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YARO: Hey, this is Yaro and thanks for joining me today. I have an interes8ng 
guest on the podcast who is going to share hopefully both some insight into a 
business that's done $20 million in revenue over eight years in the test 
prepara8on space, which is really interes8ng. Also, my guest today appeared 
on Shark Tank and did a deal with Mark Cuban. I've just watched the video of 
that episode with my guest appearing. I have to say it was probably the 
quickest deal I've ever seen done on any of the Shark Tanks I've seen. That 
was impressive in itself. I'd like to just welcome Shaan Patel. Thank you for 
joining me today. 

SHAAN: Thanks so much Yaro for that introduc8on. Yeah, it's a pleasure to be 
here and excited to share some insights with listeners and just have a fun 
conversa8on.  

YARO: Your background story I obviously gained a liKle bit from the Shark 
Tank piece. Your mother and father were immigrants from India to the states 
and then landed in Vegas and started a motel. I'm guessing for you as a young 
guy, that was a very entrepreneurial upbringing, you must have experienced 
just seeing your parents try and get a business off the ground. Is that preKy 
accurate? 

SHAAN: 100%. I think, a lot of my entrepreneurial spirit has come from my 
upbringing. As you said, my parents came to the United States in the '80s aSer 
immigra8ng from India, they really had nothing to start with. My parents 
always tell me, they only had about $70 and they worked odd jobs, everything 
from fast food restaurants to call centers. When my parents finally saved up 
enough money, instead of buying a house, what they decided to do was 
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actually a very smart decision, which was to buy a budget motel a small 23 
room motel, and our family lived there. Instead of a house, which you have to 
pay a mortgage on over 30 years and a loan et cetera. This motel would 
essen8ally generate revenue.  

Even as a young child, I would be ren8ng out rooms to customers and helping 
with the motel work. Eventually, my dad purchased a gas sta8on right next to 
the motel, and I would work at the gas sta8on, everything from stocking, food 
and drinks to mopping the floors. I really got an insight into how to run a 
business, how to make it profitable cut costs. These were small businesses, 
motels and gas sta8ons that they owned, but I think that was my earliest 
exposure to entrepreneurship. Very, very important I think that kids that are 
exposed to entrepreneurship even just the act of selling and cuZng costs can 
really have a big impact for you later on to become a successful adult 
entrepreneur.  

YARO: I'm curious you as a child being I won't say forced to clean the gas 
sta8on and work in the motel. I can imagine myself in that situa8on I might be 
upset but I have to do that job. No doubt just because your family not geZng 
paid or anything like that. What was your feeling if you remember back at that 
8me when you maybe obviously, might have been wan8ng to support your 
family, but were you also feeling like, "I got to break free from this." Maybe 
even taking some I won't say necessary wishing to copy your parents. Maybe 
spoZng what they were doing well versus what you thought they might not 
be doing that well, which then impacted your entrepreneurial career when you 
became an adult? 

SHAAN: You know what's interes8ng is they actually did "pay me", I wasn't on 
payroll, but they would give me $5 an hour or something. It was something so 
small but I loved it. I thought it was so rich. I was 10 years old and making five 
bucks and I could go buy whatever I wanted with the money if I worked long 
enough hours. I think one of the big things I learned from that is just having 
employees is so, so important to running a successful business because you're 
able to have other people run the day to day and expand the limited number 
of hours that you have as one person. You only have 24 hours in a day, but if 
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you start hiring people, you can really mul8ply the produc8vity and mul8ply 
the success that you can have with any business. 

YARO: Take us forward, Shaan, you obviously grew up in that environment. 
Now, I know in my case, when I reached, graduated from school, I wasn't 
looking to get a job, I was hopefully going to find a way to be financially 
independent. I had no clue of how I was going to do that. It sounds like 
reading your background and even the fact that you got into this prepara8on 
world, you were very academic from a young age. Were you actually planning 
on maybe even becoming a university professor or certainly geZng a job aSer 
university and following that tradi8onal career path because all of that's very 
non entrepreneurial. If you look at it just from the, a good student studying 
side of the fence. 

SHAAN: Yeah, absolutely. I think that's a very interes8ng point that you bring 
up which is, a lot of people don't think that good students can be good 
entrepreneurs. That is the case you always hear the stories of the Bill Gates 
and the Mark Zuckerberg, who dropped out of college and started billion 
dollar companies and a lot of people equate and actually not the best students 
of being the best entrepreneurs. What was interes8ng growing up is my 
parents again, I have to credit them not only for my entrepreneurial spirit, but 
also my educa8onal spirit.  

 They really ins8lled in me a value of educa8on very early on, which is 
why I did so well in school. One aKribute or one trait that I think is super 
important to share with listeners and to share with anyone who wants to be 
successful is whether you want to be a successful student, or you want to be 
a successful entrepreneur, the most important trait or the most important 
secret that you can have is self control.  

 There was a famous Stanford marshmallow experiment done in the '70s, 
where they essen8ally, they put these five year old children in a room with the 
marshmallow. It was just one child at a 8me and they would tell the child, 
"Well, you can have this marshmallow now, or you can wait 15 minutes. If you 
wait 15 minutes and don't eat the marshmallow, then we'll give you a second 
marshmallow." What they were doing was tes8ng these children on how much 

�4



self control they had, how much they could delay the gra8fica8on of ea8ng 
that Marshmallow, in order to be rewarded later.  

 What was so interes8ng about the study was that they follow these kids 
20, 30 years later, and the one third about 33% That didn't eat the 
marshmallow immediately. Those one third of those children, the hundreds of 
kids they tested, were more successful on so many different life measures. 
They got higher test scores, they were more healthy, they were more popular, 
they earn higher salaries. One thing that I will say is that the thing that does 
equate good students and good entrepreneurs is as a student, you have to be 
able to have enough self control to put away the Facebook, the Snapchat, the 
Instagram, et cetera, and study.  

 It's the same thing for an entrepreneur. For an entrepreneur to be 
successful, you also have to have a lot of self control, to maybe not take that 
job immediately, and work on your business or not go out every night of the 
week with your friends and work on your business, et cetera. I think no maKer 
what, if you want to be successful, the biggest thing that you can have is self 
control.  

YARO: What was your plan though, going into your studies, did you expect to 
graduate and then get a job? 

SHAAN: Absolutely. Yeah. I mean, I think that was always the plan, which was 
to go to a great university. My parents, one of the biggest reasons I think that I 
studied so much and studied so hard was in the States it's very, very 
expensive to go to college. Some of these colleges now cost $200,000 for a 
four year degree. I wanted to get scholarships. By doing well on my tes8ng 
and in school, I would be able to get scholarships and go to a great university, 
get a job, et cetera. The plan was actually never to be a test prep entrepreneur 
I actually just stumbled upon that. 

YARO: Now when you say you stumbled upon, you can take us through this 
process. You were in University studying now, I know from and of course, I'm 
going to include a link to your Shark Tank appearance because there's a bit of 
background info about you there. Based on that, it sounds like you very 
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heavily relied on your SAT score. Now I grew up in Australia and we don't have 
an SAT score. I'm not as familiar with that other than having seen it on so 
many American TV show as people study for their ASTs.  

 Can you maybe give us, we'll connect the story in the sense that you're 
studying and you want to go to a beKer school, but you didn't have the SAT 
score to do that ini8ally. Is that right? 

SHAAN: Yeah, yeah. In the United States, basically you take the SAT to go to 
university from high school, and the beKer your score, the beKer 
opportuni8es, you have to go to a beKer University, get scholarships to 
essen8ally pay for that university. For me when I was in high school, I was able 
to basically on my original SAT, you can take it mul8ple 8mes. The first 8me I 
took it, I only got around average, I didn't do that well. Then I spent hundreds 
of hours studying for the exam. I was able to raise my SAT score to get a 
perfect score, which is very, very rare about point 0.02% of all students are 
able to achieve a perfect score. 

 That totally changed my life in my opportuni8es. I was able to go to 
terrific universi8es, I won, a quarter million dollars in university scholarships. I 
even got to meet the President of the United States. My life had completely 
changed because of this one exam, that's so, so important in the United 
States, that when I got to university. That's when the light bulb went off in my 
head, which was, how can I help other students change their lives by changing 
their exam scores the way that I did? That's really where the idea started to 
come about, about my company Prep Expert. The original goal was just my 
own academic success not necessarily to start a business. 

YARO: Is it safe to say you hacked the study prep for this exam? Like you 
were doing some form of studying that hadn't been done before? Or you just 
working way more hours than the average student did? 

SHAAN: I would say both. I would say both, I was in the library oSen8mes for 
an en8re summer 8:00am to 8:00pm. When they open to when they close 
studying, and I was working more hours and I was studying, I was developing 
my own strategies, different ways to solve math problems, different templates 
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to write essays, et cetera. I obviously thought it was innova8ve, and what I 
originally wanted actually, which was so interes8ng was, I never planned to 
start a business or be an entrepreneur, what I wanted to do is I was like, 
"Okay, I improved my score so much that I now want to help other students 
do it. What's the best way to do that? Well, I should write a book, why not? I 
could be the first perfect score student to write a SAT prepara8on book or 
manual to help other students improve their scores." 

 Now, this was back in 2010, when self publishing wasn't as big of a 
thing as it is now. I went to every major publisher in the United States, and I 
pitched this book proposal about this SAT prepara8on book that I wanted to 
write. I pitched it to 100 literary agents and publishers, and every single one 
rejected me. They all said, "I don't have a plaform to write the book." They 
said that the SAT test prepara8on market is too compe88ve. One publisher 
even said that I wasn't a good writer and he didn't find my persona very 
engaging. I found that very hurful to my ego and my mission. 

 I got very, very discouraged, but when life gives you plan A which is, I 
could have just kept hoping that some agent or some publisher gives me a 
book deal and life gives you plan B, which is to give up on this liKle pipe 
dream that I have. I think that's when entrepreneurs really need to make plans 
C. I made a plan C, which was I said, "Hey, I've wriKen hundreds of pages of 
material. Why don't I package that into a SAT prepara8on course for students? 
I'll do it on my own. I'll teach it, and we'll see how it works. We'll go from 
there." That's really how the business was born. It was really born out of 
rejec8on, for not geZng a book deal. 

YARO: So many good businesses are born from rejec8on, they got to prove 
everyone wrong. I'm curious though, you obviously must have had your 
confidence hit a liKle bit in the sense that you're facing these rejec8ons, but 
then you decide to teach a course and deliver your material. Were you just 
thinking, "Let's see if I can get a few students into a room with me in Vegas 
where you were grew up, and hopefully they will improve their SAT scores 
from what I teach them?" Was that the basic plan? 
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SHAAN: Exactly. That was the whole plan. I had no idea whether it was going 
to work or not, as many entrepreneurs don't, when they're first star8ng out, 
you just have to. I think that's what oSen separates successful entrepreneurs 
from unsuccessful ones, which is you have to just take the leap of faith and 
put something out there. Whether it's a product or service and see whether 
people receive it well or not. I did that, I was like, "I'll teach." The plan was 
actually just to teach one course, I was like, "This isn't really going to be a full 
8me thing, or this isn't going to be a long term plan. I've already wriKen all this 
stuff, it wouldn't be very difficult to at least just teach one course to see how 
it goes." 

 It was really, really difficult to get the first few students to sign up for 
the first course because obviously, this was my first 8me doing this and no 
one really knew who I was. I was able to get about 18 kids into the first. 

YARO: How did you do that?  

SHAAN: Yeah, that's a great ques8on. Because, as every entrepreneur knows 
when you're first star8ng out- 

YARO: The hardest customer to get that first one. 

SHAAN: Is the first one. Yeah, it took me literally months just to get one 
customer to sign up. I didn't know what I was doing with my marke8ng. I 
printed flyers, I went and flyer different high schools and talk to counselors 
and I went to schools and told them about my program gave them brochure 
material. None of that worked. I bought newspaper adver8sements that didn't 
work. Finally, I think there were two things that really worked, which was one 
was again, this was 2010, 2011 now was Search Engine Op8miza8on. 

 I hired a firm in Vegas that specialized in Search Engine Op8miza8on. 
They were able to essen8ally game the Google algorithm preKy well, because 
it was back before Google was sophis8cated, like it is today. We were able to 
rank number one or in the top few spots for Las Vegas SAT prep, or Las Vegas 
SAT prepara8on courses preKy quickly. Obviously, parents that were searching 
for courses for the exam would see my website and that was a great source of 
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students that way with Search Engine Op8miza8on, a liKle bit harder to do 
today than it was back then.  

 Then the second one was exactly what we're what I s8ll do today with 
podcast interviews and basically media and even what Shark Tank was, which 
was media. What I did was I pitched my... I didn't pitch my business, but I 
pitched like I could do a segment on SAT prepara8on 8ps for students and 
parents and I pitched that to a bunch of local TV sta8ons in Las Vegas. One of 
them picked it up and obviously, TV sta8ons, the news have tens of 
thousands, some8mes hundreds of thousands of viewers. I pitched I did the 
segment for the TV show and that got me a lot of eyeballs and traffic for free. 
My advice to entrepreneurs who are looking to do some ini8al marke8ng is 
definitely PR and media is a great way to increase brand awareness and get 
customers for your business. 

 I think the number one thing to remember is the reporter or the media 
person that you're talking to doesn't really care about your business. You don't 
want to say, "Hey, I want to have you write an ar8cle or do an interview about 
my business." You want to give them an interes8ng story like before, 
something interes8ng for their readers. For me, I was giving 8ps for the exam, 
and that was interes8ng to the news anchor. If I had said, "I want to promote 
my business." They'd be like, "Hey, go talk to the adver8sing department." 

YARO: Yeah, right. I love the fact that you had one breakthrough result, you 
had that perfect SAT score, and I doubt you would have got the TV and media 
coverage if it wasn't for that one thing you did. That was impressive. That's 
your doorway in to that free exposure, is that fair to say?  

SHAAN: 100%. I mean, I think that wouldn't have been possible, I wouldn't 
have been able to get the media. You're so right, if I wasn't already an expert 
in the field that I was pitching the segment in. I think that's another important 
lesson, which is, you can't suddenly become an expert without having put the 
work in without having that breakthrough ini8ally. You can't start a business in 
an industry or a topic that you know nothing about, you have to put in that 
ini8al grunt work and those hundreds of hours learning working in that 
industry or topic that you're going to start a business in it. 
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 Because, I think it's so funny today when people hear buzzwords like 
Cryptocurrency or Ar8ficial Intelligence, and they want to start a business 
immediately, and I say, "Have you spent 1000 hours reading about this topic 
and become an expert? Because if you haven't, then you're probably not going 
to be very successful as an entrepreneur. If you enter an industry or business 
that you know nothing about." 

YARO: So true. I'm curious then you manage to fill a room with 18 students, 
I'm imagining you are brand new to just the basics, like how do I teach this and 
how do I price and charge Students for this figuring it out as you go, is that 
preKy accurate? 

SHAAN: 100%. It's so funny, I had no idea what I was doing. I had never 
taught a course before. I had never priced products and services of my own 
before. It was funny, the courses would be at night 8me aSer students were in 
school. During the day, I would actually finish crea8ng the curriculum or the 
coursework for the course at night. I had so many things to do as an 
entrepreneur, that it was like I was always doing things at the last second, not 
because I was being lazy, but it's because I just had so many... to run a 
business in this is when I had no employees and it was just myself to do every 
single part of a business takes an incredible amount of 8me, focus, effort, 
energy. Yeah, I was figuring out everything as I went, changing and reitera8ng 
curriculum, reitera8ng pricing, as I learned more, and as I taught more courses. 

YARO: Take us forward, then you get 18 people, and then you must have 
decided, "Okay, let's do this again." I'm guessing a room can only hold so many 
people you've got a cap there, but what was your thinking, I might pay if I do 
this once a week, and I charge every student $50 and I get 20 in a room, I've 
got myself a full 8me income here. Is that what you're thinking at the 8me? Or 
was it bigger than that? 

SHAAN: Yeah, like I said, at the beginning, I didn't think it was really going to 
be a full 8me income. I thought it would be something I could do on the side, I 
didn't think was going to be a huge business. ASer, those 18 kids in that first 
class went through the six weeks of the course, it was incredible to see their 
score improvements every week, their scores kept going up and up and up to 
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the point that their scores had improved. The SAT is out of 2400 points and 
so improve 400 points, which was incredible. It's equivalent to taking someone 
who's in the 50th percen8le to the 90th percen8le. It was a huge 
improvement. 

 What was so interes8ng is aSer that, first course, it was really easy to 
enroll parents because I had word of mouth now, which is the most powerful 
marke8ng machine in the world. Which was parents were telling other parents 
and students were telling other students about this great course that 
improved their scores so much. I had parents and students knocking down the 
door for more courses. That's when, like you said, I decided, I got to start 
doing more of these courses and preKy quickly, within a few months, I had 
more demand actually, than I had hours to teach the courses myself. I had to 
start hiring, I hired at least one in the beginning, another instructor who I 
trained to teach my curriculum, the way that I taught my courses. That's really 
how it got off the ground.  

YARO: Okay, so I'm curious, then I have to ask this ques8on. I don't want to 
turn this interview into how to prepare for the SATs. I am curious, what is it 
about what you teach, regarding, going from 50th to 90th percen8le? Maybe 
you can add to this 30 seconds reply, but I am curious what's unique about 
your teaching method or how you pass on your knowledge to get such a good 
result for your students? 

SHAAN: Yeah, absolutely. I think what's interes8ng about the 100 strategies 
that we teach in the Prep Expert courses is that they're not developed by like 
a PhD in mathema8cs, or a PhD in English like many other courses are 
developed. Which teach you the formal way to solve an algebra problem, or 
the formal way to solve a grammar ques8on. What I did was I said, "Forget all 
that. I'm going to teach students all these liKle ways to game the test to 
bypass things." For example, on the math sec8on, we teach them how to plug 
in answer choices in order to avoid doing any algebra at all. I'm saying forget 
the algebra, just do this to avoid the algebra. 

 On the wri8ng sec8on or on the grammar sec8on I'll teach them a 
simple rule, which is to avoid the word being in any answer choice they see 
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with the word being in it, to cross that out immediately. Why is that? Because, 
it avoids passive voice. It's so interes8ng that that works. Then on the essay, I 
give them a template to use that'll get them a perfect score on the essay 
every single 8me. There's all these like ways to game the test that work really 
well for students. I think that it was just really game changing for not only 
myself but also many students, now tens of thousands of students that have 
taken our courses that it's been reproducible. 

YARO: You're a real SAT hacker that's very interes8ng. 

SHAAN: Yeah, in a way, I guess you could call me a hacker. 

YARO: You passed on this hacking skill to another teacher. Then obviously, 
you faced that situa8on where, "I wonder if the teacher I taught can also get 
the result for the students." Is my system replicable with another teacher? 
Which I think I'm assuming in your mind is an entrepreneur you must have 
been thinking this is so important because it breaks me free from essen8ally I 
was a freelancer you were a freelance teacher, who then could become a 
business owner instead. Were you thinking that way at that point when you 
hired the first person? Or did that happen to you later on when you start 
looking at expanding beyond one teacher? 

SHAAN: 100%. I think this goes back to, I really believe your product is your 
marke8ng and word of mouth is so powerful. What it was so important for me 
was when I was hiring that first instructor is I've got to hire someone who is 
very knowledgeable, and a good teacher that can reproduce the results that 
we have with the curriculum. We s8ll have these very high standards to hire 
instructors at Prep Expert today, which is an instructor has to be able to score 
the 99th percen8le of the tests that they're teaching, so they have to be in 
the top 1%, really a master of the exam. On top of that, they have to have at 
least 100 hours of teaching experience, but usually it's closer to 1000 
because many are teachers themselves. 

 We have these high instruc8on standards, but on top of that, they have 
to be able to go through the curriculum, learn it and teach it, we audi8on, et 
cetera. Because, like you said, it's so, so important to deliver your product and 
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service in a reproducible and high quality way because if your product or your 
service begins to go down in quality, then so will your business. 

YARO: Okay. Take us forward then you hire your first person, they deliver the 
course. The results for the students, I'm assuming are just as good or close to 
it without you teaching that class. Are you facing a situa8on where you have 
more demand, then you have teachers. You've got that hockey s8ck growth 
curve, or was it more slow and steady? "I'll run a second class and a third class. 
I'll hire a second teacher and run a fourth class and a fiSh class." How did it 
expand and grow? 

SHAAN: Yeah, that's a great ques8on. It was slow and steady for a while in 
that, the teachers that I was hiring, they had plenty of 8me. They were able to 
take on more and more courses as we got more students. For the first, I would 
say 3, 4 years of business, it was just a small business in Las Vegas, similar to 
my dad's gas sta8on or my dad's motel. We just had local business. It was 
going well, we were actually doubling in revenue every year, which was 
awesome. I didn't do any marke8ng, other than you know that that ini8al PR 
media stuff. I wasn't paying for any marke8ng, we were doubling in revenue. I 
knew that it was just because parents and students were telling other parents 
and students and there's great word of mouth.  

 What really started to change the game was when we started online 
courses, because online freed us up from having to have that class, that 
physical classroom in one city. Now we could have students not only in Las 
Vegas, but in any other city in the United States and really from around the 
world. There are plenty of interna8onal students, we've even had students 
from Australia take our courses because now we have an online classroom to 
deliver the same curriculum through. 

YARO: You're speaking my language, having sold online courses for over a 
decade. I certainly know that space to a degree anyway. I'm curious when did 
Shark Tank into this picture? Was it before you switch to online or aSer? 

SHAAN: It was basically about it coincided almost around the same 8me. We 
started a liKle bit of online a few months before we went on Shark Tank, but 
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then we really expanded online aSer Shark Tank. You men8oned hockey s8ck 
growth and that that was really when we had Shark Tank in 2016 as we just 
had hockey s8ck demand and growth. 

YARO: Okay. Well, before we talk about the Shark Tank experience, can I just 
ask you to maybe explain the switch to digital or adding the digital 
component. Because obviously that is a different way to deliver training, in my 
world and a lot of the people I've coached were using our a WordPress 
plaform or even Thinkific or teachable, all these online course delivery 
soSware plaforms, and we're sending our emails using email auto responders. 
Did you enter that world and then just record some of your training and s8ck 
it in an online membership area and then sell that to students around the 
world? Or was it something different to that? 

SHAAN: Yeah, that's a great ques8on. In the test prepara8on market, I would 
say, there is the op8on to do what we call the self paced, or the pre recorded 
version of courses. I did record that and the ini8al plaform that we recorded 
and delivered that on was actually Thinkific and we s8ll use that today. That's 
the course of me teaching it, but it's completely pre recorded and just like 
many online courses out there, our students go through it at their own pace. 
For my course, it's like Neflix, but much more boring and dry. It's SAT at the 
end of the day or an exam at the end of the day. 

 What's actually much more popular and much more I think effec8ve in 
students cases is the live online course delivery method, where students meet 
with an instructor at a designated 8me to not only go through new curriculum, 
but review previous exams, ask ques8ons, et cetera. They meet for a few 
hours a week. The live online is much more plot popular because students get 
to work with an instructor directly and get that live feedback and instruc8on 
et cetera, just like you would in a tradi8onal classroom. What's interes8ng 
about test prepara8on is the consumer and the customer are different, 
meaning that the customer is the parent of the student and the consumer is 
the student. What's really interes8ng is the parent is oSen much older. This 
whole concept of online learning is very foreign to them. They really have 
grown up in a world where classes take place in a physical loca8on. There's 
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some educa8on on our part on how exactly online courses work in a virtual 
live online format.  

YARO: Yeah, that is unique to your world, isn't it? The person with the wallet 
and the credit card is not the person who actually consumes the product. That 
I can imagine as a problem on the other side too, with the customer, the 
student, only really there because, well, they probably want to improve their 
SAT score too. Ul8mately, the parent is the one who really wants them to do 
the work, and they're like, "This is more studying. I've to study how to study?" I 
can imagine, it's a hard pitch. 

SHAAN: Exactly. Yeah, you're hiZng totally on the nail. I'd say 10, 20% of the 
students are self mo8vated, and they want to be there. 80% It's mom and dad 
making them be there. We're s8ll able to get through to those students it's 
just a liKle bit more nudging that has to happen. 

YARO: Okay, so let's hit this Shark Tank story. Before you went on the show, 
what was the plan here? Were you thinking, "Let's get on there because we..." 
as I can imagine, there's only a few reasons you either just want the exposure 
just as a marke8ng PR plaform and or you want the exposure/exper8se of 
having a Shark for suppor8ng you, and giving you that advice and perhaps 
connec8ng you with plaforms to grow your market. Of course, there's the 
money as well the cash they give you to help you grow. What was you going 
for all three or what was the plan in your case to do this? Why did you do it? 

SHAAN: Yeah, absolutely. I think for me, I really believe in the 80/20 principle 
I've just talked about, and I'd say 80% of it was for the marke8ng exposure. In 
terms of America, I think Shark Tank is the most powerful marke8ng machine 
in the world. Shark Tank is, for those that don't know what Shark Tank is, it's 
essen8ally a reality TV show where entrepreneurs pitch their businesses, to 
very wealthy investors for an investment. It airs on Prime8me TV on a major 
network in the United States that 10 million people watch on Prime8me TV. 

 Basically, you get a free 10, 15 minute commercial for your business 
worth $10 million in adver8sing spend, because you appear on Shark Tank. I 
thought that would be amazing for us to be able to get that exposure. I'd say, 
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that's the main reason was the marke8ng exposure. Then the other 20% no 
doubt, I made the deal with Mark Cuban. We got the quarter million dollars, 
obviously the business advising of a billionaire like Mark Cuban as well as his 
team has been absolutely so helpful in growing the business strategically. 
Then on top of that, the quarter million dollar investment in the business has 
helped us hire great people to run the day to day and grow the business even 
faster. 

YARO: Your delivery on Shark Tank, which of course I'll include the video in 
this podcast show notes. When I watched that I see you come in you talk 
about how this unique individual who got a perfect score on the SATs and 
then you start teaching how to do that and you have a business. Now, you 
didn't talk about how many students you have, how much revenue you're 
currently doing. I'm sure you did, but it wasn't in the actual live episode it was 
probably edited out I'm guessing. Could you maybe just take us, I love the 
behind the scenes of all this and how much more went on beyond what we 
actually saw on that episode. 

SHAAN: Absolutely, yeah. Shark Tank is interes8ng so you're in the tank, I was 
probably in the tank for I was pitching those Sharks for about an hour and a 
half almost two hours.  

YARO: Wow.  

SHAAN: Yeah. In the edited down for TV to just 5, 10 minutes and they do 
that because they want to take out all of the boring stuff, aka the finance 
pieces, all of the real business stuff. They keep in the most drama8c parts, the 
most entertaining parts because it's good for TV. Of course, definitely before I 
shook hands for a quarter million dollars with Mark Cuban we discussed sales, 
we discussed marke8ng ini8a8ves, the industry et cetera.  

 I would say prior to Shark Tank the business was doing about... We had 
done, actually, for the business was in business for four years prior to going on 
Shark Tank, and we had done about a million dollars in revenue. Since airing 
on Shark Tank, Prep Expert has now done over $20 million in revenue. We 
talked about hockey s8ck growth, I mean, Shark Tank was the marke8ng 
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machine that helped launch us over the last three or four years into 20X 
growth from where we were at previously. 

YARO: I'm assuming that's because all these parents to watch this Shark Tank 
episode and they heard you say I got a perfect score my SATs and I teach this 
and they all said "Hey Johnny, or Sally get on there and we're going to enroll 
you in this course." They were across all of United States. Is that accurate? 

SHAAN: Yeah, exactly. Shark Tank is a very family oriented show, it actually 
worked out perfect for us, because families sit down and watch the show on 
Friday nights together. I'm sure all of those parents who are watching with 
their kids, and telling them, "All right, we're going to go on this website right 
now, and sign you up for a course." That's exactly what happened. It was 
incredible. I remember my emails and phone just buzzing off the hook at the 
8me of the airing because there were just millions of people watching the 
show. Then thousands of them were enrolling in courses. It was really... I 
mean, if you create courses, it's really an entrepreneur who creates courses 
dream come true.  

YARO: I can imagine, yeah. It's such a good target audience for you. A couple 
of ques8ons around this. How hard is it to actually get on Shark Tank in the 
first place? 

SHAAN: Absolutely, yeah. I men8oned geZng perfect SAT score how hard 
that is, that's point 0.02%. What's really funny is to get on Shark Tank, about 
50,000 entrepreneurs apply every year to be on the show, and about 100 or 
200 end up airing on TV, which is about point 0.02%. It's about just as hard to 
get on Shark Tank as it is to get a perfect SAT score. I'm preKy sure I'm the 
only entrepreneur who is able to do both. I'm extra. 

YARO: Double fame, yeah. How does it go? You just, send in a form and the 
producers say we like what you're saying?  

SHAAN: Yeah. The audi8on process, that's it. That's a whole another thing. It's 
really interes8ng, they basically hold different audi8ons in all the major ci8es 
across the United States. I went to the audi8on that was happening in New 
York City, I stood in line with over 500 other entrepreneurs. I'm very bad with 
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8mes I'm late to everything, I was the last person in line of course. I stood in 
line for nine hours outside for a one minute pitch to a cas8ng call producer. In 
that one minute pitch, I had prac8ced that one minute pitch. Again, I do a lot 
of prepara8on, if you have no8ced. I prac8ce that for dozens of hours for this 
one minute to try to impress this producer. It ended up working out and the 
producer passed me on to the next round, for which I had to do a video 
audi8on for. Then within a few months, it was a preKy quick process within 
two or three months they were flying me out to Los Angeles, and having me 
pitch the Sharks. Yes, that's how the process works.  

YARO: Because you're such a good hacker Shaan at what out you do, 
obviously and it's not just hacking. It's hard work. For those listening who are 
entrepreneurs who thinking, "I want to get on Shark Tank, I want this 
exposure." Is there anything besides lots of prac8ce? That is a hack for geZng 
on Shark Tank? 

SHAAN: Absolutely. One of the biggest things that I think really helped during 
my pitch my one minute was, again, two things that we talked about already, 
which is having the PR and media exposure. I had men8oned in my pitch like I 
had been in the New York Times The Huffington Post, some of these big 
media things. I think that really drove home the point to the cas8ng call 
producer like, "This entrepreneurs are already in major media outlets, so why 
not add Shark Tank to it?" GeZng PR and media is so, so important to the 
audience who want to be on Shark Tank, get other media exposure first. 

 Then establishing some type of authority in your field. Because I have a 
really funny story actually, is the cas8ng call producer while I was giving my 
one minute pitch to be on Shark Tank, his face was stone cold. He was not 
impressed at all. I was like, "We've done a million dollars in sales, and I've been 
in the New York Times." He was just not impressed. At the very end of my 
pitch, I pull out my SAT prepara8on book, and his eyes totally light up. He 
can't believe that I'm a published author, that my face is on the front of this 
book. He was like, "I'm going to give this book to my nephew." It was so funny 
how impressed he was that I was a published author. 
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 I knew I had men8oned, in the beginning of this interview that I didn't 
get a book deal. What was funny is, aSer McGraw-Hill, the world's largest 
educa8on publisher saw what I was doing with Prop Expert, they ended up 
giving me a book deal. That book went number one on Amazon for SAT 
prepara8on and sold tens of thousands of copies. That's what I brought with 
me to the Shark Tank audi8on. Everything came full circle the thing that I very 
first wanted when I started out and all of this, which was the book. I ended up 
being what basically got me on Shark Tank because the producer was 
impressed with it. 

YARO: Interes8ng, it's funny too. It's almost the fact that he had a nephew 
who was going to be studying for his SAT just gave him the personal 
connec8on to pay aKen8on. That's hard to predict, isn't it? You almost have to 
know something about the producer, which is next to impossible. In some 
areas if the luck but you just throw out all your best angles. "I've been on 
press." "I did something really special I got a perfect score." "I've got this book." 
If something grabs him, somebody grabs him. That's the hack almost. Would 
that be fair to say? 

SHAAN: Absolutely. Yeah, you have to hit it from different angles. Like you 
said, I men8oned press. I men8oned my breakthrough. I men8oned my million 
dollars in sales that I had done at that point. I men8oned the book. Then it 
was finally the one thing that really stuck was the book. I think what you have 
to do, as you men8oned, like we talked about you have to put in that hard 
work to get those breakthroughs, to get those early successes. Because if you 
just go on, and you audi8on for Shark Tank, and you're like, "I have this idea." 
They're just going to be like, "Well, what have you done? Have you started the 
business? Have you made any sales yet? Have you tried to get any PR and 
media?" If you're like, "No, no. I just think this Gizmo would be really cool." 
That you're not going to catch Shark Tank. 

YARO: On the other side of this Shark Tank story, you came on the show 
asking for 10% or giving away 10% of your company for 250,000 investment. 
Mark Cuban, offered 20% of your company taking over for that amount. You, I 
don't know if, at least in the liKle sample I saw you said yes straight away. 
There wasn't any other Sharks involved. They didn't have a chance to even 
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make an offer by the looks of what I was seeing and you went with him. Can 
you tell us what happens aSer all that? You s8ll have a due diligence process, 
I'm assuming and then the deal gets done. Do you see this money drop into 
your bank account? Do you get to sit down with Mark or speak to him on the 
phone on a regular basis? How does it all progress?  

SHAAN: Yeah, absolutely. Yeah, exactly. There is a due diligence process, it 
took about three or four months for the lawyers on both sides to go through 
all the accoun8ng, the business licensing, et cetera. To get the deal done, once 
the deal gets done, the money is... Yeah, it's wired in your business bank 
account, and you're free to use it at your discre8on. Of course, I used it for 
like I said hiring employees, beKer digital marketers, beKer web designers and 
developers and as well as some marke8ng money. 

 Then in terms of working with Mark Cuban, we email on a weekly basis. 
Mark has over 100 investments, he doesn't really do phone calls. He is 
available for in person mee8ngs, as well as different events by requests. 
What's really cool is I'm able to text or email him at any 8me of the day. I'd say 
90% of the 8me he replies within 5, 10 minutes. I mean, he's really good 
about responding to emails. I work with mark on a weekly basis, gives me 
advice and puts me in touch with different people either on his team or 
otherwise. It's just been an incredible dream come true. 

YARO: What's the expecta8on for Mark and for you? Is it that you're going to 
exit or float on the stock market and then obviously, Mark will be able to take 
a return on his investment in you and your business. 

SHAAN: Yeah. What's been really awesome about the business so far is that 
we've been profitable, and we've actually been able to repay our investment 
back to Mark just through distribu8ons from the profits to Mark and as well as 
the other owner, which would be me. That's been really great in the 
profitability of the business. In terms of where we're taking the business next 
is we're con8nuing to expand into other exams, graduate level exams. We're 
doing new educa8onal courses, not only for high school students, but for 
college students or university students, younger students and doing different 
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admissions, consul8ng and private tutoring op8ons. We're really expanding our 
product lines from just SAT prepara8on courses.  

 If the right offer for acquisi8on comes at some point, I would certainly 
entertain it but because the business is growing and profitable, there's no 
reason for me to want to exit something that I love and that's helping tens of 
thousands of people. I mean, my favorite part of the business is geZng the 
emails from the parents and the students about, "Oh my god, my student got 
into this dream university or they got $100,000 in university scholarships, et 
cetera." Those are the best emails we love to see and really changing people's 
lives.  

YARO: That must be very sa8sfying and I didn't realize it was like, it's just 
good old fashioned dividends from profits that can pay back a Shark. That's 
nice and simple. He's probably happy to keep geZng more dividends as you 
keep making more profit.  

SHAAN: Yeah, I'd say it's one of his beKer Shark Tank investments. I think he's 
been very pleased with me, I think that's good.  

YARO: That's great. I can hear that you're s8ll involved with the company, 
what else are you doing? I know you've got another book, and you've got 
another company I think about on marke8ng, a marke8ng agency. What are 
you working on now Shaan? Maybe what's the day in the life of you? Because 
I'm assuming, you're not standing in those classrooms delivering training 
anymore, but how do you live your life? 

SHAAN: Yeah. Now for Prep Expert, I really do oversee overall produc8vity 
management and strategy so I don't run the day to day opera8ons. I've got a 
great team of employees that does everything from the sales to customer 
service. We've got an awesome team of instructors that's really good at 
teaching the courses well, based on the curriculum that I've wriKen. Yeah, I 
don't do the day to day, I really manage the overall finances as well strategy 
for the business to con8nue growing it.  

 Then what's the other companies and books that I've got? Yeah. The 
other company I have got is really based on my familiarity, like you said, with 
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digital or with online courses. With Prep Expert, we got really good at digital 
marke8ng. What we did is we developed a company called 
clearhatmarke8ng.com, which we put together online courses to teach people 
about some of the marke8ng strategies and tac8cs. We've used Prep Expert 
everything from PR media, to Facebook Ads to automated webinars, et cetera. 
To teach other entrepreneurs how to Succeed using these digital marke8ng 
methods.  

 Then finally, you men8oned the book that I think would be great for 
anyone listening. You don't need to be taking the SAT for this book, I wrote it 
a book called Self-Made Success. It's a self development book and for 
entrepreneurs, basically it's 48 strategies to live happier, healthier and 
wealthier. It's everything I've learned over my long 30 years that I have known 
about how to be successful not only as an entrepreneur, but also in life. I 
certainly encourage listeners to check it out, Self-Made Success on Amazon by 
Shaan Patel. 

YARO: Awesome. Now do you have a course in your new business on how to 
get on Shark Tank yet? 

SHAAN: You know, I've thought about that, and I think it would be really 
great. I just don't think the market is there. I know there's 50,000 people who 
apply every year but I don't know how many will actually purchase a course 
and so I'm not sure it's worth the 8me. I definitely have to consider market 
size. 

YARO: Yeah. The longevity of Shark Tank as a vehicle might not be around in 
the next two or three years. 

SHAAN: Exactly. Yeah, I really aired in 2016 when it was geZng the highest 
viewership. Actually I aired at the peak, and now it's declining. At least 
everyone that I know doesn't watch it as much as they used to. I'm glad I got 
in during the gold rush. 

YARO: Yeah, you did. Now, just before we go, I think I owe it to the listeners 
as well to ask one more ques8on regarding the growth phase because I'm 
curious too as a business owner now, is it as simple as saying that exposure 
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on Shark Tank was what led to going from 1 million to 20 million in revenue or 
was there a lot more that you did in the next four years? I think it was eight 
years in total is what you said, right? 

SHAAN: I mean, Shark Tank definitely was a huge help, but that wasn't what's 
responsible for all the growth. I would say one of the biggest things that any 
business can do, obviously, Shark Tank is not something that every business 
can do but it's inves8ng in people. I tell other entrepreneurs and other 
business owners all the 8me is that if there's one investment, one thing you 
really want to spend on, is it's hiring great employees or great people to help 
you run your business or great contractors.  

 Save money on other things, save money on your office expenses, save 
money on marke8ng, whatever it may be, but if you hire great people to help 
you run the business, that's what's going to be responsible for your growth. 
Because, those people are going to work really hard. They're going to be 
smart, and they're going to help you change your business from something 
that you're doing all by yourself to something that now can help pay their 
salaries and much more than that in terms for yourself and for your own 
dividends and profits in the future.  

YARO: Awesome. I mean, I could dive in, I think and so many more ques8ons 
are around your marke8ng techniques as you went from one to 20. I think 
we've preKy much run out of 8me. Shaan, what are all the websites? We 
men8oned a few, can you just go through everything. You've talked about all 
your businesses and your books. 

SHAAN: Absolutely. Yeah. I think there's really three things that I'd love to tell 
listeners about. Obviously, if there are any parents who are interested in SAT 
prepara8on courses, check out prepexpert.com. Then for all the entrepreneurs 
as I know, there's so many entrepreneurs listening to this podcast who are 
interested in learning more about my digital marke8ng exper8se and taking 
courses on that check out clearhatmarke8ng.com. Then finally, for those that 
love self development books, and entrepreneurship books like myself, go to 
Amazon and search Self-Made Success by Shaan Patel. You'll find my book 
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there, I'm sure you won't be disappointed. It's definitely available in Australia 
as well.  

YARO: Awesome. We'll put the links to all the websites as well as the video 
that highlights your appearance on Shark Tank. Shaan, thank you so much for 
going into behind the scenes of both your business and your Shark Tank 
experience. I found that very fascina8ng. Congrats and keep up the hard work. 
You're a hard worker and you're clearly in the 1% of the 1%. It's very inspiring. 

SHAAN: Thanks Yaro. It was really fun to talk through all of this with you 
today and go from the very beginning to where I am today. I appreciate you 
taking the 8me and thank you for the conversa8on.  

YARO: Thank you. 
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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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