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Pat Flynn 
Pat Flynn is a beloved thought leader in the 

areas of online entrepreneurship, digital 

marketing, and lifestyle businesses. He is 

routinely celebrated for his transparent 

leadership style and authentic principles. 

Despite his success in business, Pat’s greatest 

joys are spending time with his family and 

friends as well as helping inspire and educate 

others on how to succeed with their own 

entrepreneurial careers .  

 

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 Pat Flynn.  
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Pat  One of the biggest things I learned was that look for inspiration from other 

people really helped guide me. W hether I was able to have access to them or 

not, it was essential for me to understand what was actually possible.  

 

Voiceover This is Business Reimagined with Danny Iny. 

 

Danny 

 

 

 

 

 

 

 

Running the highly successful Smart Passive Income blog and podcasts 

wasn' t enough for Pat Flynn, so he wrote the new W all Street Journal best 

seller, " W ill It Fly?"  Clearly,  Pat is a high achiever and has been from an 

early age. As a student, he would accept nothing lower than a 4.0 grade point 

average. He did all the extra curricular activities that colleges wanted to see 

and eventually went on to a very successful career as an architect.  He was 

climbing the corporate ladder, and his life was, by most measures, a stellar 

success.  But the career path and future that Pat had envisioned didn' t fly.  In 

2008, Pat was given notice that his job was going to be terminated and 

suddenly found himself losing his last three months as a gainfully employed 

member of society.  

 

Pat  I took the train every day to work. Every day it felt like the executioner' s 

table or something because every day was just a closer X to that termination 

date. That' s where I discovered podcasts.  So it was really interesting because 
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my mindset shifted from going on the train every day, to just hat ing 

everything that was happening: being jealous of people who were coming on 

the train with their suits, their briefcases, and laptops and being jealous of 

them to then, all of a sudden, being inspired and using that time on the train 

and, quite honestly,  at work, to figure out what I was going to do next.  

 

Danny 

 

 

 

Fortunately, Pat had inadvertently already begun building his online 

platform in the form of a free website where he kept his notes for an 

architectural exam that he had to take. W ith the knowledge he' d armed 

himself with on those long train rides, Pat turned it into a true study guide, 

and put the guide up for sale.  It did well right from the start and got a lot of 

attention, including from the company that administered the test. In fact, 

they decided to create one of their own and with their deep pockets and huge 

reach, Pat thought he was doomed. But what happened next opened his eyes 

to the amazing possibilities that are available to solo entrepreneurs online 

just by virtue of being human. 

 

Pat  

 

 

 

They were absolutely more likely to buy from me because they saw me as one 

of them. I wasn' t this faceless organization who was administering this 

exam. I was a guy just like them who was just a little bit further ahead. 

Because of that, they felt more connected and a lot of times, again, they 

would call me by name. It was really cool to see all that happen and just gave 

me . . .  I think that was the first time I realized that the more you become 
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yourself online, the more you' re likely to stand out, the more you' re likely to 

attract other humans coming your way. That' s when I decided to, with Smart 

Passive Income, inject a lot of my own pers onality and self into the brand 

Danny 
This wasn' t just a tactic to apply. In fact, it informed his entire strategy for 

the platform that he would eventually create and his success with the study 

guide made him realize that he didn' t have to play by the ways that he saw 

things being done.  

 

Pat  It also changed my perception of online business in general because, at the 

time when I was studying online business trying to figure it out after I got let 

go, I found all these great people who had claimed to be making all this 

money and had the way, the secret to do it.  As I was following these gurus, I 

just started to have this bad taste in my mouth of the kind of people they 

were and what they were trying to do. They didn' t want to get to know who I 

was and really what my problems were. They just wanted to get me to pay for 

stuff.  So, that led me to, after the success I had with 

greenexamacadamy.com to building smartpassiveincome.com.  
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Danny 

 

 

You' re probably thinking that this was an easy transition, but it wasn' t.  Pat 

was in a position where he had to start making money as soon as possible.  

Just like many entrepreneurs, Pat had to face his own fears of impostor 

syndrome and not being good enough. But with no job prospects, Pat had 

little choice but to succeed.  

 

Pat  If I had gotten let go earlier and not had my online business to fall back on, I 

would' ve looked for another architecture job. In fact, I did do that because a 

few times during the journey of trying to set up my online business I just 

thought I wasn' t able to do it and that I wasn' t qualified or that it wasn' t 

going to be a success.  Every in a while I' d get on monster.com or other 

websites to try and look for architecture positions. I actually did go in for one 

interview. I didn' t get called back and that made me feel even worse. But it 

also drove me to really try and try new things. I think because I got let go and 

because I didn' t have an ability to get back in the architecture world, I did 

take risks that I normally wouldn' t have taken. I guarantee you that if I 

didn' t get laid off, I would probably still be doing architecture today, which is 

kind of crazy to think about.  

 

 

 

 

But I think one think I would' ve done was quickly realize that I' ve had a 

number of skills that I learned in the architecture world that I could' ve used 

as freelancing work. That is one of the things that I always recommend for 

people.  If you' re looking to transition, freelancing is a great way to 
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transition. It' s a great way to get your feet wet, even do it on the side just to 

get used to being on your own, trying new things, getting into a space and 

learning about who the impactful people are, the influences are and how you 

can do work for them. You just get to know more people.  Then you can 

eventually branch out and do your own thing from there. So freelancing is 

always a great transitional thing that you can do between jobs that could 

turn into it' s own great service.  Then you could potentially productize that 

service, hire a team to help you do all those things, and run this whole 

business or agency from that position.  

 

 

 

 

 

 

It' s hard to say exactly what I would' ve done because it was kind of 

interesting time in my head. I think one of the biggest things that I learned 

was that looking for inspiration from other people really helped guide me. 

W hether I was able to have access to them or not, it was essential for me to 

understand what was actually possible and just introduced to more and more 

of what' s happening in this internet marketing world and the online 

business space just pushed me a litt le bit further every single day. I think I 

would' ve eventually got to a point where I would' ve experimented with some 

other kind of business.  Maybe I wouldn' t have done the lead thing, although 

that kind of made sense, because that was on top of mind at th is point.  That 

is an interesting question. I often wish that we could rewind and just play a 

" what if this happened instead?"  And just kind of watch it just to see how it 

all unfolds.  
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Danny 
It helps us to appreciate where we did end up.  

 

Pat  Totally.  

 

Danny 
Sometimes because, you know, right place, right time often because we 

persevered in spite of not being at the right place or at the right time.  

 

Pat  

 

 

 

That being said, even when the book was selling and I was making more 

money than I' d ever made in my whole life at that point, there were still 

moments when I doubted myself and thought that maybe . . .  There' d be 

stretches of half a day where I didn' t get a sale,  and I' d think, well, that was 

it.  That was the last one that happened a few hours ago. I won' t see another 

one. I would just constantly battle myself and that resistance and that 

feeling like I wasn' t good enough, that impostor syndrome. I always worried 

that people were going to ask for a refund and that thin gs weren' t good 

enough. Maybe I missed something. It was hard because I was just a rookie,  

but it was actually kind of cool, too, because I just put myself in there and 

figured things out along the way.  
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Danny 

 

 

 

 

 

 

I really appreciate your sharing that.  That' s huge because I think a lot of 

people . . .  So I use the analogy of catching a train versus learning how to surf.  

A lot of people think of their careers;  they think of building their businesses 

as being like catching a train. Maybe you' ve got to hustle and work a little bit 

to make the money to get the ticket.  You' ve got to run to catch the train. But 

once you get on the train, you' re on the track, you can relax, it' s just going to 

. . .  As long as you' re watching by the window, you' re good. People wait to get 

to this place of comfort where it' s just like, I know everything' s going to be 

okay. That' s not how building a business works.  That' s not how most things 

work whether we pretend they do or not.  

 

 It' s more like learning how to surf.  You can never just be like;  I can just go to 

sleep now. No. You learn to be confident in your competence in handling the 

way the water' s going to change, but you' ve always got to be on it.  It' s 

always changing. I love that you' re sharing that even after you grew in the 

success of your business very quickly, you' re making money, you' re doing 

well, and still there' s all this doubt.  People think that it' s going to go away 

somehow or go away a lot sooner than it does.  Or they have to find a way of 

making it go away so that they can then go and do the work. But the work 

comes first.  I really appreciate your saying that.  

 

Pat  Thank you for that.  I love that analogy. W ith surfing.. .  surfing is hard. It' s a 

lot easier to buy a ticket to a train and then sit and relax. But you' re right, 
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things are constantly moving, you' re always going to have to adjust and 

pivot and change based on the weather conditions, I guess you could say. 

Standing up for the first time, that' s one of the hardest things to do. But you 

take it in baby steps.  You practice on the sand first, go through the motions, 

but then when you' re finally doing it, it' s going to take you a while to stand. 

But then you stand up once, you start to gain a little bit of confidence. You 

start to get motivated. You might fall down a number of times after, but you 

got that small win. You know that it can be done, so you just keep trying. 

Then you start on the small waves and you start with that long board, 

because it' s a little easier, then you start to move up to the short board and 

the three foot waves and the six foot waves. Eventually, you get to Johnny 

Tsunami status where you' re on 50 foot waves and the world' s watching you.  

 

Danny 
I think that' s a perfect segue from the beginning of your journey to where 

you are now with " W ill It Fly?"  W hich is starting with the baby steps and 

then working your way up. Talk about that.  

 

Pat  

 

" W ill It Fly?"  Is my new book. The subtitle is, " How To Test Your Next 

Business Idea So You Don' t W aste Your Time and Money" . It was actually 

written primarily for my own audience, who, a number of the are struggling 

because they don' t have all the hours in the day to work and there' s only a 

certain amount of hours that they can work on something on the side. But 

then they worry that that thing that they' re working on isn' t actually going 
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to work out.  So they end up just not doing anything. The validation 

strategies in this book can help you understand whether this thing that 

you' re working on or this thing that you have an idea about is actually going 

to end up with paying customers on the other end. There' s a whole specific 

strategy for doing that.  

 

 

 

 

 

 

 

 

Beyond the product to market fit, there' s also an additional part which is the 

idea to self fit.  How does this idea you have or this business that you' re 

working on now, how does it actually compliment your strengths? How does 

it focus on your unfair advantages? Does it actually align with you and where 

you want to be? Or is it actually something that works against you? W hich, if 

you find out these things now, it' s great.  If they don' t . ..  Because then you 

can make changes and adjust, as opposed to what I know a lot of 

entrepreneurs have done, is they pick the lowest hanging fruit and they 

build something that is successful on paper.  Makes a lot of money, makes a 

lot of customers happy. But then on the inside, they' re unfulfilled or they 

don' t feel like they' re getting anything out of it because they' re at the top of 

the ladder,  but not at the top of the right ladder for then.  

 

 

 

 

So I wanted to catch people early, which is why the first part of the book is 

all about looking inward. Even though we' re trying to validate these ideas, 

we' re also trying to validate them with ourselves.  There' s a lot of cool 

exercises and thought experiments in the beginning. Then it goes through, 
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how I feel,  proper market research and customer research should be done. 

All the way to, you have this thing that you want to test, finally, that aligns 

with what your customers what, what their problems and pains are. Go out 

there, you actually ask for the sale even before it' s built.  This was something 

that is not new, but was first introduced to us in the online space by Tim 

Ferris and The 4 Hour W ork W eek, where, I don' t know if you remember 

this, but there was a chapter called " Testing the Muse"  where he had these 

two examples.  I think it was yoga, DVDs, and sailor shirts.  He would validate 

those ideas of products to sell online by actually c reating a landing page for 

each of them, driving cold traffic to them through Google Ad W orks, and 

then actually waiting to see how many people clicked on the " buy now"  

buttons. Based on that, he would understand whether or not this was 

something that people actually wanted.  

 

 

 

 

 

 

 

 

The way that I proposed to do validation, which is what a lot of people talk 

about nowadays, is to actually be honest with those who you' re looking 

toward in terms of a customer that you' re trying to help solve their problem 

with a solution of yours.  You actually tell them, " I have not built this thing 

yet, but I would love to help you out.  This is my idea. I' m looking to try and 

get five people, ten people (however many, it depends what niche you' re in), 

to pay upfront to have me then build this out for you. If I get this many 

people, then I' m going to build it."  The cool thing about this way of 

validating things is it' s an iterative process.  So, like you said, taking steps.  

Each step you either keep moving, because you found that answer. Or you 

haven' t found the answer and you work through it to try and figure it out.  
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 Traditionally, what a lot of people do, they have this idea and they build it.  

They' re excited about it and then they ship it.  But then they' re shouting 

from the rooftops, " Buy my thing!"  Then nobody buys it and they' re left 

wondering why. You never know why. Is it because the offer was terrible? Is  

it because of the pricing? Is it because of the rooftop that you were shouting 

from, you were in the wrong location? There' s so many factors involved. But 

when you go through this iterative process,  you know where the fault points 

are, where the weak points are so you can go back and change them and 

make sure that they continue to work for you as you get to that point where 

you actually have customers up front.  The cool thing about that is that it' s 

sort of like a beta program. You have people,  even before you' ve built your 

thing, that have said, " Yes."  They' re early adopters.  " I want that thing."  But 

they can also help you build it to the specifications that would be best for 

them. So you' re not guessing anymore and that' s the cool thing about this 

book. 

 

 

 

I' ve put a lot of heart,  time, soul, sweat, tears into this, for real, and I' m very 

proud of what it' s been able to do. It' s helped out a lot of people already, 

became a W all Street Journal best seller, and I' m incredibly honored that 

people regard it as being such a good book. A lot of people have said it' s the 

new 4 Hour W ork W eek, which is very good compliment for me because 4 
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Hour W ork W eek was a life changer for me. So, hopefully this will be a life 

changer for others,  too.  

 

Danny 

 

 

 

 

 

 

 

Pat, that' s awesome. My audience is obviously very familiar with the idea of,  

how we call it, " piloting"  an idea. W e talk about, specifically, in the context 

of education products of courses.  That' s kind of our sweet spot that I' ve 

written about and teach in [inaudible 00:14:37] and elsewhere. I love, first of 

all,  that you apply this not just to courses but to any kind of product.  

Something I noticed . ..  I was skimming the reviews of " W ill It Fly?"  People 

really appreciate that it wasn' t just focused on online courses or eBooks. It 

was really applied to any kind of product with, if  anything, a bias towards 

actual stuff, which people see to really appreciate.  W hat I actually really 

appreciated most, and I wanted to dig into more is, not just the " will it fly"  

in terms of the market wanted as their business potential, but what you 

touched on earlier.  W ill it make your heart soar? 

 

 Someone said to me once, and it stuck with me, that success looks very 

different to different people.  For some people,  it' s a glass castle.  For other 

people, it' s a laptop on the beach. Building any success  is very difficult.  It 

would be a real shame to work hard and build a success that you' re not even 

going to enjoy. I love that you talk about that.  Can you share a little more 

about that? Maybe share some of the thought experiments from the book? 

Of course there' s only so much we can cover in the time we have. If people 
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want to hear more, they should get the book " W ill It Fly?"  On Amazon and 

elsewhere. But what are some of those things you talk about? W hat are those 

thought experiments to help people decide? Never mind if the market will 

want it.  W ill this be the right offer for you? 

 

Pat That' s really where it has to start because even if the market did want it, if 

it' s not right for you, you' re either going to lose the energy or you' re just not 

going to be fulfilled, you' re not going to put your all into it.  As a result, 

you' re not going to best serve your customer in the way that you should. I 

really do feel it starts from within. There' s one experiment in particular that 

has had the most impact on people and it' s actually something that was 

adapted from a realty company which Jay Papasan and Gary Keller worked 

for, Keller W illiams Incorporated. The cool thing about this is they use this 

same experiment for how they hire people.  W hen they hire somebody, the 

ask this person this same experiment that I' m about to share with you.  

 

 

 

 

 

 

If you were to envision yourself at the airport five years from now and you 

feel a tap on your shoulder.  You turn around and it' s your friend you haven' t 

seen for quite a while but you' ve run into each other at the airport.  You both 

have some time to kill,  so you go to the coffee shop and you just share a 

coffee together.  You' re telling the stories and this person asks you, " How' s 

life going these days? I haven' t seen you in a while."  And you say, " Life is 
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amazing. It couldn' t get any better."  You have to think to yourself, what 

would make you say that five years from now? 

 

 To help you through this exercise, what I have people do is . . .  I' ve done t his 

in person with people, it' s made a dramatic impact.  It was interesting to see 

how it would translate into a book and so far people have been really 

enjoying it, too. You take a sheet of paper, and you fold into four quadrants 

and you name each of those quadrants at the top one of the top four 

categories that are most important to you in your life.  They could be 

anything. For me, it' s family, professional, health, and finances.  Those are 

my four.  If you' re a musician, maybe it' s music.  If you' re an athlete, maybe 

it' s that particular sport.  It can be anything. There' s no wrong answers 

there. In each of those boxes for that particular category, you list as many 

things as you can. You bullet point what would actually support you saying 

that life was awesome and it couldn' t get any better five years from now 

under that category.  

 

 So, I' m actually here in my office staring at mine right now. I' ve saved it 

because it becomes such an important artifact in the life of your 

entrepreneurial journey and your life in general.  This is what you' re 

shooting for.  This is what you' ve envisioned to be, what would make 

everything great five years from now. W hen you come up with these 

decisions you have to make in your business and in life, when you have these 
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opportunities in front of you, sometimes it' s hard to say no. A lot of times 

it' s become a lot easier for me to say no because those things aren' t in 

obvious alignment with where I want to go and what my five-year plan is.  

This airport story puts context to this five-year plan exercise,  which allows 

you to really think emotionally as if you' re actually there and saying these 

things to somebody in the future.  

 

 

 

 

 

That' s, by far, my favorite one, because it' s actually brought a few people to 

tears.  They start writing these things down and they realize that they' re in a 

place that doesn' t support where they want to go. W hat' s nice about that, 

though, is they can see that.  It' s on paper.  They can make changes from that 

point forward and actually see these goals that they have. That' s one 

exercise that is probably most impactful and that' s what the book starts off 

with once you get in the thought experiment sections. Hopefully that seems 

useful for some of you.  

 

Danny 
That' s awesome and so powerful.  I' m curious. The first time you did that 

exercise,  how long ago was that? 

 

Pat  

 

That was about a year ago. That was when I had learned about this exercise 

through Jay Papasan from the author of, " The One Thing" , who I talked to.  

He uses it when, like I said, he hires people.  The cool thing about this is that 
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when he hires people for his real estate company, he goes through this 

experiment and he begins to see whether or not that person working for 

them or them employing that person is in alignment with where that person 

wants to go. He told me a few stories where these people would come in, 

they had these big grand goals, and it made it really easy for them to say, no 

thanks, we cannot hire you because we wouldn' t be serving you in the way 

that you' d want to be served. W hat' s cool about that is that it becomes this 

beautiful marriage. If they work together, then both know that each other 

are there for good reasons, to support each other.  But it also makes it easy to 

separate if you feel like, well we' re not in alignment so, it' s better we figure 

this out now than later.  You avoid a lot of headache that comes with 

" divorce"  in that sense.  

 

 

 

 

 

 

 

 

It was very eye opening the first time I did it because some things were I 

knew what it was right away and I was working on these things and it' s 

obvious that I' m actually supporting these goals here. But then other things, 

it was obvious that I wasn' t actually doing those things or setting myself up 

for success in that way. A lot of those things were related to my health and 

my fitness.  I started to see where there were holes and gaps. I started to 

actually make some real change in my life and my habits to be able to 

support those goals.  A lot of it has to do with my family, too,  and being a 

good example to them. That' s made a dramatic impact in my life now 

because health and fitness are a big part of it.  That trickles down to my 

business and my professional life and mood and happiness around the 

house, too.  
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So, Pat,  we' re running low on time. I want to wrap up with a question that' s 

a spin on your question. You' re not just building your own business, you' re 

in a very prominent position of leadership in the industry. As you said, 

you' re one of the people leading this movement of honesty and 

transparency and integrity in online business.  If a colleague of yours that 

you lost touch with were to bump into you at an airport and tap you on the 

shoulder five years from now. You' ve both got some time to kil l so you sit 

down in a café.  They ask you not what' s been happening with you because 

that' s not where the conversation goes, but they' ve kind of moved out of the 

industry. They' ve lost touch. W here are things at? How have things 

changed? W hat is the impact that you think you' ve had? W here do you see 

things going, Pat? 

Pat  I really feel like this person that I would speak to would very much and 

quickly know that I' ve made an impact on education, with kids in particular.  

That' s a big goal of mine is to really focus on, now that my son is six . . .  He' s 

in kindergarten. He goes to a STEM school where they teach in a very 

entrepreneurial way. I' m very motivated by that because I see him come 

home every day from school just thirsty for more. I love that an d he' s 

solving problems, he' s going through failures and being okay with it 

knowing that that' s just an option and that you have to learn from those 
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mistakes. This is way different from when I grew up in traditional 

elementary school and middle school.  It was all about grades and you had to 

focus on getting everything correct and failure is bad. I really want our 

children that grow up in this world today to know that you have to put 

yourself out there and be risky and fail sometimes in order to find that 

success.  

 

 I imagine a world where nobody tries because they' re worried about failure. 

W e wouldn' t progress, we wouldn' t make change. I think with where we' re 

at now we need people who are risk takers who understand that failure' s a 

part of the process,  who embody the entrepreneurial spirit.  I' d want to be 

known and recall all the amazing work I did to create a foundation to help 

kids through that because that' s something that' s truly important to me 

right now. That' s my next step, actually.  I' ve done a lot of philanthropic 

work with organizations like Pencils of Promise. I speak to homeless shelters 

about entrepreneurship around the area here, in southern California, too. 

But I have bigger goals than that in that region. That' s why I' m on the 

advisory board for Pencils of Promise so I can have these amazing 

connections with other big thinker philanthropists so I can see what I can do 

to make even bigger change in this world beyond here' s how to run a 

business, here' s how it works on the inside.  
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Voiceover That was Pat Flynn talking about life in his new book "Will It Fly?" Available at 

willitflybook.com. If you haven't already grabbed your sheet of paper and filled out 

the four quadrants with what matters most to you, do it now. Then take stock of what 

you're doing and refocus your efforts to advance those goals. If entrepreneurship is 

on that list, make sure you're doing what you're doing for the right reasons. When 

you're validating or piloting your product and the audience loves it, great. But what 

about you? Will creating and delivering your product make you as happy as your 

audience? Or, will your success become an obligation that keeps your heart from 

truly soaring? Remember, success looks very different to different people. It's up to 

you to define that for yourself. 

 

 This has been Business Reimagined with Danny Iny. Join us next time as we talk with 

Ron Friedman. 

 

Ron  

 

Recognizing that you do your best work when you manage your energy 

effectively and so that means, especially if you' re working for yourself, 

giving yourself permission to take a nap in the middle of the day. Now I 

recognize that that might be crazy talk for some people,  but the amount of 

data we have showing that if you allow yourself 20 to 30 minutes per day 

where you just lay down on your couch, close your eyes, you' re going to have 

higher creativity, higher memory, better focus.  You' re just going to get a lot 

more done.  
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Voiceover Learn more about us at mirasee.com. 
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