Myguest todayis Ray Blakney. Heis a location independentserial entrepreneur, world
traveler and thefounder of Live Lingua, one ofthetop online language schools. Andhe's the founder of
Podcast Hawk, a SaaS product that helpsyou get booked on podcasts on Autopilot. Bornin the
Philippines, Raygrew up mostlyin Turkey before moving to the United States. He started his first business
in Mexico in 2008 with his wife as his business partner and has subsequently bootstrapped multiple six
and seven figure businesses, mostlyfrom homein his Superman pajamas. He has been featured in Forbes
Entrepreneur magazine and manyother publications. Heis also the podcast hostof Learn Spanish with
Live Lingua, one ofthetop language learning daily podcasts oniTunes.

Ray, welcometo the show.
Ray Blakney: Matt, thanks for having meon.

So good to have you here, my man. We should just start off by talking aboutwhere we are
today and thefact that we have agreed to make this an alcoholinduced interview. | am actuallyin the Blue
Ridge Mountains of Asheville, North Carolinatoday. | have just opened abottle of wine. Thisoneis a red
blend from Stellenbosch in South Africa. So, I'm going to be drinking through that duringthe episode. But
where are you today, Ray, and what are you drinking?

Ray Blakney: So, | am in the mountains of Mexico in a city called Querétaro, where mywife is originally
from. So, my wife's Mexican. | am actually drinking Sake, but Mexican sake, it's called Namiand it's
actuallyreally, really good. It's. It holds up to the sake | had when I was in Japan. So, I'm enjoying it.

| loveit. Brother. Thatis amazing. | had no idea that they make sake in Mexico. But let's take
that as an opening mind that we should start with chattingaboutJapan. | know you've spent abunch of
timethere. Definitely. It's one of myfavorite countries. And let me ask you this, man. | heard arumor that
whileyou were in Japan, you had arunin with adeer.

Ray Blakney: You gotit. [t was not just one deer; it was aherd of deer. So, | wasin atown called Narain
Japan. It'sjust outside of Osaka. There's actually a sake tie into this as well. So, we got there really knowing
almost nothing about thetown. But we went on Airbnb and we found some guywas doing a bike tour
aroundthetown. Sounds wonderful. So, we go on this bike tour. We're the onlytwo people there, nobody
else onthetour. So, we're kind of biking around town. One of the stops is a sake brewery. So, we've had a
few things to drink, right? So, we kind of go to the main part of Nara, which is this big temple, this huge park
that's outthere. Andthe cool part that Nara's known foris it has tame deer. These deer are about the size
of a big dog, like a German shepherd. But they are part of the religion there. And they're allowed to walk
around town wherever theywant. They will literally, they can walk into a Starbucks, right? Like the
automatic door opens, adeer will walk in and the staff will not like chase the deer out becauseit's
religious. You're not supposed to touch them.

So, wewent to this temple where theywere doing. It has this wonderful, this huge woodenBuddhainside,
deer all over the place. You can petthem. They're like, | thought, totally docile. We go there, we take all
thosephotos. | havethe picture with the deer. Then we kind of continue on ourbike tour and we kind ofgo
to amorerural part of the park where the’re dozens of deer, I'm going to say, you know, hundreds. But that
was probably my fear induced state at the end of this. But, you know, dozens of deer. And our tour guide
gives us these little wafers that we're supposed to give. The deer gives me like four or five, right? So, | kind
of pullthem outandthey're on those crinklywrappers so you makethe noise. All the deer in the, like, in this
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whole park, their head shoots up. They start runningtowards me like a deer. How cute. So, | pass out those,
you know, the five wafers that | had. So those five deer are really happy. But the other hundred thatare
standing there, maybe 10, 1 don't remember.

Again, fear changes numbers for you. Theykind of look at me like, so where's our wafer? And I'm like, |
don'thave any more. | look over to the kind oftour guide. Do you have anymore? It's like, no, that wasiit. So,
theyactuallygot upset with me. And | had one of thesg, like, it was drizzling alittle that day. So, | had one of
those, you know, trash bag raincoats on. They start eating mytrash can raincoat. So, I'm runningawayfrom
allthesedeers, trying to get on my bike. My wife, instead of helping me, is sitting there laughing as I'm being
mauled bya herd of deer in Japan. I'm happyto have escaped mylife.

Well, l understandthatthatis not the onlyrunin with an animal that you have had on your
world travels, Ray. | heard that you had alittle bit of a personalityissue withthe camelin Moro cco. What
happened with that?

Ray Blakney: Yeah, so ironically, | love animals. | grew up with dogs. | like cats, though I'm allergic to them.
You know, in general, | like all animals. They don't like me so much, especiallywhen | travel. Thiswasin
Morocco. So, my wife and | did a wonderful trip from flew into Madrid, kind of did. Went to southern Spain
and then took aboat across Gibraltar and spent, I'm going to say, three or four weeks in Morocco attheend
of that. Part of that was this amazing trip we did in the Sahara. It was three days to night that we did in the
Sahara Desert. And part of itis you kind of get on acamel and theytake you to these different “Bedouin
camps”that arethere. So just to set the scene, we're driving down this highwayin southern Morocco. And
it's surreal, right, becauseyou lookto the left and theright and it's essentiallyjust there's nothingthere. It
doesn't look like a Sahara Desert yet because it's not sand, but it's justlike mud flats.

Everything is like totally flat with, like nothingto tell you. Not even like a cactus to tell you that there's
anything different. There'sin arandom part of theroad. Our driver just takes like, swerves off theroad, goes
to theleft. And we've been with a guyfor a few days now, so | kind of trusted him, butit was still kind of like,
wait a minute, if somebody's going to kidnap us, thisis the spot, right? Because | have no ideawhere we're
at. So, you know, he just turned off onarandom part of theroad. So, we're driving therefor, like, 10
minutes. Suddenly, in the distance, kind of like amirage, we see thisrandom, like, adobe house. I'm not
even going to say hut, becauseit was actually huge, kind of coming out of this, like, mud flat. And as we pull
up, we see there's, you know, dozens of camels out front and afew other tour vans, so to speak. Thewayit
works in Morocco is you take private vans all over the place, but you kind oftend to see the same people
alongthe stop. So, you know, we were in this pirate SUV, and it kind of pulled up there, and we saw about
six or seven other private SUVs.

They take us out, you know, sigh some paperwork, and they say, okay, here are all the camels. Let me
introduce you to yours. So, they bring me over and they show me this camel. And the camel guy, Bedouin
nomad, said, you know, who spoke like, 15 languages, was incredible. Said, this is Jimmy. He's going to be
your camel. Don'tworry. Jimmy's a super tame camel. You just go on and enjoyyour ride. My wife gets on
her camel. | don't even remember that camel's namebecause, you know, nothing interestinghappened
over there. So, we start walking along and, yeah, for thefirst, maybe 10, 15 minutes, Jimmywas the perfect
camel, right? You know, I'm kind of there, holding on, then suddenly, outof nowhere, he dips the camel
equivalent of bucking rightwhere he. His front legs go all the way down. I'm almostthrown offthe front of
himonto a sand dune. He did that because there was a patch of grass down there, and apparently, hewas
hungry, right? But they don'tjustput their heads down.



The wholefront oftheir bodygoes down. Little did | knowthat that was whatwas to come for the rest of
thetrip, right? Because literally, he did that for every 15 minutes for the next two days while mywife was
sitting there on her camera on her camel, taking all these beautiful photosofeverythingin the Sahara
Desert. I'mholding on to the camel saddle for dear life, hoping thatl don'tcome out of this with abroken
neck. And every timeit happened, like, everybodylaughed like, it was the biggest thing. Okay. In retrospect,
it was actuallykind of funny. But at thetime, | was like, this is really exhausting. | mean, | was dripping
sweat when we got to the camps at night, | spent the whole dayhangingon to Jimmy. So that was Jimmy
trying to kill me.

Well, | know that you have spent abunch of timein Morocco. | have as well. I've spent over a
month there. I've been acoupletimes. But you've actually been to some placesin Morocco that | have not
been that are really high on my list, includingthe town of Chefchaouen. And I'm wondering if you can just
share a little bit about that place for folks thathave never heard of it and what that was like.

Ray Blakney: Thatis an amazing place. Most people have never heard of it, myselfincluded. Right. So, I've
traveled a lot, but I had never heard of foregone Morocco, but | had seen it, right? So, if, you know, you guys
have probably seen photos of Chefchaouen either on National Geographic, even sometravel ads on
Facebook, right? Becauseit's so picturesque thatpeoplejust, like, use stock photos of it to show travel.
Right. I'm like, these, like, one of the places you should see. So, Chefchaouenis up inthe mountainsin
Morocco, right? So, we came into Tangiers from there. We got on avan, and we kind of started driving. We
hit up the Chefchaouen. It's famousfor two things; one, it's a UNESCO World Heritage site, right? So, it's
been there for hundreds of years. But reallywhat makes it famous is every single buildingin that townis
painted sky blue, this beautifulsky blue. Andthere's tworeasons whytheyexplain that is thefirstis that
apparentlythe skyblue keeps thetown alot cooler. You'rein the mountains, but it still can get kind of hot
up there. We're not like, super high up in the mountains. It's kind of builton the side of amountain, soiit's
kind of. You kind of seeit just kind of coloring in blue.

The second thingis, apparentlythat colorofblueis supposed to scare away mosquitoes, so that'swhy
they'vekeptit there. Now, | didn't see any mosquitoes while we were there, so maybe it's working. But |
don't really associate mountains with mosquitoes anyway, so maybetherewouldn't have been
mosquitoes if everything was painted white as well. But it's a beautiful town. You can spend all day walking
around init. They're beautiful Airbnbs that people have set up. Definitely, definitely worth avisit. It's a little
out of thewayfrom the normal tourist sites though, so you kind of have to make an effort to get there.

That's awesome, man. Definitely super high on mylist. Well, Ray, | want to go all the way
back now and learn alittle bit about your background and yourupbringing. | feel like you were almostborn
as aworld traveler. Can you tell us a little bit about your background and where you grew up?

Ray Blakney: Yeah, so you're absolutelyright. | mean, | was got on myfirst plane when | was nine months
old. You know, I've talked to other people since then and they remember their first planeride. Bythetimel
wasfive, I'd beento 20 or 30 countries. | mean,  have no memory ofthefirsttimel ever goton a plane. |
have no memoryofatime wherel wasn't flying around theworld.l can't take any credit for that. Of course,
it was my parents who did it. As a five-year-old, | didn't decide, hey, | want to be a digital homad and let's go
travel around the world, right? Theyjust took me along and | had to go for theride. So, | was bornin the
Philippines. Mydad was aU.S. peace Corpsvolunteer. So, kind of to picture it, he's a, you know, six foot
three, blonde, blue eyed, Boston Irishguyand he goes to the Philippines, he meets my momwho's a five-
foot oneFilipino lady. Theyget married after six weeks. | did not find that out untill was like 30 years old.



But theyliterally met and got married within a six-week period. And mydad finished up his Peace Corpsin
the Philippines. So, | was actuallyborn during his last few months in the Peace Corps. So, | actually joke
that | was a Peace Corps volunteer for the first three months of my life.

They lived there for a little while longer and about nine monthsold, with astopover in the United States, my
parents got a jobin Istanbul, Turkey. So around one and a half, give or take a few months, | moved to
Istanbul, Turkey. Andthat's wherel spent the next 15 years. Wewould travel alot, but that was kind ofthe
homebasewhere | lived. Technically speaking, myfirst language is Turkish, my second language is Filipino
and my third language is English, which looksgreat on your college SATs. When you score reallywell on the
verbal section and you're like, no, it's technically not, but let's be honest, I've spoken English mywhole Life.
So, it's, you know, | am a native English speaker. Add allittle bit into that, that mydad actuallygrew up in
Rhodesia, Zimbabwe, in Africa. So, you know, he mightbe American, buthedidn't grow up in the United
States. Mygrandfather was born and grew up in China, in Peking, back then Beijing, rightnow, backin the,
that would have been likein the 40s or something like that, right.

So, hekind of. Right before the, the Maoist revolution camein, mygrandfather was there. My great
grandfather was ateacher, a professor at Harvard who was doing ayear sabbatical at the Peking University
when all of that happened. Mygrandfather was bornin China. Keep in mind they're all Bostonrish, blonde,
blue eyed, you know, so kind of weird, strange backgroundin there. | moved to the U.S. finished up high
school, 15 years old, went to college, worked in Silicon Valley for abit, Fortune 500 companies. Andthen
when | was about 26, | was like, yeah, just doesn't feel right being in the U.S. I'm used to being an expat. So,
I quit myjob. | also joined the Peace Corps, sent me to Mexico, where I've been for the last 14 years. And
that'swherel'mat now.

Wow. Well, firstof all, we shouldnote that you and | both wentto college in Cleveland, Ohio.
So big up to the land. I'm curious, withyourexperience coming to the United States, right. Having grownup
your whole lifein Turkey, having traveled so much around the world, what was thatimmigration experience
like for you, coming and living in the United States and then eventually going to collegein Cleveland?

Ray Blakney: Yeah, so great question. So, when | moved back to the United States, | was junior and senior
year in high school and | went to aboarding school. My parents were still in Turkey. It was probably the
biggest culture shock to date that I've had in my life was actually moving back to the United States. And the
reason being | sound American, right. If you heard me on the phone, you would never think anythingother
than this guys fromthe U.S. Right? But culturally, I'm actually notverygood at being American. Right.
Becausel'm40 yearsold and I've lived 27 of those years outside of the United States. So, | have a lot more
culture. I've lived more in Mexico and Turkeythan I've ever lived in the United States. So, when | moved
back when | was 15, having grown up in Turkey, | went to the American school.So, you know, English
wasn'tanissue, the education wasn't an issue. But again, dating myself, this was pre-Internet, pre-Netflix,
pre allthat kind of stuff.

So, I didn't reallyknow U.S. Culture, right.| had never been to date. I've never been to an American football
game. I'd onlybeen to one baseball game in my life. And that was when | was, like, 10. And | didn't get the
cultural references right. People would make jokes from friends, right. Justtalking aboutit. Thiswasin the
90s, and | wouldn'teven know whatfriends was.I'm like, you know, so theywould make, like, cute things.
So, I really felt like an outsider when | went to aU.S. High school. Not thattheywere, you know, picking on
me or anything like that. It was just that | did notfitinto this culture at all. I'm more comfortable, I'm finding
now, as an adult. And lookingback, | feel more comfortablein cultures where'm not supposed to fitin.



So, beingin Mexico, | speak Spanish, butI'm nota native Spanish speaker. So, if somebody says a Mexican
joke and | don't understand, theydon't look at me weird like they did in the United States. Becausehe'sa
foreigner, he's not supposed to get the jokes if | do. Bonus. Butnobodylooks down onmewhen | don't kind
of getthe humor, the cultural references. Inthe U.S. | felt like they did. It was like, wait, you're American, but
you don't getit. So now | feel much more comfortable being an expat. I'm kind of a professional expat. |
plan on probably remaining this wayfor the rest of my life, is | feel much more comfortablein places where
I'm not supposed to knowwhat's going on, as opposedto the United States.

Now, by the timeyou got to the U.S. you had done moreinternational worldtravel than most
peopledo in an entire lifetime. What impact do you think all of that travel had on you up to that pointin your
life?

Ray Blakney: Yeah. So, another great question. So, I've been to about 50 countries in my life. | never
counted, like, which onewas beforel went to the U.S. and which ones were after | wentto the U.S. but I've
been to about 50 different countries in mylife. And one of the things that's always struck me, because
would. Wherever | would go, I'mintroverted, butl'm very outgoing. So, | have, you know, | no trouble going
out, meeting people,and | would makefriends. And it struck me how similar all of these people were. [fwe
spentthree monthsin acountryand | made friends with the neighbor'skids, I'dgo and play with them.
Even if wedidn't even speak each other's language, you know, we'dgo out and playand it was fine. So,
what | realized through all of thatis, like, we're not that different.| mean, you know, akid who'sin Africais
not that differentfromakid who'sin the U.S. Who's akid who'sin Chileand akid who's in Thailand. We all
kind of same general things that extends to when we're adults. If you get away from politics, if you get away
from, like, the rhetoricon the high level. Ifyou talk to a person on the street in Afghanistan, another onein
India, another onein Germany, theywant ahouse, theywantfood, theywant safety for them and their
families.

Growing up that way made merealize that, you know, we are so much more similar than we are different.
Despite what alot of other peoplethink oralot of people kind of tell u s to think, most human beings are
almost exactlythe samedesires. So, a lot ofthese conflicts and discrimination, like, you know, racism to
me is utterlyincomprehensible. Justbecause when you meet people from all around the worldand see
how similar they are, I'm like, where you nitpick at a certain thing and distinguish people,you know, | don't
know, you're blond, | black hair or whatever. | mean, it's just totally arbitrary. The world is a small place.
We're all the same. It's alittle cheesy, but, like, why can't we all get along? We're really not that different
from each otheriswhat | learned growingup in that way.

Andthen when you got to the U.S. and then you went to college, and then youwent into sort
of the corporate career track. Can you talk about that experience and whatit was that made you decide to
take a different path and go into the Peace Corps?

Ray Blakney: Yeah. So, | love my parents. They're very well meaning. | come from a family of academics,
right. So going to college. | remember this event in high school, right, where they broughteverybodyin for to
talk about drugs, right? So, they had people who would recover from drugs to come and give us a talk. And
atonepointinthat, theysplitus allinto these smaller groups of about20 people. Andthis, keep in mind,
thiswas a New England prep school, right? | mean, this.l was going to school with kids of senators and all
therest of it. And the guywho takes our group of 20 says, how many ofyou guys are thinking of going to
college? And | remember all of us looking aroundthe room confused, thinking like, well, everybodyraised
theirhandis like, of course, what else do you do after high school, right? Yougo to college.



[twasn'tuntilmanyyears later that | realized how strange that was, right? Because that's the environment |
was broughtupin. I bet you that guygives the same speech in other schoolswhereonly 1 out of 10 people
raise their hand. Butin this particular environment, going to college for us was just the logical continuation
of going to high school. You're not done with school until you go to college. Thereason | bring thatupis
that'snottheendforalot ofuswho arein that, because what do you do after collegeis you go and get a
good job and you work at that companyfor the next30 years. That's the logical continuationto go into
college. That was the path | was on, right? Nothingwrong withit. So, | graduated from college. I was a
computer engineer, technically, | guess | stillam, but | learned coding. So, | went and worked in Silicon
Valleyfor a little bit. Then | worked for some fortune 500 companies writing code. Why? Becausethat's
whatyou're supposed to do after college, right? You get asecure, well-paid job.

[twasn'tuntil about five or six years into it that | realized something was missing though, right? | mean, |
had a goodjob, | had a nice car, | had a condo. What do you get? | get a raise next year. | buya nicer car,
nicer condo, and, you know, bigger plasma screen TV for mywall. Or living quote, the quote unquote
American dream. But | kind of felt that somethingwas missing. So, there were a few events that happened
inthe courseofafew daysthat kind of got me on the path thatl amright now. The firstonewas,and we
talked about this before. | was at aHalloween partyin the Blind pig on East 9thin Cleveland, Ohio, drunk,
standing on the stage. | was not performing, just nobodywas on the stage and thefloor was full. So, a
bunch of us were standing on the stage, right? And | remember looking out over the crowd in kindofa
drunken haze and, and having this weird thoughtwhere kind of alot of myfriends, | was 25, some of my
friends were 5, 10 years olderthan me. And | was kind of seeing them outtherein the crowd.

And | remember thinking, | know thatthey've been in this bar for the last five, 10 years doing exactlythe
same thing with the same people. And while there's nothing wrongwiththat, | was just sitting there. I'm
like, do | really want to do that for the next 10 years? And | was like, no, | don't. So, | wentinto work the next
day and hungover. But at 25, you can go into work hungover and still function at 40. Trust me, for youryoung
onesoutthere, that does nothappenanymore. If1 go to work drunk, I'm outfor, like, three days right now.
So, | go towork the next day. And | was ateam lead, but myboss came over and kind of invited me, like,
hey, another team lead we're going to give. He's celebrating, you know, an anniversary at the company. So
come on over. We have, you know, like, food and stuff like that. So | go into this room, and they put outthe
typical, you know, cheese and fruit platter, this big platter with, like, grapes and cheese and stuffon it.

The otherteam lead comes over. He's in his 50s, and | think the CTO, somebodyreally high up in the
company, comesin, gives them a plaque and awatch, and says, thank you for 30 years of dedicated
service to our company. And | remember staring at him like, look, | know he makes six figures. He's
probably comfortable. He's, you know, he has a nice house. He's supporting his family. | don't want to get
that plaque 30 years down theroad. | do not wantto be here doing exactlythe samething I'm doingright
now. Get that plaque. And the third kind of strike, or thefinal thing. There was around that time, therewas a
commercial on TV for the U.S. Navy. And while all myrespects to those in the armed services, if somebody
starts shooting at me, I'm running the other way as fast as physically possible. So it wasn't that they
necessarily. | was thoughtabout, hey, I'm going to apply for the Navy.

Butinthe commercial, theyhad this one scene where these Navy SEALs in the night pull up on their little
dinghyonthebeach, right? So, like, the top is all black, and the bottom, all you seeis these Navy SEALs on
a beach. And a quotecomes up thetop of the screen, and it says, if theywere to write a book about your
life, would anybodywantto read it? And | remember sitting there staring at it and thinking, wait, no. If|



continueon this path, absolutely not.| mightlive adecent life. | might live the American dream, butit's not

thelife anybodywould wantto read. Aboutit's notthelife | want to live. Literally, the next day, | went online
and applied for the Peace Corps. Within three months, | had touched downin Mexico. | quit myjob, sold all
my stuff, and arrived in Mexico.

Amazing. Well, | want to talk to you about that initial Mexico experience, because | knowthat
your Peace Corps experience was in Chiapas, and | have also been to Chiapas. | actuallywent downafew
years beforeyou went there, but | just went down for ashortperiod of time. [twas on asolidarity
delegation. It was actually with. Through an organization called Schools for Chapas. Andwe stayed in the
autonomous Zapatistacommunities in the Aguascalientes. And we were there basically to just do manual
labor and help themto build schoolsso that they could teach their Zapatista curriculum and education in
theirown communities. So, it was an absolutely extraordinary experience and incredible to spend timein
those communities. Butl was just there for avery short period of time. You were in Chiapas for quite some
time, and | would love to hear about how that experience was for you.

Ray Blakney: Yeah. So let me start by saying | was totally ignorant of Mexico, even though, you know,
thoughweliveinthe U.S. and we're the countryjustin the north. Before moving to Mexico, myone
exception was | was a frat boyin college and | went to Cancun spring break. And | can tell you, | probably
did not see a single Mexican in the entire time | was there. Everybody spokes English. Everything wasin
dollars. That'snot goingto Mexico. So, when | first touched on a Mexico City, there was quite a few shocks.
So, thefirst thing thathappened is we flyinto Mexico Cityand then theybrought us to acity called
Queretaro. So, the Peace Corps headquarters arein the city | actuallylivein right now.

Myfirst observation when | came to Quero is like, wow, Mexico is not a third world country, despite what,
you know, alot of other peoplein, especiallyin the United States, might actually thinkit's part of the G20.
It's one ofthe 20 richest countries in the world. There are more Tesla, Ferraris, and BMWSs in the city than |
see anywhere outside of, like, San Francisco, New York. So, it's definitely a wealthy country. Thatwas my
firstimpression of Mexico. Then they sent me to San Cristobal de las Casa. Now, keep in mind, Chiapasis
the poorest state in all of Mexico. It competes with Oaxaca, like, every year. One of them beatsthe other
onein being poor. But, you know, in general, it is one of the poorest states with avery, very high indigenous
community. But that also makes it one of the most interesting places. Like most peoplein the U.S. have
never heard of Chiapas, let alone San Cristobal de las Casas.

So, San Cristobal delas Casas, who is where | was stationed for two years in the Peace Corps, | was
working at a science center out there, and the science center worked with theindigenous communities. |
was working as compute engineers, so | didn't go out all thetime, butl did have an opportunityto goout a
few times over there, and we loved it. Like, mywife and | are still talking about retiringthere becauseit's
just this beautiful mountain village. It's in Mexico. They have some things called Pueblos Magicos, like
magical towns. And San Cristobal is one of the 30 townsin the. In the country that have had that
designation becauseit's just so beautiful to live out there. And it's almost not Mexico. Like, athird of the
peopletheredon't even speak Spanish right. They speak whatever their indigenous language is. And my
level of Spanish now is probably higher thantheir level of Spanish is there, even thoughthey're technically
quote, unquote Mexican.

So that was the privilege of being stationed for two years. Made some amazing friends, got out to the La
condona, you know, wentoutto Palenque, all the rest of it. Proposed to mywife, but shefollowed meout
there. Shewas mygirlfriend at the time, followed me out there. | proposed in Tikal, buttechnically,



according, you know, for theindigenous people, that'sall still one country. So, | was technically stillin
Mexico for that. And that was what| spent mytime doing for twoyears out there. Loved it. Prob ably two of
the best years of my life.

Canyou talk a little bit more about meeting your wife and how the two of you ended up
founding abusinesstogether in Mexico?

Ray Blakney: Yeah, so my wife was my Spanish teacher in the Peace Corps. So, the Peace Corps hires a
bunch of peopleto teach you the language and the culture, and shewas one of the peoplethat theyhired.
We actually started dating while | was, you know, trainingin Peace Corps. Even thoughit's technically
against therules for teachersto date their students, keep in mind, | think athird of theteachers ended up
marrying Peace Corpsvolunteers. So, | was thefirst, but nottheonlyonewho'sdoneit sincethen. It's
more of like a don't ask, don't tell kind ofthing. Like, don't get into trouble and no, you know, they're not
really looking foryou, but justdon'tget into trouble kind of thing.

So, we started dating there. | got stationed in Chiapas, so shefollowed me down.She's aSpanish teacher
by training. So, there are a lot of Spanish schools positioned avery popular place to go to learn Spanish.
So, shehad no troublefinding ajob. Right. She ended up working at three of the local schools and, you
know, had more demand than she knew whatto do with. Andthat'swhere we spent two years. So, we, you
know, we wouldtravel out everyweekend, see what was out there at the end of the time. You know, |
proposed to her, as | mentioned, in Tikal while we were on a trip over there and we were sort of talking
about what do wewant to do next. So, the easy option for us was, I'm acomputer engineer, she's a
bilingual teacher, we go back to theus we both probably get close to six figure jobs and we're fine.

Butthat put meback on the path | was before, right? Where | was comfortable, but nobodywould wantto
read aboutit. She's actuallythe one who broughtup theidea of, look, I've always dreamed of running my
own school. She's one of those peoplethatplayed being a teacher when she was five with her dolls.She
knew shewanted to be a teacher since shewas akid. | was that, that kid in high school who everybody
thoughttheywould start his ownbusiness, butl always thought they were crazy, right? Because what are
you talking about? | like computers. I'm going to do that. So, it didn't even occur to me, but | thought we
met, we're like, okay, we're luckyto have great parents who, if, you know, things go bad, they'll take usiin,
we'll start again, we'll get jobs, we'll be fine. So why don't we tryto launch a Spanish school? You know, the
Spanish part. | can make a website. | thought that was enough. | mean, you know, we know nothingabout
business, butwe'll figure that partout.

So, welaunched our, our first school. We did market, you know, basic market research with unlimited
knowledge. And we decided to come back to Canadawhere we were trained, and we launched our first
school here. | learned somethingcalled SEO (Search Engine Optimization) on my last year. Peace Corps.
You had a lot of free time with Peace Corps. And | was actually able to get our website to rank number one
inthe country. So, if you kind of want to come to Mexico to learn Spanish or Spanish schools in Mexico.
Some wewould showup number onein Google. But we weren't even open yet. Like, literally, we weren't
even open yet. As a result ofthat, we were fully booked pretty much within two weeks of us opening the
school.lonlyhad $2,000in mybank account, so we used thatto, like, rent and buy the basic furniture.

Peoplewould pay deposits and we wouldrun out and buy more furniture. So, bythe timetheyshowed up
thefollowingweek, we actually had furniturein some ofthe classrooms. That's how we builtthe school.
We slept on thefloor ofthe schoolbecause we couldn'tafford to rent our own place. Thatwas the first



three to six months of our school. But, yeah, we got fullybooked pretty quickly. And, yeah, we'refinallyable
to at least afford our own apartment, one studio apartment, withinaboutsix months.

Thatis amazing. And can you talk about thejourneyof buildingthatbusiness and then
eventually, how did that evolveinto Live Lingua?

Ray Blakney: Yeah. So, it's always interesting when | read those books aboutsuccessfulentrepreneurs,
and it feels like they had this huge grand plan and everything just fell into place. Yeah, that's notme. So, if
you guys are waiting for that story, you mightwant to switch to another podcast. When welaunched the
school, we never had abusiness plan. I've never written a business plan in my life. So, | wouldn't even
know. I'd have to Google, like, business plan template and fill it out. If you asked meto fillone out today, |
have noidea how to fillout abusiness plan. Andit was the samething there. So, we launched the school. |
stumbled across SEQ, got good at it, and, you know, we were fullybooked.

Avyear into that, somethingcalled swineflu hit Mexico. For those of you who don't remem ber, it is what
Covid is. We're recording this during COVIDtoday. Theythought that was going to be the next global
pandemic. So, what did they, the internationalcommunity, do they close down Mexico'sborders, right?
Nobodyflying in or out. Our schoolwas our brick-and-mortar school was built on the premise of people,
you know, foreigners from other countries comingto Mexico and doing immersionwithus. So, theywould
come here and we would put them with Mexican families, and we'd reallyimmerse them in the Spanish
language. And of course, ifyou cut out planes, our business pretty much died up, ironically, except for, like,
four doctors who had already reserved and they thought the whole thingwas crazy. So, theycame down
anyway. So, we only had like four doctors for that week. Butthatwasn't enoughfor us to payourrentand
let alone pay our teachers who are contractors who got paid everyweek they needed the salaryto pay their
food and their rent.

So, it was actually my wife who had thefirst, thefirst idea, which is whydon't we contact our former
students who studied us for the last year and seeif they want to take classes with us over Skype. We
always got fantastic reviews at our school as far as the quality of the education. So, | sent out an email
expecting one or two students and outoflike 150, we had like 30 of them. 40 Of them said yes. | was
surprised, like, wow, maybe there's something goingon here. So, | threw up adinky little website. | mean, it
was like five pages. | am a programmer, not agraphic designer, so it looked awful. And I'm like, let me throw
it up. Throw up some SEO and see if anybody signs up for this thing. Andl was shocked that within like
three months, well, withinlike 30 days, the first person signed up.

Within three months we were getting like a sign up every single day. You know, notahuge amount. That's
30 students amonth. Butyou know, we were running a small business where we had like 20 or 30 students
amonth anyway. | mean, you know, it's comingto our brick and mortar. Maybe 50 in the high season. So,
I'm like 30. That's pretty good. Within six months, we were making more money on that online like side
hustlethan wewere on our brick-and-mortar business. It wasn't called Live Lingua back then, butthat's
how we started the business. Fromtherel, you know, | threw up awebsite that offer Englishlessons, then
French lessons, German lessons, and you know, grew up to 11 languages on 11 different websites. And
that'swhat became Live Lingua today.

Wow. Canyou talk alittle bit about the process ofthat scaling thatyou did with Live Lingua?
And I'm curious aboutsortofthejourney. Andas you started to build and hire a distributed team, how did
that whole process evolve for you?
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Ray Blakney: You'll seethethemethat | don't really plan these things out. So again, I'm not going to say
that | knew what was going to happen. So basically, myphilosophyis what rightnow sin, | think, Eric
Reese, Lean Startup. That's kind ofwhat I've been doing for the last few years for all of my businesses. And
that'sthe philosophyl've kind of had sincethe beginning for Live Lingua, it was the samething. When we
started off, it was me doing the website. My wife was the first teacher, right? And then we had afew
teachers fromthe school. But thatreallybecameimpractical really, really quickly becausethe school
swineflu did not become a big thing. So, within amonth, our school was fullagain.

And suddenlyall these teachers that were teaching online didn't have any availability. So, what did we do?
Firstthing we did was we needed to find moreteachers. First step was we used my wife's network.She
taught at Spanish schools all around Mexico. She contacted her friends. We got like three or four teachers
that way. I'm like, but that wasn't scalable. So, we put ads on Craigslist all over, like Mexico, and started
trying to get teachers that way. So, we got a few more teachers that way. Then we expanded to all of Latin
America, got a few moreteachers that way. We had no CRM system back then, so we were using Skype.
We would use Google Docs Excel spreadsheet, where you would have to go in there and report your logs,
your classes on an Excel spreadsheet. Then | would have to manually go into every single one and count for
every student. So, it wasn't oneteacher, one spreadsheet. Every student had a spreadsheet. And one
teacher could have 20 students.

So, like 100 teachers. | would manually counthowmanyhours theytaught every single month so thatl
could send them the salaryvia PayPal. People would pay us via PayPal, but it wasn'tintegrated on the
website. | would manually send them an invoice when they said theywanted 10 hours. | mean, it was the
most ghetto setup you've ever seen in your life. And that's howwe started. We actually scaled to low mid
six figures that way. | mean, we got up to about half amillion doingthat. At thatpoint, I'm like, wait, Ray,
you're a programmer. What are you doing? So, | started, right? | finally wrote my own CRMsystem and
payment system integrated into the website and all therest of it. But that was like five years into our
building. | mean, we did everythingmanually for thefirst five years to scale.

Allright, so let me ask you another reallyfoundational questionaboutwhatyou're
describing. How did you runthis business with your spouse and have your wife as your business partner,
but also balance your family life and date nights and all of that kind of stuff? I'mreally curious. Anytips also
from your experience that you havefor folks about running abusiness withaspouse.

Ray Blakney: Okay, tip number one, don'tdoit. Let's move on to tip number two. We got lucky, | think,
right? So, if you're going to run abusiness with yourspouse, be readyfor two possible outcomes, and one
is much more probablethan the other one.First oneis divorce, and | think that's 80% of the cases.
Otherwise, you come up with asuper strong relationship at the otherend, which is 20% of the cases. Ifl
was a betting person, you do notwant to be betting on the 20%. We got luckythat | thinkthat's where we
ended up. Butin hindsight, thatwas not partofthe plan. One of the keys that | think to our success was
pureluck. We had very, very different skill sets. And just fromthe beginning. Now, don't get me wrong, the
first year, we actually argued alot because we started the business in the same place. We got married. |
mean, you know, we got married and had to deal with that and starting abusinesswithinlike the same
week.

When you get married, you're dealing with thoseissues and then you starting abusiness as well. We
separated the division of work very clearly. I'm marketing and business. She's education.Sh e doesn't know
anything about marketing and business. | don'tknow anything abouteducation. So luckily, that helped us
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outalot. Therewas very little stepping on each other's feet because if somebody came for an education
thing, | was not going to say onething and then have to be contradicted by mywife. Because | don't know to
this day, | mean, through osmosis of 15 years of running education companies, | might know some stuff
now, but I'm stillnot ateacher. I'm an awful teacher. So, | would never kind of, if she has anidea about
teaching, | would never contradict her. She'd do the samefor business and marketing. For me, shejust,you
know, she's like, ray, you take care ofthat. | don't have to worryabout it. That was key number one.

Key numbertwois, so | was luckyto marrya Latina. And there's one thing that Latinos know how to do, and
thatisargue. And | actually saythat as a good thing. So, I'm going to stereotype here. Butinthe U.S., we're
generally taught to avoid conflict, right? You don't wantto start arguments and all therest of it. Part of the
problemwith that in arelationship, though, isit's not uncommonthat, you know, there arethese little
things that Bother you for years. Andthen it’skind of, you know, like as one ofthose steam pots, you get to
a pointand explodes and you start saying, forthe last five years I've put up with you puttingthe sockson
thefloor when you should have been or something like that, right? And | think that's whatreally hurts
relationships becauseyou can't go back and change what you've been doing for five years at that point.

Even thoughthoseindividual things are, you know, are not that big adeal, onceyou start adding them all
together, they become a big deal in Latin America. With Latinas, they're actually much better blowing off
steam. Shewould yell at mewhen | put the socks in the wrong place the first time. Nowthat's notgoing to
be a relationship ending big argument. You know, as an American, thefirst timel was like, wait, what are
you making such abig deal? It's just asock, right? But over the years I've learned the benefit of that. Every
timeal little thing, shetaught me how to do this and allittle thing bothers me, I tellher. And we might argue
aboutitin themoment, butthat waynothingbecomes this huge overarching argumentthatbecomes
relationship killingin the longterm. So those are the two things, separating it as best you can and voicing
any issues you havein themoment and not letting them build upin along term.

So, I also want to ask you about another massive piece of this whole thing, whichisthe HR
part of building acompany, hiringtherightpeople and managing a distributed team over theyears and the
businessesthat you've donethis with. Ray, whattips do you havefor hiring remotely and managing a fully
distributed team?

Ray Blakney: Okay, so for hiring | go through ageneral three step process that's worked really well with us
for hiring over theyears. But | also want to put the kind of counterbalance to that, thatwe don't overthink
the process because some people are trying to create this perfect hiring process. Trust me, ifyou do that,
you have a nine-figure business there. Because everybodyin the worldis trying to figure this hiring thing
out, right? | mean, there's like nobody outtherewho's like, | got it. Every single hirel dois a rock star and
I've never failed, right? Theytell you that they're totally lying, right? So, our basic process for hiring is
simple, right? You put up the job post,we'reonline. So, we put up thejob post online, generallywith one
quick little Easter egg, right? So, make sure that theyread it and they're not just sending the genericwhat's
your favorite color? What's your ‘mygo to’is what's, you know, what's yourfavorite cand. | just want to
know. I'm acandyguy. So, I'm like, yeah, what's your favorite candy? Include thatwith whatever else you
send me. Ifyou don't, boom, weed that personoutright away.

Step number two is email questions. | have five email questions | send everybody. Doesn't matter what
position they'rein. | send that out to them that weeds out about. You'dbe surprised. 50 To 60 ofthe people
do not even answer your email questions. Ifyou don'thave thetimeto spend 15 minutes answering the se
questions, what am | going to waste my time interviewing with? They set the answers from that. We pick



two or three peopleto get to theinterview process. Up to five depending on the positionwe're hiring for.
And weinterview those. That is our hiring process, right. Andfrom that we take one three-month trial
period. Usually, alower salaryfor thefirst three months, getting the full salary after that once they get
hired. Obviously, | do believe the quick-fire method and | can't say always do it. Sometimes | hate, you
know, like anyrational human being, | think| hate firing people becauseit's never fun. | mean there's no, you
know, it's not something you're going to ever enjoy. But usually, it's therightthing.

I've never had a timewhere | thought | shouldfire somebody, give them six monthsmore chancethat
they've, it's worked out. It's always been like | should have fired them six months ago. So, if you get to the
point where, you know, maybetheydidn't mess up once, butifit's just like this is just not working out,don't
like necessarily continue to give them the samework and samework, hoping thattheywill change. | found
thatin very few casesthat happens not becausethere's anythingwrongwiththem, theyjust mightnotbea
right fit for that particular position. So, byfiring them, you're letting them find the right fit for another
position that's outthere as well. So that's one of the things we do for the hiring.

Andthenthefinal oneis, you know, it's cheesy, butthevision of the company, make sure that everybody
understands it and is moving towards the same goal, that gets rid of a lot of the conflicts that you're going
to have. Even if there are personalities thatclash that's howwedo it. And that's how we've kind of kept our
companygoing. We have a core team of nine people and 150 contractors that work withus.And as long as
everybody stays aligned in there with clear kind of, you know, monthly KPIs and all therest of it, which is
pretty standard stuff. Theteam's pretty cohesive. We have very low turnover.

Canyou talk a little bit more about the concept of company culture? You mentionedvision
and alighment. What s, in your opinion, theimportance of company culture and how do you create that in
a fullydistributed, completely remote company?

Ray Blakney: It all goes back to the nitial hiring that we were talking about. Make sureyou bringin theright
peopleinthebeginning. Right. And the secondstep, | kind of glossed over it. Butalot ofthe questionsin
there are actually culture questionsthat you don'teven see as culture questions. Right. Where would you
like to travel to? Thisis for our company. We're adistributor company. Weteach language and all of us love
to travel. So, if your answer is like, yeah, | don't really like traveling, sorry. | mean, that's notlike awrong
answer per se, butit's not right for us. It might berightifyou have a brick-and-mortar business and you
want somebodyto bethereall thetime. So, we go through thatin the process.

Otherwise, it's listening to your people. | know there's all these things about, you know, settingthe vision
out, getting aligned. There's standard stuff.We have all hands meetings once amonth where everybody
shares and theyhave direct access to me that once a monthin order to doit, they have my direct email
whentheyneedit. But generally, | ask them to kind of go talk to their direct reportsinstead of me. Unless
it's a really bad thing that they need to talk about. But having that trust of communication, | think, has been
key for us, for the culture.

The fact that they know they can contact me and my wife Laura, who runs the academic department,
makes a huge difference in the culture ofthe company. We are not Ray and Laura driving their Ferraris
whileyou guys do all thework and theyget all the benefits. That creates a toxic cultureinthe company
clear lines of communication trustacross all levels. I'm going to say we have silos in thetraditional sense,
but notin communication sense, which means you can communicate with anybody at any level you want
in the company and you should notfeel upset or nervous in doing so.



Canyou talk a little bit more about your leadership Style, Ray. And whenyou think about
executive leadership in general, the tips that you have for people in terms of what makes a great CEOor a
great executive leader.

Ray Blakney: Well, I'll start with the humble part and say|'m like, yeah, I'm still trying to figure that part out,
butldo mybest. So, thefirst oneis going back to what we were talking about, the culture. Andl, thisisthe
key, not onlyin language learning butin business. It's the ability to, to listen. As | said, | have open lines of
communication with everybodyin the company. Theyknow they can come to me about everything.On e of
thethings | learned over the years especiallyis just to listen becausel had to put myfootinthe mouth so
manytimes when | kind of, | talk instead of listen to people, right. Something goes wrong and | wentand
accused somebodyand then you find out their mom died, right? You're like, oh, nowI'mthebad guy. |
mean, |, of coursethey're doing badly. If| just ask what's wrong, theywould havefelt better. Iwouldn'thave
put myfootinthemouth. | mean, you know,there's all these kindsofthings.

So, if Thad to sum up onething aboutbeing agood leader is knowingwhen to listen to others and trusting
peoplewho are better at their jobs than you are. Because this is especially for people who bootstrap
businesses like me and startup people. It's very hard to pass responsibility on to others. Right. Because
nobodycan do that as well as me. You know, the ultimate startup bootstrapper fallacies. Like nobodyis
better at thisis my business. So, nobody can do X better than | can. Nobodycan answer those sales emails
as wellas| can. Nobodycan update the website and write copyas well as | can. You have a physical
product. Nobody packs thatbox as well as | pack that box before we take itto DHL. I mean, it's just these
ridiculous things which ifyou saythem out loud make absolutelyno sense.

But this goes into my leadership philosophy of listening and trustingpeople to do what theywant.l am not
avery hands-on leader in the sense that, you know, | don'thave time to micromanage you. You have a
responsibility. | need you to get this done. We're virtual team, as you mentioned, all overtheworld. | care
thatyou get your job though. | don't careif you took a three-hour lunch todayto go to meet a friend at the
beach, as long as you came back and you worked an extrahour at night.l mean, we don't have these kind
of set nineto five hours. Youneed to take Friday off because you're taking your kid to school. Want, you
don'twantto miss their play. That's fine with me. | trustyou to make up what you know the dayyou're going
to make this up. You know, you're going to work Saturday. You decide yourself whatthat's going to be. And
that has worked for us. Butagain, back to the hiring. We hire people who that works for. Some people need
you to be hands on and theywouldn't, you know, my management style would notworkforthose people.

| want to go a little bit deeper with you on acoupletactical questions. You'd mentioned that
atthevery beginning ofyour business, it was SEO that really helped to catapult you. And anybusiness
owners who have been in business for any period of time know that SEO has changed over the years as
Google hasdoneall sorts of algorithm adjustments and different configurationsand things of thatnature.
Andit's kind of amoving target in manyways, although|'m sure some of the principles stay constant. But
I'mwondering if you can share with us, Ray, todaywhat are the highest leveraged SEO techniquesthat are
working nowthatbusiness owners should really focus on and pay attention to.

Ray Blakney: So, number onethat|'d recommend for SEOis the smallest and easiest oneis make sure
you’re on-page SEQ ison, you know, righton.Becausethat's kind of somethingwe have 100% control over.
The rest of SEO, as you said, is kind of like, you know, black magic where Google doesn't really tell us what
therules are and we just kind of have to figure them out by ourselves. Buton pageis pretty, pretty standard.
Make surethelinks, internal linkingto your page is going to theright place. Everythinglinksthat'sthere. You



can find checklists online for on page. And literally even if you're not a programmer, you can get somebody
on Upwork for do that for like 100, 200 bucks. As long as your website not too big, right? So that's thefirst
thing that | would do that still works today. You get your website, you know, workingwell, that'll work for
you.

The second thing thatyou need to do for SEQis have great content because SEQ s, there's debate, butyou
still need backlinks for SEO to work, whichmeans other websites have to link to you. Back in the day, that
was a lot easier when | started off. I've lost websites to SEO before, right. But back in the dayyou could just
like spam forums and you had software that did all that and get links to go back to your money, quote
unquote, money pages, your sales pages. And thatwouldworkthese days Google's gotten alot more
sophisticated and that does notworkanymore. Butyou can still build links. But you need to make surethat
the page they'relinking to adds alot more value. Nobody's goingto link to that. You're an Ecommerce site.
Let's say nobody's going to link to your page whereyou're trying to sell your widget. There's almost no
rational reason that somebodywouldlink to that. But ifyou had another page which where you were
explaining all the health benefits of X widget, that is something that people wouldlink to. So that is what
you have to do. Make sure you create some great content on your website.

Great content can be everything, whatever you're comfortable with.Videos are great content, podcasts are
great content, articles are great content, infographics are. But even though they're getting alittle kind of
overused these days, sothere's alot of noise, you'd have to go through there. My favorite content trick is
going and find something thatthe government has madein your industry. Right. Some report. If it was made
by the government, I'm going to speak to the U.S. Audience and probably applies to other countries as well.
Ifit's made by the U.S. Government, it is public domain, whichmeans thereis no copyright on that thing.
So, allyou have to do is go and take that report or whatever it was data statistic that the government came
up with. And | guarantee the government's versionlooks like crap. And make it pretty, make it something
that somebodywants to read and put it up there. Theway | did it was through mytime at the Peace Corps.|
found out thatthe government's created all these cool language teaching programs over the years through
the Foreign Service institute for the U.S. state Department and the Peace Corps.

That's all-public domainbecause taxpayer dollars paid for it. So, | filed a Freedom of Information act with
thegovernment, had them send me all their free courses, scanned them, threw them up online. And now |
get links, what they call evergreen links, back to mywebsite all the time because we have the only
Kiswahilicoursein the world. We have like some languages. | don't even knowwhere they speakiit. Like,
smallgroup of people, like 5,000 peoplein the north part of Afghanistan speak alanguageand the U.S.
Government Made a coursefor it. So, we have that on our website rightnow. So that is myfavorite personal
trick is find some stuff the governmentmade and put it on your website prettier so people can get access
to it. You'll get links withoutdoing anything.

That's amazing. So, Ray, at this point you have built multiple six figure and seven figure
businesses. And when you reflect back on the process, maybe just advice to folks that are sort of starting
outintheirfirst business. What are the biggest leverage points for getting a bootstrappingabusiness? And
theotherthingl like aboutyou is that you bootstrap yourbusinesses. So, withoutraising investment capital
and that kind of stuff for, for people thatare trying to bootstrap abusiness, what are the biggest leverage
pointsto getting that business into the six figure and seven figure realms?

Ray Blakney: Perfect. So, | actually have a process that I've done with allmybusinesses, but onlyin the
last like 12 months, beingon afew podcasts, have | actually said it out loud because it wasn't something|



consciouslydid.  have afew stepsthat | go through oneverysingle business | launchwhich willlead into
leverage points later. But without doing these steps, the leverage points are kind of irrelevant. Let me take a
step back for a second. There are two types of entrepreneurs in the world, according to me, right? So, take
it with a grain of salt. They're thevisionary entrepreneurs, right? Those people who change the world and
invent things we didn't even know we needed and make it for us, right? iPhone, right? Nobody was like, |
need an iPhone. So, somebodybuiltit. It was, here's an iPhone, suddenly all of us need it, right?

So, you know Steve Jobs does that. Space travel, right? You know, right now all these billionaires are going
to space. It'skind of the samething. There's not like amillion people outthere like, woo, | want to go to
space. There's a number of us, like, that'd be kind of cool. But it's not like there's this huge market that's
already there that people arelooking for. They're building somethingthat's there. I'm notthat kind of
entrepreneur, right? Those arethe ones that writethe books and everybodyreads about. And I thinkthat's
whypeopleget stuckin that mindset. The second kind of entrepreneur, and this is where | put myselfinto,
is a lot less sexyand a lot lessinteresting. It's entrepreneurs who see aneed that's either not being met or
not being met well, and then theybuild something create something that meets that need or solves that
problem. That's the kind of entrepreneur | am.

So, whenever I'm starting abusiness, thefirstthingl dois | seeif there's anybodyout therelooking for it,
right? Becausel know there's aneed. Is there already a marketin place? |l don't know howto create a
market, butis there a market in place? How do you do that?It's simple. You go to Goo gle AdWords, you
typein, you know, whatever it is your product is. Pink flamingos, lawn flamingos or something like that.
Look at how many people are looking for it, right? Inthe United States, whether, if you want to be local,
internationally, ifyou want to beinternational about it. And myrule ofthumbis calculating if you can sell to
1% ofthose. Just as the thoughtexperiment, right? Figure out what your profit margin is. Figure out ifyou
can sellthe 1% ofthose, how much moneywould you make on that business, right? So, let's just go with
pink lawn flamingos.

You go into Google and you figure out athousand people amonth.Look for that, | can sell the 1%, which is
10 of them. What's your profit margin on the lawn flamingos? If you figure out, | can make 5 bucks on lawn
flamingos and sell 10amonth, $50 amonth, do you really need to launch that business? Probably not,
right? Butifyou have like, | don't know, diamond lawn flamingos, and you're making 50,000amonth off of
each one, you figure you can sell 10 of them. You're like, wait, that's abusiness| want to launch, right? So,
people skip that step. They don't even calculate whether there's amarket there first beforetheylaunch
their businesses and whether thatmarket will actually meet their needs. So, alot of people spend years
building this business. It's “successful”’ becausetheysell alot, but theyrealize that doesn't even paytheir
rent, right? Theyjust spent two years building somethingthat absolutely had no way of being successfu L.
So that's pointnumberoneinthe business.

Next step is you look there, any competitors, right? So, you find something that actually makes money, go
on Googleand seeif there's anybody else selling it. Becauseifyou're like, oh, that makes, | don't know, look
for books. You know, go to Google, you typein books. Oh, I'm goingto sell books online. That's an amazing
idea, right? And then so you're. Becauseyou're like 10 billion people. Lookfor it aMonth, | can sell the 1%.
Allthe math worksout. You go on Google and then yousee Amazon, and then you see all these other
Barnes and Nobles or what, you know, whatever other bookstores are out there. You can't compete with
that. So, the next thingisyou go in there, you find a niche that either has very few competitors. Two or three
is fine because there's a market there, but not that many competitors.



Andthen thefinal questionyou ask yourselfis, can | do better than what's already out there? Right. If your
businessideais, I'm going to do exactlythe same as those three people alreadyin the market, don'tdo
your business either. Right. Because what's the point? You need to have an offer either cheaper or better. |
would strongly lean towards the better side because that means you can charge a premium, notthe
cheaper side, which is, you know, then it's justthe race to the bottom and your profit margins will be really
low. So those are thefirst three steps. Not quite leverage points, but those are the first three steps of
launching abusiness.Onceyou do that, | always start with SEO because that kind of gets me in front ofthe
right audience. | can sell. It's cheap. Well, it's free. Ifyou're doing it yourself. It takes a lot of work, butit's
free. That'llactually help you test the market.

Ifwithin ayear it's not making an Xamount of moneyfor you with SEO, then you mightwant to ditch the
idea. Ifitis, then you take some of the profit and you start putting it into paid ads. You start kind of growing
outfromthere. That'sthe same step. That'sthe same process I've done with launching every single one of
my businesses.

Well, you have also launched a podcast, learn Spanishwith Live Lingua, and you have
catapulted it to one of the top language learning daily podcasts on iTunes. And | am really curious about
your experience and your tactics and strategies for doing that. And maybe just start with explaining to
people, like, what the podcastis and whyyou choseto launch it. And then | reallywouldlove to hear about
what your tactics and strategies have been for building the audience that you havefor it.

Ray Blakney: Okay. Yeah. So, the simple answer isit's a daily podcast that teaches you Spanish. Right. So,
| am the host. And thenwe have some native Spanish speakers who do conversations and words, and
depending on what each one of the episodes has their different exercises we do in all of them. The basic
idea is that 365 episodes and we listen to all of it. It's serial in that sense, from the beginningto theend.
You will be able to hold basic conversationsin Spanish. It's the teaching method that's, it's around
conversational Spanishfrom a marketing point of view, obviouslyit's the market life lingua. Because once
you kind of get through this course, you might wantto speak more Spanish than just the basics ofthe
situationsthatare on the podcasts. How did | grow myaudience? | figured out awayto hack the iTunes
system to getinto thetop 100 podcasts pretty consistently across most oftheworld.

There are a number ofthings that rank you in iTunes. The twobiggest ones though are download numbers
and reviews, right? Then, you know, more downloads you have, the higher you go up. And the morereviews
you have, the higher you go up. So, | figured most peoplerelease a podcast every single week if you're really
ambitious. Becausel've had abunch offail podcasts too, just to put somekind of context in there, right?
So, | had weekly podcasts that nobody, my parents listened to it. Like three downloads, it was mymom
listening to it three times, right?It's like nobody listened to those things. So, I'm like, let me try something
else. That's “less work”.So, what did | do? For thefirst phase of it, mywife and | rented a cabininthe
mountains on aLake for two weeks and | recorded 170 episodes in two weeks. Sounds big, but not quite
as big when you think aboutthem.

My episodes are two to four minutes long each. | wrotethemin aweek and then | recorded themallin a
week. Then | hired somevoice actors to do like the Spanish speaking parts of it. The beauty ofitis then |
went and found somebodyto edit the audios because as you know, Matt, podcast editors are expensive.
Audio editors are cheap. So, I'm not asking you edit podcast episodes. | need you to edit audio. So, for 500
bucks, | got 160 podcast episodes edited and then | launched one every single day. So, in two weeks |
made the entire podcast and I'm like, let me just start launching it every single day. And that's what did it
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like. People started listening. One person subscribes.When you subscribe to it like every day, it's like
they're downloading three new episodes, right? Onceyou hit subscribe on iTunes.

And sincel have new episodes all the time, literally if you're just subscribed to me, you have like, 21
downloads forone person. | have subscribedto me bythe end of each week. How long wouldit take you to
dothat? For somebodywho launches one aweek, it would take them 21 weeks to do what | do in a week.
So thosenumbersarewhat helped. So, we did that. | did, you know, some emails to my mailing list, shared
it with people. In oneyear, we've gotten a little over 300,000 downloads. So, it's about 12 monthsold, and
it's 300,000 downloads. So, after thefirst six months worked, | created a bunch of more episodes. And
honestly, I'm never going to record again. I've already recorded.

So, allwedois welaunch on January 1st. And the only differenceis on the January 1st, myepisode says,
welcome to 2022 to learn Spanish with Live Lingua. We have one year of Spanish with you, and we're going
to go and teach you Spanish over the next 365 days in chunks oftwo to four minutes. That'sit. Then|
release exactly the same episodes for the next 364 days. I've already recorded that throughthenext10
years. | already have the 2022-2023-2024-2025 audios ready. They're sitting in Google Docs. Andwhen
we're ready to, one of my assistants goes in there, is going to launch the next six months of podcast, and
we're done. | will never have to record another podcast again. And we'rehopingto hit amillion in four years.

That's amazing. And howdo you market the podcast? How do you alert people that the
podcastis available and they should subscribeto it? How do you get it in front of more people?

RayBlakney: | don't need to anymore. We're in thetop 100 iniTunes, peoplejust find us. Ifyou typein
Spanish, learning podcast willbe one of the top five results that are there. We have not too many, but 50 to
100 reviews onthere. People seeyou. | have somegood copyon thedescription of the. You know, wehad a
professional cover made with our branded logo, Learn Spanish in twoto five minutes a day. People like, oh,
that'sinteresting. So, theygo and listen to it. They subscribe. Hopefully | makeit kind of fun for peopleto
learn. And that'sit. So initially | sent it to the mailing list, and | did alittle bit of Facebook ads at the
beginning, like amonth's worth, like athousand bucks just to kind of get that initial push. Toget usinthe
top 100. And we've never gotten lower than that.

Andthere's someofthosetools that are out there. I'm like, shoutoutto myfansin Jamaica because we're
like number threein Jamaica for language learning. | have no ideawhy. And they're like, Kazakhstan. We're
like top 10 for a while. Good foryou. | don'tknowwhyyou're listening over there, butonce you get to the
top, it'skind of easier to stay there. The way that the algorithm works, right, the more peop le listen, the
higher you go, which means the more people listen. So now that we kind of did that initial jump, you know,
justthatthousandbuck investments to just get kind of get that first thousand listenersin there, |'ve never
had to spend another pennyon keeping us up at thetop.

That'samazing. And you have also launched a podcast related business called Podcast
Hawk. Can you talk a little bit about what the service offering is there, who it's for and whatit does?

Ray Blakney: Yeah, absolutely. So apparently all mybest business ideas come up during pandemics
because, you know, Live Lingua launched duringthe swine flu podcasttalk was actuallyinspired by the
beginning ofthe COVID pandemic. So, when Covid hitLive Lingua grew 40%in a month, right. Everybody
was stuck at home. They're like, well, | might as well learn Spanish, Chinese, German. So, people were
coming into the business and | wanted to tryto get in front of new audiences, right? We have our own
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podcast workingpretty well, but | wanted to get in front of new audiences. And one of the things that it kind
of worked relatively well for mein the pastis appearing on podcasts. | hadn'tdonetoo many. I'd been on
like 30 over a course of five years. Like you, you know, you meet people, youget introduced, you're on their
shows. Not no kind of outbound marketing onmyend.

So, I figured I'm like, huh, let me go and find some more podcasts to get on, right? People are looking for
language learning right now. Let me get on some podcasts. Let me get in front of some new audiences. So,
like everybody else, thefirst thing | did was | googled it. Like podcast to be guests on. Yeah, that doesn't
work. You get halfthe podcasts areinactive and otherwisethe iTunes comes up. | mean, it's just ridiculous.
There's like, there's nothingthat really helps.|'d heard there were agencies out therethat get you booked on
podcasts. So, | reached out to a few ofthem, like, ah, that shouldwork. They came back to me, the prices
ranging from like two to $5,000 to get me on five shows. And | remember talking to them, so, wait, arewe
talking like Tim Ferriss, Joe Rogan? They're like, no, these are other, you know, more middle range shows.
I'mlike, are there any listeners?I'm like, we can't guarantee that.

So, | remember thinking, I'm like, wait, you might be getting me on ashow that somekid is doing in his
basementthat nobodylistens to and I'm paying you athousand dollars to get me booked on that?In
respect to the podcast bookers, they do have alittle higher standard than that, buttheyjust don't
guarantee anything past that. And| was like, no, I'm not going to pay $5,000 for it. | mean, you know, thisis
aninvestment for me. It's amarketing tool. | need to make back a thousandten at least for every thousand |
spent, or something like that, right? | need to get a return on myinvestment. And they could notguarantee
anything likethat. So, | started lookingaround.|'m like, this is crazy. There are all these amazing podcasts
outthere. | know as apodcast host who looked for guests for awhile, it was sometimes hard for meto find
guests, right? | mean, you know, once you go through yourownnetworkand all the rest of it, if you're not at
thetop tier podcast with athousandpeople applyingevery single dayto be on your show, it's really hard to
get onthem.

So, lwent out there and | spent aweek in this computer programmer, really rustyright now. Is there any
way | can get every podcast in theworld into adatabase? And I'm like, wrote some code. I'm like, yeah, |
can dothat. Itdidn'tfinish in aweekend, but I just physically, I'm like, it is possible for me to do that, right?
Ittook multiple monthsto finish that process. Can | get the email information of all these podcasts? And |,
you know, spent afew days doing it. I'm like, yeah, looks like | can do that too. Now the emails, there's a
few littlethings and we have some proprietary stuff for cleaning up emails and we even have humans look
atit and alltherest on our back end of Podcast Dog as well. Butin theorywe can do that. So, what we've
donein podcast talk, | spent ayear building the system is we've built a system whereyou can go in there,
Matt, let'sjust sayyou wantto get on podcasts. | know you're, youknow, interested in real estate, right?

So, l want to get on real estate podcasts. And | challenge everybodywho kind of hears it, okay, go to Google
now and look for some real estate podcasts. IfI'm doing demo calls, meanwhile, | go into podcast talk and |
go inthere and | say, okay, we allow these multiple search filters. So, you can say, give me every podcastin
theworld that hastheword real estate in the description, has launched an episodein the last 30 days, has
atleast 50 episodes, has at least 4.5-star ratings. We have all these search criteria. You can just add as
manyas you want and then | hit search and within five seconds, usually a lot less. | will give you every
podcastintheworld thatmeets those criteria. Every single one. Some of them are inactive, of course, but
you can tell when was the last release date, right? So, you will filter all those inactive ones out for you. You



don'thaveto go through it. Butwe take it a step further than that, right? Becauseinitiallywhen | did that,
I'm like, cool. And then | downloaded like 200 emails.

Now | got to do that myselfand find an email software which charged me a hundred dollars amonthto
send emails out to these people. I'm like, that's not practical either. So, what you go in thereis you go in and
you just pick all the podcasts you like from our list. You can pick 5,000, for example, right? You justgoin
there like real estate. I'll get rid of theones | don't like and leaves me with 4,000 podcasts on real estate
that | want to appear on. You click on abutton that says create campaign and we actually build the email
sequence for you and you can even customizeit. So, right. Hi, first name. And you can actuallygo into the
top-rated ones and customize those, while the lower rated ones get your more generic pitch. We'lldo the
three day follow up; aseven day follow up. Theydon't answer a 14 dayfollow up. Iftheydon't answer those
as well. And it's set and forget.

So, if you went in theretoday, you spent like an hour, you went and got all the podcasts on real estate in the
world because we continueto check. So, we'll just keep on adding them to your list. List. Ifthey meet your
criteria, you set up your campaign, you hit save, and dependingon yourplan,we, we pitch 25, 50 or 100 of
them every single Month. Now, thatmightnotsound like alot, becausein the beginningwe were offering
100 to everybody. But ifyou write, find the right niche, people get 30% response rate. So, yeah, | did the test
in the beginning for travel podcast just because | did the,you know, | was testing it myselfand I'm like, I'm
an email marketer. If you get 2to 3% response, that'susuallygood. So, let's email 100. |'llget on twoor
three shows. Yeah, | got on 34 shows in one email blast. So, | was in there like, oh, my God.

I mean, literally for the next 30 days, | was like doing two shows adayfor like the rest of the month. [t was
crazy. Sothat'swhywe havethelower planet 25. That'llpretty much get you on a show every week. If you
go on the mid-tier plan, it'll get you on a, you know, two shows aweek and you get the higher tier plan. It'll
probablyget you on a show every single day, all day, and then you'll burn out at thatplan.But some authors
would likethat, right? Buttheyjust need to get on a lot of press release at the sametime. That's what that
plan'sfor. So, we set it for you once. Let's say you do it, Matt, lowest level plan. You set it up, you put 5,000
inthere atthe lowest plan. That means you have enough podcasts to pitch for the next five years. You just
let it go running, and everyweek you're going to have something arriving yourinbox saying, yeah, Matt, we'd
love to have you on your show. Yeah, Matt, we'd love to have you on the show. That's all you have to do.

Thatis absolutely brilliantand amazing. And as someonewhohas gonethroughall ofthose
laborious processes thatyou're describing, this is an absolutelyincredible, groundbreaking developmentin
theindustry. Let mejust saythat and commend you on that as a podcaster, because by the way, folks, we
are going to put thelink to podcast talk in the show notes for this episode. So, ifyou are interested in the
service, you just go to the show notes at themaverickshow.com, go to the show notes for this episode.
We'll have thelink there whereyou can check out the service. So let me ask you this now, Ray, at this point,
you are running multiple concurrentsix and seven figure businesses. | wantto ask for your tips on howyou
optimize your productivity.

Ray Blakney: I'll start with saying I'm a martial artist, right. So, I'm actually. | love processes. | love things to
be repetitive in a way, predictable. And that's how | optimize my productivity. If anybody asks when my
superpower s, it's really boring. It's this discipline. | wake up in the morning, you know, me and my wife go
to the lake, we do yoga in front of the lake, we comeback, | can tell you what I'm doing every minute of
every day, every single day. | eat the samelunch every Mondaythrough Friday. This week is, you know,
salmon with riceand asalad on the side. That's how we optimizeit. Kind of going into the Mark Zuckerberg
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thing of like using gray sweatshirts every day, | take it to the next level. | don't think about what | do every
day. | knowwhat|'m doing at every hour of every day of every week.

| only have meetings on Tuesday and Thursdays. Youknow, I, | do certain things on certain days. That is
how | keep everything undercontrol. Mywhole, all the teams and all my companies know that. That's when
my times are. Thisis when I'm available. You can email me. As | mentioned, everybodyin the companyhas
direct contact to me, but | will onlyanswer you onthesetwo days unlessit's like asuper big emergency.
Andthatis how | optimize mytime. So, to get the most done, make sureyour routineis as boring as
physically possible and that willtake your productivity to the next level. Nothingkills productivity as
something that's notplanned. Comingin the middle ofthe day and just kind of totally taking you off on
another direction.

And what are your stress management techniques in terms of not only protecting your time,
butyour emotionalenergyas well, which is of course veryimportant to be productive.

Ray Blakney: Absolutely. So, there's two sides. So, thefirstoneis | hit people over the head with a stick
twice a week and | get hit over the head with a stick twice a week so that nothing helps with the stress as
much asthat. Forthose who are looking at wantto look into that alittle bit more. It's called kendo. It's a
Japanese martial art, which is sword fighting. Butwow, | feel great after coming out ofthat. Andthe second
thingis | have an 18-month-old and | spend two hourswith him every single night. That's non-negotiable.
From7to 9, it'sdaddytime. | take care of him, gives my wife a chance to rest as well. And | take care of
him. And that nothinggroundsyou as much. Because as entrepreneurs, we're always worried about six
months from now, 12 months from now, ayear from now, as spending time with the baby. Becausethey
are fascinated by that little stain on the carpet. And theywill just sit at it and laugh and stare and point at it
for all that time. And you're sitting there, I'm like, why am | worrying about six months from now when
something thatlittle can bring so much joyto somebody?| need to learn from that. So those arethe two
things thatl usefor that. | also meditate every morning when we go to the lake, and that helps keep me
grounded as well.

Beforewe move into thefinal section of 7he Lightning Roundhere, | wanted to ask you one
more question. Seeifyou can elaborate a little bit, because you are actuallya semiprofessional sword
fighter. Canyou talk a little bit about the history of that and your relationship withkendo and what that
means to you at this pointin your life?

Ray Blakney: Kendo has been a huge part of my life for years, right? So | was that little geeky Asian kid who
got picked last for the PE team all the way through high school, right? So, like a lot of kids likethat, we
always kind of go towards those martial arts movies, right? | thinkwe're inspired by that. Again, the little
geeky kid who learns martial arts. | grew up inthe 80s and 90s and those kinds of movies were like really
popular, right? Where they learn martial arts and theyget the girl at the end of it and all the rest of it. So,
kind of I grew up and I'm like, yeah, | want to be a kung fu master and all therest of it. Unfortunately, | was
really skinnyand not verygood at sports. So, any martial art | tried, | was actually not verygood at. Thefirst
thing happened, | moved to Californiaand myroommate was a bodybuilder and he taught me how to lift
weights. So, | suddenly started putting on muscle mass.

Duringthattime, | started tried alot of martial arts. | did kung fu for like three years, tackwondo, |'ve done
karate, jiu jitsu, all the rest. | was not particularlygood at any of them. Then | was just googlingand | found
thisthing called kendo. I'm like, oh, thisis kind of cool. Never heard of it before. Went for a trial, you know,



like just one of thosetrial classes. Like, this is actually kind of alot of fun. Started doing it for like six
months, then 12 months, wentto myfirst tournament. And this was like at the Beginner level, and | won
thetournament. Then | wentto another oneand | creamed peoplein thetournament.Got up to the next
one. lwasstillwinningmuch morethan | was losing. Gotup to the next level, still winning muchmore than
I was losing. | ended up actually making it to the U.S. Nationals as well. | didn't get too, too far in there, but |
was good enough to compete at that level, and | found that | really loved it.

Andthephilosophyofkendois kind of alot ofthe philosophy| usefor life. Kendo's avery odd martial art, so
it's Japanesefencing. There are onlyfour attacks in Kendo. Kendo, there's onlyfour target points. That's it.
You don't learn like 50 different kind of fancy moves and all the rest ofit. You spend your entire life
mastering four different attacks. There are no defensesin kendo. There is no such thing as ablock. If
somebody attacks you, you attack back and you tryto dominate the center. But you never blockin kendo.
Andit'svery kind ofa Zen, very philosophical. Your kind of, you know, you don'thave timeto think. You
need to know what your next move is before the other person even makes thefirst step or you have to kind
of make them make a mistake. So, there's a lot of, like, this mental chest that goes into it. And | loved it. |
fellin love with it. You know, | practiceitin my free time. You know, | would love to go to Japan to practice
overthere if | could figure out away to make that happen on aregular basis. And | usethat philo sophyin
business aswell. There's alot of respect. It's not about killingand crushing your opponent and doing that.
You haveto bow and saythank you to your opponentwhen you start and bowand saythank you whenyou.
When you end, even if you lost. And | love thatkind of philosophyabout it.

Well, thatis also, | think,an amazing place to bring the first part of this interview to a close.
And Ray, at this point, areyou ready to move into 7heLightning Rounad?

Ray Blakney: Ah, | wish that, you know, | wish we did this when | was more sober at the beginning, but| will
do my best.

Let'sdoit. Allright,whatis one bookthat has significantly influenced you over the years
you'd mostrecommend people check out?

RayBlakney: The Millionaire Next Door.

Awesome. Whois one person currently alive today that you've never met that you would
most loveto have dinner with?

RayBlakney: Richard Branson.

Knowing everythingthatyou know. Now, if you could go back in time, what is one piece of
advice you would give to your 18-year-old self?

Ray Blakney: Focus on onething and don't get distracted by too manythings at the sametime.
What are your top three favorite travel destinations you'd most recommend people?
Ray Blakney: Check out Number onge, Japan. Number two, Italy. Number three, Mexico.

Awesome picks. Last question, Ray, what are your top three bucket list destinations? These
are placesyou've never been highest on yourlist you'd most love to see.
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Ray Blakney: Ooh, top three will be a little harder but number oneis easy. Tibet. Love to go and check out
Tibet at some point. Number two, I'm going to go with Kenya. But thewhole pointis|'d love to do an African
safari. So, kind ofany one of those countries in thatpart would probably be pretty high on my list as well.
Number three, I'd actuallyliketo check out Indonesian Balibecausel've never been there and I'm kind of
pretty involved in the digital nomad community and everybody else has and they thinkit's amazing. So, |
think I need to check out Bali. So that would be numberthree.

That's awesome man. | did a safariin Kenya in Masai Mara in 2018 and it was truly
spectacular. So, when you're ready to plan that East Africatrip, just hit me up, myman.

Ray Blakney: Will do, Matt.

Awesome brother. Listen Ray, at this point, firstof all, | want to let folks know that you have
very generously offered The Maverick Show listeners some special discounts and deals on your services
and folks can just go to the show notes fromthis episode and get a special coupon code to get number
one, 10% off anyoneon oneonlinelanguage lessonsat Live Lingua. And numbertwo, afree month of
Podcast Hawk so they can comein and tryyour service for a first free month. So, | want to first of all thank
you and appreciate you for offering those to The Maverick Show listeners. And we are going to link up those
coupon codes in the show notes. So just go to themaverickshow.com and justgo to the show notes for this
episode. Thereyou'll see the special Maverick discount codes where you can check out thosethings at
those discounted prices. AndRay, beyond that,howcan people find you, follow you on social media,
connect with you? And howwould you like The Maverick Show listeners to come into your universe?

Ray Blakney: Yeah, so social media, | date myself because Facebook's pretty much the onlyplace I'm
active. | like to tell peoplel don't look good in abikini. So, Instagram is probably not the best place for me. If
you want to contact me directly, | have a personal small website called rayblakney.com. Youcan go there.
It's aone-page website. It kind of shows the conferences I'm speaking at, the podcast that I'vebeen on or
going to be on, and has a little Contact Us at the bottom that does convert directly to me. Not to an
assistant, not to anybodyelse. So, you go in there, fill out that Contact Us form, you can get in touch with
me. Otherwise add me on Facebook, sayhior LinkedIn. And say hias well. Look for Ray Blakney. Both of
them. A picture of somebody sword fightingis kind of like the banner at the top up and then picture me.

Awesome. We aregoing to link all ofthat up in one place at the show notes just go to the
maverickshow.com go to the show notes for this episode we'll have all of Ray's handles, URLs and ways to
contact and connect with him. Ray, you are amazing. You inspire me and thank you so much for comingon
the show, brother. | appreciate you Matt.

Ray Blakney: Thanks for having meon. It's been ablast.

Allright,good night, everybody.
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