
be a premium oﬀering of content that would be a subscrip.on based model
or something like that. All our mock-up research of our audience just went
"Yeah, no. They don't want this. They want the content. They just don't want
to have to pay for it.
YARO: What was the car purchasing plasorm? I remember you were quite
excited about it at one stage.
ALBORZ: Yeah, so there was a business in America. I can't really remember
its name now, where the content was basically you come to them and say
"Hey, I'm looking at buying a Tesla Model III" for example. Actually, no, that's a
terrible example.
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YARO: Good example.
ALBORZ: No, no. You know why it's a terrible example? It's because Tesla
prices don't ...
YARO: It's Tesla. Yeah.
ALBORZ: Yeah, there's no nego.a.on with those prices. It's ﬁxed. Exactly.
Pick any other brand basically. I'm looking at buying a Volkswagen Golf and
they would come to us and say "I'm looking at buying this Volkswagen Golf",
and obviously we would feed that traﬃc in via CarAdvice, to our website we
had called Best Price and what we would say was "Okay. Give us a post code."
He gave us a post code. We would go to the closest number of dealers. We
would do all the nego.a.ng and we would get them the best price that was
possible on that car and you know what? Nine out of 10 at a .me, it was the
best price and they would never have got that price on their own.
How we started, really, helping sell some cars. The problem was ... We
found out this obviously too late, was that people would go "Oh, thanks.
That's a great quote. I'm just going to take that to the dealer that I wanted to
and get it from them", because obviously dealers are always going to match.
They're selling a commodity. They're not selling something unique. They're
selling something that ... They're actually selling the same car. It's literally the
same car in existence somewhere that they can get from another dealer, so
they would get the quote from us, take it to the dealer they were going to
always buy the car from and the dealer was "Ah, well. I guess I'll match it
then", and we'll get no aTribu.on and that was the end of the story, so we
were helping ...
There's something almost [inaudible 00:33:46]. We were helping
consumers buy cars a very good price, but we just never got any aTribu.on
for it, so the business didn't last very long. We've moved a lot of cars, but
yeah, it made no money. It wasn't ideal.
YARO: What did work? I know the podcast. I remember ... maybe to connect
the dots here, around about this .me, maybe it was before you tried this car
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producing plasorm, you'd brought on Andrew Beecher as I guess the CEO
that took you to an exit. Is that right, around that .me?
ALBORZ: Yeah, yeah. I think he was around 2015, from memory or '14, '15.
We had that year or the year prior. He came on in '15. In 2014, we tried to
sell the business, so I think it's worth men.oning that. We had some ... I
personally took on some investors in the early days that I very much regret,
some hos.le investors that put in minimum amounts of money and made a
lot more and they ...
YARO: Why did you do that?
ALBORZ: The ﬁrst investor I ever took on put in 20 grand for 20% and he
was not a good investment for me. He was not a good investment for the
business and it wasn't even the 20% or the 20 grand that was annoying. It
was the amount of agita.on that was caused throughout this 10-year period
by this one investor. [inaudible 00:35:16] reasonably substan.al shareholder
and it just ... Yeah, I don't know why. I did it because I didn't know any beTer.
Honestly. I didn't have the business acumen to go "Well, hang on. This is a
poor valua.on, one and two, what do you bring to the table?"
YARO: It was star power. Wasn't that the kind of ... in your mind, I guess,
back then, it might've been thinking "This is legit because this is a real serious
mul.-millionaire CEO of a huge company" [crosstalk 00:35:44] or ...
ALBORZ: No, no, no. That wasn't Simon Baker [crosstalk 00:35:47] from the
real estate [crosstalk 00:35:48]. No, no, no.
YARO: Oh, okay. That wasn't ...
ALBORZ: That was [inaudible 00:35:52] I'm referring to.
YARO: Okay. Okay.
ALBORZ: Yeah, yeah. [crosstalk 00:35:54]
YARO: I'm glad we're name dropping here.
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ALBORZ: Yeah, yeah, well ... It's the truth so I don't mind saying it, but Simon
Baker who was the CEO of a RealEstate.com.au, which is a mul.-billion dollar
business, he was our chairman and he was very good. He's not the easiest
character in the world, but I personally learned a lot from him and I think the
business beneﬁted from having him on board. He steered us in the right
direc.on, but the ﬁrst investor I ever took on, as I men.oned ... The reason I
men.oned it is because there was a lot of agita.on in 2014, that people
wanted to see some value realiza.on of their investment. We're talking about
someone who put in 20 grand here, but anyway.
There was a lot of agita.on about when are we going to do a sale,
when are we going to do a lis.ng, when are we going to do whatever?
YARO: When do I get my money basically.
ALBORZ: When do I get my money? When do I see a return on this? So we
sort of just started "Okay, well, let's see if we can sell this business", because
it was just gekng a bit too much for us and we went down the process of ...
YARO: Let me just point out one thing too. You personally had made any
money yet besides your salary so that would appeal to you too, yeah?
ALBORZ: Oh, dude. I was broke. Up un.l 2015, when we ... When Macquarie
Bank bought into us, ﬁve percent of CarAdvice, I was classify myself as
legi.mately broke. It's true. Just a fact, though and that's startup life. That's
what happened.
YARO: You were rich on paper, though.
ALBORZ: Well, I guess so, but when I can't sell the shares, what are they
worth?
It wasn't publicly listed so it wasn't like I could borrow against them or
anything like that. They had a valua.on based on the last capital raising, but
good luck trying to sell the shares to someone for a monetary value that they
just gave you and you walked away. Anyway, so in 2014, we went down the
path of selling the business and we hired a investment banker and spent
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hundreds of thousands of dollars in gekng this [inaudible 00:37:56] ready
and going and talking to all of the people that we thought would be
interested and I remember ... I s.ll remember it like it was yesterday. We had
a deadline with a date for the oﬃce to come through for the sale of this
business, right?
We would've taken 15 mil. Honesty, I would've probably taken 10. If it
came at 10, I would've taken 10, but our aim was to get to 15 and there was
talk about maybe we'll get 20 or whatever. I was on a ﬂight from Brisbane to
Hong Kong on my way to Europe and the deadline was aVer I landed in Hong
Kong and I was on that plane. I had an hour of sleep. It was in a moment
where I couldn't stop thinking and I landed in Hong Kong and the ﬁrst thing I
did was call Anthony and I said "Tell me, man. What's the good news?" He
goes "Dude. There's been one oﬀer and it's for 4 mil."
YARO: Oh, geez.
ALBORZ: And I thought "Ouch." Yeah, exactly. "Ouch, man." Actually, I had to
sit down at the lounge and I sat down in a chair and I just ... I won't swear, but
I deﬁnitely swore.
YARO: Thank you.
ALBORZ: Yeah, and I just thought "Damn. Really? AVer all that? AVer eight
years of doing all this, this is the best we can do? Four mil?" We were making
more money as revenue then. We were. Our revenues then were like eight or
nine mil, so it was actually like an insult oﬀer, if anything and it was only from
one party. The rest didn't even bother to put in an oﬀer. It was just like "Ah,
you're just not worth anything to us". That was 2014.
We had a CEO change due to some unfortunate circumstances. We
had a new CEO put in and we decided "You know what? We're not going to
sell. That's not what we're doing. We're actually going to double down, invest
in our business, invest in our content and list the business." WE started up
[inaudible 00:39:37] 2015 and 2015, I think of all the years in CarAdvice was
the best. The energy was at its peak. We were hiring people leV and right and
center.
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There were par.es on boats. It was like something out of a startup
movie. It was out of control. We spent like 250 grand at this party one .me
and invited hundreds of people and people s.ll talk about it today. It was
honest to God out of control, but it was so much fun. We just had so much
fun and that was what the energy was like.
Every day, people looked forward to coming to work, looked forward to
doing stuﬀ. We'd go [inaudible 00:40:10]. Yeah, I miss those days, man. I
really do. That was a really good year and as we went down the process of
lis.ng, it became preTy evident and leaked to the media that CarAdvice was
looking to do a lis.ng, as it would, I suppose.
All of sudden, all of these people that had rejected buying us became
strangely interested. Said "Oh, right. So this business is lis.ng. That means
obviously it's going to be removed from the pool of the companies that could
be poten.ally bought in the future", and these same companies, honest to
God, these same companies that couldn't even be bothered to entertain a
chat with us, let alone put in an oﬀer were all of a sudden chasing us for a
sale and I actually thought it was quite humorous, but I said to Andrew, I said
"No, we're not going to go down that path. We're not going to get pricked by
these companies into making us think they're going to buy us because we've
had that before."
That company that put in a 4 million dollar oﬀer, which I won't name,
very much indicated that the oﬀer would be signiﬁcantly higher and I think
they were just trying to get access to all our data, because they were a
compe.tor to us ... to get access to all our data and really understand how we
work, so they made it sound like it was something, when it clearly wasn't and
I wasn't going to fall for the same trick twice, right?
I said to them, "If we give them a one-page document with some facts
and ﬁgures. If they're interested ... NDA's, whatever, we can give them a liTle
bit more but nothing." We con.nue down the path of an IPO, so we did. We
con.nued down the path of an IPO. We were not very far oﬀ from it either,
but in the last probably two months prior, we had some serious bite from two
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media companies. One of them eventually dropped out when it just became a
bidding thing.
But yeah, Channel Nine ul.mately came in with an oﬀer, whereby we
thought we could list and lis.ng could be worth more, but personally for
people like me, who had ... I was the biggest shareholder in the company. I
wouldn't be able to sell shares in a publicly listed company, when I was
director and a founder. It would just crash the stock market ... sorry, not the
stock market but the stock on the market, so you look at a company like
[inaudible 00:42:19]. For those of you that don't know, it's a big retailer,
online retailer in Australia.
Every .me the founder, [inaudible 00:42:25] Hogan sells a million
dollars worth of shares, their shares go down like 10%. It's absurd, because he
obviously has to declare that he sold some shares and everyone goes "Oh, it's
falling apart. He's selling out." Well, he's got like 400 million dollars worth of
shares he can't sell and I sort of thought about it. I thought "I don't want to
go down that path where I have to be able to sell in certain windows and
certain repor.ng things and only a liTle bit here and there and be really cagey
about it."
Yeah, I might've ul.mately maybe ... who knows, made more money, but
I have no regrets of going down the path of a proper takeover from big media
company.
YARO: All right. A few more ques.ons I'm curious about, before we even talk
about that exit because it's obviously a big deal. You men.oned earlier, that
Simon Baker, one of your early CEO's taught you a lot and he came from a
billion dollar company. Can you talk about a few things that he passed on to
you?
ALBORZ: Yeah, Simon's a MacKenzie consultant by trade, so he's very much
a logical thinker and a business that will come in and tell you you're all idiots
and he'll do in that term, too. There's no love lost there between him and a lot
of people at CarAdvice, but at the same .me, we needed to hear it. He would
come in and sit down and go "Okay. So where are you guys now? Where do
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you want to be and why are you not doing this?" We're all going "Oh, well,
this and that [inaudible 00:43:44]" wasn't good enough, "So why are you not
doing it?" "I don't know." Honestly, it was something as simple as that. It was
just someone telling you you know what to do. You're just not doing it, and
it's like yeah, that's true.
What it made me do is think a lot more logically and remove a bit of the
emo.on. It's like when you see all these shows where some business guy will
go into a family business and he'll talk to them and he'll go "Why don't you
remove ..." Like Darrell Lea. Do you remember Darrell Lea?
YARO: Yeah, the chocolate show. Yeah.
ALBORZ: [crosstalk 00:44:11] yeah, right, so the guy who bought Darrell Lea,
I'm not really into it and you know he went into it and he went into [inaudible
00:44:15] there and said "So 85% of your revenue is coming from 10% of
your chocolates. Why do you have the other 90%?" Oh because you know,
grandma from 1989 really liked that recipe and we've always kept it. It's like
"Yeah, good. Well, grandma's dead and so is the chocolate. It's gone." It
sounds cruel and awful but the family can't make that decision because no
one wants to be responsible for grandma's chocolate disappearing oﬀ the
shelves, but it's business and that's what a outsider party does. They come in
and they see things and go "Why are you doing this? Why are you doing that?
Why aren't you doing more of this?"
YARO: Is there an example you can give from exactly doing what he said that
you weren't doing?
ALBORZ: Yeah, something as simple as I think ... It became preTy clear to us
that although we love doing a lot of super car content, it made no money.
There was no money in super car content. It was a halo product that people
would've probably come in and heard about us and so it really helped with
industry reputa.on but we couldn't sell the page impressions around a Ferrari
or Lamborghini review. Those companies don't adver.se and also, no normal
company will adver.se around those ads.
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No one looking at a Ferrari would be ... No one wants to pay to wrap a
Hyundai ad around a Ferrari. It just doesn't make any sense. The data doesn't
correlate to any purchase intent, so we moved our eﬀort a liTle bit from
instead of doing this high glory content into doing some more ra.onalized
content. [crosstalk 00:45:38] Not really, man, because I knew it. I already
knew the answer and I think just having someone really show it to us, and
also, he really helped us raise money and really frame that system around
how we go about raising money, how to go about doing the investor rounds
and all that sort of stuﬀ.
As you said, he came from taking real estate [inaudible 00:46:04] from
being worth I think about 20 mil or something to a billion dollar company so
there was some experience there that no one at CarAdvice really had, but it
wasn't just [inaudible 00:46:14]. There's plenty of other people that helped
along the way to get it to where it is, so I don't want to point at any par.cular
person as a root cause, but yeah, I think a lot of people had a lot of inﬂuence
on the direc.on of the business.
YARO: Tell me about Andrew Beecher. He came on and it sounds like he
came on and then you had that happy year, as you called it, 2015. What was
the process to hire a new CEO? How does that work and especially with
you ... because I'm assuming you were on the board of directors and that got
set up at some point. You turn into a real company with a board, right? How
does that happen with the CEO?
ALBORZ: Yeah, so I was the ﬁrst CEO, I guess, by default. I called myself
[crosstalk 00:47:00].
YARO: You had a business card?
ALBORZ: Yeah, well my business card said managing director so I suppose
that's similar and then we had another CEO, our ﬁrst proper CEO who
probably was qualiﬁed to be one, who took the business to do about ﬁve or
ﬁve point ﬁve mil in revenue and he leV to do actually a car showing business,
which I thought was quite funny, but then we appointed our head of sales
who was making us all the money as CEO and that was a mistake and that
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was my mistake. I thought that that was the right move, but I guess sales
people and CEOs are completely diﬀerent personali.es and yeah, that didn't
really work. He was a great guy. I say he was because he par.ed preTy hard
and went to Vegas for a [inaudible 00:47:49] party and never came back,
unfortunately.
YARO: What?
ALBORZ: Yeah.
YARO: He was working for your company and never came back?
ALBORZ: No, he passed away in Vegas.
YARO: Oh, wow! Like [inaudible 00:47:59]. Okay.
ALBORZ: Yeah.
YARO: Jesus.
ALBORZ: Yeah, he par.ed preTy hard, I suspect, and so one night I went to
bed and next morning, I didn't have a CEO, so I guess your ques.on on how
do you go about replacing your CEO is well they tend to replace themselves.
YARO: Okay. Wait. Tell me what happened. So you wake up in the morning
that you found out your CEO died in Vegas. What happens during that day?
ALBORZ: It's like a movie, right? It's crazy. I am wri.ng a book on all this, by
the way.
YARO: I was going to say, there should be a book coming, right?
ALBORZ: There is a book coming, actually. It's midway through ... It's been
signed to a publisher, but anyway. We'll talk about that at a later point. Yeah,
so this was ... We were in nego.a.ons with Macquarie Bank at this .me
because they wanted to buy a stake in the business, right, and I'd done a few
mee.ngs with them in Sydney. I used to live in the Sydney at the .me. It was
a dark period. I think it was 2013. It was not a good .me for the business and
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we had some people looking, circling looking to buy some shares in the
business, some corporate and Jus.n was his name and he'd gone to Vegas for
a [inaudible 00:49:06] and I'd ﬂown back to Brisbane to see my parents and
one of the staﬀ members called me and said "Have you heard the news?", and
I said "No", and he goes "Oh, okay. Maybe you should call somebody else and
ask about the news", and I thought "Okay. Whatever."
I'm spending .me with my parents and this is why I came down.
Whatever it is, it's probably just some client that's pulled the ads or whatever.
Who cares? I'll deal with it on Monday and then someone else calls me and
says "Have you heard the news?" I was like "oh, crap. All right. This must be
something serious", and I ﬁnally made a phone call to the person who
apparently was going to tell me the news and they said "Oh, yeah, Jus.n's
dead", and I was like "What? What do you mean, Jus.n's dead? Like dead
from big night out or as in like as a joke, right?" He's like "No, I'm serious. He's
dead."
I was like "Oh, my God." Apart from the shock of I actually like this
person and now he's dead, he's married and all, then I thought "Crap. What
do we ..." It's really hard not to swear here. I've got to tell you. It's really hard
not to swear. It's taking a lot of my conscious eﬀort not to swear for you. It
was a really interes.ng morning and then I called Anthony and I said "Dude.
Jus.n's dead." He's like "What do you mean, Jus.n's dead?" We repeated the
conversa.on that I just had except I was the one telling him the news, so at
that .me, Jus.n was trying to get Andrew Beecher to come and do some
marke.ng for us because Andrew came from Car Sales and he was their head
of marke.ng and he had done a lot of automo.ve and I'd met him and I
thought very highly of him and he came to Jus.n's funeral some weeks later
and so we talked for a while.
I thought to my ... "You know, this guy's got some serious poten.al
here", and I sort of pushed for that internal ... because the board of directors
of which I was a member of wanted to then begin this massive recruitment
process, which we did anyway and cost us like 100 grand to get recruiters to
go and interview people and even interviewed Elle MacPherson's brother,
which was hilarious.
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We had a lot of high proﬁle people apply for that job at that point
because the company was well-known enough to warrant some talent, but I
was always adamant that we'd use Andrew because he gave me the right
vibe, gave me the right energy and he had a very good belief in content and
you know what? That is so hard to ﬁnd with CEOs. Some of them are so
analy.cal about the numbers and the stats and all that. They don't actually
have that passion for cars or that passion for content and that certainly
wasn't the case with Andrew. He deﬁnitely had that passion and it took a lot
of arm wrestling with the board and a lot of arguments and a lot of pushing
and a lot of force on my side to basically get Andrew there as the CEO and
yeah, I guess the rest is history in that sense.
I mean everyone's got their ﬂaws, including myself and Andrew, but I
think together, we really did ... and I do mean that, together. We really worked
well together and we really did take the company from where it was to selling
it. It was great. It was a great last few years.
YARO: Did you have ... I read a lot of startup bios and more and more, I'm
hearing about founders like Travis, [inaudible 00:52:31] Travis [inaudible
00:52:32] and Mark, Facebook, they have super power shares that give them
basically control over their company.
ALBORZ: Yeah.
YARO: Do you, in terms of your board, even hiring the CEO, are you able to
ins.gate that by yourself or do you always have to have your [crosstalk
00:52:49]?
ALBORZ: Yeah, I wasn't smart enough to set up class A and class B shares
with diﬀerent vo.ng rights. I should've but I never did. I will for the next
business, but I'd didn't and therefore, thankfully, with me and Tony, and some
small, friendly shareholders like yourself, we did always have majority control
of the business up un.l we sold it, so it only really came unstuck when we
required super majority votes and the person who had wriTen our
shareholder cons.tu.on was that ﬁrst ini.al investor I men.oned before and
there was some really strange clauses in there where it required 100% of the
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vote or 90 something percent of the vote for certain things to take place and
that really made it extremely diﬃcult because one person could hold the
power, to make something happen or not make something happen and the
amount of .me that was wasted on the bureaucracy and the red tape and
stuﬀ, because we had a share holder that just wasn't willing to cooperate.
It was a lot. There was a lot of .me wasted there and I learned a lot
from that. I learned a lot from that and as good as it was to have this board
structure with minutes being taken and records and all that sort of crap.
Ul.mately, most of it was wasted .me. We knew what to do. We knew how
to do it. We just needed to go ahead and do it and we just had a lot of inﬁgh.ng at the board level and that's one reason why I think we did go
through the idea of trying to sell in 2014 because even I was exhausted. I
was exhausted by having to consistently ﬁght for what I knew was the right
way, the right thing to do.
I didn't want to ﬁght anyone. I'd lost the ﬁght in me.
YARO: During all this .me, as I know very well, you were on planes
constantly traveling around the world, wri.ng ar.cles about cars. Like that
was your thing. You never were in Australia it seemed like and you had ... I
remember on Facebook, you were constantly saying "This is my i.nerary for
the next three weeks." It was Spain and Dubai and then Brisbane and Sydney,
then New York and then all over the place.
ALBORZ: Well, yeah, I think for the last three, four years, consistently I was in
the top 20 most frequent ﬂyers for Qantas and for the last ﬁve or six years,
my average ﬂights per year would've been over 250 at least. I think one year I
even cracked 300. It was insane. It's actually insanity. I s.ll ﬂy, but not as
much. Last year, I did 19 overseas ﬂights, as in 19 trips overseas and in the
middle of that, obviously, there's a lot of other ﬂying domes.cally. I'm going
to Melbourne and Sydney every week or I'll go to somewhere else. I'm always
ﬂying somewhere and yeah, so in the middle of this whilst I got married and I
had kids.
YARO: Yep.
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ALBORZ: There's a lot going on there, right?
YARO: You gained weight and then you lost weight, too, right?
ALBORZ: Yeah, man. Basically, my lifestyle involves me sikng in a car, sikng
on a plane, sikng in front of a computer. That was what my life became
because that's what I did and I remember ... It's funny you men.oned the
weight thing. I remember when I was in Sydney, we bought a scale because I
was like "Oh, I look a liTle bit fat." [inaudible 00:56:08] "Oh, I don't no.ce." I
didn't no.ce I was fat. My wife's very kind. My wife's absolutely gorgeous and
she would never ever say that to me, but I bought a scale and I remember
weighing like 78 kilos and I stood on it and it said like 103. I was like "Oh, that
must be broken, right?" No, I genuinely ... I thought "Oh, honey. This thing is
broken. The scale is broken", because my body image in my mind had never
changed.
And I went and got another scale. I literally went and got another scale.
I went "Oh, this is broken. This is just [inaudible 00:56:38]", and I got on the
scale and I stood on it and [inaudible 00:56:40] This one actually said 103.5
or something. It was slightly higher and I went to the mirror and I looked at
myself side-on and went "Holy fuck! I'm fat!" It was the weirdest realiza.on. It
was one of those moments of "Oh my God!" I didn't know that. I didn't realize
I was fat.
At least I came to accept it and I didn't do anything about it because I
just didn't have the mental capacity .l a few years later, but it had a huge
eﬀect on my life. I had kidney stones because of all the ﬂying. Yeah, I've got
three kidney stones in me at this very moment that I'm talking to you.
Yeah, you spend that much .me on a plane, dehydrated or traveling.
Just the plane atmosphere is not conducive to good health, so yeah, it takes a
lot out of you, man. The lifestyle that I have lived and I guess to an extent I
s.ll do live is fantas.c. I love it because I love cars and I love the industry and
I'm much healthier now because I go to the gym every single day and I eat
really well, but it take a lot out of me. It really aﬀected me both physically and
mentally. It wasn't all rosy and fun and ﬂying around and doing ﬁrst-class
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travel, which I did do, but there's a lot more to it that I guess I don't put on
social media for people to see.
YARO: A lot of wri.ng, too. I remember you, like myself, you put pictures up
of doing what I did, laptop lifestyles. Sikng in a café with your laptop, wri.ng
an ar.cle for your blog [crosstalk 00:58:09] that was ...
ALBORZ: That's what I'm doing the second we hang up. I'm going to a café
to sit down and write some more. I love that. That's the best part of my life. I
love going somewhere, sikng down. I s.ll go to Three Monkeys here
[crosstalk 00:58:20]. That's exactly where I'm going now.
YARO: My old head oﬃce.
ALBORZ: That's neat. It's now my new head oﬃce.
YARO: Take me forward with you and Andrew comes on. You're happy. You
got the CEO you wanted. You guys eventually start ... You make that decision,
"We're doing an IPO." Can you just give me a liTle bit behind the scenes with
the IPO process not that you guys ended up doing it, because I am curious.
That's a long way from Alborz sikng in his parent's bedroom, wri.ng car blog
posts to poten.ally lis.ng on the Australian stock market and being one of
the ... that poster child of a startup who goes public. Did you take stock or
was it more of "We just got to do this because I got to get my money out and
get some equity and get rid of these bad investors" and so on?
ALBORZ: Yeah, look 10 years is a long .me as you know. It's a long .me and
I think whilst the energy was fantas.c in '15 ... excuse me ... and also '16,
there was a part of me that was ... as I said to you before. Let me go back a
liTle. In 2015, when Macquarie bought I think ﬁve percent of our business.
YARO: And Macquarie's a bank.
ALBORZ: Macquarie's the biggest ﬁnancier of car loans in Australia, so
Macquarie Bank's a huge bank, but yes, they basically fund the car industry in
terms of ﬁnance and they wanted to have a stake in us because we were the
biggest new car editorial website in Australia and they wanted to leverage
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that to help get more ﬁnance, but also what they wanted to do is be able to
call up people and say "Hey, your lease is coming up. It's been three years on
this car. You should look at a new one. Here's what CarAdvice recommends",
and they could say that knowing that when they sent them to CarAdvice,
there was no other leasing company, there was no other ﬁnance company
that was compe.ng for that space, so they bought themselves an informa.on
... access to informa.on in a friendly way that we own part of them. There
was an exclusivity where we wouldn't be having anybody else.
YARO: Oh, so basically they take a liTle bit of shares and that then forces you
to not use any compe.tor to them for adver.sing insurance. Is that right ... or
sorry, ﬁnance?
ALBORZ: For ﬁnance, that's correct, yes and obviously theyYARO: Sounds kind of sneaky.
ALBORZ: Well, they also became our ﬁnance partner, so they're also paying
us for it, but I think they felt more comfortable having a shareholding in it so
we couldn't just [crosstalk 01:00:51].
YARO: And that happens a lot though, doesn't it? Let's face it. A lot of
companies get ﬁnanciers who buy a share of a company, like Google buys
into Uber and then starts developing their own car, automa.c cars and then
there's all this crossover of capital and ownership and revenue streams and so
on, so it's not that unusual.
ALBORZ: No, not at all, except we're not Uber, but yeah, a billionth of the
size.
YARO: Yeah, but you're in Australia, a smaller market, yeah.
ALBORZ: Yeah, yeah, exactly. Similar concept. That transac.on in 2015 was
the ﬁrst .me I ever sold a single share in CarAdvice, and it felt amazing. It was
like this capital injec.on of a few hundred grand and I thought ... and I just
kept gekng receipts from the bank. I just kept going and gekng more printouts, because I was like "Wow! There's money in my bank account! That's

34

amazing!" I went from being broke to having some money in the bank
account.
YARO: Did you buy the Aston Mar.n at that point?
ALBORZ: I did and that was a really stupid thing to do.
YARO: Tell us about that. So I know Alborz when he bought this orange
Aston Mar.n. You looked the part, ﬁnally, I guess. The owning a car as well as
driving the cars, right?
ALBORZ: Yeah. You know what? At the .me, it was the wrong decision, but
over .me, it was the best decision I ever made.
YARO: Explain.
ALBORZ: So when I bought it, I shouldn't have bought it because it was the
ﬁrst .me we had some money. We had just ... My wife and I, we just bought a
house. I had to remove myself from our board of directors, so the bank would
give me a loan.
YARO: Oh, wow.
ALBORZ: Because the bank was like "You work for a company you're a
director of?" I was like "Yes". "Oh, no. That's too risky." It was "Okay. Well,
why?" "You control your own salary and this could've been manipulated", and
all these crap rules, so I went "Okay. Hang on." I removed myself from the
board of directors, applied for the loan, they approved it, then I put myself
back on the board. It was the dumbest thing.
YARO: Oh, wow.
ALBORZ: That you could ... Honestly. It was ridiculous that the banks do not
comprehend if you work for yourself. They hate it. It's a terrible thing. When I
got this money, what I should've probably done was go "Hey, let's pay oﬀ the
house or let's pay oﬀ half the house", or whatever. "Or let's put it as an oﬀset
so that it reduces our interest".
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YARO: Mortgage payments.
ALBORZ: Yeah, mortgage payments, whatever. Instead, I was like "You know
what?" I felt like at that point, and it was nine years, I spent nine years doing
this and I really wanted something for myself.
YARO: A toy.
ALBORZ: Yeah. The reason I bought the Aston is because Aston Mar.n was
the ﬁrst proper car company that ever gave us a car and I know the guy who
gave it to me and I'm s.ll friends with him, but he was the ﬁrst guy that
looked and us and went "This is a fucking eight month old business with two
cowboys, but I liked them". He came and met us and went "Oh, these guys
have got passion. These guys have got ...", and Aston Mar.n's a very
pres.gious brand. They're not a ... It's not like Ford. It's a very diﬀerent type of
consumer, but he saw something in us. "You know, I'm going to give these
guys a chance. I'm going to give them a car to review." We did a great review
and obviously, that rela.onship blossomed and it's s.ll today, we have an
amazing rela.onship with Aston Mar.n.
I remember driving that car in Brisbane over the Story Bridge and I said
to myself, "It's really cruel to give a poor person a really expensive car,
because for a few days, they live this life that is not real. They experience
what is not real because that car goes back and all the feelings and all the
emo.ons that come with people thinking you own this or all the ..." It
disappears and it's like this constant ...
YARO: Oh, you mean as a car reviewer?
ALBORZ: Yeah. It's a constant form of torture for someone that loves cars
and aTen.on, which is both me.
YARO: Because you have to give them back. I see.
ALBORZ: I have to give them back and I s.ll ... I remember stories of
having ... You get so much aTen.on in these cars, but I remember I had a Kia
Carnival, which for people that don't know, it's a seven-seat people mover
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van and I remember, the day before, I had an Aston Mar.n and I'd given the
Aston back and I picked up this seven-seat people mover and I pulled up at
the lights and I looked over and there's this conver.ble of four of the hoTest
girls I'd seen in a very long .me and they didn't even turn around and look,
because I was in this Kia, this people mover and I thought to myself "Man, if
that Aston was here right now, this would be a very diﬀerent night".
It was a form of consistent torture, so to bring it back, the reason I
bought the car was because ... and I had told myself if I ever make money, this
is what I'm buying and I literally got the money, went and bought the car
within a week. I was delighted. I was so happy and I s.ll have that car. It's
actually sikng 5 meters away from me right now and I s.ll drive it every day
and it s.ll makes me happy.
YARO: Why orange, the color of the car?
ALBORZ: It was the only ... It's called Carousel Orange. It's the corner of the
[inaudible 01:05:37]. It's a special edi.on Aston and it was the only orange
one in Aus and it was almost honest-to-God iden.cal to the logo of
CarAdvice's orange. If I was to do like a sample color, it would've been almost
iden.cal and I wasn't looking for an orange one, but this one showed up. I
bought it in 20 minutes, from when I saw it ... to when it was adver.sed to
when I bought it. I called the guy up. He sent me a photo. I said "Here's my
credit card. Don't do anything. It's coming. I'm buying it. It's the perfect color."
YARO: How much is a orange Aston?
ALBORZ: I think that the car when I bought it was roughly about 200 by the
.me I got it.
YARO: So you gave away a preTy big chunk of your sold equity to buy that
car when you ...?
ALBORZ: Yeah, yeah, yeah, absolutely and the reason I say I have no regrets
now is because that opened a door to me that had previously been closed
and that was being part of a community of these high end cars with people
that I've now met and have become extremely good friends with. That also
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inspired me to do a lot more, so when you hang out with people that are
much more successful than you, you tend to become more successful and
had I not gone down that path, that door would've never been open to me,
so my friendship circle today as a result of that car ownership is completely
diﬀerent to what it was three, four years ago.
As a result of that, I've made decisions that have been really ﬁnancially
rewarding that I would deﬁnitely have not made had I not been in that circle
and it's weird to think of it as simple as that, but in all honesty, that's what it
came down to. It was ... I didn't know these people. I didn't have this circle of
inﬂuence and now I do and it's had a huge impact on me.
YARO: So you're saying you bought an expensive car and then you joined an
expensive car club with other expensive car owners who happen to all be
very wealthy, therefore successful because they can aﬀord that kind of car
and that got you into their friendship circle and access to them as friends, just
advice was ...
ALBORZ: It was like having a bit of a mastermind group, really. It was like
buying a .cket into this community where "What do you do?""I'm a doctor.
I'm a surgeon. I'm an investor. I'm a property developer". So I was all right,
okay and gekng to know what they do and how they make money. I started
inves.ng in things. I met a guy who made a crap ton of money out of the
stock market. I had never even considered the stock market as an op.on for
anything and when I sold the business in 2016 ... but this was only eight
months aVer I bought the Aston. I had this huge amount of money coming. I
had millions of dollars coming to the bank account and I had to idea what to
do with it.
But, I had met all these people that were making a lot of money doing
things with money they had, so I started doing stuﬀ with that money and I
remember in the ﬁrst year, I was 40% up on my stocks and I was like "Wow!
That was not that hard! That's really easy", because I was following advice
from people that could've been completely wrong for all I know, but
thankfully, they weren't.
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The car paid for itself in so much capacity, so quickly and I was like
"Right. Okay. I don't regret that decision whatsoever, in retrospect."
YARO: Interes.ng. Okay, so let's go back to ... First of all, let's just say that's a
great hack, Alborz. If anyone listening, buy yourself a nice car. Get yourself
elevated in social status.
ALBORZ: Think about it logically. People that can aﬀord a half million dollar
car or million dollar car are not usually stupid or bad with money. They're not
people that just have gone out there and went "I've only got this much
money. I'm going to buy a car". Sure, that probably exists somewhere but in
Australia, that's deﬁnitely not the case. Most people that own really expensive
cars tend to be rela.vely wealthy and they also share a passion of cars and
therefore, if you share that passion with them, they tend to become friends
ﬁrst and then you learn a lot of stuﬀ from them.
A lot of them learn stuﬀ from me because they have no idea how the
digital stuﬀ works, so I help them with some of their business in terms of
helping their digital presence and things like that and I've got a lot of help
from them, so yeah, as I said, it opened up a community to me that was
previously completely untapped and it was very rewarding.
YARO: What is the ... Is it just like a automobile club or what is it?
ALBORZ: You know what, man? Australian car culture is amazing, so yeah,
there's a lot of clubs. There's a lot of advanced [inaudible 01:09:49]. I just did
a track day with the Brisbane Super Car Club yesterday at Queensland
Raceway and it was fantas.c. It was endless Ferrari's and Aston's and
Porsche's and all sorts of stuﬀ there and just really, really good decent people
that are all self-made and successful and have great stories to tell and great
networking. It's like it inspires me to do more and inspires me to be beTer and
that's what I'm trying to surround myself with, so yeah.
YARO: Yeah, you men.oned that something you took away from those
people changed how you were running CarAdvice. Can you remember an
example speciﬁcally?
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ALBORZ: There's a lot of ... You get a lot of advice from people that have had
really good success and exits and things like that. That's been a big help. I
don't know if I can pinpoint anything in par.cular, but it certainly helped me
grow up a bit in how I dealt with the corporate side of things. I've always
been quite a wear-your-heart-on-your-sleeve type of guy, so if somebody
really irritated me, because I knew it was wrong, I wouldn't deal with it in a
way to get an outcome that I knew how to get the outcome. I would deal
with it in a way that was quite emo.onal and I would get really agitated by it.
Instead of just going, "Okay, what do I want to get out of this? How do I
get it? Let's do it that way", would've s.ll been the same outcome, just
without the stress. I think there's a lot of learnings in that regard, about just
what do want from it? Let's just get what you want rather than trying to get
angry about it.
YARO: Okay.
ALBORZ: It was a good experience.
YARO: Okay, so let's go back to Macquarie buying in. We just went on a bit
of a tangent there, but it's a cool one. So Macquarie buys in ﬁve percent. You
get to exit. I am kind of curious though. How do you decide as a founder how
much you are willing to sell at that sort of pre-IPO equity raising .me frame
and to go along with that ques.on, how do you even decide how much to sell
of your company and dilute the shares of everyone else and value the
company?
ALBORZ: We didn't dilute from Macquarie. We sold exis.ng shares so they
wanted to buy ... The way we structured the deal was if you want to buy in
the company, you have to buy from exis.ng shareholders and I think Anthony
and I were the only ones that sold because most of the other shareholders
were quite wealthy and didn't need the money and they knew the valua.on
wasn't good enough, so I think the valua.on we sold to Macquarie was about
25 if I remember correctly, if I remember, which was s.ll amazing.
A lot beTer than four million about a year before, so it was interes.ng
to get there, sort of thing. I think it was either 20 or 25. I can't remember, so I
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sold some shares. Tony sold some shares. Had I not sold those shares, they
would've been worth three .mes as much, but at the .me, I really needed
that cash. I needed a break from the ﬁnancial pressures that had mounted
over a 10 year period of running a startup on a preTy average salary and
working 12-hour days and kids, house, wife, all that sort of stuﬀ. This weird
concept ... This is bit of a personal thing for me, but this weird concept where
everybody thought I had a lot of money and I really didn't.
Yeah, the shares were worth a lot of money, and we had all these press
releases going out like "CarAdvice raises money at 20 million dollar valua.on
and Alborz Fallah is the biggest shareholder". It's like "Yeah, but I can't sell
those shares!" There's no value there. I couldn't even get a bank loan, like I
said because those shares, as far as the bank was concerned, was worthless. I
think to have some money in the bank, it felt good and I needed to do it and I
needed to distress ﬁnancially. It really did help, even though I did buy a car
and spent most of it, but buying a car you can't aﬀord to upkeep is a really
terrible idea.
YARO: I guess you knew a proper, complete exit was probably on the horizon
or at least some kind of [crosstalk 01:13:36].
ALBORZ: No, man. I didn't. I honestly did not know that. I knew we were
going to list and I knew that the risks of that were that I could not sell. I
would've had an escrow for at least 18 months if not two years, so even postlis.ng, I may have had ... I would've been unable to sell a cent of shares for 18
months, too because that's quite common for founders to be escrowed for
long periods of .me. We were hoping for 12 months but then what are the
chance it would have to be 18 because that gives the market conﬁdence that
you're here and you've got to make it work because it's in your beneﬁt as
well.
Ul.mately, I think when the oﬀer came in for a sale, it was a ... I
wouldn't say an easier way out, but it was a safer way out and we all agreed
that was the way to go.
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YARO: Okay. I know we've been going for awhile, but I'm loving this and
hopefully the audience is too. This is one situa.on where I know you for a
long .me, so I feel like I can really dive deep and you're very open and
transparent, Alborz, so I appreciate that. I do remember ... Oh, geez. I don't
when it was, but it was when Andrew Beecher had come in as your CEO and
it felt like you guys had done something that I'd read about a lot. I'd read so
many books that were talking about focus on your core advantage, or your
core strength or USP, whatever it is and just really build on that, and Andrew
came in with that idea and said "No more of these side thingys like
marketplaces or ... We're just going to focus on content and mone.zing with
high paying adver.sing", and that's what you focused on and that's when I
think the podcast branch of your company and the expansion into video
content started to happen.
You really became a media player across mul.ple content plasorms, s.ll
doing your core strength, right, which was content about cars, but branching
out so you can have more page views. You're on YouTube. You're on iTunes
and so on. That worked, right, that strategy?
ALBORZ: Absolutely and I think that's the reason why ... and when Andrew
joined, we must've been doing ... oh, I don't know, maybe 10 or 12 mil
revenue and we almost doubled that. I think it was probably a liTle less than
10, but we nearly doubled our revenue and substan.ally more in our proﬁt
side and all we did ... Honestly, all we did was focus on content. We just spent
... Let's just stop all this other crap that we're doing. What are we making ...
It's like that Darrell Lea chocolate thing I gave an example for. We're 80% ...
Actually, it was 95% of our money comes from our content and selling the
adver.sing and the data and all that around it. Why don't we just do more of
it?
It seems ridiculous when you put it in such simple terms, but that's
what it was and we just doubled down on content. We hired more content
creators. We hired a full video team. We just went crazy spending money
on ... [inaudible 01:16:27] we did spend a lot of money on content crea.on
and it's like a self-fulﬁlling prophecy because when the industry sees this
player go "All right. We're doubling down on content", and sees everybody
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going there to work for them and sees the video produc.on go up and all
that stuﬀ, then they go "Right. We need to be here. We need to ramp up our
spend", but we had to take a leap of faith. We had to jump into the abyss in
the hope that all this capital we were about to invest would be returned and
to the credit of the industry, I think they realized that and they supported
what we were doing because they were in need of quality content. They were
in need of a organiza.on that put content ﬁrst and our job has always been
every new car, every last detail and that is a legi.mate claim because we do
try and review every new car to the every last detail.
And that's what we ended up doing, that we came out with that model,
we came out with that concept and we just went hard at it. We went so hard
at it and that was the best period of CarAdvice, to me. All the startup stuﬀ is
fantas.c, but that period where we were well-funded, well-managed and the
energy was absolutely electric and yeah, man, those last few years were a real
hoot and I think I'll always remember them, so it was a great way to get to a
point where we sold the business.
Just focusing on what we always knew we were best at.
YARO: So tell us about this exit and how this all works. I guess the IPO is so
connected, even though you didn't have the IPO. Can you tell us what
happens, gekng prepared for an IPO? I know from the media side, you hear
about the junket that you have to do as a CEO or a founder, where you're
presen.ng to the investors or the poten.al investors, to the ﬁnance people,
you're bringing onboard a ﬁnance partner to do the running of the lis.ng. You
have to get your t's crossed, your i's doTed, everything in place, get your
ﬁnancials good.
Is that all happening behind the scenes and how much are you involved
with that as a founder? Are you just doing car reviews as you always were?
ALBORZ: No, no. I was on the board and I was ... At that point, I was preTy
involved in a lot of the other stuﬀ with the business, not just the content. The
content is s.ll what has always driven me and that's what I love and that's
what I'll con.nue to love, but at that point, I was personally trying to get more
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involved because it was preTy important to me, because it was 99.9% of my
net worth in that company and I needed to take a personal interest because I
was the biggest beneﬁciary.
It was important for me. One thing we did really well and I supposed
that really helped us, but we also gave Andrew a substan.al shareholding in
the company. He bought some shares, but we also issued a lot of shares
because there needed to be a big incen.ve for him to get us to where we
wanted to go and that was he would make millions of dollars himself, which
he did as part of the sale.
That strategy of alignment allowed him and I and Tony and everybody
else that had shares ... and you know, I probably didn't men.on this but we
gave away 15% of our shares to our staﬀ, so there was a lot of shareholders
that were working for us. It was a ... We all felt like we owned a bit of this
because we did. Obviously, I had the most, but people that had a couple
hundred grand worth of shares, they were s.ll going to make a lot of money if
this thing succeeded. We all worked together as a result and gekng ready for
an IPO just ... God, we spent so much .me on planes ﬂying to corporate bank
mee.ngs and just listening to stuﬀ that I just thought was a complete waste
of .me, but we needed to be prepared for analysts asking ques.ons and
you've got to do a lot of media roadshows and all that sort of stuﬀ.
We never really ... thankfully, we never ... We did a pre-IPO round, so
we raised through an investment bank private equity, all sorts of things. We
did a pre-IPO round prior to lis.ng at a ... can't remember the valua.on now. I
think it was somewhere in the 20's, high 20's. Every one of those people
made money. They all made at least 10 to 15% on their money. For those
that didn't sell in the ini.al ﬁrst phase, they probably even doubled or tripled
their money, so we did a lot of those roadshows. We spent a lot of .me ...
There's so much documenta.on and death by PowerPoint and God knows
what else.
I wasn't enjoying that side of it, but I was excited about the prospect of
what we were doing, but like as I said, whilst that was all going on,
conversa.ons were being had on the side about a takeover bid and although I
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was very wary and quite conscious of the fact that this could just be ruse or
[inaudible 01:21:12], I wasn't paranoid, but I've gone through it before.
It really hurt two years earlier. That memory is very raw. I remember
where I was in Hong Kong airport when I got the phone call telling me we
had no oﬀers except for a bullshit one at four mil. I was "[inaudible 01:21:28]
yeah, no. We're going down the path of IPO. We're going to have to do this."
Yeah, I guess the further along we got, there was some media leaks about the
IPO and that really brought in some interest from poten.al media companies
and I remember being in the oﬃce of our then-chairman, who was our
previous CEO who you know helped along the way with this as well. He was
the CEO of some car sharing company and we were in his oﬃce at like 1:30
a.m. in the morning signing the documents to this sale and they had a boTle
of Scotch or something.
They had this ... This is the strangest thing. Their mascot was some
weird animal and they had this costume of their mascot sikng around and I
remember just pukng it on and it was ... Oh, God. It was just this strange
thing to sign all these documents to this sale, in this random oﬃce and it was
surreal, man. It was really surreal, so I had an aim in my life. I wanted to be a
millionaire before 30 and I missed it by two weeks. I did. I missed it by two
weeks and I know I should be sad about it, but I literally missed it by two
weeks.
I remember when I sold the business, when we sold it ... so we sold it in
two halves as I said before. The ﬁrst half of the money went into my account
and you know what I said to you before, where I went and got print-outs of
that ini.al $300,000 that went in from Macquarie, this .me, we're talking
millions and dude, I must've got a hundred print-outs of that thing. I had my
net bank app on my phone, my internet banking app and it gives me a liTle
thing when someone puts in money and it came up with no.ﬁca.on
"Someone has paid you this much money" and I was like "Holy shit!" I've got a
screenshot of that no.ﬁca.on because how many .mes in life will you get a
no.ﬁca.on that where someone has put in that substan.al amount of money
in your bank account?
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When I looked at myself in the mirror, I literally ... I looked at the phone
and when I looked at myself in the mirror, and I said "Oh, you're a millionaire
now", and then I said "I don't feel any diﬀerent." I didn't feel any diﬀerent. I
sort of sat in my room for an hour. I just kept looking at this thing and trying
to comprehend what that meant for my life, not having to ever fucking worry
about anything again, in a way. Not having to think about are my kids going to
be okay or are my kids going to have food? Are we going to have a roof over
our head? That was all gone. It was ﬁnished. That side of my life ended in
one-second no.ﬁca.on and it blew my mind.
I felt quite emo.onal about it and then I thought "Oh, but that's it."
Then it was ﬁnished, then it was gone, then I went downstairs. I went to work
and we all had a beer and laughed about it, then the next day I went back to
wri.ng about cars.
That was it, man.
YARO: Yeah, I remember this because as a very small shareholder, I had an
opportunity to sell during that ﬁrst exit of the ﬁrst half of the company and
then there was the second half that just happened in 2018. Now that's when
I decided to exit at your ﬁnal exit, so I guess you got that experience again
didn't you, because you got another [crosstalk 01:24:37]?
ALBORZ: Yeah, which was much more. Yeah, the second one didn't feel
nearly as much, because by that point, it was diﬀerent. When you have that
ﬁrst injec.on of capital, your mindset changes very much and I was very
conscious of not lekng ... as the saying goes "the money get to your head".
It's hard to say that and act it, but it does have an eﬀect on anyone. You make
very diﬀerent life decisions when you don't need money. I cannot put it any
other way. You will do things very diﬀerently when you don't have ﬁnancial
constraints.
If I don't like to do something, I just don't do it, even if there's a
ﬁnancial reward and I just don't care. It doesn't aﬀect me. I rather just be
happy and those are not the decisions I could've made prior to that day, so
when the second trans came in, I was like "Yeah, that's fantas.c", and it was
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actually sad because that meant that I no longer had a single share in my own
company and that was quite a sad day. It was amazing to get this amount of
money in your bank, but I literally did not have a single ... I remember when
Steve Jobs leV Apple, he leV one share in so he could aTend the board
mee.ng ... not the board mee.ng, sorry, the general annual mee.ngs and get
the shareholder reports. I couldn't do that. The deal was they had to buy all of
it.
I actually said "No, I want to keep one share." They said "No, you can't." I
was like "It doesn't mean anything." The shares were like $90 a share or
whatever they were. "I'll just keep one share". No, they wouldn't let me keep a
share. I was like I want to feel like I've got something leV in this because it
was such big part of my life, I wanted to feel like I s.ll had a ... even though it
was completely insigniﬁcant and meaningless, it meant something to me.
It was it. I was out. I was an employee and that was in 2018, November,
almost a year ago, it was the ﬁrst .me in a extremely long period of my life
that I became an employee and it never really sat with me very well, and
that's a diﬀerent story, I suppose.
YARO: Well, that's what I was going to ask you. So you completely exit your
company, but you stay on because you love cars and you s.ll want to write
about them and have access to them. How do you feel though, because I'm
guessing ... and I also am assuming that there isn't an earn-out period,
because you're not lis.ng, right? You are literally exi.ng, exi.ng so the only
reason to stay on, it's no longer monetarily, it's no longer ownership, it's
because you love the job and how did you think about your future going on,
plus, and I have to men.on a few things. You got a lot of press coverage
when this sale came through, in par.cular you, your story as a child of
immigrants from Iran, the classic $35 domain name turned into 35 million
dollar story, even though that's not quite the right number, but it s.ll is a
great press angle.
So how did your life change outside of the business as well and how did
that impact your decision and what to do next?
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ALBORZ: Yeah, it's funny because Andrew said to me "Try your best not to
get any press", and I was like "Andrew, how well do you fucking know me?" It's
like ... I have an orange Aston Mar.n. How is that even a possible request?
[crosstalk 01:27:56] trust me.
YARO: And what's your license plate, Alborz, eh?
ALBORZ: Well, previously on the Aston, the number plate was "Stop Me",
which is now on my Ferrari, so that Ferrari gets a lot of aTen.on with those
number plates, but anyway. So I actually genuinely hoped not to get much
press because I was like "Aw, look. Let's just see how it goes. Who knows
what's going to come out of it? I don't know", because I work in the media,
man. I know how things work and if they take a wrong angle, it could backﬁre
on you, so I was like "Look, it's probably not worth it. I've made money. Let's
just go." The problem was, I work with people in the media also and media is
media. It doesn't maTer if it's automo.ve, so one of the journalists who works
for a compe.ng publica.on had heard about the sale through our staﬀ
because everyone was excited, because a lot of people made a lot of money
and I wasn't telling them not to say anything because why would you?
You can't hide that. It was going to be preTy obvious, so some journalist
who covered automo.ve but also covered general news had heard of this
story of this sale, made some inquiries, called me up. I, in my complete state
of ... I would say [inaudible 01:29:06], but I was just in delight. I was so happy
the sale had gone through and everything. I told him probably more than I
probably should've, which is probably the case here, talking to you, Yaro.
YARO: Ah, small audience. Don't worry.
ALBORZ: Yeah, yeah. That's right. This guy wasn't a small audience. He
worked for News.com.au, which was the biggest news site in Australia and he
wrote a story that was as you said in the tone of "Iranian immigrant ..." I think
they actually called me a refuge, which I'm not, but anyway. The story
worked beTer when it sounded like I came on a boat. I came on a plane. It
was preTy comfortable.
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They really ran with that angle of "Immigrant from the Middle East turns
35 in 35 million dollars from his parents bedroom". Sounds like a good story.
90% of it's true. Obviously, there's 10 years of working there and he wrote it
for News.com.au and I saw the story because it was sort of buried and I
thought "Oh, well. No one's going to see that. No one's going to see that,
right?"
Within like an hour of that thing going live, it obviously rated so well,
the algorithm made it the feature ar.cle of the website. Literally, the ﬁrst
thing you saw when you went to the website for about 12 hours, it was ... My
face was on News.com.au above the fold, well and truly above the fold as the
feature image and it went absolutely insane and my phone exploded. I had to
plug it in while I was talking to people because it was just ringing non-stop.
YARO: You must've loved that.
ALBORZ: I did like it. Yeah, it overwhelmed me. For someone that loves
aTen.on, it even overwhelmed me and that could tell you how much
aTen.on it got. It went viral, I suppose. I must've done 50, 60 radio
interviews. I did T.V. stuﬀ. I did that. I did this. I got so much aTen.on, I even
got the aTen.on of the Australian taxa.on oﬃce.
YARO: Okay.
ALBORZ: They came for me preTy hard, preTy rapidly, which was one of the
reasons why everybody said "Hey, let's not get too much media aTen.on",
but I had nothing to hide, man. I've always done the right thing, so I was like
"Yeah, whatever. I'm not hiding anything." I think one thing I will say ... I don't
know where your listeners are from generally here, whether they're
Australians or Americans or global, one thing I will say is in Australia, we don't
celebrate success in the same way as the Americans or North Americans do,
so where in American where someone has a great windfall or a victory or
something, there is a lot of successes, a lot of congratula.ons, a lot of that
that goes on aVerwards.
In Australia, we have something called Tall Poppy syndrome where
people will naturally assume you're successful because you've done
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something wrong. You've been dodgy, or you've been lucky. There is an
element of excuse being made for someone else's success because you feel
like that could've been you but you didn't do this, or you didn't have support
of parents, or you didn't have the money.
I came from a broke family. I came from a very middle-class family. My
parents were very well educated, but we migrated from Iran when I was nine,
and we had nothing here. We literally came with nothing, so there was no
ﬁnancial backing. There was none of that. There was just a lot of
determina.on, and a lot of that got to me. A lot of the cri.cism got to me that
"Oh, you know. This guy's just lucky", and blah, blah, blah, blah, because I
knew what it took to get there. I knew what it took to get there.
There was a lot of sacriﬁces, so whilst there was a lot of posi.ve press,
there was also a lot of nega.ve sen.ment and that took me a while to deal
with and I felt ... although I knew about that, emo.onally I was able to
understand how these people ... I've got degree in psychology. I'm very much
into that understanding that human behavioral paTerns and things like that,
but it s.ll took a liTle bit of .me for me to go "All right. I can't believe all
these people have so much hate", and I guess whilst I should've known, I
wasn't expec.ng and it took me by surprise, so that was the biggest thing for
me with that media thing was the amount of nega.ve sen.ment I felt as well.
It wasn't all happy-go-lucky, I suppose.
YARO: And your plans for your future at that .me? Did you just keep doing
the job because you didn't know what else to do with your life?
ALBORZ: Well, I ...
YARO: Because you could've done nothing. You could've just hang out with
your kids, right? Stop traveling as much, get rid of those kidney stones ...
ALBORZ: My wife always jokes that if I ever stop working, we'd get divorced
because I'm so annoying when I'm home, so there's probably no element of
truth in that but it is quite a valid statement in a sense that I am at my
happiest when I'm working and that is only further extended by me saying
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"I'm at my happiest when I'm working on something I love", and that's where
I'm going back to now. I've tried the ... I suppose it's worth saying, I am
leaving my job at CarAdvice. I'm in the process of leaving that. There is an
extended period of .me from when I can leave aVer I have given no.ce, so I
am in the process of extrac.ng myself, not because I don't love the company
anymore.
Obviously, there is so much of me in CarAdvice and from the orange
logo that's s.ll there to the concept of content and how it all works, a lot of it
came from Tony and I and it's s.ll. It very much is s.ll kicking, and it's now the
biggest editorial car site in Australia. We took over all our compe.tors. We
took over Drive, as part of the Fairfax merger. We're so big now, it's hilarious.
We're in the newspapers. We're on T.V. We have a T.V. show. We have a radio
show. It's absurd.
Our reach is astronomical. It's never been so big and you would think
that I would just go "All right. I'm just going to enjoy the next two years
and ..."
YARO: The power.
ALBORZ: The power. The power's insane. As an industry mouthpiece, as an
industry media organiza.on, our power is now unrivaled by anyone. However,
we're now owned by a corporate en.ty and that brings along a very diﬀerent
culture that I have never been happy or used to. I'm not a good corporate
ci.zen in that sense of being able to just spend all day doing reports and
managing up and I like to make shit happen. I don't like was.ng .me. I don't
like procedures that I feel are meaningless and I'm not saying they are
meaningless, but they feel meaningless to me.
Yeah, I'm in the process of restar.ng. I've got to do what I love. The
university that you and I met at made me an honorary professor, an honorary
adjunct professor and I'm the entrepreneur in residence at the University of
Queensland and I do a lot of speaking there and I've done gradua.on
speeches there. I do a lot of stuﬀ with students there, mentoring and
otherwise, that I feel really good about.
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I try to ins.ll in them just the basic concept that you can go and work
for yourself. CarAdvice was the 17th business I started, as you would know
from the previous podcast, so I have failed a lot and I just try and get these
people to understand that in case you fail, you can keep going because you
are only ever one step away from success aVer a failure. It's a journey and
you've got to con.nue to strive for it, but in those same lectures, I always talk
about how the reason startup is successful is because it's not stuck in a
corporate bureaucracy of red tape. It's not stuck in this environment where all
you do is do management reports and board mee.ngs and mee.ngs about
mee.ngs and plans about plans, literally plans about plans.
That's what I'm doing. I'm not even making that up. I'm doing plans
about plans and it just blows my mind and in all seriousness, at the last
lecture I did at the university, I actually stopped myself for about ﬁve seconds
while I as talking about this and I had this weird self-realiza.on, like when I
realized I was fat. Well, I realized that's what I'm doing now. What I'm saying
to these people not to do is what I am currently doing and I smiled and
con.nued with the lecture and I decided at that point that I was going to
resign and leave.
And I'm doing it with the best people, so the people that I started the
business with are coming with me and I feel like it's a ﬁkng end to what has
been an incredible 13 years of my life. It's the longest rela.onship I've ever
had with anything, except for my parents obviously, but it's a part of me that
feels really sad to walk out that door and that'll be quite soon when I do walk
out that door and that'll be the last .me.
I guess you got to change, right? You got to move. You've got to move
on to new things and I'm going to be back in auto and I'm going to do
something in that space in due .me.
YARO: A startup, I'm assuming?
ALBORZ: Absolutely. Yeah, that's what I know how to do best. I've got to
focus on what I know how to do best, man. I've got to do ... I've done a lot of
startups in my .me and when I look at them retrospec.vely, a lot of them
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actually worked. I just didn't know how to make money from them, in terms
of audience, in terms of gekng aTen.on, in terms of taking oﬀ. A lot of the
stuﬀ I've done in the past, I've actually done quite well. I just never made
money from them, so I've learned a lot of that now. I've learned a lot of that
mone.za.on ability and I've also met a lot of people that know how to do
beTer than me, and I don't have to spend 10 years to do something that I
could do in two or three, so my aim is basically go out there and start again
and with the energy that I know can exist with the same vibrance, with the
right people.
I'm really excited. The thought of it really excites me and I'm sort of
pacing around the room as I'm talking about it right now because that's what
gets my blood going, the idea of doing it again, having the control, having the
ability to make the right decisions in ﬁve minutes, not ﬁve months. That
sounds ridiculous, but that's what I'm stuck with at the moment.
YARO: I can totally understand. Are you planning on going back into the
media side of automo.ve or are you ...?
ALBORZ: Oh, absolutely. Absolutely. That's what I know best. That's what
people know me best for and I'm ... Like I think you said prior, before we
started recording, it's top gear at the Grand Tour, except hopefully less shit.
That's what it is. Just face it. Yeah, go on.
YARO: It does seem kind of strange though, you're going to start up another
car magazine type business and con.nue the same thing, but just as the
owner compe.ng against your previous company? Is that possibly [crosstalk
01:39:27]?
ALBORZ: It's possibly what might happen. It's going to have a slant on it. It's
not going be exactly the same. It's going to be new ideas, new concepts, new
abili.es, a fresh energy, a fresh approach to things that suit 2019, rather than
2006, which is where those ideas came from, so taking on board ... like
CarAdvice, I men.oned before, we never really took on board the social
aspect of content, because that wasn't our core skillset. Obviously, since
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2006 to now, the social aspect's changed substan.ally, so there's a lot of stuﬀ
being driven now by social media that we just never really exploited.
I'm not saying we're going to go down the path of a social media car
business but there's a lot more that we can do that we just don't do at
CarAdvice because much in the same way, that a company that started life as
a print company really struggles to go online, I think an online company that
started as its focus in a certain way about SEO and structuring of things like
that really struggles and I felt like CarAdvice has struggled to evolve from
where it is today to where it needs to be and that doesn't mean that he won't
do it.
I just don't feel like he can do it. I can help him do it, so I just want to go
out there. I just want to start again. That's what I do, man. I call myself an
entrepreneur, much like yourself, and I feel like I'll be living a lie if I didn't have
some entrepreneurial abili.es to go back out there and start my 18th
business, which actually it's not true. My 18th business is WatchAdvice.
That's going really well. We started that about a year ago.
YARO: Oh, it started, did it? You were talking about that forever.
ALBORZ: Yeah, man, it's up and running! I've got Watch System Review.
They've sent me stuﬀ now. It's amazing.
YARO: Oh.
ALBORZ: It literally took oﬀ and it took oﬀ because a lot of people knew
CarAdvice and obviously knew I was associated with this so there's an
element of trust from the watch companies immediately because watches
and cars go well together, but also, the formula was simple, which basically
replaced the cars with watches. Obviously, it's very diﬀerent to review a
watch to a car, but it's a similar angle and there's no compe..on in that
space, legi.mate compe..on in that space so the adver.sing poten.al is also
quite large and it's not going be nearly as big as CarAdvice, but it's a business
that is again, driven by a friend of mine who is passionate about watches and
I know he's going to make it a success.
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YARO: Are you co-founder, or ...?
ALBORZ: Yeah, we're 50/50 on it, so ...
YARO: What are you doing for it?
ALBORZ: All the business side of it, in terms of understanding the technical
side, the commercializa.on side, the ad-traﬃcking side, all that stuﬀ, all the
things I've learned from CarAdvice I'm bringing onto that, plus also the
passion and the drive to make sure we've got daily content. I'm also inves.ng
in it, obviously. There's a lot there. I really want to use the skills I've learned
for the last 13 years going forward for my own beneﬁt now, because I'm not a
very good employee. I'm a great ... If I have shares in a company, I feel very
diﬀerent about it. When it's just a paycheck and there's nothing else, it
doesn't feel right. I don't have the same energy and I want to feel mo.vated
and I think for me to feel mo.vated is I need to own the company or own
part of the company.
YARO: Totally understand and agree. Is it WatchAdvice.com? Did you get that
domain?
ALBORZ: Yeah, it's .com, which goes to .au, yes.
YARO: Okay. Cool. I'll have to check it out.
ALBORZ: Yeah.
YARO: Alborz, a few more ques.ons then we're going to be done because
this is epic and long, so for those who are s.ll with us, this is great.
I am curious, just because I think everyone loves to know about the
cars you own, so obviously a car ... You're a car aﬁcionado who got a lot of
money, who can now buy the cars that you used to own and be able to have
for that review period. I know you bought Aston Mar.n when it wasn't the
best .me to do so, but then you got a lot of money in your bank account, so
you must've been very tempted to suddenly go buy every car you liked.
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So how did that ... I know you have a Ferrari, you already said, so what
does your garage look like right now?
ALBORZ: Yeah, I'm actually ... My wife has banned me from buying cars at
the moment because we're building a house with a 14-car garage.
YARO: Okay.
ALBORZ: Yeah, so we're building a house with a 14-car garage and I'm
wai.ng for that to ﬁnish because I've got ﬁve cars at the moment and they're
all in storage and it's kind of depressing because where I live at the moment is
the same house we've had for ... ah, would've been six years and I've got a
carport, so I've got a single carport garage and it's not somewhere you'd leave
a Ferrari or leave the Aston, although the Aston's here at the moment.
I have been banned from cars, but that hasn't stopped me from buying
the ﬁve that I've got at the moment.
YARO: Which are?
ALBORZ: So you got the Aston Mar.n, which is a Vantage N400, which is
quite a rare car, in that Carousel orange, like I said before. I've got a Ferrari
458 Speciale, which again, is a very rare car. I'm a driving enthusiast as well as
a car enthusiast, so I've sort of went around and bought cars that are not only
good investments, but also cars that I thoroughly enjoy and these are the best
last pieces of modern automo.ve before the emission regula.ons changed in
2016 and became really strict and cars all went turbo and all had to save fuel
and stuﬀ like that, which I know is great for the planet, but I love a car that's
loud and burns fuel and makes a lot of noise in the process.
I've got a SLS, a Mercedes Gullwing, which the doors go up, a very
classic car. That was my wedding car. I remember Mercedes gave me that car
for my wedding to have in the photos and I bought it for my wife on our
wedding anniversary, which I thought was quite a roman.c thing to do.
YARO: For you.
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ALBORZ: Which was a great way to buy a car because how can you be angry
at me buying a car for your anniversary, but come on honey, that's ridiculous!
I bought this for you! Anyway, I drive it. I had a Lotus, which I don't anymore,
so I had a Lotus for track, which [inaudible 01:45:32] anymore. We have our
Jag and I've got a few cars on order. I've got a AMG GTR Black series that's
coming and I'm ac.vely sourcing a Lamborghini at the moment that should be
only a few weeks away. Look, I did this for a love of cars and I would feel
hypocri.cal if I didn't at least have some that I love and my kids ... I've got
almost eight and almost ﬁve year old and they will know more about cars than
I reckon most of the people listening to this.
They're as car obsessed as I am and even more so. Their love of cars
has been through growing up in this family because they've been born into
having diﬀerent cars come through the house every week and it's quite
funny. I tell the story to people and they think I'm a terrible parent, but we
took them to a party recently at the Kindy where I drove one of them in the
Ferrari and my wife drove the other one in the Aston and on the way back,
outside the Kindy in front of all the other parents, they were having a full on
tantrum ﬁght about who gets to go in the Ferrari and who gets to go in the
Aston and I'm sikng there and all of the other parents are gekng in their
Nissans or whatever and going home and I'm like "All right. This is so
embarrassing. I am so embarrassed by what is happening here", but for those
kids, it wasn't about money or anything like that. It was just that they loved
cars.
YARO: Are you sure?
ALBORZ: I hope so. I hope so, man. A few of my friends say to me, "Oh, you
know you can't have these cars around. Your kids will grow up thinking ..."
YARO: Yeah, that's normal.
ALBORZ: It's normal and I'm like "Well, I grew up with my parents who had a
Toyota Corolla where you had to hold it in reverse, otherwise it'd pop out." I
s.ll grew up, loved cars and had some mo.va.on, so I've just got to ins.ll
that sense of mo.va.on and determina.on in my kids, so that they don't rely
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on them ... on whatever they think they're going to rely, so I don't intend to
give them any money, so I hope they can make it in life.
YARO: Are you going to buy them a car, if the 16 year old son wants a
Lamborghini are you going to say yes?
ALBORZ: Absolutely not.
YARO: Does he get to use yours?
ALBORZ: Absolutely not. No. No. Not a chance. My eight year old go-carts.
We bought him a go-cart. It's not a cheap process. He loves racing. He loves
go-car.ng, so a part of me hopes to get into a bit of motor sport and stuﬀ like
that. For me, as a dad, is very diﬀerent to me as a business man. I'm like a soV
... my wife says to me that I'm like a friend rather than the parent because I
never discipline, but I just ... with me and my kids, I'm a complete pushover,
but when it comes to stuﬀ like that, I really hope that I can ins.ll in my kids a
sense of entrepreneurship, and a determina.on to go out in life and do what
they love rather than anything else.
That's the best giV I think any parent could ever give their child, to go
out there and give it a go and not fear failure, or even if they fail, to keep
going. My parents were never businessly minded. They're both academics.
They both have PhD's from university, so smart people, but I think book
smart I suppose would be the way to put it, but I was fortunate enough that I
fell into this through my love of technology, that I started a business
inadvertently, not realizing I've started a business back when I was 12 and
started earning money from adver.sing, back when [inaudible 01:49:06]
when that was, and was the ﬁrst .me I ever made money.
The check arrived in the mail, and I thought "Oh. That's weird. I made
money from something. I didn't realize you could make money from that." As I
said, I literally fell in to it and it opened my mind to the concept of I don't
have to work for anyone, and it also really helped ... This probably I
men.oned this in the ﬁrst podcast, but it really helped that I went for a job at
a supermarket, and they told me I didn't have the personality. I was like "What
the fuck does that mean? I am just checking out things from the
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supermarket." Those moments in .me, like liTle forks in the road, really had
big impacts on me as a young person, that I thought "Well, if I'm not good
enough to work for Woolworths, I'll go and do my own thing." That sounds
completely stupid, but whoever didn't hire me was probably the best
inﬂuence on my life indirectly.
I wouldn't even know who they were now, or they wouldn't even know
their impact existed, but liTle things like that really set me in diﬀerent
direc.ons. This is how I ended up here.
YARO: Okay Alborz. That's a preTy good note to end the interview on, but I
do have one last ques.on. There's going to be listening here and I think it's
fair to say you are the one percent of the one percent in terms of
entrepreneurs as well, gekng this kind of outcome and even what you just
said hints as there's an aspect of personality that drives this and there's an
aspect I'm sure you'd agree of luck in .ming that drives this as well.
Like you said, technology emerging, you happened to like automo.ve, a
very ﬁnancially lucra.ve industry, but if someone is listening to this and
they're going "I want to also be the one percent of one percent entrepreneur",
what ... now especially in hindsight with all these years that have passed and
the exit is completed and you're about to leave that role as well, and star.ng
another startup so you're taking this knowledge in with the next company
you're going to start, what do you now know is the most important thing or
things to do to try and get that one percent of one percent result from a
company?
ALBORZ: It's a very good ques.on and I think it needs to be thought about a
liTle bit more deeply in a sense that yes, there is deﬁnitely an element of luck.
Yes, there's deﬁnitely an element of .ming and emersion technologies, but
like I said, CarAdvice was the 17th aTempt at a business forming, so whatever
terrible luck I've had in the last 16 or whatever, eventually, the concept of
making your own luck, if you try diﬀerent things or try something long
enough and never give up and always persevere, you will feel lucky because
one thing will work and people will go "Oh, that was lucky". It's like well, no
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because the other 16 weren't lucky. They didn't have luck. They didn't have
the right combina.on of .ming and all the other factors.
The one thing I will say, is if you never give up, if you keep going, you
will eventually feel lucky because you will eventually succeed and success
really is always just one single step away from a complete and uTer failure
and the people that I've always found and all the people that I know now that
have been hugely successful, that are completely self-made, whether I've met
through my networks or whatever, all of these people have had enormous
amount of failure in life. They have had ... You never hear about it. In all that
press that I ever got about the sale of this business, not one person
men.oned all the struggle and all the 10 years of my life that went into
CarAdvice, where I basically had no friends. I never went out partying. I never
did anything.
I think you've talked about this yourself, Yaro. I missed 10 years of my
life. I didn't do much. I didn't travel. I didn't travel for fun. I didn't have all
these friends to go out with and partying. I didn't have mul.ple girlfriends.
None of that stuﬀ occurred for me so there was a lot of sacriﬁce that went
into building this, so luck is all well and good, but ul.mately, man, if you want
something bad enough, if you want to be successful, if you want to be the
one percent of one percent, you just got to go out there and do it and if you
fail, you just got to keep going. You got to do it again and you got to do it
again, and you got to do it again because if you keep doing it enough,
eventually you will succeed.
It's just mathema.cs at the end of the day. If you don't give up, you will
eventually succeed, but I think you have to have that emo.onal and that
personal character of being driven enough to be able to be beaten down by
failure and get up again and keep going and I think that's probably been my
strongest asset. I'm not the smartest guy out there. By all means, I think most
of the staﬀ that worked at CarAdvice would have a higher IQ than me, but
the one thing I will say about myself and not in a boassul way is that I'm
preTy determined and I'm really stubborn so I will not give up on something
really easily and you can ask my wife. I'm extremely stubborn.
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If I get it in my head that I'm going to do something, I'll do it and I won't
give up, but it was the same thing with losing weight. Once I set myself a
goal, I just lost weight. It was no bullshit. It was just like okay, I'm going to lose
this weight now and I lost 20 kilos in nine months and that was good and I
was like okay, I've reached my goal now. Back to something else. I just think
about things that way. I'm preTy goal orientated, but also, it comes from
inside, from my personality trait, that I don't like to set a goal and then not
give it a go. I don't mind if I fail.
I've long ago, long ago been okay with fear of failure. I was never good
at school. I was never good at ... like you, I suppose, I was never the popular
kid at school, so the fear of failure is ... I've dealt with that. I'm not one of
those kids that was good at sport or all that sort of stuﬀ, so I'm okay with
failing, but I'm also just equally okay with gekng up and keep going.
YARO: Okay, Alborz, I don't know what websites to shout out for you now.
What do we say? What do you want to tell people to go to ﬁnd out more
about you?
ALBORZ: Honestly, if you want to have a daily look into what I do for life, just
follow me on Instagram, because I post about 10 stories a day of everything I
do, and that's probably the best way and I also only really respond to people
on Facebook and Instagram because I just haven't checked my emails for a
couple years, so best to do is just my name on Instagram. Look it up. Follow
me.
YARO: You know I have a startup. I think I've told you this before that clears
your inbox for you and has a human being who does that. I know we've talked
about this [crosstalk 01:55:19].
ALBORZ: I know, but a human being has to read my emails. I guess that's
beTer than no human being reading my emails.
YARO: Yeah. Anyway. We'll talk about that oﬀ-air. Alborz, thank you for ... I
think you've got the record now, the longest podcast I've had on the show, so
I really appreciate the background, the detail, everything that you shared with
us. Really inspiring and just really interes.ng from obviously as a friend of
61

yours, seeing you go through at least part of that when I lived in Australia, but
not seeing so much of it too because there is so much going on behind the
scenes with CEO's dying, fundraising, appearing like you're rich but you're
really not, and then being excep.onally wealthy, all these ups and downs, so
the story's fantas.c and I can't wait to read the book, so I'm looking forward
to that gekng out there, too.
ALBORZ: Yeah, thanks Yaro and hopefully we can do another one in a decade
about the next business, so ...
YARO: Deﬁnitely. Deﬁnitely. Hopefully, it'll work out. Love to be investor
again, too, so you know.
ALBORZ: Maybe get on a bit earlier this .me, yeah.
YARO: Well, let's have a chat about that right now. We'll go oﬀ air. All right,
thanks, Al.
ALBORZ: All right. Thanks for listening.
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WHAT COULD YOU BE DOING
INSTEAD OF EMAILS?
Your email done for you by a real human!
Email sucks your .me, yet so many entrepreneurs, authors, speakers,
consultants and working professionals manage their email all by themselves.
At InboxDone.com we provide you with a dedicated email manager, a human
being with English as a ﬁrst language, who will custom build and operate a
system to reply, ﬁlter and follow-up all your emails based 100% on your
preferences.
We are email specialists -- that's all we do.
For more details and to apply for your own email inbox email manager, go
to: www.inboxdone.com
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