Thisis part two of myinterview with Jimmy Naraine. If you have not yet listened to part one, | highly
encourage you to go back and do that first. It provides some reallyimportant context for thisepisode. Part
onewas episode #162 of The Maverick Show. If you have already heard part one, then please enjoythe
conclusion of myinterview with Jimmy Naraine.

I want to ask you a little bit about how you approach some of your goals. Because when you
putyour mind to doing something, you seem to be able to figure out a wayto do it at an exceptionally high
level. Eventually. It's always ajourney, but eventually you get to an exceptionally high level. So, you speak
on stages all over theworld, all different continents, massive, huge events, huge audiences. And you're
often voted the top speaker at an event among professional speakers. You either headline speaker at this
event, for example, that we were just at, you want to make courses, you're going to figure out away to bea
spectacular educator. You want to be a public speaker; you're going to figure out away to be a spectacular
public speaker. You're going to learn a language, you're going to figure out away to speak that language
really well, right? When you set agoal for yourselfand you say, | am now going to do this, whatis your
process from that point whenyou set the goal to becoming the best at what itis that you want to do?

Jimmy Naraine: Okay, so first of all, | start with avision. For me, vision is extremelyimportant, right? So
rather than just setting agoal, I'm going to become a speaker. I'm going to set up thisbusiness. I'm goingto
learn X, Y orZ. | like to create a vision that's so compelling, it excites me so much thatit's almost like if |
don'taccomplish, it's I'm failing myself. | want to get so excited that it's almost like thereis no other way
around. | haveto go after it. So, | make my Vision veryvivid. And then | promise to myself that I'm willing to
dowhatever it takes, right? So, I'm very good at doing scary things. Not because|'m not afraid. | understand
what's on theother side. So, when | was talking to those strangers on the streets in Spanish, | was afraid
every singletime. Sometimes some of the evenings, man, we are finishing the bottle now, right? 1 would
have to finish the bottle by myself because otherwise | wouldn't be able to go out thereand I'll put some
music, you know, practice Spanish and tryto rhymein Spanish. And | would justifyin myhead, hey, buddy,
you don't haveto go outthere. You can just keep rhyming. Thisis learning Spanish. You don't need to go
there.

Butthenlwoulddrinkthat extraglass of wine. I'm like, no, motherfucker, you're going out. And | would
literally, and | kid you not, | would sometimes feel physically do this. | would slap myselfin theface. | would
literally physically learn this from myfriend John Luca. Hewould do that alot, you know, | would physically
slap myselfin theface and go out there knowingthat I mayfeel uncomfortable, butsomething beautiful
will come out of it, right? So, the process, again, vision, super compelling vision. Then getting clear that you
are willing to do whatever it takes and understanding that there will be some pain and discomfortin the
process. Butthemoreyou doit, the morerewarding the experience will be, the moreyou will get out of it
andtryto deconstructit. So rather than,it's kind of what Tim Ferriss does, very similar process. Rather
than trying to do everything bytrial and error, | try to find peop le who have doneit before.

And | like to dissect how they managed to do it, what worked out for them, whatdidn'tworkoutforthem.
And especiallywhen | find people with similar stories to mine, it's easier to calibrate. So, | combineall of
thosethings and one more thing, man. Massive, imperfect action. So that storyaboutspeaking onmyfirst
stage after Himalayas, | went to Bangkok. | did aworkshop. | was fuckingterrified, man. Imagine three, four
weeks in the Himalayas byyourself. You haven't talked to human beings, you know. Well, you did, butfrom
timeto timein the mountains, you haven't reallybeen in abig crowd. Then you land in Bangkok, taxis
everywhere, Tuk Tuks. It's crazy, right? And suddenly you show up at aco working space and abunch of
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peoplewho wantto learn. | think | did a three-hour workshop orsomethinglike that. | remember sweating, |
don'tknow whatthe hell was happening. Butl gotin front ofthose people, | started talking. | realized, oh,
theyare nodding their heads, they're enjoying this. I'm like, you guys enjoying this? Oh, yeah, yeah, great.
And | kept going. | realized after three hours, wow, | actually gave them a lot of value.

So, then what most people do, and | used to do that back in the day, is just saying, okay, cool, I've donethis.
Let mecelebrate. Let me go out and justbe happy. Butl knew thatifl don't do it again soon, well, this will
not give me anything.l havethe momentum.| haveto keep pushing the momentum. So, | feel like | got
really good at creating the momentum and then forcefully pushingand buildingthe momentum. So, then |
would literally tell people, listen, | want to speak on stages. | really enjoybeing in front of people. Are there
any opportunities? What can | do? And whenever somebody said, oh, yeah, there s this university, you
could speak there. Okay, hook meup, let'sdo it. And | went to Romania soon after Bangkok, and | ended up
speaking at three different places in three days. | did Toastmasters, one of those guest speechesfor
everyone at Toastmasters and Bucharest. Then | did aworkshopfor guys.And thenlwent to this law
university, one after another. And when you do that, when youdo free speeches in free days, there's no way
you cannot get better. There's no way. It just becomes who you are.

| want to ask you also about your productivitytechniques, the wayyou structure your dayto
be as productive as you are, to have the output that you have. Andespeciallyin the context of being a
nomad, where you're changing countries, you're changing time zones, you're moving around the world, you
have all these other elements of your lifethat some people that livein one citydon't necessarily have. So,
you add that on top of it. And I'm curious ifyou can share a little bit about what does yourday structure
look like? How are you as productive as you are, and how do you integrate that as you're changing time
zones and moving around theworld?

Jimmy Naraine: So, let mefocus on one element of this becausel think this is probably fundamental here.
So, a lot of people, you know, they have avery clear structure. Theyhave their morning ritual; they know
exactlywhatthey'regoing to do. They have the calendar. | personally, | don'tlike structurealot. | need
some structurein my life. But | like a mixture of structure and chaos. However, thereason | can afford to
live like this is because I'mvery strong about myfundamentals. So, for example, people ask me about my
morning ritual. | don't have one specific one, but for me, | knowthat every morningl have to start a day
proactively. Could be meditation, could be aworkout, could be reviewing myvision. Could be amixture of
thosethings. It could be surfingand then, for example, reading or writing. Butit h as to be something that's
proactive, not reactive. Not checking social media, not checking messages, not getting sucked into this, the
craziness oftoday's world.

But you give sometimeto yourself, so | honor that. But | do it in variety of different ways. And in terms of
theday and productivity, theway| see it, it's all about leverage. It is all about leverage. | like to callitthe
breakthrough factor. You got to ask yourself, what is the breakthrough factor of whatever it is that I'm going
to do? And | feel like a lot of people, they put too much importance on, okay, got to be disciplined to work
for 10 hoursrightnowl haveto do this, | haveto do that. And theykeep getting busyjust to feel like theyare
being productive without actually knocking offthe things that can make all the difference. I'm not even
talking about doingthethings that can give a little bit more value to them, but I'm talking aboutthe
breakthrough things.

So, a good examplewould be, okay, let's saywe are here in Buenos Aires, right? | have alot of work I could
justify. Well, | can't go to this one business gatheringbecause | have so much work to do. But then the



question, so here, what is the breakthrough factor here? What are the potential breakthroughsthat will
come from my regular work that | plan to do? Well, I'm going to doit. It'simportant. | have to do it. But will
there be a breakthrough? Probably not. What about that business gathering? Well, it happens thatthereis
oneperson | reallywant to meet, and maybe we could do sometype of partnership together. Isthata
breakthrough? Hell, yes. Right? It is a breakthrough if| go there and | meet those peopleand perhaps|
develop a partnership with thatone person that's goingto bring me moreresults than mesitting for 30 days
nonstop in my hotel roomworking. But you see, on the surface, when we lookfrom the outside, you seea
guyworking his ass off at adesk, veryversus someone drinkingwinein a cool restaurant with abunch of
people.

So, the societywould say, well, thefirst guyis more productive. He's clearlyworkinghard. But it's not just
about working hard. Andlook, | loveto work hard. | do those sessions where | work for 15 hoursin arow. |
lovethose sometimes, butl feel like oftentimes it's easy for us to justifyjust being extremely busybecause
wewant to havethatillusion thatwe are making things happen. Because in reality, we know thatthere are
other thingsthat are abit more outside ofthe box that are actually more uncomfortable. Andthey're either
more uncomfortable because they're literally anxiety provoking or they seemtoo relaxed. So, you think you
are lazy. You know what | mean?

Of course, yeah. It's about discernment, right? The most effective entrepreneurs arethe
onesthatare ableto discern and choose and decide what the mostimpactful things are going to be.
Because| feel like a lot of people do a lot of stuff and they might work really hard and spend alot of time,
butifit's not time on the most impactful stuff,they're going to be further and further and furtherbehind the
peoplethat might even be spending less total time. But they're able to choose and see and envision and
discern which specific things are going to move the needlethe most and make tho se choices.

Jimmy Naraine: 100%. Andit's, it's an art. Andit's not easyto get into that mindset, but | feel likethe
momentyou do it, moment you, you realize that it's all about leverage. The moment you realize that
whenever you do, wanting it automatically means that you just cannot physically do another thing. So,
onceyou realize that, you start looking at yourtime through a completely different lens. So, for example,
like nowadays | get all types of offers, right? People say, hey, do you want to help us with this project or do
you want to do coaching?I'll payyou for the coaching. And when youlookat it on the surface, it feels like,
oh, that's great, make some extramoney. But | always look at it in the context of, okay, howmuch extra
headachewill this give me? But also, the opportunity cost of doing thatonething. So, if| do this, if| spend,
say, 10 extrahours on this one project, whatam | not spending mytime on?

Andit could be both business butalso personal, right? Ifyou have afamily, it could be something as simple
as, well, I'll make more moneyandit's a good project, but | have less time with mykids or with my spouse,
oritcould Beas simpleas, well, if| do this, I'll make more money, but | won't have enough time to bein my
own head thinkingfor myself, doing adventures like, for example, going to the Himalayas, whereyou can
rediscover yourself. Because when you really think about it, the adventure | told you about,the Annapurna
Circuit, that was the single most productive trip, probably, of mylife. | mean, really think aboutit, right? So
now |I'm at a stage where | spoke. Probably over a hundred different stages all over theworld, all types of
different stages. It all goes back to that situation, thattrek, when | needed to spend enough time by myself
to realize thatthat was the bottleneck in mylife. That was one of those things thatwas holding me back.
And | realized, okay, | have to go out there and | have to speak on stages. | have to take massive action.



Ifnotforthattrip, I'mnot sureifl would even be here right now. Because, man, I'm tellingyou, okay,
Vulnerability. | was talking about vulnerability. Hey, here you go. | was so fucking scared that people find me
out, that | would find excuses for missing opportunities. Like, peopletell me, hey, man, wewant to
interview you, or wewant to get you on a stage to speak to ouraudience. And becausel knew that this
perceived brand was much bigger than how | feltinside, | felt like, whatifl don't live u p to that image? |
would find reasons to say no. | wasn't even aware of it. Subconsciously| knew, but consciously, | didn't
even know what | was doing. | literally tell people, well, sounds like agreat opportunity, man.I'm not sureif
| can do it because I'm traveling alot. | have other things going on.

And even though people would be the same city, but | would even book flights elsewhere and rationalize.
Well, | always wanted to go surfing in Bali, so I'm actually leaving in three days, so there's not enough time.
| would sabotage myself, right? So again, going back to productivity and the breakthroughfactor. If| didn't
go to the Himalayas, if | didn't have that breakthrough, my life would be completely different. Who knows?
Maybe | would still. Maybe | still would be runningaway from those responsibilities and going outthere and
putting myself out there.

Such an amazing testament to travel and the power of travel and how transformative it can
potentially be. Let me ask you this, Jimmy. At this pointin your life, why do you continue to travel? What
doestravel mean to you?

Jimmy Naraine: | feel like, for me, it's just this feeling of the flow. When you have stale water, when water is
in oneplace, it can get dirty. And when the water is free flowing, it's crispy, it's clean, it's fresh. And | just
feel like there's so manyhidden blessings from going out there and exploringthe world. You justnever
know. And | feel like it's one of those things thatkeeps me on mytoes. And to give an example, during
COVID atthebeginning, theysaid, hey, we're going to be closing borders. So, | knew | had to find a base.
And because my girlfriend, she was in Germany, I'm like, well, thisis the natural place to go. And I wasin a
lockdown with her for afew months. Andl really enjoyed it. | actually enjoyed the newness ofit. That was in
itself an adventure for me. For most people, it was just being locked in aflat. But for me, that was not
normal. [t wasn't normalfor meto have one, adress. And man, for thefirst timein my life, | watched Netflix
2020. Firsttimein my life, | watched Netflix. First timein mylife, | actually ordered from Amazon. My
girlfriend was always laughing. She's like, you are like this troglodyte, like this, this caveman, like, knuckle
dragger, right? She calls me the knuckle dragger because | would always buy stuffin normal shops. And
then | realized, well, you can actually order on Amazon. That's crazy.

So anyhow, longstory short, after afew months on alockdown, | got very comfortable. And | remember
that | wasthinking about travelingto new places, and | started getting those weird thoughts. And| realized
that, wow, in the past, | would sayyes right awayto the opportunity of, for example, flying asmall planein
Nepal to go to Lukla, actually probablythe mostdangerous airport in the world, or headingto thejungles of
Brazil or Colombia. | would justsay, yes, let's do it, or going to Mexico City. But now, just afew monthsinto
alockdown, | found myselffeeling a bit, huh. Do | wantto take a risk? Is it necessary? | mean, |'ve seen all
thoseplaces. | canjust go to the CanaryArts. | have my beautiful girl withme. We can cuddle up, watch
some Netflix, vicariously live through fuckingwhoever. You know, Harveyfrom the suits or whatever. And
I'm like, why go anywhere? And | hated it, man. That inner voice, | hated it. And | realized, no, | don't want
that. | don't want to becomethat person. And theneventually, you know, in the summer theyopened u p
theborders, | got back into my traveling mode. That's whatit took, right? You back in the water, you feel like
fish in that water.



Butwhat I'mtrying to sayis, | think travel, it keeps you on your toes. It teaches you about the appreciation
for life. It gives you so manyhidden blessings, blessings that youcouldn't have expected otherwise. Things
come to you from the most unexpected places. It makes you humble. It also gives you confidence.It's one
of those paradoxes that on the one hand, you become more confident whenyou travel, but you also
become more humble. Herein Buenos Aires, right? You go, you see so many peoplewho struggle. The
other night,l was coming back fromthe center. | see people, you know, in thetrash bin. They're trying to
pullout somefood.AndI'mlike, | stopped and | had abunch ofbananas, and | just shared somefood. But
I'm thinking, wow, like, those people are looking for thefoodin thebin. | have all those pesos in my pocket.
Itjust putsthingsin perspective. It pushes you to reevaluate what is really important. And | think alot of
peopleintheworld need that. Alotof people need to change their frame of reference. Butyou feel me,
right? Traveling, | honestlyfeel like, is the best university out there. Andno matter how much you travel, no
matter how much experienceyou have, you always keep learning.

Yeah, 100%, man. | agree with that. | also want to ask you about the courses thatyou teach
and your choiceto go in the direction to become an educator, to become an instructor. It strikes me that
your formulais you want to do somethingfor yourself. You set a goal; you achieve it at an extremely high
level. Andthen onceyou've achieved it, you then teach other people howto do it, and you explainto th ose
other people, right? | mean, of your content that | have watched, it's basically this formulayou explain to
these other people. | was once this personwhohad extremely high social anxiety or extreme fear about
public speaking, or | was extremelybad or trepid or concerned about this. I thenset agoal, and then I then
achieved the abilityto do this at an extremely high level.

So, wherever you are on that continuum, even ifyou're at where | started, you can potentially followthis
formulaand learn to becomegreat at this. And here are the things that 1 did, and you can learn from me.
Andyou'vejust sort of donethis with all of these different courses in all of these different areas of your life.
You go through ajourneyfor yourself, you achieve a goal, and then you turn around and you teach other
people how to do what you did with the lessons that you learned from that. And| think it'samazing, first of
all, thatyou'redoing that. And I'm wonderingif you can talk a little bit about that, aboutyo ur choiceto do
that, becausenot everybodydoes that. There's plenty of people thatdo stuffand achieve stuff and then
keep it all to themselves. Right? But can you talk alittle bit about whyyou chose to do that? Sort of your
mission, your passion, and yourchoice to become an educator?

Jimmy Naraine: Definitely. So, | did this workshop backin the day, wasn't. | wasn'tleading it, | was
participating. Andthis guy said, we went for this exercise. What were we missing when we were kids, right?
What were the needs that we were missing? And | realized that for me, even thoughl had avery loving
family, | missed mentorship, right? My parents were working very hard. Medical doctors barely making ends
meet. You know, back in Poland, medical doctor was making so little moneythatwe lived in this flat with
cockroaches. You know, didn't have too much. So, | didn't have much mentorship. And also, myteachers, |
shared with you a story of one of the teachers, right? Trying to dissuade me from pursuingmydreams. And
it's my way or no way. So, | always felt like this outsider withouta mentor. That's how | felt by my entire
childhood and teenage years. Like, | felt like I'm by myself. | got to figure this out by myself.

So, when | did that workshop, the trainer said, well, usually whatyou were missing in your life when you
were younger, that's what you wantto give to other people. And I'm like, wow, it makes perfect sense. |
didn't havethe mentorship. Now | want to become amentor. And at some point, | realized, rather than
talking to each person onebyone, whydon't| make somevideos? Whydon'tl sell scaleit, right? | was



always thinking, howcan | hack this system? We talked about it before, right? Whytalk to one personifyou
can talk to a hundred or athousand people? So, | got this really basic video camera. Actually, | couldn't
afford a camera. So, my girlfriend back then, she bought me this $100 camerafor Christmas. Bless her. If
you are listening, shewas Hungarian. Her nameis Sheila. Ifyou're listening to this, | got to say, kissonam
kaesanam chiluka. Seriously, this was Hungarian. That probably changed mylife to a high extent, because
with that camera, | didn't have a microphone. It was just one of those flip cameras. | started making videos
and initially | thought, okay, I'm just goingto make videos and I'm going to focus on other things, you know.

Inthe meantime, | worked for Goldman Sachs. | did Allianzbefore in Alliance. | was an entrepreneur within
acompanybecausel hired my own people. So, | did alot of different things. And | thought, well, I'm goingto
be this big businessman. Butwhen | started making videos for YouTube, | realized people are watching
thosevideos and no oneis laughing and people are getting a lot of value from them. And when that
happens, you start thinking, right, onthe one hand, you have this pressure in your head that you want to
become this successful business guy. You wantto own a big company, or you want to becometheMDin a
big bank becauseyou want to get all ofthat validation. But then you realize, okay, but would that make me
happy? Do | really want to do that? Would that allow me to travel and expand, explore and have a sense of
contribution? Not really. | would make money, but what would | do withthat money? | would travel. | would
literally spend all mymoneytraveling. So, | figured, why not do something thatwould allowmeto travel
anyway and then use myskills and help other people?I'm like, holy shit. Things are just coming together.

People are watching myvideos. People clearly resonate with what I'm talking about. Why not takeit to the
next level? So, | quit that job. Didn't have much savings, had maybe one and a half K, 2000, maybe eurosin
my bank account. Maybe a bunch of scraps. My pocket didn't have much money, right? So same week, |
quittherelationship after three years. Okay, three years of relationship. At that stage, that was the biggest
relationship | ever had. | even thought about at some pointmarryingthe girl, but wewere not aligned. And
thethird thing, | also moved out of Budapest. That was in Budapest. So, imagine withinone week, three
major life decisions. You move out from a country, you quityour job and you quit arelationship. Andwhere
doyou go? Well, | went back to my parents. | figured good opportunity to see them again. But also, | don't
have to payforaccommodation there. Makes sense, right? So at least | can. Mymoneycan go, | don't saya
long way, can go a little bit longer. And | realized that | want to give this online educationashot, like areal
shot. Butinordertodoit, | can't just use this hundred-dollar camera, | have to take it to the next level.

So, | found amovie crew and | told theminitially, | said, listen guys, | can payyou. | think | paid him for like 1
1/2-hour session. | said, | can't really afford morethan that. Let's do onehourand ahalfand then maybe,
maybe later we can do some more. They said, okay. Agreed on the sum. We metin the studio. | really
prepped. | prepped like prep the entire weekend. | was very stressed beforehand because | knew that was
my shot. | showed upin the studioand we start recording, right? And say, okay, action. And|l said, hi, my
nameis Jimmy Naraine. And then | stop. I'm like, I'm choking up. | can do it. I'm like, sorry, guys, I need to do
it again. Few deep breaths, okay? Hi. Okay, sorry. Can we do it again? Hi, everyone. No. And | just keep
going like this. | make a bunch of mistakes and | feel utterlyuncomfortable. Butat some point, I'm like,
guys, I need a few minutes, a few deep breaths. And | tryto get in touch with whyI'm doing whatI'm doing.
What do | wantto accomplish here?

I realized that it's not about me. I'm actually creating a course about building confidence. | want to help
peoplewith social anxiety. | want to help people like me. People who are like the way | used to be. People
who afraid to talk to the person ofthe opposite sex. People who are afraid to get on stage or talk to a group



of people. These arethe peoplel want to help. And oncel got in touch with that, took afew deep breaths,
I'mlike, fuckit, I'mjust going to do it. The cameras are rolling. | madethat video and then | made another
oneand another one. And at some point, those guys, they said to me, hey man, we want to talk to you. We
normallydon't listen to what people are talking about when we film them. Wejust, we kind of just like
checking our phones and not giving a shit.

But what you talking about? Like, that's some powerful stuff. Like, this is some, somereally goo d stuff.
Maybe you should worktogether. And I'm like, wow. And thatwas the momentwhen | could sense
something shifting in mylife. And we decided, okay, because | cannot payyou. We're going to make a bet.
We're going to do a little deal like in a casino, right? We are going into this together. I'm not going to payyou,
but I will give you a percentage of the profits. So whatever we create together, if it bumps, well, we all have
nice experience. We got to know each other. We all lose. Ifit makes a shit ton of money, you get a
percentage and there's no limit to how much you can make. And they said, yes, let's do it. And long story
short, | mean, it's been eight years. We still worktogether on alot of projects. It was crazy, man.

That's amazing.

Jimmy Naraine: But | need to add something, right? It sounds like one of those happy stories. Oh, great.
From breakup and quitting the job to now making it big. | didn't make it big right away. We built thefirst
course, first month, made decent money. | actually couldn't believe that | was even making moneyonline.
The first time you make money online, somethingclicksin your brain. It's almostlike your old self dies and
you are reborn. It's hard to even grasp that you are making money out of thin air. You kind of grasp that you
are actuallyhelping somebodybecausethe moneycomes from the online space. That was eight years ago.
That'salong time ago, right? So, it was surreal. But then the second month| made maybe 20% of what |
made thefirst month.And thenthethird monthl madejust alittle bit more and then a little bit more. Even
though we build more products. So, you have to put yourselfin myshoes. You start withabang, but then
you're not doing thatwell and you barely making money and start qu estioningyourself and getting offers.

Peopletell you, hey, we are looking for someone in my company. Maybe you can work with us.Becausel
had very good cy, right? | mean, Allianz, GoldmanSachs in Allianz, managing ateam at age of 18, 19 years
old. So, my CV was pretty sick. So, | could do alot of things. So, you have temptations. Peopletell you, hey,
forget about that thing. Thosevideos are cool, you can do it as a side thing, but comeworkfor us. And|
have to say, man, | was very closefrom giving up because things were going really slowly. But just as | got to
thepointwherel thought about givingup, | called my crew and | said, guys, we've been too lazy, we haven't
doneenough. Let's do another product, let's pushit, let's giveit our all and see what happens. Andthen we
didthat, wefilmed some more, we gave it our all. And the next thing youknow, the breakthrough, bam. My
firstthousand-dollar month, first 3K and then well beyondthat. Andit was justincredible because literally
exactlyone Year after | quit my relationship, | quit myjob.

And bytheway, | was devastated. | was a wreck of a human being. | cried like a little baby trying to get back
with mygirlfriend, man. Like, | was awreck. That was the lowest pointof myentire life. It was crazy how
low | went. | was hating myself and hatingreality. So, imagine you are there and you quit that relationship.
That's how you feel. And you quit yourjob, and you don'tknowwhatthe hell you're going to do. And 12
months later, you find yourself traveling through Southeast Asia making more moneythan you madein
Goldman Sachs. Actually, way more moneyfrom passive income. And you're planningyour nextadventure
in Cambodia, and you have friends from all over the world, and you justcan't fucking b elieve what's
happening to you. And you realize that you are this close from giving up, and now you're living this life. And



thisisjust thebeginning, because nowyou understandthe game. This is just the beginning, It's crazy, man.
Crazy journey.

That's amazing. So let me ask you this about the courses. There are a lot of people that
teach these courses. The number of instructorsjust on a platform like Udemyis enormous. Yeah. How do
you have 265,000 thousand students, 45,000 five-star reviews? Can you talk about the leverage points, the
points of differentiation that bring yourcourses and you as an instructor upto the level that you are? |
mean, | feel thisis typical. Like, you know, we've been talking about the different things whereyou set a
goal and you try to achieve it, and you want to be the. The best of the best, right?

Jimmy Naraine: Yeah.

And so, intherealm of online courses, for people thatare interested maybe in getting into
that space, | mean, they've developed alevel of expertisein something, they’ve achieved something, and
theynow want to teach other people about it. If theywant to produce an online course, let's say, on a
platform like Udemy, what is the strategy for breaking through all of the courses that are available and
really achieving a high level of success on that platform?

Jimmy Naraine: Momentum. Gotto create the momentum. And onceyou haveit, you got to keep pushing
it, you know, the merrygo round, you know?

Yeah. How did you do that withyours, for example? Like, what are some techniques for
creating that momentum?

Jimmy Naraine: So, the times are different now, right? | mean, | started eight years ago, was obviouslyvery
different back then, but certain rules still apply. So, | just got obsessed. | didn't just publish one course. |
published thefirst onethatwas January. Then | Published the second one February. Then| published
anotherone. | think thatwas April. Then | published anotheronein Juneor July. | published having five or six
different courses within the first year. And these were all highly produced courses, you know, proper video
crew. Some of them were made in exotic locations as well. | really tried to push myselfto do it. But what
I'mtrying to say is the mostimportant thing is to get so obsessed and to create such a work ethicthat
whenyour competitionlooks at you, theyjust start sweating. A lot of people make the mistake of thinking
thattheycanjustrelease a halfassed course, putit out there, and just becauseit's outthere, people will
come, buttheydon't realize that the marketplaceis huge. And yes, there are a lot of students out there, but
there's also a lot of competition, right?

So, if you justrelease a course hopingsomeone will come, yes, some people willcome, butyou will not be
a huge success. What you want to do is you want to get obsessed. You wantto take massive imperfect
action; you want to go after it. And then onceyou release your course, you wantto keep pushing, you want
to build new courses, and then you wantto take your existing audience and funnelitinto your new courses.
But also, you want to keep improving your existing courses, you wantto keep marketing them. The mistake
alotof people make isthat theyjust leave things to kind of flow. Theythink it's like this river. You putitin
there, it's going to flow by itself. No, it probably will end up getting washed up somewhere. That's what
usually happens, right? Another thingis that you have to figure out specifical lywhat is your expertise and
whatisyour target audience. What is your customer avatar? You have to know exactlywhat is your
audience and what specific problem you're solving for that audience.



Alot of peoplefallinto this trap of trying to teach everyone everything. So, for example, you know, let'ssay
that you teach people. Let's say you teach people about charisma. I'm makingthis up. Thisisarandom
example. Let's sayyou teach people about charisma. Maybe used to be super emotionally flat and now
you became this really confident and charismatic person. Well, if you tryto teach every single person
about charisma, you probably won't attract that many people because whenever they seeyour landing
page, they will not feel like you are speaking specificallyto them. On the other hand, when you teach
charisma, for example, in the context of business, or youteach charisma specifically for social Life, you
make it more specific. Now you are narrowing your audience. So, when people seeyour course, whenthey
see your trailer, they see your landing page, theyfeel like you are speaking directlyto them. You see, thisis
what you want to create. You want to create a situation where anybodywho seesyour landingpagehas a
perception that you are speaking directly to them.

Imagine, let's saythat I'm teaching a course about confidence, specificallyin the context of public
speaking. Imagine that you're seeing atrailer that says, hey, do you want to become agreat public speaker?
Itis possible. In this course, I'm going to teach you how to be more charismatic, how to be more confident,
how to be this and that, blah. Do you feel like this courseis for you? Probably not. But what ifyou see a
trailer that says, hey, do you have those moments when lack of confidence and anxiety prevent you from
taking important actions? You knowyou want to do something; you wantto get on that stage, you want to
speak up in front of a group of people, but becauseyou are an introvert and becauseyou get anxious,
somethingis holding you back and you can't get yourselfto do it. And whenyou don'tdo it, you feel terrible
afterwards and you hate yourself. And then later on, whenyou have another opportunity, you lose it
becauseyou feel even more fear. Do you have those moments? Well, ifyou do, then I'm here to tell you that
I know how you feel, becausel used to bejust like that. And when you see this trailer now, you feel like,
huh, this motherfucker is talking directly to me, right? So, if you struggle with anxiety, if you want to become
more confident, the context of presenting, you hear this trailer, now, you know this guyis talking directly to
me. You build this emotional connection and you do it for positioning. You have to do your homework.

And before you create any content, you haveto ask yourself again, what are the types of people | want to
serve? What is my target audience? What is my customer avatar? Ideally, you want to create a customer
avatar. You givethat person aname, characteristics, and then you decide exactly what benefit you will give
them, what pain points you will solve. And when you do that, and you create content tailored to that group
of people and you market it strategically to those people and you make it the best coursethat out there.
And bytheway, you can make it the best by checking your competition, by studying them, by seeing what is
missing, what theydid well, what you could improve on. Ifyou do all of those things, you release a course,
you build the momentum, you spread the word, youtryto putitin front of everyone, you will succeed.
There is no doubt aboutit. Justmostpeople are not willingto do what it takes.

Canyou talk a little bit about the marketing strategy? So, let's say for example, that there's
somebodythat does what you are advising, right? They research their competition. They say, okay, these
are thecoursesthat| seethat are out there. Thisis what I think | can do better and | can add value and I'm
goingto puttheeffortinto get the production quality, to get the content quality, to really make the best
coursethat's outthere on this. Andfurthermore, I'm going to niche down. I'm going to take Jimmy's advice.
I'm going to go very specifically niche. I'm going to speak to a particular target segment, customer avatar.
Thatis my niche and I'm going to do that. Well, you can't just press do that and then press publish and then
hopethat peoplefindit, right? Youhave to market that and you have to alert peopleto, hey, thisis the best
coursein this category and thisisthe nichethatit'sforandgetit in front of that niche, right? So, what are



your suggestions? If somebody's willingto put in that workand make that quality of a course exactly as
you've described it, what then is the marketing techniquefor puttingit in front of theright segment and
building thatmomentum?

Jimmy Naraine: [tdepends which platformyou're using. Okay, so first of all, let me backtrack. Let metell
you about different platforms. So Udemyis one of them. Udemyis, is one of those platforms thathave alot
of volume. It has marketplace, but it doesn'tgive you full controlover your courses, right? So, when you
publish something, you have access to a lot of different people, but you can't fully contro Lyourprice. Even
though you set yourlisting price, they can always discount it. Theyrun aton of promotions. You can't retain
all the email addresses directly that you get from your students. Youcannotdo that. So, there are
limitations. But the good thingis that you get access to a big audienceright away. But then also you have
those other platformsthat don't have amarketplace, but they give you more control, like for example,
Kajabi, Thinkific and Teachable. So those platforms give you alot of control.

You setyour price, you set your own discounts, you retain the emails of your students, butthereis no
marketplace. Okay, so if you don't have an audience, if you're just Getting started, you don't know whatthe
hellyou are doing. Udemyis a good place to start becauseyou get to tap into their audienceright fromthe
beginning. Theinfrastructureis super easy. It's very easy to build a coursethere and you know thatat least
you will get sometraction. But then if you have an audience, then obviously you can use platform like
Thinkific, Kajabi and Teachable. There are many others where again, they give you more power, they give
you more control, but theydon't have amarketplace. But if you have an audience, you don't need that
marketplace. You can design email marketing strategies that will promote your course to your audience.
Okay, so having said that, let's focus on Udemy. If you wantto get started on Udemybecauseyou don't
have an audience and you want to build it up, what | would sayis your marketing starts the moment you
have an idea of building a course. So, you see a lot of people make a mistake of deciding, okay, I'm going to
build acourse.

So, they start scribbling things down, they start working on the content. Eventually they schedule their
filming, theyfilmthe course, theyreleaseit and that's it. Theydo a little bit of marketing and then they leave
it by itself. Ifyou doit, nothing's ever going to work out. What youwant to do isthe moment you decide,
okay, I'm going to release a Udemy course. That's whenyou start marketing. That's whenyou start building
thefoundation. So, as you are creating content for Udemy, you are also creating content for social media.
You start building youremail list, right? For example, you build up a couple of videos that you give awayfor
free. You do it because, first of all, you want to entice people to you. You want to build up your audience,
you want to give people somevalue, but also you want to learn what people like and what people dislike.
You get all of that feedback and you can useit while you're building the actual course. Okay, so thisis very
important. So, you're doing all of that. You're buildingyour foundation on social media.

Before you release your course, you wantto activate your inner circle. So specifically, you want to create a
list of people who are your friends, your family members, your fans, ifyou have somefans, followers, you
want to create a list and you want to let those people know thatyou are about to release a course. You
wantto tell them what is the exact date and what you want to do. And there are different ways to go about
it. I just don't want to over complicateit here because we have limited time and we literally went through
theentire bottle of wine. | mean, literally. | wish you guys could see. So, okay, what | recommend you to do
is | recommend that you create two different coupon codes for yourcourses. You create free access
coupons, and you create discounted coupons. Andwhat youdo is, onceyou have alist of your inner circle,



you tellthem, listen, I'm going to be launching acoursein seven days from now. It's about topic X, Yand Z. |
really feel like you will enjoyit. | put alot of effortinto it and frankly, I'm a bit stressed becauseit's thefirst
timel'mlaunching acourse. | really gave it my all. | invest a lot of money, time, effort, and energy. | would
really appreciate your support, and | feel like it's going to help you in some way.

Andwhatyou can tell peopleis you can literally tell them that, look, here are two coupon codes.Oneis
free, oneis, let's say, 15 bucks. Use whichever you feel like. If you really feel like this course can give you
value, if you feel like you fall within the target audience and you can actually get something outofit, | would
appreciate if you actually purchaseit for $15, it will give me some traction, it will make me at least some
moneyso | build that momentum. But at the sametime, if you don't feel like you will benefit from this
course, maybeyou're notin thetarget audience, butyou are my friend and you want to help, feel free to use
thefree coupon code. And | would really appreciate if you could just watch at least some of thevideos and
give me somefeedback. And at some point, Udemywill ask you for your official rating. Andif you could do
that, that's goingto help me so much. Because as you know, nobodywants to be thefirst person buying
anything unlessit's an Apple product, right? When you see a course with zero ratings and zero students,
you don't want to buy.

So anyhow, you don'twant to usethe exact words | just used right now. | mean, you definitelywant to make
it a bitmore concise. But what I'mtrying to sayis you want to communicate to people that you would
appreciate their help. You want to give them somethingas well. You wantto givethem somevalue. And if
you reach out to peoplelike this, at least some ofthem will help you. Andhere's the thing.Even if just 10 of
those people End up taking your course. Now you have the momentum, youhave your earlyratings, you
have your students on board. So, when people on Udemy, they're lookingfor courses, when they seeyour
course, theyno longer seejust that title and zero ratings and zero students. Now they seethe course made
by so and so that has perhaps eight five-star ratings and 27 students. Now that's social proof, that's
credibility.

That may propelthemto buythe courseright away. And that creates the snowballeffect. But the tricky
thing isyou got to keep working atit. You can't just send amass email saying, heyfriends, can you please
help me? You don'twantto do that, right? Youdon'tjust focuson yourself. You wantto send separate
emails. Ideally, you want to send audio messages or even better, call people up and just bevery personal
and just tell them whythis means so much to you and how you can help them. Ifyou do that, yoursocial
circle will stand behind you and theywill help you to build up that momentum. Does it make sense?

It makes total sense. And one ofthe things that | asked you, Jimmy, before we started this
interview was if you would be willing to offer myaudience afree piece of your content. Which | wanted to
dofortworeasons. Oneis for people that are actuallyinterested in creating courses so theycan see what
a JimmyNaraine courselooks like on theinside for free. What does a best-selling course look like? A type
of coursethat can get hundreds ofthousands of students and tens of thousands of five-star reviews. What
doesthat actually look like? So, they can see it. And the other is for people that actuallywant to learn what
you have to teach in terms of how to develop confidence and how to develop self-esteem and how to
speak from the stage and how to be productive and all of those things that you teach for peoplethat are
interested in learning those on adeeper level throughyour courses. | asked you if you'd be willing to offer
something to myaudience for free and you said that you would, whichwas very sweet of you.

Jimmy Naraine: Mypleasure.



For peoplethatwant to check out a Free JimmyNaraine Course, how can theyget that?

Jimmy Naraine: Firstofall, I'mveryhappyto doit, especially after the bottle of wine. | mean, I'mhappyto
doit.

I might have offered him some something in exchange for the free course, like areally nice
bottle of Malbec.

Jimmy Naraine: Man, | got to tell you, after this, after this mild bake that I'm looking at right now, I'm happy
to do anything. So, | think we're going to link it up on your page.

Putitintheshow notes.

Jimmy Naraine: It's hosted on Teachable. The onlything you haveto do is you have to usethe code
MaverickFree. It's going to showyou the price. You haveto just pastethe code and you can enter the
courseforfree. Now it's interesting what you said, you said that you wantto show people what some of
those best-selling courses have that make them bestseller. What you're going to noticein this courseis
thatI'm not upsellingyou anything. So, when you do this course, | believeit's two hours of content about
life, hacking about all types of different things. And you will notice that each video is a content video. And |
feel like thisis one of the keys. You know, people nowadays are tired of, of Internet marketers just
promising you what they're going to teach you for the first one hour, then almost giving it to you, and then
without givingit to you actually theytell you, hey, wellif you want to learn about X, Y and Z, you can join my
coaching program or whatever it is, right? Or buythis other course.

And | feel like people are really sick and tired of that. It's just almostlike it makes peoplefeel as if the other
person thinkstheyare stupid. So that's thefirst lessonyou will learn by watchingthat course, thatthere are
no upsells. Youbasicallywatch the coursefromthe beginning tillthe end. Youget alot of value. And my
belief is that if you give people enough value, they won'tforget you, right? If you give people enoughvalue,
don't haveto upsell. Samething applies to stages. We talked about speaking on stages. Therealityis thata
lot of people who tryto upsell from stages, they're shooting themselves into food because nobodyfeels it's
justified to buy from them. If you haven't delivered enough value from a stage, whywould | payyou the
money? It doesn't make any sense. So, | always believe in get out there, over, deliver, exceed expectations.
Andwhenyou do that, you don't actually have to tell people what to do. They are the ones seeking you out.
So that'swhatyou'regoing to learn.

Andthere's also another lessonin it that justthe wayl'm giving you free access to this course, you can do
exactlythe same thing with yourcontent so you don't have to build up ahuge masterclass that you're going
to besselling for $200 and feel all this pressure that it has to have hours of videos and tremendously made
content with amovie crew from five different angles. You don't haveto do that. That's alot of pressure.
What you can dois you can take your expertise and you can ask yourself, okay, if | could go back in time and
if | could teach my younger selfabout this topic, whatwould | teach that person? Andyou can develop a
very basic yet powerful curriculum that's between, say, 40 to 60 minutes. And you couldrecord afree
coursethatyou literally give away to peopleforfree, or you sell it, but you kind of make an agreement,
unwritten agreement with yourself, thatyou are happyto give it away to different groups of people. For
example, like now, right,you do a podcast with somebody, you are happyto give it away for free.

You build that course; you deliver as much value as possible. Youpretend in your head that you are
charging for it just so you can do a better job, and then you give it away for free. If you do that, you will not
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make any money, but you will gain audience. You will learnhowto build courses, you will get your feet wet,
essentially. You will learnaboutthe process, you'll become a better teacher, you will get to know your topic
better, and you'll get a lot of appreciation and love from other people. So then when eventuallyyou want to
build somethingthatyou want to sell, you will have that foundation. You will have an audiencethat willb e
waiting for you to release your premium course.

Awesome. We are going to link up the Free Jimmy Naraine Coursein the show notes. So, to
get that, just go to themaverickshow.comand go to the show notes. For this episode, we're going to have
thelink as well as the coupon codeto get it absolutely for free. | have taken the course myself. I've gone
through the content, extremely high value content, totally free for you, The Maverick Show listeners. So,
make sure you go there and check it out. And at this point, Jimmy, are you readyto move into 7heLijghtning
Rounad?

JimmyNaraine: Let'sdoit, bro. Let'sdo it.
Let'sdoit.
JimmyNaraine: Let'sdoit.

Allright.What is one book that has significantlyinfluenced you over the years you'd most
recommend people check out?

Jimmy Naraine: Thefirst onethat comesto mindis The 4-Hour Workweek for those people whowantto
become nomads, specifically, just becauseit's referred to as the bible of digital nomads, | feel like a lot of
the concepts discussed in that book are still relevant. Tim Ferriss did an incredible job of making it fun to
read, making it very compelling. So, | would say get that book. Now for those of you listening to this, if you
struggle withprocrastination, especiallyin terms of your creativity, you know, ifyou like there's something
inyou andyou want to put it out there, but you can't getyourselfto do it. Steven Pressfield, that's the
answer. Just read Steven Pressfield. Specifically, The War of Art. That's something. And | would sayifyou
struggle with pushingyourself, perhapsphysically, youwant to change your health,you wantto go out
there, make shit happen and you want to perhaps lose weight or you wantto gain weight, butyou can't find
the power, thecourseto doit. Read David Goggins; Can’t Hurt Me. You read that book. That bookis like
mental steroids for you. You're going to read that book or listen to it and you're going to feel like you want to
go outthere and just nail it. And finally, for those of you who wantto understandthe current reality of the
world, what's happening, butalso understandthe past and then kind of reconcile all of that with the
potential futurefor human beings. Yuval Noah Harari does the guy, he wrote the Sapiens, hewrote Homo
Deus, and Herecently wrote 21 Lessons for the 21st Century. So, these booksare about the past, the
present and thefuture. | keep rereading those books because when you read them you will see yourself.
There's so much wisdomin there. He doesn'timpose on you. He gives you ideas that propel you to think.
Andthosebookswill makeyou understandthe world better.

Awesome. We aregoing to link all ofthose up in the show notes as well as the Will Smith
book that you said you're reading right now.

Jimmy Naraine: Incredible audio. The audio version, man, it's just beautiful.

That's awesome, man.We're going to link all of that up in the show notes so you can go and
find the links at themaverickshow.com. Jimmy, who is one person currently alive today that you've never
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metthatyou'd most loveto have dinner with just you and that personfor an evening of dinner and
conversation.

Jimmy Naraine: Two people cometo mind right away. Tony Robbins and Tim Ferriss. | thinkthereason is
that, you know, | met alot of peoplein mylife thatl admire and | actually ended up meeting themin person
and some of them becoming friends with.Butwe all have our heroes that change the wayweview reality.
So, for example, when I met Vishen Lakhiani from Mind Value, right? | mean, | knew he was doing some
incredible things and he's doing some really epic stuff now. But there wasn't that elementofbeing afanboy
and you know what | mean? So, we met, we became friends, now we are buddies. It's different type of
situation. Andthere are other examples of people like this that | met. However, Tim Ferriss, you know, Tim
Ferrissis one ofthose people that he wrote the Bible. | mean, he wrote The 4-Hour Workweek. So, I've
been kind of reflecting and | realized that, you know, you could put mein aroom with Will Smith or Mark
Cuban or peoplelike that and | wouldtalk to them and it would be great and | would enjoyit, right? You put
me in aroomwith Tim Ferriss or Tony Robbins. | wouldlove to talk to them. But it's almost like, wow,
there's so much to say. It's almost like, I'm sure you can resonate with this, Matt. It's almostlike, man, |
read your book and | resonated so much and that book changed the course of my entirelife. It's almost like
there's so manythings to share where you don't even know where to start, right?

Andit's likeyou personallyimpacted metype of thing, right?
Jimmy Naraine: Exactly.

The4-Hour Workweek, like for me as well, right? | got fired from my job at the beginning of
2007.I madethedecision onthat daythat | was going to figure out how to start my own business, having
no experience in entrepreneurship at all. So, | said, well, | don't knowhow to start abusiness. So, I'm going
to driveto thebookstore. | wasin Los Angeles and I'm going to start reading books on how to start a
business.

Jimmy Naraine: Wow, what atiming.

So, | go into the Barnes and Noble at the Grove for anybodythat knows LA every single day.
And | just drovethereand| would order an espresso at the coffee shop and | would sit therereading the
books. I didn'tbuythe booksbecause |l was unemployed.l would justsit therereading them. But each day
my ritual wouldbel wouldgo in and thefirst thing | woulddo, I'd look at the new business book section,
right? And then | would decide what book am | going to read that day. | would just sitin the bookstorein the
Barnes and normallyreadit. | would sit there all day. And one dayin 2007, | walk in There's a brand-new
book on thebusiness bookshelf, and it's called The 4-Hour Workweek by some guy that nobody had ever
heard of called Timothy Ferriss. | read the back ofthe book. | said, that'sthe onel'mreading today. | read
through thebook and | said, that's what!'m doing. | read it the day it came out, and it fundamentally
transformed my entire trajectory of my life, of everything. Right? And so, | totally feel you on that, where,
like, if you had dinner with someone like that and you could sayyou personally, yourwork, yourbook, the
words that you wrote on that page had this impact on mylife and fundamentally change the trajectory. It's
a totally different conversation.

Jimmy Naraine: 100%.

Yeah.
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Jimmy Naraine: Thefunnythingis that when youknow peoplein certain circles, you know, you have alot
of mutual friends. So, for example, Tim and |, we have mutual friends, right? And some of TonyRobbins and
I, we. Weknow people, we have peoplein common. Andif it was anybodyelse and | wanted to meet them,
if lwas in town, |l would justsay, hey, can you connect me with so and so you tried to make it happen. | just
realized | never really tried to make it happen becauseit's almost like from the social dynamics point of
view, when you meet a person like this, the last thing you wantto do is to be like, oh, man, wow, it's you.
You don'twantto do that, right? You wantto connect on ahuman level. Right? But there's a part of you that
looks atthat person, and it's not justaperson. There's aperson is your perception of aperson, which
became a mythin your head. You know what | mean?

Right.

Jimmy Naraine: So, it's interesting. But | do hope to meet them at some point. Same with Tony Robbins,
right?lwas 15, 16 years old. Listening to Tony Robbins made merealize so many things about controlling
your own reality, controlling yourthoughts, your mindset. So, yeah, man, let's see. Maybe Tim likes to come
over to Buenos Aires. Maybe. Maybe you're going to see him somewhere here.

| feel like that dinner for you is a possibility, man. | feel like we could make this happen, you
and Tim, having dinner. Allright, brother, whatis one travel hack that you use that you couldrecommend to
people?

Jimmy Naraine: Whenever | go to anew place, when people ask me, hey, sir, first time here, are you here
alone?l never say I'malone, and | never say it's my first time unless I'min a safe environment. ButifI'mina
dodgytaxior maybe middle of the night talking to random person in front of abar. | would never reveal it's
my firsttime and I'm here alone. | would often say somethingin the lines of, no, man, I've been coming here
manytimes. Lots of friends here. | know a lot of people. Because you don't wantto make yourselfinto a
target, right?

Good advice, man. Allright. Of all the places that you have been now in theworld, Jimmy,
what are your top three favorite travel destinations you'd mostrecommend?

Jimmy Naraine: People check out, | would say, for living, in terms of long-term living. Canarylslands,
specifically La Palmalsland. It's aplace that combinesincredible nature, great people, it's nottoo
expensive. Spanish language, a bit of Latin culture. Very safe. So, Canarylslands does thefirst place. The
second place, | would say Thailand. Thailand, because of my history with Thailand, | spent a lot oftimein
there. Peopleare incredible. | love Thai culture, the food, Thaiboxing. I'm abig fan of Muay Thai. I've been
doing it myself. Just lots of amazing memories in there. And the third place, you knowwhat I'm goingto
say?| can't say specific country, but I'mjust goingto say Latin Americain general. Just Latin America. I'm
sorry, | can't give you a specific country, butjustLatin America. Thereis something about thisplace. No
matter where you go in Latin America, whether it's Argentina, Colombia, Peru, Brazil, thereis avery distinct
vibe. You know what I'mtalking about? As you're nodding at me right now, you know what|'mtalking about.
There's thisfeeling of wilderness, so you have civilization, but it's also mixed with the unknown and
adventure and chaos and passion and all of that mixed together. | just love. This is like my favorite cocktail,
man. Latin America.
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Agreed, brother, agreed. And very apropos for where we are now. Allright, Jimmy, whatare
your top three bucket list destinations? These are places you have not yet been highest on your list you'd
most loveto see.

Jimmy Naraine: Oneofthe placesis definitely New Zealand. Never been there, just went to Australia.
Almostwent to New Zealand. | just know the natureis incredible. So that's number one.|'m going to say
Hawaii and Tahiti. | went to Hawaiionce, but | didn't spend enough timethere. Andl've been promising to
myselfthat I'm going to go back there. [t was justincredible. Life changing trip. We don't have the timefor
the story now, but thatwas one of those trips that literally changed mylife. | overcame a lot of internal
demons, spendingalot of time by myself, hiking in silence and, and learning about myself. So, Hawaii,
Tahitidoesthe second. And thethird place, I'm not goingto give you a specific country, but theregion, |
would saythe southern Africa. So, Namibia, Botswana, of course, South Africa, Lesotho,Zambia,
Zimbabwe, all of those places. I'd love to seethem. Yeah, that would beit. You knowwhat's happening in
my head now, right. I'm already thinking about many other places | want to list. Butafter wineand you
propelling meto think about mytravel adventures and knowing in a second, we're going to be going out
there into the district of Palermo just to meet other nomads. | mean, I'm just so excited.

Yeah, we got a partyto get to, man. So, we're going to wrap this up with onefinal question.
And Jimmy, this happens to be the mostimportant question of the entire interview. I'm going to ask you to
nameyour top five hip-hop emcees of all time. But before you do that, and while you'rethinking about that,
I wanttojustaskyou, | mean, in light of everything that you shared about howyou initially got into hip -hop
at a very early stage in your lifetoday, when you think aboutit, whatdoes hip-hopmusic mean to you?
What do you love about hip-hop?

Jimmy Naraine: Self-expressionwhile staying unapologetically you. That's something that connects a lot
of hip-hop artists. Theytryto express themselves while being unapologeticallythemselves, not livingup to
some standards or rules imposed bythe society. You want to share something,you shareit. And that'sit,
man. And that'swhyl loveit. That's whyl love it. Everything goes. Andthat'showit should be.

Awesome. All right, Jimmy, who are you? Top five.

Jimmy Naraine: Topfive, thefirst one hasto be Peja. It'sthe Polish rapper. And | don'tlisten actively to Peja
now, but thereason I'm mentioninghimis because that's howmyjourney started. That was thefirst rapper
that | ever heard in mylife, the Polish rapper. So, for sure, man, like pay, | used to rap alongto his lyrics with
my buddies back in the neighborhood. So. Okay, that's one. Another one. Okay. Since we are in a Spanish
speaking country, Nach. I like Nach a lot. £/ /dioma delos Dioses, for example, or Chico problematicoor
songs like that. Thereason I'm mentioning Nach is because, well, first of all, | love his music. But also,
whilel was learning Spanish, | tried to also do it by rhyming in Spanish. So, | learned abunch of songs like
Chico problemadaticofor example, or another group. That's another thing. So, | would literally before | was
going outin Spain to meet strangers, | would turn on myboombox and | would justrhymein Spanish over
multiple glasses of wineto get myselfin the state.

So, ljust have so many great memories with those rappers. Okay, so we have two foreign rappers now.
Okay, so let's getinto the English-speaking rappers. One personthat comes to mind rightawayis Logic. |
justlove Logic's delivery. | love his story. He's mixed raced, experience a lot of hardshipsin his life.
Incredible delivery, incredible lyrics. When you listen to him, it's like spoken poetry. It really makes you
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think. A lot of great songs. So, Logic, for sure, Logic. Alsolike to rap to him. Anotheronewould be the
Snoop DoggyDog. So, I'm abig fan of Snoop Dogg. Not justas arapper, but as a person. It'sjustincredible
to see a guygrowing up on the streets, right. And almostgoing to jail for avery long time. He had this case
backin theday and then turning his life around. And while alot of other rappers, their careers just went
downhill, theygotinto something else.Some people got shot and Snoop Dogg justkeeps going after it.
He's still relevant, super chilled. | thinkif we all had more of that Snoop Doggvibe, the world would be a
better place. So, Snoop Dogg wouldlove to meet the guy. Actually, you asked me about thedinner. | would
love to meet. | would loveto meet Snoop Dogg. Oh, thatwouldbe such apleasure.

Yeah.

Jimmy Naraine: So, SnoopDoggy Dog and. Andthen the last one. | tell you what, let me tell you about the
rapper that alot of people don't know that1'm a big fan of. Okay. Becauseiif | said Souls of Mischief, people
know them, right? Nas people knowthem. Tupac, people know those guys. There's aguy called Harry
Mack. So, Harry Mack and shout out. Great fucking guy. He's afreestyle rapper and his thing is that he's just
incredible at freestyling. His freestyle is literally the best freestyle I've ever seen in my entire life. Had a
pleasureto talk to him on multiple occasions. And onething about this guyis that he's so humble.He
doesn't haveto bethathumble and he's stillhumble. It's justincredible. | had one of those calls withhim
and wetalked about building courses and he was complimenting me on my courses and my presence.

And I'mlike, bro, you're talking about presence. You are rhyming on the Ellen showand you're rhyming for
Kendrick Lamar and Kendrick is losing his shit listening to you. You're talking about presence, man.
Anyhow, super humble guy with incredible talent and even more work ethic. When | foundoutabouthim
almost two years ago, | already thoughthewas incredible. But the progress he has made over the last two
years isjustincredible. He took it to the next level to celebrate 1 million subscribers on YouTube. He did
10-hour Freestyle Life where people throw wars and he just goes for it. You just throwwars. Justgo for it.
You can't make this up, right? You just can't make this up. His delivery has, you know, he. People throw
words likein humanity; peoplethrowwords like Martin Luther King. Andhe would literally create stories
out ofthosewords and names and turnthem into poetry. Unbelievable.You justtypein HarryMack on
YouTube and strap on your seatbelts because you're going to need them.

HarryMack isinsanelytalented. | agree. One of the most talented improvisational freestyle
rappers | have ever heard. Your interview with him, you interviewed him for 60 plus minu tes and there was
an amazing conclusion to theinterview. I'm actually going to link it up in the show notes to. To this episode.

Jimmy Naraine: Oh, that'scool.

Becauselwant peopleto be able to hear you interviewing Harry Mack becausetheinterview
is fantastic. Right? And | was compelled byall of it because of course | know who heis. | knowhis work;
I've heard his freestyles and it's blown mymind. And you of course, went deep with him on all kinds of
amazing questions, whichisincredible. So, thewholeinterview is great, but it culminates with you
beatboxing and Harry Mack spitting a freestyle over you beatbox about themes that you had previously
discussed in that interview.

Jimmy Naraine:Yeah.
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Blew my mind, bro. We are definitely linking that upin the show notes. So, folks can go to
themaverickshow.comjustgo to the show notes for this episode. We're going to link you up to Harry Mack
soyou can check out his stuff and his YouTube. We're also going to link up the Jimmy Narain e interviewing
Harry Mack podcast so you can hear theinterview. And then here, Jimmybeatboxing and Harry Mack free
styling over it. Absolutely blew mymind, bro.

Jimmy Naraine: Awesome, man.So niceto hear this.

Definitely, brother. For sure. Allright, Jimmy, you and | have abig nomad partyto get toin
Buenos Airesright now. So, let's conclude this. Let folks knowhowthey can find you, how they can follow
you on social media, how they can learn more about your content and check you out. Howdo you want
peopleto come into yourworld?

Jimmy Naraine: The easiest wayis just to type in Jimmy Naraine. Like anywhere you go, if you go to
Instagram, you just type in Jimmy Naraine. You're going to find me YouTube Jimmy Naraine Official. But it's
just myname. Everywhere you want to go is my name. I'll saythe best way. I'm most active on Instagram.
That's probablythe best place. And obviously take the course. Justmake the most of it. It's afree course
offer. It'stwo hours of content. Just take it, have a look and I'm curious to actually hear from your which
parts of the course you enjoyed the most. So then if you actually feel really compelled by a specific lecture
inthe course, then just make a post on social media and tag both of us, tag Matt and myselfand justtellus
whatyou've learned.

Awesome man. We are going to link all that up in the show notes. Everythingwe have
discussedis goingto be in oneplace. Just go to themaverickshow.com go to the show notes for this
episode. Thereyou're going to see the link for Jimmy's free course and the coupon code you need to get it
forfree. You're also going to see all of the social media handles for how to follow and contact Jimmy. Check
out more of his content and everything else that we discussed on this episode. Jimmy, this was amazing
brother. Thank you for being on the show. Thankyou.

Jimmy Naraine: | appreciate you. And thankyou so much for everyone listening. We appreciate you. Thank
you.

We do appreciate you. We now have a partyto get to so we're going to roll. Good night,
everybody.
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