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Rebecca Livermore: Hello and welcome to the Professional Content Creation Podcast. 
This is the podcast dedicated to helping small business owners overcome content 
marketing overwhelm. I’m your host Rebecca Livermore from Professional Content 
Creation.com. 
 
In this episode, I interview Michael Hyatt the author of Platform: Get Noticed in a Noisy 
World. It is a New York Times, Wall Street Journal and USA Today best seller. 
 
Michael is also the former Chairman and CEO of Thomas Nelson Publishers, the seventh 
largest trade book publishing company in the US. His blog MichaelHyatt.com is ranked 
by Google in the top one half percent of all blogs with more than 300,000 unique 
visitors a month. 
 
His podcast, This Is Your Life, is consistently in the top 10 in the business category on 
iTunes and is downloaded by more than 100,000 people per month. Michael obviously 
knows his stuff when it comes to content marketing and I’m thrilled to have him on the 
show today. 
 
Interview 
 
Rebecca Livermore: Michael, thanks so much for joining us today 
 
Michael Hyatt: It’s my pleasure to be here.  
 
Rebecca Livermore: First, I would like you to briefly share about the part that 
content has played in building your platform. 
 
Michael Hyatt: I think it has been huge because really before I even thought about 
building a platform, before that was even in my vocabulary, I was thinking about 
content because I’ve been in the book publishing industry my entire life. I really 
believed in my heart really with everything within me that content is king and that I 
used to tell my staff, “It’s the product, stupid.” So that we got really focused on 
producing the best books that we could. 
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So when it came to blogging, to me from my perspective, it was all about the content 
that if I could deliver great content, I would eventually figure out the marketing but as 
I’ve said before, as I said in the book, if you got the marketing without the content, 
you’re just going to fail faster.  
 
Rebecca Livermore: Right, exactly. People often at least in my experience when they 
hear the word “platform,” they think of authors, that authors need a platform and 
obviously that’s very true. But I would like to talk a little bit about how people in other 
industries even maybe blue collar industries can use a platform and if you could just 
talk about that a little bit, that would be great. 
 
Michael Hyatt: Yeah. You know what’s really interesting about that Rebecca is that I 
do a lot of public speaking on the topic of platform and honestly, authors are a part of 
that but they’re probably the smallest part of that because the people that I’m speaking 
to are small business owners typically or like yesterday realtors or mortgage bankers or 
insurance salespeople. Basically anybody that’s trying to get their message heard in this 
very noisy world could use a platform. 
 
So there are probably people that couldn’t use one but I haven’t found them yet. Most 
people that want more business, to try to generate more leads, close more sales and 
really turbo charge their business, a platform will help you do all that. 
 
Rebecca Livermore: So do you come across people who say, “Oh well, that content 
marketing and blogging wouldn’t work for me” and if so, what do you say to those 
people? 
 
Michael Hyatt: Well, I do come across people for whom the term “blogging,” really 
scares them. They don’t consider themselves a writer. So like yesterday when I was 
talking to this group of realtors, I really focused on dynamic content. I said, “Look, I 
don’t care what the content is, whether it’s a podcast or it’s a video segment or you’re 
writing stuff. But if you don’t deliver dynamic content that’s changing, people aren’t 
going to come back and you got to give them a reason to come back to your blog.” 
 
So content has become and this isn’t original with me but content is the new marketing. 
So you’ve got to create content. Figure out a way to add value and that’s one of the 
key components of getting noticed. 
 
Rebecca Livermore: Exactly. A big problem that I’ve experienced with people that 
I’ve worked with is that they start blogging or start a podcast and they expect there to 
be really quick results and they wonder what’s going wrong when after five blog posts, 



 

they don’t have a bunch of traffic. I mean I’ve gotten emails from people regarding 
that. 
 
So people look at someone like you and they look at the amount of traffic and the 
amount of comments and tweets and all of that on your blog posts and they think 
maybe it should be that way for them but I know that it wasn’t always the case with 
you. 
 
So if you could talk a little about that, how long it took for you to see those kinds of 
results and what you feel brought about the change. 
 
Michael Hyatt: Yes, absolutely. I think you’re making a very important point because 
people get discouraged too quickly. They look at people like me and they think, “He 
was an overnight success.” 
 
No. I started back in 2004 and I had Google Analytics installed early on so I’ve got my 
stats from the entire time since I started really getting serious about blogging. But in 
that first year in 2004, I averaged 100 monthly unique visitors and so that included my 
own screen refreshes, my mom checking in on me to make sure that I wasn’t 
embarrassing the family and a handful of friends and that was basically it. 
 
The good news is that the next year, 2005, that doubled and went up to about 250 and 
then it kept doubling, but here’s the key thing: it took me four years until 2008 until I 
had more than a thousand readers a month and then it kind of blew up. It went 
exponentially from there. The next year it ended up being 22,000 and it kept climbing 
until last year I was averaging about 260,000 unique monthly visitors and this last 
month I did 362,000. But it didn’t happen overnight. 
 
I think that the problem is, is that most people quit. They want to give up right before it 
gets really interesting. I was having a conversation over the Christmas break with my 
daughter, Mary, who’s a blogger. She was really discouraged about her blog because 
she wasn’t seeing a lot of engagement in the comments and she assumed that she 
wasn’t getting any traffic. 
 
I said, “Well, let’s go into Google Analytics and let’s look at it.” She had Google 
Analytics installed but she wasn’t in the habit of looking at it very often. She had 15,000 
monthly unique visitors on average and I said, “Mary, this is tremendous. Why would 
you give up? You’ve got to stay engaged. Don’t be misled by the lack of comments. We 
can fix that. That’s another issue to address but look at the traffic,” and I think that’s 
what people have got to do. 
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Now you asked kind of what was the inflection point or what were some of the 
elements that made me spike from about 700 monthly unique visitors to 22,000 which 
all happened in that 2008, 2009 period. I think it was three things.  
 
One is I started blogging consistently. I went to three days a week no matter what. The 
second thing I did was that I really got involved in social media and that was huge for 
me. I got on Twitter. I got on Facebook. That brought a lot of stuff in and then the 
third thing I had no control over whatsoever other than to produce good content that 
other people might like, but I got linked to from some big sites like Lifehacker and that 
drove a lot of traffic that thankfully stuck. 
 
Rebecca Livermore: When somebody like Lifehacker links to you, other than like you 
said good content, is there anything that people can do to encourage that to happen or 
is it just kind of you got lucky and were noticed? What do you think people can do to 
help that along? 
 
Michael Hyatt: Well I think one is pick kind of a subject category focus and get known 
among the people that are in that subject area as an expert. You can do that in a 
variety of ways. I mean one is consistently blogging on those topics. Another one is 
going into forums or on other blogs and actually commenting and leaving a backlink to 
your blog so that people can find their way back to you. 
 
I think there probably is an element of luck in it that you get noticed. One of the things 
I find too is that I just try to be and in those days I try to be really generous with the 
content I found. I was doing a lot of retweeting of Lifehacker content and encouraging 
my audience to do that. 
 
I actually don’t think I’ve ever talked about this anywhere but I think one of the best 
strategies you can use is pick, I don’t know, a handful of top bloggers that you really 
admire that are in your subject category and just decide that you’re going to get active 
in their communities. Comment on their blogs. Retweet their stuff and by that – I mean 
those people eventually notice this. I know probably hundred plus people that are my 
super fans that are really active and I try to reciprocate to those people. 
 
Rebecca Livermore: Exactly. That makes sense. So basically, do what you would like 
other people to do for you. 
 
Michael Hyatt: Exactly. I think that’s called the golden rule but yeah. 
 
Rebecca Livermore: Yeah, very true. Now you mentioned something about Google 
Analytics. So I want to talk about that just a little bit. Your daughter had the situation 
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where she had it installed but was not looking at it at all and then there’s other people 
who maybe look at it 20 times a day. 
 
So where’s a sweet spot there with being aware of what’s going on in Google Analytics? 
And then also what are the key things that people should look at when they go into 
Google Analytics? 
 
Michael Hyatt: Yeah, this is kind of like the story of the three bears. You got to be 
right there in that middle, not too much, not too little. Don’t be checking all the time so 
that it becomes a distraction or worse, a discouragement. 
 
I think in the early days when you’re just trying to build traffic, you need to check less 
frequently because it will discourage you and I think probably once a week is enough. 
 
I think you should begin to build an audience. You want to start paying attention to 
which particular posts are working and check on those daily and that’s really what I do 
on my blog post now as I – or my blog is I check daily. 
 
Now I will tell you that when I do my podcast – because I’m usually in the top 10 for a 
couple of days after it’s released and I’m very competitive by nature. It’s just one of my 
strengths according to Strengths Finder is Achiever, which means that for me the 
numbers matter. It really drives a lot of positive things in my life and sometimes the 
negative things. 
 
So I’m checking my – where my podcast is ranked probably several times a day in that 
first day because I’m trying to see if it’s going to get velocity and if it’s really – if I’ve 
got a chance of edging out Dave Ramsey which so far I haven’t but I’ve gotten close. I 
got to number three yesterday. 
 
So yeah, I think you got to find that balance. The thing that I look at is I look at my 
monthly unique visitors. That’s a key component and I do that on a running monthly 
basis. So when I’m checking everyday, I’m looking at the last 30 days, not the previous 
month. 
 
Then another thing I’m looking at is page views because I want obviously more page 
views than I have monthly unique visitors, which is an indication that people are staying 
around and they’re finding other content. 
 
If they’re not finding other content, if your page views aren’t where you want them to 
be, then one of the ways to help that is by creating a lot of internal links. Don’t overdo 
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it but having links within a blog post to other content that’s related so that people will 
go to that and stay on your page. 
 
Another reason and this is real simple strategy too but I read this in the 
PlatformUniversity.com forums yesterday. Somebody was asking if they should put the 
entire post on their home page or they should just put an excerpt on their home page. 
 
Well the reason you want to put just an excerpt is number one, is it gives people a 
better opportunity to scan your content and find something that’s interesting without 
getting bogged down in a single article. But it also kind of forces if the content is good, 
to page clicks, or to page views because they have to click over to read the rest of the 
article. 
 
So there are some other things you can look at like the percentage of mobile users. 
That’s hugely important for me. Mine went from about seven percent of my total 
readers to 30 percent of my total readers on mobile devices and that happened in a 
year. Really caught us off guard, forced us to really rethink some things. But I would 
stay apprised to that. 
 
Also session times, again another metric related to how long people are staying on your 
site. So you can get totally geeked out and waste a lot of time and be thoroughly 
distracted to not produce any content. If you’re careful, Google has lots of information 
but I focus on just a handful of key things. 
 
Rebecca Livermore: OK, that makes a lot of sense. Now when I have polled my 
readers about their biggest challenges with content, there are two things that come up 
repeatedly. One is time and the other one is not enough ideas. So I want to address the 
time issue. 
 
When it comes to content, how do you determine what to do yourself and what to have 
other people help you with? 
 
Michael Hyatt: Well, to be honest, this is something I’m continuing to struggle with 
and the answer to that has been different at different points in my blogging and 
platform building career. 
 
Initially, I did it all and actually let me give you an example of the podcast and you’re 
somewhat familiar with this. But initially, I wanted to learn everything and do it myself 
and that’s just kind of my style. It sometimes is an impediment to my progress but I 
found that it was taking me a full day every week to produce my podcast and about 
half of that time was post-production.  
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So I was doing the show prep then I was recording it and then I was taking – that took 
about half a day and then I was taking half a day just to mix it down, do the show 
notes, get the promotion in place, all that stuff. 
 
Well I decided that I couldn’t afford a day a week not if I was going to get everything 
else done. So I decided I was going to take that to half a day a week and so I 
outsourced the post-production and for me, it makes sense.  
 
Then you got to think about this as an entrepreneur but anytime you can hire 
somebody to do it cheaper, and it frees you up to do other things where you can make 
sort of your full hourly rate or your full fee, then that’s a good investment, a good use 
of your time. So that’s kind of how I think about it. 
 
Rebecca Livermore: Exactly, that makes sense and in fact, just recently, I started 
helping Pat Flynn with his podcast and the reason was that he went up to doing it once 
a week and he couldn’t do that without help. So I think maybe that’s another time that 
it makes sense to do that is if you’re changing something around and in order to do 
more, you need help. 
 
Michael Hyatt: Yeah, and I would say that that has kind of been the theme of the last 
six months for me is I’m trying to outsource everything I possibly can. By the way, I 
don’t want to get ahead of the revenue streams so that I get into trouble. So it’s a 
balancing act. I never want to spend more than I can reasonably expect to take in the 
near term. 
 
But I do want to invest and so I’m always asking myself the question, “Where do I add 
value?” What are the things that only I can do and what are the other things that are 
candidates for outsourcing? And I want to get those off my plate as much as I can 
because there are only a few things that I do really well and I need to be the most 
focused on those. Those generate the most return for my investment of time. 
 
Rebecca Livermore: Right, exactly. We’ve already kind of touched on podcasting and 
I want to dig a little deeper in that. That’s a more recent thing for you. What made you 
decide to do podcasting and what have been the results of it? 
 
Michael Hyatt: Yeah, I really decided about 18 months ago. I had a conversation with 
Dan Miller at http://www.48Days.net and Dan has become a friend and he’s becoming 
a better friend in the last year. He and his wife and my wife are good buddies. 
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But he said to me. He said, “Mike, you totally should start a podcast.” I said, “Well, I 
don’t know. I don’t know what strategic value it would be.” So Dan said to me. He said, 
“Well first of all, it’s a completely alternative media channel. This will not cannibalize 
your blog list or your blog readers. People that read blog posts are probably not people 
that are going to listen to podcasts but conversely, people that will listen to your 
podcast or will discover it on iTunes will find their way to your blog.” 
 
I know that it has been true for Pat Flynn because he talks about it very openly. He said 
the other thing though is that it’s far more intimate. It creates more engagement and 
therefore more trust because when you think about it, most people are listening to your 
podcast when they’ve got ear buds in their ears so your voice is deep inside their head. 
 
He said it’s just a much more intimate communication medium than a blog post could 
possibly be. So I said, “Great.” So I told my team. I said, “Look, this is something I 
want to do.” We explored a couple of different options like the interview format, like 
you’re doing. We discussed the monologue format and we kind of fell into that because 
I was hoping to repurpose some of the podcast content as audio programs. That really 
hasn’t worked out but it set me on my direction so that I do more of a monologue 
format and the results have been terrific. 
 
I would say probably because of my blog audience that it launched pretty high but right 
now I’m averaging somewhere between 40,000 and 50,000 downloads per episode and 
usually I do it on a weekly basis. I release it on Wednesday. Usually I get in to the top 
10 pretty quickly and I will stay there for a couple of days. When I say top 10, iTunes 
business category. So that’s not overall podcast but the business category. 
 
Rebecca Livermore: Now there’s a problem I have and it’s perfectionism. How do you 
balance perfectionism with getting your content out there. 
 
Michael Hyatt: Yeah, this is a problem for me too. It’s really an occupational hazard 
for people who are committed to excellence because we want to do the best we can do. 
We want to offer the best content. We want to serve our readers and our listeners and 
our customers the best we can serve them. But the problem is that there’s – you can’t 
get the product as good as it possibly can until you get it into the marketplace and start 
having the feedback of your audience. 
 
I was telling you before we got on the air here that we launched 
PlatformUniversity.com a couple of weeks ago and we’ve had about four times the 
result of what we anticipated. In other words, we’ve had way more people sign up than 
we anticipated which has created some stress on this system which has forced us. We 
had to change the forum software, for example, once already. I’m still not entirely 
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happy with it. We will probably go to something else after we finish the Platform 
conference. 
 
But I didn’t let that get in the way of shipping because we could have debated forever 
among my team about what’s the best form of software and so and so uses this. You 
make the best decision you can. You get out there in the marketplace. You get the 
feedback and then you iterate. You can always improve it and that’s the thing I love 
about blogging in particular is that you can always go back and tweak it, add what you 
forgot, correct typos and just make it better. 
 
Rebecca Livermore: Right, exactly. You’ve already talked a little bit about Platform 
University. But for those who don’t know what that is, could you talk a little bit about it 
and maybe tell us the advantage of people joining that? 
 
Michael Hyatt: Yeah, Platform University really came out of a vision for me to help 
people in a deeper level. You know, I did the book and I think that’s obviously helpful 
at some level. But there were all these people that started writing me and connecting 
with me in social media and saying, “I want to go deeper. I want to go faster. I’ve got 
to build a platform and I don’t have eight years to do it.” 
 
We started thinking about a membership site and Stu McLaren who wrote a very 
popular WordPress plugin called WishList Member happened to grab dinner with me this 
last summer and he said, “I really think you should start a membership site. I think you 
could serve your readers and your listeners in a way that you can’t even fathom.” 
 
So I started exploring it, got committed to it and we launched that and Stu’s vision – 
there’s a lot of membership sites out there that are very expensive. Stu’s vision was 
let’s do this at least initially for $25 a month so that it makes it really affordable for 
anybody and then let’s overdeliver like crazy so that people are talking about it and feel 
like it’s really adding value and helping them build their platform. 
 
So every month, we deliver several content segments and we’ve got a lot of bonuses 
that happen that we don’t announce but we do a master class once a month. So I did 
the first one on how to start with WOW and what are the ingredients of WOW and how 
do you create WOW products. 
 
I’ve got Dave Ramsey coming this next month and a whole bunch of platform and social 
media experts lined up one a month. So we produced that in video and audio and then 
we make a study guide available to make sure that people are able to distill the wisdom 
and apply it to their own platforms, so that they can see a demonstrable result from it.  
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So that’s the master class. A second thing we do at Platform University is that we do 
what we call a backstage pass but this is where through the magic of video, I bring you 
into my office or onto my screen and I show you how I do something. 
 
Like in this first episode, I’m showing you how my office is set up, the backup systems I 
use, what gear I use, how I think about my office space and most importantly, how I 
optimize my workspace for maximum productivity. So that’s the backstage pass. 
 
Then the third element that we do is we do a member critique and so we just opened 
this up yesterday. We’re inviting members who would like for me to personally critique 
their platform to do that and to submit their website, their podcast, all their social 
media networks and then we will pick one of those. I’ve got somebody that helps me 
with that but we will pick one of those and then I will do a screencast that allows 
probably 45 minutes. I will just go through every element of their platform and I will 
talk about what’s working, what I think is great, what I think they could tweak up, 
what’s the low hanging fruit that if they would just adjust, they could really make some 
headway in building their platform. 
 
So then that’s the member critique. Then the other element that we do is we do a 
monthly Q and A call and so we just did this. I actually made it public on my blog as 
well so people could sample the brew for the first time but these were just all the 
questions that people have. Me on a teleseminar where I’m answering these questions 
one at a time, and some of these were suggested or submitted when people register 
and our vision is that about half of those would be live questions as well. 
 
Then on top of all that Rebecca, we have a discussion forum which is running 24/7 
where members can help one another and I poke into that daily also and answer as 
many questions as I can. So that’s it. 
 
Rebecca Livermore: Wow, that’s a lot for $25. That’s for sure. 
 
Michael Hyatt: That has been a consistent thing that people have told us is, “You’re 
charging too little for this.” Of course they don’t want us to raise their price but they’re 
suggesting we could get more for it and we probably can. We will probably raise the 
price later this year but for now, I love the idea of helping as many people as we can 
and it scales. Frankly, I’m making good money at that level so I’m OK. 
 
Rebecca Livermore: Now when you raise the price, what happens to the people who 
have already joined? 
 
Michael Hyatt: They stay the same. 



 

 
Rebecca Livermore: OK, perfect. 
 
Michael Hyatt: Yeah. So anybody that has joined – whatever level you join as long as 
you stay in the program and you can quit anytime. I mean there’s no obligation to go 
even to month two but as long as you stay in the program, you’re guaranteed that price 
for life. 
 
Rebecca Livermore: Perfect. 
 
Michael Hyatt: My life. 
 
Rebecca Livermore: Yeah, I guess there wouldn’t be much point in it after your life. I 
have a question for you because people look at you and they say, “Well that worked for 
you because you’re Michael Hyatt.” If you woke up tomorrow morning and no one had 
a clue who Michael Hyatt is, what would be the first thing you would do to begin 
building your platform? 
 
Michael Hyatt: That is such a great question. Nobody has asked me that question 
ever. I love that. 
 
Rebecca Livermore: Oh, good. 
 
Michael Hyatt: I’m just envisioning how I could write a blog post out of that. OK. Well 
I would do what I advise in my book Platform using that five-part framework. 
 
So the first thing I would do is I would make sure that I had some content that I really 
think would be helpful, would add value and would be done well. So I would start with 
WOW which is step one of that framework. 
 
Second thing I would do is I would start getting my mindset in order. I would prepare 
to launch which is step two. So I would make sure I had clear written goals with a date 
and we can talk about that later if you want but those are super important. 
 
I would accept responsibility that nobody is going to make me famous. I’ve go to take 
responsibility for this myself and I’m ultimately accountable for the results and then I 
would probably educate myself as much as I can. This is kind of my normal pattern 
whenever I get into something. Like when I got into podcasting, Dan Miller actually told 
me about Cliff Ravenscraft, the Podcast Answer Man. 
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With Cliff, oh my gosh, that’s like drinking out of a fire hose. He accelerated my 
learning so fast. I went through a free course he offered. Then I paid for several 
courses. Best money I could have invested because it would have taken me years to 
make the mistakes he made and he kept me from doing that. So I prepared to launch.  
 
Step three is I started building my home base. For me, I would pick WordPress, self-
hosted WordPress. I would set up a blog. I would pick a nice theme but I wouldn’t get 
obsessed about the theme because you can tinker with that stuff forever. I would 
probably give it a weekend and then I’d start creating the content.  
 
I would not launch with the first blog post. I think I would create about five blog posts 
first so if that got people to the site when I open the doors, then there would be 
something else that they could go to. And the site would look like it had a lot of content 
rather than your typical blog post where somebody opens for business, writes one blog 
post, talks about “welcome to my blog,” and they make all these promises about what 
they’re going to do and then you don’t hear from them for three or four weeks. 
 
So I would have the content there. Then I would get involved in social media as what I 
call in the book – this is really expanding your reach, step four, but I would make sure 
that I set up my social media profiles thinking of them as what I call in the book 
“embassies,” places that I don’t own and control but places where I’m going to have my 
profile link or my web link, my blog link so that people can find their way back to me. 
 
Then the fifth thing I would do is I would make sure that I was engaging my tribe, that 
I was involved in the conversation. I was involved in the comments. I was leaving my 
blog post open-ended so that people wanted to engage and I would make sure – and 
this is probably the most important thing, is I would make sure there was a subscription 
mechanism displayed prominently on my blog. So that once people come and like the 
content, they can subscribe and the content is pushed to them and they don’t have to 
find their way back to my blog ever again and my priority would be email first, but RSS 
second. 
 
Rebecca Livermore: Excellent. Well Michael, you’ve already given us a ton of great 
information but if you would like to share any other tips that I haven’t already covered, 
I would like you to do that now. 
 
Michael Hyatt: OK. Well I would say that one of the most important things,  Rebecca, 
and this is the one thing that will hold you back in building a platform and it’s so 
obvious people miss it.  
 



 

You’ve got to start. If you don’t start, I can’t help you. You can’t help them. Nobody can 
help them and sometimes people wait until they know everything or they think they’re 
going to get to a place where they know everything and then they’re going to launch. 
That never happens. I just would say start.  
 
Get out there. There are no mistakes that you can’t recover from unless you quit. If you 
quit, it’s kind of like starting. There’s nothing I can do to help you. But if you stay in the 
game, even if you make mistakes, you can recover from them because here’s kind of a 
classic one. I was at a trade show in New York. It was several years ago now. I had a 
web developer that was doing a redesign in my blog. 
 
So it was just convenient at that moment. I needed to send him my password to my 
Google account so that he could get the Google Analytics installed and the new design. 
 
So I thought I was direct messaging him on Twitter except that I sent my password to 
all my Twitter followers. OK, that’s like a huge mistake, right? 
 
Rebecca Livermore: Yeah. 
 
Michael Hyatt: So, I went back in. I changed my password. I admitted that I goofed 
up. It was fine. I mean that could have been catastrophic but it wasn’t. I was able to 
recover from it, even if somebody got into my Google account and I’ve got a very good 
friend that this happened to just this last weekend; actually a very well-known person. 
They hijacked his website. They got into his domain registrar and transferred the listing 
from his main website, destroyed his email. It was unbelievable. But guess what. He’s 
back up and running. Everything is going to be fine. He lost a few thousand dollars but 
he’s not going to quit. He’s going to keep going. 
 
So you can’t quit. You got to start and you’ve got to be committed to staying in the 
game and if you do that, I promise you over time, assuming your content is stuff 
people want, you’re going to succeed.  
 
Rebecca Livermore: Well that has been great, Michael. All of these tips have been 
terrific and I really appreciate you taking your time to be with us today. 
 
Michael Hyatt: Thrilled to do it. 
 

Show Notes: http://www.professionalcontentcreation.com/episode10 
 
 

http://www.professionalcontentcreation.com/episode10

