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To Adam Curry and Dave Winer, who invented podcasting, thank you for the global megaphone that enables anyone to reach the world. To my audience (and God), who never lets me down. You are more than download numbers, more than “fans”; you are friends. You tell me when I need to improve and praise me when I get things right. In life, the one thing I value more than anything is honesty. It is not always easy to find. One of my mantras is “Constant Improvement” (it’s the teacher in me), and I love that we push each other to be better people and to change this world one download at a time.





Preface

Did You Have a Lemonade Stand?

I grew up poor (I know the taste of government cheese). When I was a seven-year-old freckle-faced kid, I remember my first lemonade stand. While other kids collected G.I. Joe dolls, I collected toy banks. In junior high (before there were vending machines in schools) I would go to the local corner store and buy a pack of gum and then sell it by the piece to my friends. It was somewhat humiliating (one step above begging). I always felt like the odd man out. But I saw supply and demand, and you do what you must do. I was the only person willing to sell gum in school, and the profit margins were huge.

I would help my friend with his paper route before getting my own. All through my life, when the doors were closed, I found a way to open them. When my parents struggled financially, I found a way to chip in. I never gave up. I might want to, but I never did.

I found that the bar for excellent service was set low, and when you delivered value (you will hear that word a lot) and created relationships (get comfortable with that word as well), your audience/customers could support you. How else does a sixteen-year-old kid support a car (buying his gas, insurance, etc.) with a paper route? With my paper route I made triple what the kid before me did in tips because I would take the extra four steps to make sure your paper was dry when it was raining out. Why? Because it’s hard to read a paper when the ink is all smeared, and my customers appreciated it.

You must be willing to do the other little things that others aren’t willing to do. I didn’t know it then, but I was an entrepreneur. It wasn’t easy. When I got my first “real” job bagging groceries, I got fired for not talking to customers. Being the “poor” kid, I didn’t have a ton of confidence (and by that, I mean none), and I was the poster child for introverts. The sixteen-year-old me would laugh if I told him I would grow up making a living talking to groups of people—but it’s true. You do those little things step by step, and you get to where you want to go.

Are you like me? You’re willing to do the extra work, slightly obsessing over the goal in front of you (I saved months for my first real guitar). You’re willing to sacrifice and give up watching reruns of Seinfeld or Friends on TV. You realize life is a classroom, and you like to learn something new every day, and then apply it the next day.

If that’s you, and you have a podcast, then you’ve found the right book. Starting a podcast is not hard. Starting a good podcast takes planning, focus, dedication, and time (lots of time). Zig Ziglar said, “You don’t have to be great to start, but you do have to start to be great.”

One last thing, as I write this, it’s February 2020. Things may change by the time you read this. Please keep that in mind.





Introduction

Meet Your Author

My name is Dave Jackson, and I have been teaching technology as a corporate trainer for over twenty years. I have a bachelor’s degree in education, specializing in technical education. My School of Podcasting show has over 2.3 million downloads. I launched my first podcast on April 4, 2005, and soon after that, I opened the doors of the School of Podcasting (schoolofpodcasting.com). I have helped tons of people launch their podcasts, have been asked to speak at conferences, and have been cited as an expert in other books on podcasting.

In 2017 I won the Best Technical Podcast in the People’s Choice Awards. In 2018 I was inducted in the Academy of Podcasters Hall of Fame.

I’m writing this book as if you are sitting across the kitchen table from me. It’s your typical oval table with one of those vinyl covers with a pattern. The napkin holder is in the middle of the table. Let’s stay casual, shall we? I’m going to need you to focus, so quit playing with the saltshaker.

WHY I WROTE THIS BOOK

When I talk with people after they’ve been podcasting for a few months, I’ll ask, “Are you making any money yet?” (if that is one of their goals). I often get the response, “We haven’t been approached by any sponsors yet.” Every time I explain the different ways to make money with a podcast, people will always say, “I didn’t know you could do that,” or “I didn’t know that was available.” This book is to let you know what is possible and what is available.

LET’S BE REALISTIC

The book is titled Profit from Your Podcast. It is not titled How to Get Rich Quick Podcasting. If it were, I’d have to triple the price and start talking about how you can escape the cubicle life and live the life of your dreams starting NOW!

If you implement the ideas in this book, I feel that you will make more money with your podcast than you are now. While there are podcasters who are making six-figure incomes, these are currently the exception and not the rule. Like many things in life, you get out of it what you put into it. A podcast about Apple products has a much better chance of making money than a podcast about Frisbee golf. All podcasts have the capability of making more money. Some have more potential than others. If you are looking to get rich quick, you may have purchased the wrong book. Scott Aukerman of Comedy Bang! Bang! (in the movie Ear Buds) states how it took two years before anyone was interested in sponsoring his podcast. Jeff Sanders of the Five AM Miracle podcast took three years to get his first sponsor. I often hear the phrase “three years” as an answer about monetization. I believe this is due to the fact that in year one you are figuring it out and finding your voice. In year two, you have a better understanding of your audience and deliver value. By year three, you’ve got an engaged audience who is ready to act.

I’m sure I would sell more books if the opening page read, “You can earn six figures from your basement in just ten weeks,” but that’s not true. It’s also not true for musicians, actors, comedians, or athletes.
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The Power of Podcasting

If you learn nothing else from the book, learn this. It starts with relationships, and those relationships exist when you deliver a podcast of value. If you picked up this book to get rich quick, put it down now. If you picked up this book because you just had to create a podcast about your subject and would talk about it for free—but would prefer not to—then read on. It all boils down to delivering value, serving your audience, and developing relationships. I’m going to say that again.

It all boils down to delivering value, serving your audience, and developing relationships.

This book is about making money with your podcast. Well, that’s not entirely true. Your podcast is how you distribute your message. What will motive people into action is the relationship you build with your audience. You build that relationship by delivering phenomenal content (via your podcast) and by responding to emails, voice mails, and comments.

Relationships built on interaction are nothing new. Marketing has always involved knowing your target market and developing relationships. This book is about making money with your relationship that grows by delivering valuable podcasts episodes that inspire the listener to tell their friends.

PODCASTING BENEFITS

Podcasting’s benefits come in different forms. Here are just a few:

• You will be an expert (if you feel like one or not).

• You can keep your name/brand in front of potential customers.


• You can increase sales of products or services.

• You gain an understanding of your market (through feedback).

• You gain trust in the eyes of potential customers.

• You reach a global audience.

These are just a handful of benefits. Here are some examples of how engaged audiences have been moved to action by their relationships with podcasters:

1. Hall of Fame podcaster Adam Curry and John C. Dvorak produce the No Agenda Show (noagendashow.com). They have people join their “Knight” program by donating $1,000 or more. They are adding more and more Knights (and Dames for females) daily. Their show delivers (in an entertaining way) information that is missing in the mainstream media (but should be included).

2. Hall of Fame podcasters Keith Malley and Chemda from Keith and The Girl (www.katg.com) have such rabid fans that they have gone from having the Keith and The Girl logo tattooed on their bodies to having the logo branded on their bodies. These fans also purchase their comedy books and CDs. Their book, What Do We Do Now?: Keith and The Girl’s Smart Answers to Your Stupid Relationship Questions, made it to #35 in their category on Amazon.com. Keith is a comedian who sells out his shows and is featured on SiriusXM satellite radio. The duo has appeared in the New York Times, the Wall Street Journal, and many other publications.

3. Hall of Fame podcaster Scott Sigler (www.scottsigler.com) could not get a publisher to take a chance on his books featuring a mix of sci-fi and horror. He decided to give away his entire book for free via his podcast. His listeners had already consumed his book and loved it. When he published a print version of his book Infected, his fans showed their support by buying the book (that they had previously received free) and it shot up to #2 on Amazon.com. The book would have been #1 on all of Amazon except for a book about a kid named Harry Potter. See https://youtu.be/Yg-EMvPhh9A.


4. Dr. Emily Morse started the Sex with Emily podcast in 2005 and was featured in the Apple Podcasts directory (sexwithemily.com). Her endless popularity in the Apple directory caught the attention of radio executives in San Francisco and led to her taking her podcast to the FM airwaves (until they changed their format). She hosted the Miss Advised show on the Bravo Network on television. She frequently contributes to major publications, such as Cosmopolitan, Glamour, New York Magazine, Bustle, Ask Men, Elite Daily, Men’s Health, and Harper’s Bazaar. Emily can be seen as a guest on TV programs like The Today Show, Entertainment Tonight, E! and The Doctors. Networks including NBC, CBS, ABC, and HLN have turned to Emily to serve as their sex and relationship expert on a variety of segments and specials. While radio and TV shows have come and gone, one thing has stayed consistent: she continues to do her podcast and maintain that relationship with her audience. She is currently featured on SiriusXM.

5. John Dennis created the Smart Time Online show that still brings him leads. He had to pause the podcast as it brought him too many clients. When I interviewed him, he said, “I got a Fortune 500 multibillion-dollar client out of my podcast. One of the digital heads for this company heard my show and then heard me speak about a subject where they needed help. She came to listen to me speak as a result of hearing my show.” A conversation ensued, which led to a contract.

6. Michael Butler is the host of the Rock and Roll Geek show (rockandrollgeek.com). He was able to interview one of his all-time favorite musicians on his podcast. Later, this musician asked him to play bass in his band at a special event in London. Michael’s audience paid for his trip from the United States to London, where Michael stayed for free with listeners (and played bass with one of his favorite musicians).

7. When Oprah Winfrey wanted to do a show about grammar, the name that came up was Grammar Girl, who is better known as Mignon Fogarty. Oprah’s producers were aware of Mignon due to her Grammar Girl podcast. She quickly took some of her episodes and turned it into a book. She went on to form the Quick and Dirty Tips network (quickanddirtytips.com), and if you search for her name in Amazon, you will see she has many books and calendars, with some of them translated into different languages.

8. Chris Christensen produces the Amateur Traveler podcast, where he occasionally receives free trips to exotic locations so he can review them for his audience. Chris also sells photographs that he takes at these locations.

9. John Lee Dumas produces the Entrepreneurs on Fire podcast (eofire.com). John lists his income reports on his website (www.eofire.com/income). In January 2018, John’s show made $205,842. We will talk more about John a little later. Just be clear, that amount is what he made in a month. (Source: www.eofire.com/income53)

10. Gary Leland previously spent $100,000 on Google AdWords when he first started his podcast. Gary has a sporting goods store and created a podcast around women’s fast pitch softball (fastpitchradio.com). He is the sponsor of his show and creates the podcast his target audience wants to hear. Now Gary no longer needs to advertise on Google, and that $100,000 goes right to the bottom line.

11. Pat Flynn started a blog in 2008. It was hugely successful and helped launch his first business. In 2010 he started the Smart Passive Income podcast. When I met him at an event, he told me how everyone at the podcasting event was saying, “Pat, I love your podcast,” but nobody seemed to comment on his blog. He already had a very engaged audience from his blog, but that engagement increased with his podcast. Pat has been making five- and six-figure monthly incomes ever since (I consider him the king of affiliate marketing), and like every other successful podcaster he created products after learning the needs of his audience. When I went to smartpassiveincome.com in 2019, it showed his income for the previous twelve months was $2,171,652.55.

These are just a few examples of podcast success. As you can see, you don’t always get paid in cash, but there are many benefits from podcasting. I have twice achieved full-time employment because of my knowledge of podcasting. I have received products for free and been asked to speak at conventions. I have been on the radio and television. I have interviewed my heroes. I have received donations from listeners. Seventy percent of the people who sign up for my membership site (schoolofpodcasting.com) use a coupon that is only available by listening to the podcast. The point is, you can make money with a podcast. With the right combination of determination mixed with phenomenal content, promotion, and production, you can build a successful podcast.

WHAT THIS BOOK IS AND WHAT THIS BOOK IS NOT

This book assumes that you have a podcast. I assume that you are using WordPress to manage your website. Why WordPress? It is free, powerful, and easy to use. When I go to podcast conferences, everyone I talk to is using WordPress. According to venturebeat.com, currently, about 30 percent of the Internet runs on WordPress. Please note, I said managing your website with WordPress. I recommend that you manage your podcast feed with your media host. You can use Squarespace and other platforms, but I will be mentioning many things that are WordPress specific.

This book will not show you how to record a podcast. What this book is about are the tips and tricks podcasters have used to make money with podcasting. I will also give you some tips and useful resources. I’m also assuming your show is good, and by this, I mean someone not named Mom has told you it’s good.

THE POWER OF THE NICHE EXPLAINED

When I say “Never underestimate the power of the niche,” what do I mean? Let’s look at an example. Let’s say you do a podcast for triathletes. Someone who has a product for that niche can advertise on the radio, but only 5 percent of the radio audience is their target market. Now your podcast comes along, and your audience is 100 percent triathletes. Where would you spend your advertising dollars if you were that company? The radio station may have a larger audience, but the podcast has a higher quality of listener.

THE PROFIT FROM YOUR PODCAST COMPANION COURSE

I know what you’re thinking: Oh, I knew there would be a catch! But this isn’t an “AHA!” moment. I’m not trying to sell you some additional course. In fact, it is free (for you) as my way of saying thank you for buying the book. I’m a teacher at heart, and some things are easier to understand via audio and video, instead of words on a page. If you’ve made it this far, I appreciate you making the effort and I will have bonus content, resources, etc. at www.profitfromyourpodcast.com/bonus. I’m not going to make it too difficult to join this, so let’s keep this link between you and me. Okay?

SUMMARY

• Podcasting is a great tool to help build relationships with your audience and increases your chances of being an expert in your niche.

• This book will provide tips on tools to use and strategies for making money.

• While a niche audience is smaller in numbers, it will be engaging and loyal.

• There are benefits from podcasting in addition to money.
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Get an Audience

FIRST THINGS FIRST—WHO IS YOUR AUDIENCE AND DO THEY HAVE ANY MONEY?

You need to know your audience. If you don’t know your listeners, how will you know what to give them? Another thing you might want to think about is if they have a budget. The more you “guess” at these answers (I think they have a budget), the bigger the risk you are wasting your time.

I did a podcast for musicians. You know all those jokes about “starving artists”—well, it’s not a joke. At one point, I put my book on sale for .99, and I didn’t get a sale. These people had no budget. I did that podcast for ten years and probably had one sale a year. However, I did it for fun. I got to talk to my musical heroes. My point here is that the audience was broke.

Daniel J. Lewis has a background in web design. His websites look great. His podcast is called The Audacity to Podcast (theaudacitytopodcast.com), as in “Do you have the courage (audacity) to podcast?” There is also a free software used by many podcasters called (you guessed it) Audacity. Daniel inherited a ton of website visitors who thought his podcast was all about Audacity. These people like Audacity because it’s free. Let’s say it was safe to say that the audience that was willing to pay zero for their software was not willing to pay four figures for their web design.

Daniel also discovered, when he sold an online workshop on how to use Audacity, that people who love the free software are not thrilled to spend money to learn how to use it. Don’t feel bad for Daniel; you’ll hear more about him later.

NO AUDIENCE—NO MONEY

These tips may not always directly relate to making money. What they do is give you insights into what makes a great podcast. Great podcasts inspire their audience to tell their friends and have a much better chance of making money. Remember, the first step of making money with a podcast is to build an audience. You build an audience by creating content that inspires others to tell their friends.

CONTENT IS KING

You will hear this again and again. Content is KING. If you want people to tune in, then your content must be phenomenal.

Too many people are asking, “How do I make money?” before they ask, “How do I make great content?” I can’t stress this enough. Your audience will give value (money) for valuable content.

Podcasting is about building relationships. Without good content, your audience will not come back. Without repeat consumers, a relationship will not thrive. Without the relationship, there will be little (if any) money.

What is great content? To answer this, I reverse-engineered any media I consumed. Here is what I found:

• It’s content that moves you.

• It taps into your emotions.

• It entertains you.

• It makes you laugh.

• It makes you cry.

• It makes you think.

• It makes you groan.

• It educates or entertains you.

If you can either help people or entertain them, you are on the right track. If you can do both, you have stumbled upon what can be a very magic formula.

When I think of the television shows I consume, they all hit me emotionally. They move and inspire me. Even if they inspire me to throw things at the screen, they move me. The next time you find yourself sitting in your driveway listening to a podcast instead of getting out of the car and going into the house, you are consuming phenomenal content.

Hall of Fame Podcaster Dan Klass does a podcast which features stories about his life as a father, actor, and comedian called The Bitterest Pill (thebitterestpill.com). On more than one occasion, I have driven home only to sit in my driveway listening to the end of the story in my car.


That’s great content that moves me.

The great thing about podcasting is you have the same global reach that can touch the same number of people as a giant network. In the early days of podcasting, Dave Swerdlick and his two daughters produced the Kid Friday podcast. This podcast was created in their basement and yet routinely topped other podcasts that were created by Nickelodeon, Universal Studios, and Disney. What does the Swerdlick family have? They have great content.

When I spoke with Dr. Emily Morse of Sex with Emily, she said one sponsor saw a 40 percent spike in sales when she mentioned a specific product on her podcast.

I interviewed Kathy and Steve Elkins, who own WEBS (a knitting and crochet retailer), back in 2012. You can find them at yarn.com. They also produce a podcast on knitting. After producing 208 episodes, they had about 13,000 listeners per week (remember, this was back in 2012), and the results were evident in the company’s sales. Just like Emily, they mentioned a product on their show and saw a spike in sales of that item.

What made it successful? Kathy Elkins cites promoting the podcast on the company’s other social media channels, keeping content interesting, sticking to a schedule, and not using the podcast as a commercial. “It’s like inviting people into the shop and having a cup of tea, and it’s the same conversation I would have as if I were sitting there knitting with them.”

They are building a relationship. They are educating people on their products. They provide great content for a specific niche.

In some cases, your best content will come from your audience. When Glenn Hebert launched his daily Horses in the Morning show, his most popular (now sponsored) segment didn’t exist. His audience started sending in really bad ads from people selling their horses on Craigslist. As he started reading these ads, more people started to send them in. They got so many (hundreds per week) that they made “Really Bad Ads” a segment that they saved for the last half hour of their Friday show. They get double the listeners for just the “Really Bad Ads” segment. When I asked Glenn how he grows his audience, he gave me a great three-word answer: “Don’t be boring.” The “Really Bad Ads” segment is two things. It’s entertaining (I am not a horse person, but I tune in on Fridays to listen), and it’s educational (as you learn what not to do in your advertisement). You can hear Glenn at horseradionetwork.com.


YOUR GOAL IS NOT THE APPLE CHARTS

What does appearing on the Apple charts mean? When I first started studying podcast monetization for the people who produce the How Stuff Works podcast, it meant about 3.8 million downloads in November 2010. Kevin Pollak’s Chat Show (an Apple charts regular) had 1.2 million downloads in December 2010. How did they do it? They had great content. I know you’re going to say, “But Kevin Pollak is a famous actor and comedian.” To this I say, “The Swerdlick family is not.” Their success proves that any dad and his two daughters with great content can top the charts.

Now, with over 870,000 podcasts in the Apple Podcasts directory, getting up the charts doesn’t give you as much (if any) of a boost. Some podcasters obsess over being “featured” in New and Noteworthy (a special area in the Apple Podcasts app), but I’ve known people who have been in that section, and it brought a whopping thirty-two extra downloads. I’ve known podcasters who have been on the FRONT PAGE of Apple Podcasts and got a few hundred (not thousand) downloads in a week.

I include this brief history of Apple because many people still think that getting into Apple is all you need to do (it’s not). They’ve probably read an old blog post from 2012 (or earlier). Podcast directories are a phone book. Being in the phone book does not make you famous. It’s a nice place that makes it easier to be found. However, with 870,000 podcasts in Apple Podcasts, being found can be quite a challenge (see my video that explains this more at https://youtu.be/uTIrfG3gDvc). If your marketing plan is “Get into Apple,” you need to go back to the drawing board—as well as realize that 80 percent of Europe uses an Android phone.

When I hear the phrase “New and Noteworthy,” I throw up in my mouth (just a little bit) as people obsess over this area of Apple. Again, this does not provide instant stardom. Focus on your audience, and you will end up in New and Noteworthy. Instead, people focus on New and Noteworthy and hope it builds their audience.

Staring at your downloads stats does not make them grow.

People get hung up on hardware and on making their podcasts have pristine sound quality while spending less time on creating good content. To me, this is like swinging your dull axe harder when chopping down a tree. I prefer to sharpen my axe. Great content helps you cut through the crowd and stand out. The key to your audio quality is it can’t be distracting. If your audio is not distracting (with lots of reverb and room noise), then quit shopping for microphones and get back to making great content.


Tim Ferriss (tim.blog) has the Tim Ferriss Show (which has over 400 million downloads), which according to an image on his Instagram is recorded on his kitchen island with a seventy-dollar microphone and a five-dollar windscreen (www.instagram.com/p/B0gknQuH7Kx/).

CONTENT DOESN’T GROW ON TREES

In researching people who are having success in podcasting, I noticed a trait. They did things that other people didn’t.

Jordan Harbinger of The Jordan Harbinger Show (jordanharbinger.com) does the work. If he interviews an author, he reads their book before the interview. He does a TON of research, so he knows the answers before he even asks the question. When I listen to his show, I hear guests say things like, “Wow, that’s a really good question” (and mean it) or “Wow, I haven’t talked about this in years.” I listened to his episode where he interviewed the late Kobe Bryant, and within the first few minutes, Jordan was asking him about his writing. Jordan said, “Well, you got interested in writing in high school.” This question is the ultimate “Jordan-ism.” You know immediately that this guy has done a TON of homework on his subject. Who knew Kobe Bryant was interested in writing in high school? Jordan went on to talk about so many subjects with Kobe. It was so different than any other Kobe Bryant interview. Did I share it on social? You bet I did, and I told my friends, “Jordan got to interview Kobe Bryant.” Jordan addresses how he was able to get Kobe on his show. What is his secret? Relationships (Jordan has a free course on networking). As of this writing Jordan has 250,000 downloads per episode (and climbing). As I said, Jordan does the work, and it shows.

When I interviewed Pat Flynn, he explained that in the early days of his blog (smartpassiveincome.com) he wrote his posts so specific that a reader could pass a test about the subject. Adding these details would often take more than an hour. It was those posts that had people linking to them, which helped him be found by Google, which led to more sales.

Paula Pant of Afford Anything (affordanything.com) has stated that if she is interviewing an author, she may spend ten hours doing research, reading the book, etc., to prepare for the interview. Her episodes get mid-five-figure downloads per episode. Are you noticing a pattern?

Liz Covart of Ben Franklin’s World (benfranklinsworld.com) spends AN HOUR per minute of her show. If your brain is having a hard time doing the math, a fifteen-minute show will take her fifteen hours.


Does this mean you can’t scan someone’s bio, listen to five minutes of a podcast, and do an interview? You can, but who is going to ask the better questions? Who understands their guest better and can steer their answers in a way to provide value for their audience? Some create a podcast as a hobby. They do it to talk to interesting people. If you are running your podcast as a business, you must do those things that other podcasters don’t. Radio host (and podcaster, author, speaker) Dave Ramsey has a saying: “If you live like no one else, later you can live like no one else.” If we tweak this a bit, if you podcast like no one else, later you will have an audience like no one else.

Don’t confuse activity with busy. Some people spend hours creating content. That time spent is because they did not prepare and are trying to fix things later with editing. When people ask me how to cut down the amount of time they spend editing, I always ask them how much preparation they did. My record for the number of times I’ve re-recorded an episode was four. Why? Because I had the content in my head and told myself, “I know what I want to say.” I turned on the microphone and let it rip. Each time I would take a mental tangent, and eventually hit stop and think, How did I end up here? Eventually, I took the five minutes to write out a few bullet points to keep me focused. The fourth recording was focused and on point. The more planning, the less editing. My father used to tell me, “Measure twice, cut once.”

In the same way that reality TV has very little reality in it, setting up a few microphones and having chitchat is not what successful podcasters are doing.

DON’T DO THIS

I was listening to a show that looks at old movies and such from the 1980s. Ann asked Duane if he had watched the movie (these names have been changed to protect the stupid). The answer? No, Duane had not. Ann moved forward talking about the movie that Duane had not watched. I am not making this up.

I once pressed play and heard, “So do you want to talk about the story in the Times or the Tribune?” They went back and forth on the subjects. Determining what to talk about is not a bad discussion to have before you press record.

Don’t announce your transition. “Hey, Susan, do you want to go to the lightning round?” JUST GO TO THE LIGHTNING ROUND.

I could provide hundreds of examples, but the one that truly blows me away was a sports podcast that pulls clips to promote the radio show of the host. The well-produced intro comes on announcing the host, and the host does a nice job of introducing this famous catcher in baseball. He asks the first question, and the microphone isn’t on. The host says, “Hold on a second, the microphone isn’t on,” and they fix it. My thought is this: You have hours of a broadcast to pick from, and you choose to leave in the technical difficulties, when you could easily edit them out? THIS is your BEST clip of the day?

Okay, one more. You may feel brave. It may sound fun. But getting drunk with your friend and recording your conversation very rarely produces any valuable content. Keep in mind this might be the top result when your future boss googles your name.

DO THINGS THAT BIGGER SHOWS CAN’T

In Pat Flynn’s book Superfans, he mentions how he would grab ten random emails from people who recently joined his email list and ask if they can get on the phone and have a quick chat. I call this fanning the flames. These people have already taken a step further to know you (signing up for your newsletter), and now when they get the chance to talk to you, they are getting off the phone and telling someone (if not everyone) they know.

I use a tool called Vidyard (vidyard.com) to record and send quick video emails to people who sign up at the School of Podcasting. People always think it’s some premade cookie-cutter generic auto responder. Then they click play and hear me say their name. They can’t believe it. These videos don’t take long (a few minutes apiece), and the results are amazing. I also use these to answer questions from potential clients (as well as existing clients). I can also see when someone has watched the video.

If you don’t have the budget for some of these tools, instead of staring at your download stats, stare at your audience. You need to answer every email, tweet, mention, etc. You want to fan the flames.

One of the reasons I do this is because HUGE podcasts can’t. Even though they may have a staff of eighteen, they can’t personally welcome everyone—but you can. Embrace your “smallness” when you first start and do those things that bigger shows can’t.

GIVE YOUR AUDIENCE SOMETHING TO TALK ABOUT

In the fitness industry, almost every weight loss plan begins with a “quick start” (often some cleanse). Why? Because the person can see it start to work quickly. Amazed, they will start to tell their friends. Quickly, they are developing faith in the diet plan and develop the courage to keep on going.

Your podcast is the same way. When I give someone a strategy, a technique, and it works, they trust the words coming out of my mouth. They also tell a friend about it.

Don’t worry about “giving away the farm.” Some people use the rule of, “I will tell you what to do for free, and I will charge you for the how to do it steps.” I understand that, but I still will occasionally tell my audience how to do something. Why? Because Mike Russell of Music Radio Creative (musicradiocreative.com) is an Adobe ninja. When I watch his YouTube channel, and he does magical things in the Adobe Audition software, it looks easy. Then when I try it, I realize I don’t have the years of audio editing at this deeper level that Mike does. Consequently, if I want it done at that level, I will hire Mike (and often do).

People pay for free things all the time. Don’t believe me? You can watch the movie the Wizard of Oz on television regularly (and if it’s on TBS you’ll get commercials that feel like they appear every ten minutes). The movie is available on Amazon as a DVD anytime you want it. People will pay for things they can get for free. While my content may be available for free scattered among hundreds of blog posts and podcast episodes, you can pay to have it all organized in one place by joining my membership site.

HOW TO GROW YOUR AUDIENCE

Growing your audience is one of those topics where people ask questions, but often won’t take the steps to make it happen. Here they are:
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