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Voiceover 

 

This is Business Reimagined.  

 
 

Every week, we talk with thought leaders and revolutionaries who 
are bringing innovation to their industries. Like today's guest, our 
very own Danny Iny. 

This is an opportunity for you to make money, create an income, 
create freedom in your lives, but do it by empowering other people 
with the knowledge that's in your head, giving other people more 
ability to do what they care about. It's a net positive impact and that's 
very exciting to me. 

 This is Business Reimagined with Danny Iny 

AUDRA 
 

You're no stranger to the host of this podcast, Danny Iny. He's the 
founder of Firepole Marketing, which has graduated over 3,000 
students from the Audience Business Masterclass in Course Builder's 
Laboratory courses and he's the bestselling author of multiple books, 
including Engagement from Scratch, The Audience Revolution, and 
his latest book, Teach and Grow Rich. Today, Danny and I talk about 
his new book and his revelations for the future of online courses. It's 

 Danny Iny 

Danny Iny is the founder of Firepole Marketing, host of the Business 
Reimagined podcast, bestselling author of multiple books including 
Engagement from Scratch!, The Audience Revolution, and Teach and 
Grow Rich. He's also the creator of the acclaimed Audience Business 
Masterclass and Course Builder’s Laboratory training programs, which 
have together graduated over 3,000 value-driven online entrepreneurs. 
He lives in Montreal, Canada with his wonderful wife (and business 
partner) Bhoomi, and their beautiful baby daughter. 
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interesting though, how Danny's first experiences with learning 
weren't the best. 

DANNY 
  

It's ironic, right that I'm ... a teacher in my strength set or that most of 
my career has been in education, given that I'm a high school dropout. 
I don't know when I started thinking of myself as an educator. It 
definitely wasn't right away but at some point, I just connected the 
dots that all the things that I'm good at and all the things that have 
supported me in achieving whatever success I have achieved, it all 
comes down to being able to teach. 

AUDRA So despite his tough start, Danny was a teacher at heart. He found 
himself educating others from a very young age. He credits his parents 
for being his greatest teacher. He knew firsthand what a good teacher 
is. 

DANNY 
 

In general, good teachers, what they do is they connect what they're 
trying to teach with what the student is interested in learning about. I 
was a big Dungeons and Dragons nerd when I was a kid. I had, I don't 
know, hundreds, probably of these ... They had like novels and they 
had all these different rule books. I totally immersed myself in those. 
That wasn't the only thing but it's an example. When it's something 
you're interested in, you get deep into it and you see more and more 
how interesting and fascinating there is and all the depth and all that 
kind of stuff. When I am excited about something and I immerse 
myself in it, you naturally want to share that. You naturally want to tell 
other people. When I learn something, when I understood something, 
I would explain it to the people around me. Basically, that's me as a 
kid and then as a teenager, practicing what I do today. I see something 
and I learn about it and I see ... I get these insights because I'm excited 
about it. I teach them, I share them. It's the same thing. 

AUDRA 
 

So Danny pursued his love of teaching, even devoting years to 
developing software that would help children learn to read. Soon, he 
turned his gaze to the world of online education, and he saw 
opportunity, but he also saw problems. 
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DANNY 
 

Real online education is incredibly rare. Usually, what we call 
education, it's really just information that's being published online 
whether it's text-based, audio, video, whatever, but it's really 
information in its essence. 

AUDRA 

 
Let's talk about how we got to that point. The early days of the 
Internet, there just wasn't a lot of competition. You had people who 
knew something about something and they made a website and all of 
a sudden, it's huge for them. Talk about that a little bit and how we get 
to the point where we're at right now. 

DANNY 
 

The early days, just like you said, it was the wild, wild west. The wild 
west was not a long time ago. Google started in 1998, so that's less than 
20 years ago as we record this. This is not ancient history. At the time, 
there wasn't a lot out there, share of voice was very high if you were in 
just because you're one of the 7 websites that were on the Internet. If 
you built a good website about something, there was a good chance it 
would take off. A lot of them did, they exploded. They had hundreds 
of thousands if not millions of people watching and reading their 
content. They thought, "Why not package up some of what people are 
asking for and sell it to them?" Which is all good. People are asking for 
it, why not create it, why not deliver it? That's great.  

Where things start to get a little wonky is that people not for any 
nefarious reason, but they drew incorrect parallels. They said, "Look. 
A physical book can be made digital and it's the same, actually it's 
better because it can be brought, kept up to date and the content can 
be hyperlinked. A book on Kindle is better, it's a better experience in 
terms of immediate accessibility, in terms of everything, than its 
equivalent in a book store." People said, "Why not do the same thing 
with education? Why not take a course and make it completely 
automated and digital and put it online?" That's what they set out to 
do, they drew that parallel. It's like if it worked with books, it must 
work with courses too. 

They created these courses and they put them online, and they sold 
them, promising these outcomes. People bought them and a lot of 
people didn't see any outcomes from these courses but some people 
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did because they have to be in the right place at the right time. Those 
created testimonials and case studies.  

AUDRA 
 

That's where we hit the snowball effect. Because early on, it wasn't as 
expensive as it is today. 

DANNY 

 
Mm-hmm (affirmative). Prices have risen, but the prices never made 
sense. The prices you see today, the make money online space is an 
outlier in that it's particularly expensive. When you see someone 
selling what is basically a collection of videos in a member's area with 
a forum where students can ask each other questions, maybe, and 
they're selling that for $2,000, and their cost of fulfillment is $0.75 in 
hosting fees, something isn't adding up. It's just not. 

AUDRA Let's talk about the teach and grow rich opportunity. I'm curious what 
that is from your perspective and how is it different from what's in the 
market today? 

DANNY 
 

It's a great question. The teach and grow rich opportunity is the 
opportunity to create global impact, freedom for yourself, and wealth 
by taking what you know, packaging it up, and transmitting it, 
converting and delivering it to other people through the vehicle of an 
online course or other education product of some kind. Now how's 
that different from what's already out there because on the face of it, 
there are a lot of "courses" out there being sold. There's thousands if 
not hundreds of thousands on platforms like Udemy, lots of people sell 
their own kind of boutique classes or courses. The thing is that most 
of the stuff that's out there falls on the wrong side to my mind of the 
information education divide which is something that I talk about in 
the book. 

At its core, there are two fundamental business models that drive 
content. One is a paradigm of information, information publishing, 
and the offline, real-world analogue to that would be a bookstore. You 
walk into a bookstore, you buy a book, and that's the publishing model. 
You walk out of there with the book. When you walk out of the 
bookstore with the book, nobody owes you anything beyond that point. 
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Not the bookstore, not the author, not the publisher. They've all done 
their parts, you've got the book, and you received what you paid for. 
Now hopefully it's a good book, if not then they're probably not going 
to sell very many more, but that's where their responsibility to you 
ends. 

AUDRA Obviously, there's a big divide. From your book Teach and Grow Rich, 
you forecast what is already happening. Where do things go from 
here? 

DANNY 
 

Fundamentally, the situation we're in is that people are charging too 
much for too little. There's a misalignment of value and cost. In a 
situation like that, there are only two things that can happen. Costs 
can drop, prices can drop to where the value is, or value can increase 
to where the prices are. I think that in our particular case, both of those 
things is going to happen, because the market is going to split in two. 
People who stick with an information selling, information publishing 
paradigm, they're going to see prices just drop to the floor to about 
10% of what they are now. You're either going to be able to move a lot 
of volume, or you're going to go out into the market. You're either 
going to be the best seller on Kindle basically, or the best seller on 
Udemy or you're not going to do anything at all. 

For those who stay in education and decide to really embrace this 
paradigm of education, say I'm not just going to publish videos and a 
membership site, I'm going to take a responsibility for the outcomes 
of my students, prices are going to stay where they are and it's going 
to get easier to charge premium prices. A really good analogy for this 
that was shared with me by my friend Steve Washer, he said, "Imagine 
that you go to university. You register for a class, you sit down. The 
professor says, "All right, everyone. Open your textbook to page 2." 
Everybody does, he says, "I want you to read to page 247. I'll be back 
after the golf tournament."" That would be ridiculous, except that 
that's what's happening in every online course there is right now. 
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Let's take that analogy a step further. Let's say that is how things work, 
but you walk into one class where the professor is actually teaching. 
How hard will it be for that professor to fill his class? 

AUDRA Not very hard at all, I wouldn't think. 

DANNY Not at all. It wouldn't be hard to start with but it'll get easier and easier 
because the students who are going to gravitate towards the professor 
who's really teaching are the students who care about learning. 
They're the ones who are most likely to succeed, they're going to be the 
success stories in the case studies, which is going to make it easier and 
easier for this professor who actually cares about the outcomes of his 
students to attract more and more students into his class. 

In a university, every professor gets paid more or less the same. 
Doesn't matter how many students are in your class. If you're an 
entrepreneur selling courses, the way you get paid varies a great deal 
depending on how well you actually do at selling your courses. 

AUDRA Absolutely. Now there's also ... How do I put this? You know, a 
professor has 30 desks in his classroom, right? He knows that he's 
probably not going to get any more than 30 students. For the 
solopreneur who is doing business online, scaling is a much different 
matter. We have a team of 20-25 people and so we can provide some 
really incredible support, but how is this shift, this divide going to 
work for people who are out there doing it on their own? 

DANNY 
 

First of all, I challenge the premise that professors have 30 desks and 
that's it. That depends a lot. That's not a criticism of growing class size 
or whatever, it's that in some cases in a university, you're teaching a 
seminar and there are 15 students around the room in a circle. 
Sometimes you're in one of these massive lecture halls that have 
hundreds or thousands of students in them. The first thing you've got 
to decide is what kind of class do you want to teach? Do you want to 
have dozens of people or do you want to have thousands of people in 
the class? That's going to be a different kind of class. The mass market 
class might cost a little less or it might not depending on what you're 
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teaching and its value. You can certainly charge more for individual 
attention. You can do volume. In a university, let's stick with that 
analogy, how does a professor teach a class of 2,000 students? He has 
TAs. He has teaching assistants, people who know the material, who 
report directly to him, who can come to him with questions and help 
him in supporting the students. 

What he also has is experience delivering this content in this context. 
He knows, I'm talking about the good professors, obviously. He knows 
when he delivers this, what are the common questions people are 
going to have and he can pre-empt them by adjusting the content. The 
professor who is a rock star in front of 2,000 students didn't start out 
that way. He started with a smaller class where he got better and better 
and better at teaching the subject matter. That's exactly what you need 
to do in an online context. You start delivering your content to a 
smaller group of students where you can provide them with the 
individual attention, see how they're reacting to what you're teaching, 
and adapt the way you're teaching on the fly if need be so that you're 
in the position to do a better job of it the next time around and a better 
job the next time around. 

You have a choice, do I want to streamline, which basically means I'm 
going to keep optimizing the content so fewer and fewer questions 
come up, or do I want to scale by bringing people on who can help me 
deliver the content or both. It's really a choice of lifestyle and 
ambition. Do you want to be teaching a single class to a few dozen 
students a couple times a year, maybe with the help of an assistant, 
you could do that and make a six-figure income and have lots of time 
and freedom left over to do whatever it is that you care about. Or do 
you want to build an organization that supports thousands of students 
through multiple courses with the help of half a dozen or a dozen 
coaches, which is what we do. It's what I love and it's in line with the 
lifestyle and impact goals that I have. Both of those are feasible, it's 
just a matter of what you want to do. 

AUDRA 
 

Can people actually straddle that divide, like if they wanted to offer 
both types, just kind of publishing at low cost? Which is obviously, 
that's what's changing. Just publishing information, the cost of that's 
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going to go down. Can they straddle it and also offer a high level of 
support? 

DANNY 
 

Okay, so it's an interesting question. The answer is yes, but. Yes, you 
can absolutely do both. That's not quite the same as straddling it. You 
can do both, you can. I do both, I write and sell books that cost $2.99 
on Kindle or $10 as a paperback, like Teach and Grow Rich, my new 
book. That's information, it's good information, it's fascinating, 
interesting information, I like to think it's well-written but it's 
information. You buy that for 3, 5, 10, 20 dollars, whatever it is and 
that's fine. We also sell premium courses that cost 1, 2 thousand 
dollars. You get an enormous amount of content information but also 
support and guidance. It's really a partnership relationship to achieve 
a result. 

I don't have that same kind of partnership relationship with someone 
who buys my book. I'm giving them the information, I want them to 
succeed, but there's not much I can do beyond making it the best book 
that I can make it. Now it's an important distinction between doing 
both and trying to straddle both. There's a line out of The Karate Kid 
that I love where he says, "You can walk the left side of the road and 
you're safe. You can walk the right side of the road and you're safe. But 
if you try to walk down the middle, pretty soon you're going to be 
squished like a grape." 

AUDRA Yeah, no, that makes sense. All right, so in your book, you talk about 
something called the 2-Sigma problem. First, what is it, and second, 
you say that it's failed and I'd like to know why.  

DANNY 
 

Okay, so it's not that the 2-Sigma problem has failed. The 2-Sigma 
problem is just a problem, but we haven't successfully solved it. Online 
education was supposed to be able to solve it and I think it can, it just 
hasn't yet. The 2-Sigma problem is a problem posed by Benjamin 
Bloom, who's an educational psychologist. He posed this question 
back in 1984 after doing a whole bunch of research on students 
receiving different levels of support. He compared three populations 
of students, students who were just getting regular instruction in their 
class, students who were being taught with a mastery learning 
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approach which is just fancy education speak for saying that you don't 
move on to Lesson 2 until you actually understand Lesson 1, then 
students who received individual tutoring. He found that, and this has 
been recreated in a number of different studies, he found that the 
group of students who received instruction with the mastery 
approach, they performed one standard deviation over the average 
student. The students who received private tutoring, they performed 
two standards deviation over the average student. 

A standard deviation, which is represented by the Greek letter Sigma 
in a stats class, that's why the 2-Sigma problem, a standard deviation 
is a lot. Performing 2 standard deviations above the average means 
you're in the top 2% of the class. 

AUDRA Wow. 

DANNY Benjamin Bloom's problem, the 2-Sigma problem is, how can we 
deliver a level of support that allows all of the students to perform at 
that level? How can you cost-effectively support and empower every 
student in the class to perform like they're in the top 2% of the class. 
Historically, that hasn't been possible because of just constraints of 
time and money. For individual tutoring to be provided to every 
student, you need the time and the tutors to actually do that and the 
money to pay for the tutors. None of those resources are available in 
that volume. 

With online education, with the potential to take what you're doing 
and distribute it with minimal additional cost, and iterate your 
content as you deliver it and learn from the experience you have with 
your students and analyze the big data about how they're doing and 
build in to the technology checkpoints where they can get customized 
detailed feedback and all these other things that you can do. The 
aspiration, the ambition, the dream, is that you could build 
technology or leverage digital delivery of content in education in 
order to solve that problem, in order to support every student to 
perform as if they were in the top 2%. 
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AUDRA How do we actually fix that problem? 

DANNY The funny thing is that it's not that complicated. To solve the 
problem, you've got to go back to the roots. What was the original 
solution? It was individual tutoring. In other words, it was the 
opportunity for an instructor to provide some individual attention to 
a student. What a lot of attempts at online learning have done and 
you see this with a lot of major course technology platforms that have 
been funded by venture capitalists, the tune of hundreds of millions 
of dollars, like Coursera and Udemy and all these other funded 
Silicon Valley companies. They've totally stripped out the individual 
touch, the teacher's interaction with the student, because they're 
looking at ways that they can make it scalable. They're looking at 
ways that they can take something they're doing and take it to a 
million people right away. 

The thing is that you can do that, you can scale things up, you just 
can't do it overnight. What you've got to do is put the teacher back 
into the environment so they can actually watch what the students 
are doing and answer their questions and provide the insight of a 
teacher into where students getting stuck and where do they need 
help because you can do a big data analysis of the mistakes made by 
800,000 students and pull out some patterns, but computers are still 
not smarter than the natural sense of a teacher working with a class 
of 30 kids or 30 adults. 

What are the problems that people are having? What are the 
challenges? Help them in the moment and then fix the curriculum 
and make it better and you can iterate your way to every time you 
improve the curriculum a little bit to the point where you can reach 
from dozens to hundreds to thousands to tens of thousands of 
students with an ever-diminishing and decreasing amount of 
attention required per student because the curriculum keeps getting 
better. You still need some, you can't do with none, but that's okay. 
There's also the issue that the Silicon Valley idea of what scalable 
means. Scalable doesn't have to mean that you take something, you 
distribute it to a million people at zero cost. Zappos is a hugely 
successful business. They have people. You can build a scalable 
business and still have people in the mix. 
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AUDRA Yeah, absolutely. That's at the heart of your bigger idea of teach and 
grow rich. You've touched on the piloting process and so we get to the 
people who are out there wanting to create courses. In your book, you 
also talk about the long tail and the fat tail. I'm sure a lot of people are 
wondering how I compete with companies like Udemy or even a 
Lynda.com. Talk about that for a little bit. 

DANNY Yeah, it's a great question. It's actually surprisingly easy to compete. 
See, most opportunities follow a long tail distribution. The long tail is 
an idea that Chris Anderson popularized in his book by the same 
name. It's the idea that most markets are distributed around this 
idea that you have a few big hits that they clean up and then you have 
a lot of not big hits like moderate successes that make very small 
amount of traction each. Digital distribution means that since there's 
no shelf space, there can be an unlimited number of books on Kindle, 
and you can have a book on Kindle that five copies get bought. That's 
fine, because people can buy them and Amazon could stock them. 

That's great for the people who want that obscure book. It's great for 
Amazon because Amazon can sell 5 copies of a million books that 
adds up to a lot. To the person who wrote that book who only sold 
five copies, that sucks. That's the distribution of most opportunities 
and what it means is that if you're going to succeed, you're going to 
succeed big. In the book analogy, you're going to be the Harry Potters 
and the Fifty Shades of Grey and so forth, they just make millions 
and millions and millions. Most markets follow that opportunity, 
whether it's apps, whether it's physical goods on Amazon, whether 
it's YouTube videos that get the most views, they all follow that same 
long tail distribution. 

That long tail distribution lends itself very well to being backed by a 
venture capitalist who wants you to hit it big because there's a 
potential to do really, really, really well. What I really like about the 
teach and grow rich opportunity is that it's not going to follow that 
long tail. It's going to be a fat tail. The long end of the tail, the long 
part where there's a lot of the non-hits who just do okay, they're 
going to do okay to the tune of 50,000 or 500,000 or 5,000,000 
dollars a year, which is nothing in the grand scheme of things when 
an investor looks at it, but from the perspective of the entrepreneur 
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who's looking to make an impact and create freedom and 
empowerment in their lives, that's pretty awesome. 

The reason is there are a lot of these tiny little niches where if you 
were just selling information and you're doing it at $2 a pop, there 
just isn't a volume of interest. There are only so many people who 
need your super obscure book about whatever it is. If those people 
really do need it, and if you're offering a $500 course instead of a $2 
e-book, they're going to be happy to pay for it. That adds up to 
enough for it to be worth your while, but not enough for the big 
companies to justify spending a lot of money on fulfilling that 
opportunity. The Udemys and the Lynda.coms, they don't create 
content, they're a marketplace for other people to create content. 
People are not investing the resources to create something that's 
going to really own that opportunity. 

 

AUDRA Got it. You mentioned course builders out there who are, let's say that 
they've already built their course. How can they actually take what 
they have and apply the teach and grow rich principles to it? 

DANNY It depends on the format, it depends on how far along they are in 
building what they've built. It frankly depends on how good it is. If 
you've got something that's already helping people a great deal, you 
might have unwittingly built an education product already. It might 
already be that. Maybe you're already offering ... Because it's not about 
providing a ton of individual support, it's about providing enough 
individual support to help your students succeed. If you can honestly 
say that a significant proportion of your students are succeeding, if you 
can honestly say that you would be comfortable guaranteeing 
outcomes, then you're already there. Most people are not, then it's a 
matter of do you need to iterate, do you need to fix it or was the 
premise flawed to begin with, like are you not in a situation where 
students are ever going to be successful en masse. You've got to 
backtrack to a point where you can start fixing it to help people get 
results. 
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AUDRA For the person who is an expert in something and they'd really love to 
create a course, where should they start? 

DANNY They should start by starting small. A really useful thought exercise is 
imagine you just got on a plane and it's about a two-hour flight. You 
start talking to the person sitting next to you. You find that they are 
your ideal customer, your ideal student. You really want to help them, 
they're in desperate need of your help but you've got a two-hour plane 
ride and then they're going their way, you're going yours. You have two 
hours to teach them as much as you can to have as great of an impact 
as possible, but you've got to do it in two hours. In the two hour 
window, what would you teach that would have the greatest amount 
of impact? Whatever you would teach in those two hours, that should 
be the curriculum, the promise of your initial pilot course. You build 
from there. 

AUDRA Any closing thoughts you might have? 

DANNY What really excites me about this opportunity more than just about 
anything else is that it's a big opportunity and a lot of people are going 
to make a lot of money and that's great. Money is always a heuristic 
for value. You don't make money if you're not creating value because 
people don't pay money if what they're buying doesn't create value for 
them. Value isn't the same as impact. You can create a lot of value and 
have very negative impact. Tobacco companies and casinos make a lot 
of money and they're creating value in the sense that people are getting 
an outcome that they want, but it's not a positive impact, it's a net 
negative impact on the world. You can have that net negative impact, 
you can have a neutral impact, that's when you're delivering to 
someone that Friends re-run that they've already seen four times, it's 
entertaining, it's fun, but it's a neutral impact on the world. There are 
very few opportunities where the impact is positive. This is one of 
them. This is an opportunity for you to make money, create an income, 
create freedom in your lives, but do it by empowering other people 
with the knowledge that's in your head. Giving other people more 
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ability to do what they care about. It's a net positive impact and that's 
very exciting to me. 

AUDRA That was Danny Iny, lifelong learner and educator and author of Teach 
and Grow Rich. The most interesting part is that Danny never found 
himself on the information only side of the information vs. education 
divide. He naturally gravitated to where he was most comfortable. He 
was always and continues to be deeply invested in his students and 
their success. The environment of support and education he creates 
for them is second to none. Take it from someone who knows, before 
I worked with Danny, I was his student too. 

Voiceover This has been Business Reimagined with Danny Iny 

AUDRA Get your copy of Danny Iny's brand new book, Teach and Grow Rich 
on Kindle and also on paperback at Amazon. Learn more about us at 
firepolemarketing.com. 
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