
 

  



 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

This isn’t just a normal blog post. Oh no. This epic guide is more than 17.000 words 

long, and it’s packed with specific systems, pictures, scripts, examples… You name it! 

I will tell you exactly how I’ve found my first mentor, got invited to grab lunch with Ramit 

Sethi in San Francisco, created my own mastermind groups and more! I will show you 

what worked (and didn’t work) for me along the way and the lessons I’ve learned from 

my mistakes. 

I will also give you specific scripts, systems and action steps that you can take to take 

the knowledge and use it to change YOUR life. 

In this guide, you will: 

 Find out how to find mentors and advisors that will help you skyrocket your 

business 

 Learn how to get surrounded by outstanding people that will “get” you and 

help you succeed in business and life 

 Get access to ready-to-use scripts and examples on how to make an awesome 

first impression, add value to VIPs and build relationships with them, make kick-

ass introductions, throw awesome parties and meet ups… and more! 

 

In San Francisco with two people that have had the biggest impact on my business 

growth:Ramit Sethi and Naveen Dittakavi 

www.skyrocketyourproductivity.com
http://www.iwillteachyoutoberich.com/
http://www.howtobuildrecurringrevenue.com/
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Imagine having access to a lot of VIPs, mentors and advisors that will help you take your 

business to the next level. Talking to awesome and inspiring people every day. Throwing 

parties that people will talk about for months. Going to a city you’ve never been to before 

and having people waiting in line to get to meet you. 

It’s all possible, and I’ll show you exactly how you can do it. 

Are you ready? 
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It will probably take you a few hours to read this guide and months to implement it. I 

would recommend you to read it from beginning until the end and do the action steps 

that make sense to you along the way. I’ve attached a table of contents above so that 

you can find something quickly later on or pick it up where you left off the last time. You 

might want to get a cup of coffee along the way… 
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Let’s dive in! 

As far as I can remember, I was always sitting alone at school. I was the guy that 

nobody wanted to sit next to. I was secretly happy when there were too few chairs in the 

classroom and someone was forced to sit next to me. 

All of this began in primary school. You see, my parents had this brilliant idea of 

enrolling me into a school a few miles away from where I lived. This meant that all of my 

schoolmates lived next to the school and were able to hang out with each other every 

afternoon after school, and I was forced to go home. 

So what did I do when I was at home? I played video games. I would spend hours and 

hours living in online worlds when all of my peers were playing basketball outside. I was 

super lonely, and I felt completely helpless. 

 

 

Whenever I went out, I did something stupid like this… No wonder nobody ever wanted 

to hang out with me. 

This trend continued in high school and even university. I was so used (and addicted) to 

playing video games and spending evenings alone that it was hard for me to talk to other 

people and build normal relationships. 

www.skyrocketyourproductivity.com
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I wondered what it would be like to be a popular person. How would it feel to be invited 

to all of the cool parties? How would it feel to actually get invited to birthday parties? I 

wouldn’t know. 

One summer afternoon in 2011, when all of my peers from the university were at the 

seaside and I was browsing the internet at home, I was so desperate that I actually 

opened google and wrote in “how to be more social”. 

Among the sea of useless articles the likes of “10 tips for being more social”, I somehow 

managed to find a pure gem. I’ve found this article from Scott H Young that was very 

different from all of the other articles that I came upon. Scott had a very different 

approach to being social – instead of telling you what to say to impress your friends, he 

hinted that the people who have the best relationships are actually great listeners. 

 

Reading this article from Scott H Young literally changed my life. 

When I read that article, I thought to myself: 

“Hmm, I could do that. I’m not that great at making jokes and telling stories, but listening, 

paying attention and asking a question here and there should be much more doable.” 

I tested this out – the next time I spoke to people, I tried to shut up and be genuinely 

interested in what they had to say. Guess what? It worked. 

www.skyrocketyourproductivity.com
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My quality of 1-on-1 conversations immediately improved, and I realised that building 

relationships doesn’t depend purely on being an introvert or an extravert. It’s a skill that 

you can get better at. 

“Building relationships is a skill that anyone can get better at” 

Many of you who consider yourself introverted might think to yourself: 

“Well, I disagree. I have this friend that is super extroverted and everyone loves talking 

to him – I can never be like him.”. 

And you might even be right. you probably never will be able to be as good at building 

relationships and social skills as those with natural talent. 

I want to stop you here for a second. 

Let’s talk about swimming. How good of a swimmer are you? Are you as good as 

Michael Phelps? 

No? 

Why not? Because he has longer arms and legs? Because he trained swimming since 

he was a little kid? Probably. 

But does that mean that you can never become a GOOD swimmer? Of course not. You 

can hire a swimming coach and drastically improve your skills. 

And it’s the same with social skills and building relationships as well. 

Just because you can’t be the Michael Phelps of social skills doesn’t mean that you can’t 

improve your social skills and become the best that YOU can be at them. 

www.skyrocketyourproductivity.com
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You don’t HAVE to win seven gold medals at Olympics to get better at social skills. 

In this post, I’ll show you exactly how I managed to improve my social skills and how you 

can do that too. I’ll also show you the mistakes that I’ve made and how you can avoid 

them, and in the end I will show you specific systems that will allow you to apply the 

knowledge from this article into your own life. 

After I improved my 1-on-1 conversation skills, my social skills plateaued for almost two 

years. 

In April of 2012, I started my 1-on-1 productivity coaching side-business, and the 1-on-1 

conversation skills that I developed over time served me very well. Buy being a good a 

listener, I could really understand the problems of my clients and develop solutions to 

them together, which already paid huge dividends for reading just one article on 

becoming more social. 

After a while, I realized that even though I was pretty good at talking to people 1on1, I 

didn’t quite manage to maintain my relationships. When I stopped working with a client, 

that was usually it and I would never hear back from them (or get in touch with them). I 

felt like I was still missing something. 

In the beginning of 2013, I said to myself that 2013 would be the year when I would 

further improve my social skills and learn how to develop lasting relationships. 

www.skyrocketyourproductivity.com
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I started off by reading books - more specifically Never Eat Alone by Keith Ferrazzi How 

to Win Friends and Influence People by Dale Carnegie. They served as a great 

foundation for everything that I did from then on, and if you want to improve your social 

skills and relationships, I would definitely start there. 

As I learned all of this new knowledge, I wanted to put it to practice as soon as possible, 

so I decided to start going to different events and see how it works in action. 

As I did that, I failed many times. 

I want to share with you some of the mistakes that I’ve made, so that you don’t need to 

repeat them. 

Mistake #1 – I went to events just because “everyone 

else” seemed to go there, even if the topics didn’t 

interest me at all 

When I met one of my university friends at lunch in early 2013, he told me about this 

new community that he has joined. It was supposed to be some kind of a “start up 

school”. I was very interested in the whole community and I was desperately hoping to 

connect with some people that would also be interested into business. 

I went to a few of these events on various topics – cloud technology, creating mobile 

apps and other tech stuff. 

Truth be told, I wasn’t a huge fan of these topics because I didn’t have a ton of 

knowledge in them. I might have learned something here and there, but none of it was 

really actionable and I often caught myself zoning out during the presentations. 

Once, I even got invited to have a speech at one of the events. Of course I felt 

honoured, but in reality my time would have probably been spent much better in front of 

a crowd that was interested in the things I was interested in. 
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Speaking is fun, but it isn’t really rewarding if the crowd doesn’t have the same interests 

as you. 

The other problem was that I wasn’t a huge fan of the start up approach in general. I 

never saw a point in finding investors and spending tons of money on ideas that might 

not even work. I already knew how to create an income with little to no monetary 

investment on my side and I wanted to mostly get better at that. 

That’s why these events didn’t really bring me any lasting relationships. I put all of my 

energy to be genuinely interested into what the people were saying to me, but in the end 

I didn’t really know what to talk about, and I certainly didn’t enjoy these events. 

Lesson learned: 

Don’t go to “networking events” on random topics just because other people might find 

them interesting. Find events that you are genuinely interested in instead. 

Mistake #2 – I tried to find people EXACTLY like me 

Slovenia has a population of only 2,000,000 people. 

It’s also a country that isn’t really big on starting your own business. 

www.skyrocketyourproductivity.com
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The people who do start a business in it (especially the young ones) usually want to 

create a start up. 

So, how many 22-year old productivity coaches do you think there are in the whole 

country? 

Probably not many. Yet, I was constantly looking for them. I wanted to find other needles 

in the haystack, with no success at all. 

For this reason, I felt very frustrated – there were no people who were exactly like me 

that I could talk to in Slovenia, and that made me feel very lonely and depressed and 

almost stopped me from going to any events at all. I pretty much gave up and said to 

myself “Hey, I suppose I will never find like-minded people in Slovenia. I’ll just focus on 

the work instead”. 

Within the next year or so, I realized that my thinking wasn’t the greatest. I realized that 

whereas it IS important to have common interests with the people that you meet (see 

mistake #1), it doesn’t mean that they need to be exactly the same people as you. In 

fact, by connecting with people from different industries you are growing your network 

much faster and you even get new insights and fresh points of view that you wouldn’t get 

if you were just stuck in your own industry. 

The other problem with trying to connect only with the people who are in the same 

industry as you are is that you can never really grow your network. Why? Because these 

people will mostly run in the same circles and you will just end up meeting the same 

people over and over again. 

www.skyrocketyourproductivity.com
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Last summer, I grabbed dinner with two cross-fitters from US. It was awesome to get 

some fresh insights! 

A lot of people that I connect with nowadays don’t have that many things in common 

with me. Maybe they read my blog. Maybe they’re a part of a mastermind group that I’m 

in. But they don’t necessarily need to be online entrepreneurs. They can be employees, 

students, freelancers or bloggers, it usually doesn’t matter that much. Because we have 

SOMETHING in common, we always have something to talk about and we rarely run out 

of things to say. 

Lesson learned: 

“Try to find people with similar interests, but don’t look only for people who are exactly 

the same as you. In fact, by meeting different people from different industries, you will 

get many more new ideas and get to know many other people as well.” 

www.skyrocketyourproductivity.com
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Mistake #3 – I focused on getting something from 

people instead of giving to them 

In Autumn of 2011, I applied for an entrepreneurship conference in Budapest. 

In order to get invited to the conference, I needed to write an application letter. As I 

wrote this letter, I thought it would be a really cool idea to make this letter REALLY good, 

and in order to do that, I decided to send the application letter to one of the bloggers that 

I was following at the time, Ramit Sethi. 

So I wrote him an extensive e-mail where I asked him if he could look over the letter and 

hopefully give me some feedback on how to improve it. In exchange, he could then use 

that letter as a case study in case he ever wanted to show people how to get invited to 

similar conferences… 

I never got a reply. 

If I reflect on this today, it makes perfect sense. He probably never even opened the e-

mail. I mean, if you were a super busy blogger that receives over 600 e-mails a day, 

would you ever really open an e-mail that says “business management motivational 

letter” from someone you’ve never heard of? 

Probably not. 

Lesson learned: 

Instead of trying to get stuff from people who’ve never heard of you before, focus on 

building relationships and adding value to them instead. 

Mistake #4 – I tried to connect with EVERYONE at 

conferences and failed to follow up 

In July 2013, I went to my first conference. Ever. It was the “100k Summit” from Ramit 

Sethi in NYC. 

www.skyrocketyourproductivity.com
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I still remember the morning before the event started. I was driving in a cab from China 

Town with a young Asian driver who I had to persuade to take me to the city centre. I 

didn’t know anyone at the event, and my legs were shaking because I was so nervous. 

I was about to go to an event full of people who were earning a lot of money, some of 

them even 10 or 20 times as much as me. I had no idea how to talk to them. What to say 

to them. I didn’t see any way in how I could add value to them. 

Truth be told, the event was awesome. It was one of the best experiences of my life. I’ve 

learned a lot, had lots of fun and met a ton of cool, like-minded people. 

 

We went to the “Hack the met” tour with other consultants in NYC. I never thought you 

could have so much fun in a museum… 

But what I didn’t really do is build relationships with the attendees of the event. 

My plan was to talk to everyone and then eventually find some people I would want to 

follow up with. But you see, following up wasn’t as easy as I thought when I would come 

up at 5am from a Korean karaoke bar and the next day of the event started at 9am. 
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When I came home from the event, I was exhausted, jet-lagged and extremely 

unproductive. In the end, I didn’t follow up with any attendees of the event. 

As I go to events now, I don’t try to meet everyone. Even if the event is just 20 or 30 

people, it’s extremely hard to build great relationships with all of them. 

So now, instead of trying to get to know and follow up and have meaningful 

conversations with everyone, I rather focus on just meeting a few people and making 

sure that those meetings turn into follow-up Skype calls later on. 

Lesson learned: 

Pick a few people and follow up. I mention specific scripts for how to do that later on in 

this guide (INSERT LINK) 

Now let’s take a look at what DID work for me and the positive outcomes I got from 

them. 
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How to build relationships with VIPs 

This conference in NYC wasn’t a complete failure though. 

By going to a small event of just 23 people, I got to meet Ramit Sethi and his team in 

person, which was something that I’ve always wanted to do but never thought was 

possible. 

 

Yes, Ramit totally copied my outfit at the event. 

I didn’t want this opportunity to go to waste. So here’s what I did to add as much value to 

Ramit as possible and hopefully build a relationship with him. 

1. I’ve sent a video testimonial to Ramit before the event 

When I met Naveen Dittakavi (one of my mentors) in person in Munich, I asked him what 

I could do to add as much value to Ramit as possible. He told me that something that 

very few people do but is extremely valuable is recording video testimonials. So I did it. 

The night before I went to the event, I recorded a short video testimonial and e-mailed it 

to Ramit. He loved it and remembered me when we first met. 

Here’s the process that I used to record the testimonial: 

First, I wrote a script where I explained: 
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 Who I was (Primoz from Slovenia) 

 The problems that I used to have (Used to work as a programmer in a boring job) 

 Why this was a difficult problem to deal with (Because I felt like I wasn’t making 

any meaningful difference in the world and I was earning very little money) 

 How Ramit’s product helped me solve the problem (He showed me how to start 

my own business on the side and eventually quit my job) 

 Specific results that I got using the product (going from $7/h to $165/h at the time) 

 How my life and business changed afterwards (I was able to work less, earn more 

money and travel more, including the trip to NYC to meet Ramit in person) 

I’ve found this to be a great framework for a testimonial, and you can use it to record 

testimonials for the people you follow as well. Whether you use a script or bullet points 

doesn’t matter (just use whatever works better for you), but writing your ideas down 

certainly helps you articulate what you want to say. 

Then, I recorded the video using my webcam and uploaded it on youtube via this link: 

https://www.youtube.com/my_webcam 

It didn’t take me one just try to get this right. I wanted to make sure that the testimonial is 

as good as it can be, so I actually spent almost two hours and hundreds of tries to 

record a really great testimonial. 

www.skyrocketyourproductivity.com
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Here is the testimonial, in case you wanted to see it. 

2. I prepared for the event. A LOT. 

For three weeks before the event, I blocked off my afternoons and focused on identifying 

the weaknesses in my business and preparing questions for Ramit. 

Here’s the exact process I used to prepare questions: 

The core of my preparation was the CreativeLive seminar from Ramit. 

www.skyrocketyourproductivity.com
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CreativeLive seminar on Money & Business from Ramit 

As I went through this seminar, I: 

1. Took notes: In a paper notebook, I noted down whatever I felt applied to me and 

my situation in business. I focused mostly on the actionable things that I could 

change. 

2. Thought about how these notes applied to me: Whenever I noted something 

down, I asked myself: “How can I leverage this? How does this apply to me? 

What can I do in my business to apply this insight?” 

3. Prepared questions: Whenever I wasn’t sure how exactly I could apply 

something to my business, I wrote it down as a question. 

4. Tried to answer the questions myself: I answered many questions for myself 

by asking questions like “What would Ramit do?” and googling around to find the 

answers. 

With the questions that I still couldn’t manage to answer for myself, I used the following 

process which Naveen taught me to make sure that my questions were really good. 

 BE SPECIFIC: First, I wanted to make sure that my questions were very specific. 

Questions like “how do I get more testimonials” would just get vague answers. 

Instead, I focused on being much more specific and pinpointing the parts of the 

processes that I don’t understand. For example, I would ask something like: 

www.skyrocketyourproductivity.com
https://www.creativelive.com/courses/money-creative-professionals-ramit-sethi
https://www.creativelive.com/courses/money-creative-professionals-ramit-sethi


 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

“What is the exact script that you would use for asking for a testimonial?”, “What 

is a good timing to ask for a testimonial on a 6-month project?”, “Would you ask 

for a testimonial via email, at the end of a client call or schedule a separate call 

just for that?” 

 VISUALISE: Then, I visualised what the answer to my question would be. I 

imagine standing in front of Ramit at the conference and asking him the question, 

and then listening to his response. If my question could be answered with another 

question, like “what do you mean by that?”, I went and made the question even 

more specific or added more detail (see below). 

 RESEARCH: To avoid the “obvious” answers and get really personalized 

answers, I wrote down what I already tried, what worked and what didn’t. I wanted 

to show that I’ve done my research beforehand and tried the solutions that I could 

find on the internet before asking the questions. 

 OFFER SOLUTIONS: Whenever I already had some ideas what to do but wasn’t 

sure which solution to go with, I would write down three solutions, choose the one 

that I felt is best and explained why. (“I’d like to get your thoughts on X. I’m 

thinking about doing X, Y or Z. I think Z is better because… [insert reason], but I’d 

love to hear what you think. 

 

I use a notebook like this to take my notes and write down questions. 

Let’s take a look at what a good question would look like: 
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“Hey Ramit, I’ve really been struggling with raising my rates with existing clients. More 

specifically, I’m not sure at what time I should raise my rates. 

Here’s what I managed to come up with: 

 I can raise my rates after we finish the first project that we do together 

 I can raise my rates after the client gets some really good results 

 I can raise my rates after a fixed time frame like 3 months 

I feel like raising my rates after the client gets some really good results seems best 

because they will be compensating me for the value that I bring to them and they will be 

happy to pay me more as I just made them a ton of money. What do you think?” 

This is how I used the guidelines to form this question: 

 BE SPECIFIC: I didn’t just ask about “how to raise my rates”. I asked about 

WHEN is a good time to raise my rates with an existing client. There are other 

things that I could ask, like “What should I say when I try to raise my rates with an 

existing client?” or “for how much should I raise my rates”. 

 VISUALISE: You can notice that there’s a huge difference with raising rates with 

new and existing clients. If I didn’t specify what I’m looking for, I would almost 

definitely get back the question “are you trying to raise rates with existing or new 

clients?”. 

 RESEARCH: By preparing the three solutions, I already show that I’ve done my 

research and make life easier for Ramit to answer my question (it’s easier for him 

to just say “you should do X because…” than to explain all of the possible 

solutions to me). 

 OFFER SOLUTIONS: By choosing a solution on my own and explaining my 

thought process behind the choice, I again show that I’ve actually thought about 

this problem on my own, and I also show Ramit my thought process (in which he 

might find some holes that I can fix). 

Once I’ve written down my questions, I decided to implement a system that will help me 

keep the questions at hand and keep them neatly organised. 
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I decided to go with another system that Naveen used in the past: 

1. I bought about a hundred small notecards, in about 10 different colours total. 

Each of the colours would be for a different topic or a different speaker (there 

were a few guest speakers that I wanted to ask some questions). 

2. I wrote down the questions that I had onto the notecards on the flight to US. I left 

about half of the notecards empty so I could write down additional questions 

during the event. In the end, I split the notecards into two different envelopes – 

one with the questions that have already been answered and one with questions 

that I still had to ask. 

3. During the event, I would simply walk around with my questions in the pocket and 

I could have the questions ready to be asked within seconds. After I got the 

question answered, I would write down the answer to the back of the card. 

 

Notecards are cheap, simple and effective. 

This system worked great for me because: 

 I didn’t have to rely on my memory to remember the questions 

 I could easily categorize my questions with colour coding 

 It showed that I was well prepared for the event 

www.skyrocketyourproductivity.com


 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

 It helped me prepare questions that were really good because I could see them in 

front of me, on a piece of paper and they weren’t just random words put together 

in my head 

 It made it easy for me to write down the responses to different questions 

To this day, I still use the same system when I attend conferences and events. 

3. I put Ramit’s advice into action even before the event. 

A few weeks before the event, Ramit instructed all of the attendees to track in which 

parts of the business (sales, creating content, client calls, prospecting…) they spend 

their time for a week. I’m not sure how many attendees actually did this, but I took this 

advice to heart and went beyond the task. 

Not only did I track my time. I later analyzed it, created spreadsheets and charts around 

it, wrote down my insights and printed out the whole report and brought it to the event. 

This helped me understand where my business was at the moment and which questions 

to ask, and it also made a good impression on Ramit. 

 

Click here to see the document I put together for the event. 

4. I took massive action 

When I came home from the event, I was completely burned out. 16 hours of travel time, 

a 6-hour difference in time zones and 5 days of conferences, hanging out and partying 

www.skyrocketyourproductivity.com
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and very little sleep left close to no time to really recover. After I came home, I slept for 

about 17 of the next 24 hours. 

After I found some time for my family, friends and my girlfriend, I was back on track. The 

first thing that I did once I came home is that I took some time to deeply think and reflect 

on what I’ve learned in over the last few days. Then, I made an action plan and started 

creating systems for implementation. 

I knew that I was easily going to implement the things that I was excited and comfortable 

with doing, like group programs and seminars. But on the other hand, I knew that there 

were a few things that I didn’t really feel ready to do, like: 

 Hiring an assistant 

 Raising my rates 

 Asking for referrals 

 Asking for testimonials 

I knew that I was going to struggle with those things, so I mapped out what was stopping 

me from completing those things. 

For each of the things I wasn’t comfortable with, I asked myself what’s stopping me from 

implementation and I wrote down the specific barriers. 

For example, I knew I would struggle with hiring an assistant because: 

 I was afraid to not have consistent cash flow in the future and would have to let 

her go 

 I didn’t know which tasks to give to an assistant 

 I didn’t want to spend hours looking for assistants 

Then, I systematically demolished each of those barriers. I would ask other consultants 

from the event which tasks they used their assistants for, how they managed to find 

quality assistants and how they made sure they would have enough money to have an 

assistant. 
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2 months later, I had my first assistant. I also managed to double my rates, got more 

testimonials in a week than before in a year, and more. 

Interestingly enough, my business grew the most from implementing these changes – 

the ones I wasn’t comfortable with. 

5. I “closed the loop” with Ramit 

One month after the 100k Summit in NYC, I was in the US again. I was in Marriott hotel 

in Stamford, CT and I was attending another conference that Ramit organised – this one 

was called Behaviorcon. 

Behaviorcon was a slightly bigger conference, there were 13 speakers and about 200 

attendees. I used the same techniques for preparation and notecards and asking 

questions, although I only spent a day or two preparing for each speaker. 

I actually didn’t speak to Ramit much though. I knew he was busy with organizing the 

event and I spent most of the time getting to know other speakers. 

On the last day of the conference, Ramit came to me and asked me about the results 

that I got since the 100k Summit. I casually said that I managed to double my revenue, 

and this was his reaction: 

“Wow, stop right there. I need to get this on video! Let’s go outside.” 

So we went outside of the main room, he pulled out his iPhone and we recorded a short 

video testimonial right there on the spot. 
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You can find the testimonial that we recorded here. 

What did I do here? Well, Ramit always talks about the concept of closing the loop – 

implementing other peoples’ advice and letting them know about the results that you get. 

So I decided to use this concept on him. 

The opportunities that opened up to me after the 100k Summit 

All of the things mentioned above added a ton of value to Ramit: 

 He knew that I was well prepared for the event, so he was happy to answer my 

questions 

 Out of the testimonials and results that I shared with him, he could create case 

studies and sell more of his courses in the future 

This wasn’t just valuable for him though – by preparing well, taking massive action and 

closing the loop, I showed Ramit that I would implement anything that he throws at me – 

and that separated me from many other people. 

Because of this, he invited me to join the beta testing of a program that he was 

developing – Zero to Launch (I wrote a detailed review of my experiences with that 

program). 
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I can’t describe how awesome it feels to be able to test a high end product before 

anyone else has seen it… It almost feels unfair. 

This program allowed me to transition from having a consulting business to creating 

online products and finally making money in my sleep. It also gave me the opportunity to 

get my questions about building an online business answered directly by Ramit. 

On top of that, I also got invited to attend a talk from Ramit at Google in San Francisco 

and grab lunch with him and some of his other top-performing students in San 

Francisco. 

When I joined his beta testing program, I used the same concepts as I outlined before to 

take massive action and keep getting cool results. And because I got cool great results, 

Ramit flew me to San Francisco, recorded a case study for his Zero to Launch program 

and featured me on his blog and his e-mails. This allowed me to gain credibility and 

made it easier for me for reach out to other influencers in my field, and it also doubled 

my email list in the process. 

There are tons of opportunities that open up if you follow the advice from people and 

then let let them know about the results that you get (“close the loop”). 

ACTION STEPS: How to build relationships with VIPs 

Let’s take a look at what you can do to start connecting with VIPs yourself. 
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If you’re going to a conference soon… 

1. Take a look at the list of speakers / attendees and identify the ones you’re 

particularly interested in meeting 

2. Find out all that you can about them. Read their blog posts if they have a blog. 

Read their book if they wrote one. Check out their interests and accomplishments 

on their Facebook and LinkedIn profiles. 

3. Prepare great questions for them. You can use the system outlined above for how 

to do that. 

4. Write down the answers that they give you and implement their advice. 

5. After you see some positive results from their advice, send them the specific 

results that you got. 

6. Once they see that you’re taking action and implementing their advice, you can 

start e-mailing them some good questions that you can’t solve on your own. 

7. You can go to the next level and record + send them a video testimonial if you get 

some really crazy results. 

Just by repeating the process above, you will soon be able to meet relationships with 

these people and many new opportunities will likely open op for you. 

If you’ve bought some online products or read some books… 

You can use a very similar system to the one above to build relationships with people, 

even if you’ve never met them in person before. 

1. Send the author an e-mail with some specific insights that you implemented and 

send them the specific results that you got. 

2. Repeat the first step over time. You might not get a reply immediately. But you 

will get on their radar and opportunities will open up over time (if they are beta-

testing a new product, who do you think they will invite? that’s right, the action 

takers who let them know about their results). 

3. After a while, try sending them a short question in case you’re stuck on something 

that they can help you with. Remember to use the framework for developing good 

questions that I write about above! 
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4. Implement their advice and let them know about the results that you get. 

5. Again, if you get some really cool results, record and send them a video 

testimonial!. 

I use the process above to keep in touch with Derek Halpern from Social Triggers. Note 

that I don’t want or need anything from Derek. I just think he’s a cool guy and I love to let 

him know about the results that I get from implementing his advice. 

 

Here’s an example of an e-mail I’ve sent to Derek recently. 

If you want to take it to the next level… 

If you want to take it to the next level, try finding new, creative ways of adding value to 

them. If a blogger is visiting your city, offer to take him out for lunch or send him a list of 

cool places and restaurants he can visit. Write a review for one of their products and 

post it online. 
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You can read this amazing article from Selena Soo to find more creative ways of getting 

the attention of your favourite expert. 
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Who you should be talking to at conferences (but 

you’re not) 

When I was at the 100k Summit, I also got to know Ramit’s team in person. I got to meet 

his cameramen, his assistant and a few of his product developers. As I was having lunch 

with one of his product developers, I asked him what he would do to get the most out of 

the event if he were me. 

He said: 

“Well, I would look at what everyone is doing and try to do exact opposite. You see, all of 

the attendees are trying to connect with each other, but there’s nobody really trying to 

talk to the members or Ramit’s team.” 

It made sense – I would be able to build relationships with the attendees at a later time 

anyway through the online community, whereas I might not be able to talk with Ramit’s 

team as easily. 

I really took this advice to heart. For the remaining of the event, I strived to build the 

relationships with the people on Ramit’s team. I grabbed lunch with his camera crew. I 

talked with his product developers during the breaks. I tried to connect with his assistant 

when she had the time to talk. 
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Drinking juice with one of Ramit’s copywriters… Yeah, that was fun! 

I will be honest – most of those conversations didn’t really lead into anything, at least not 

immediately. 

But it was all worth it because of one gem. I stayed in touch with one of his product 

developers. I kept him up to date with my progress from the 100k Summit. I let him know 

about any big wins that I got by using Ramit’s courses. I also started asking him what he 

would do in certain situations that I wasn’t sure how to handle. 

And guess what – his advice was pure gold. He really took the time to write me detailed 

responses and gave me ideas on how to grow my business. I implemented the ideas 

and got back to him with the results that I got. In a way, it felt like having access to a 

mini-Ramit, and these conversations gave me insights that I could hardly reach on my 

own. 

There are a lot of gems like this out there, you just need to be on the look for them. 

ACTION STEPS: Who you should be talking to at conferences (but you’re not) 

Whenever you go to a conference, make sure you also get to know the people behind 

the scenes. While the speakers will be swamped with questions, the camera crew, 

assistants and product developers will probably sit alone and do random things on their 
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laptops. Approach them and start a conversation. Ask about what brought them to the 

event. 

These people won’t be bothered by you. They will love you because you will be the one 

person who’s actually paying attention to them. Use this to your advantage, build 

relationships with them and follow up! 
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How to find a mentor 

In April of 2013 (a few months before the 100k Summit), I joined Ramit’s mastermind 

group called “Ramit’s Brain Trust”. 

It was an online community of top-performers (mostly freelancers / consultants and 

employees who wanted to get the top jobs in the world). 

I still remember my first post on the Facebook page of a community. Actually, let me 

bring that up for fun: 

 

My first ever post in an online Facebook community… 

It was a terrible, vague post and that guy Naveen Dittakavi linked me to some feedback 

on how to improve it. I never did. I clicked on the link that he gave me, saw a lot of 

resources that I wanted to go through at “some time in the future”, but never really 

visited again. 

As I was overwhelmed by this, I procrastinated posting again. I actually didn’t post in the 

community again for two months. 

As I wasn’t active in the community and was mostly just consuming content, I didn’t get 

the results that I wanted. I actually sent an e-mail to unsubscribe from the program. 

Fortunately, Ramit’s support team sent me an e-mail whether I’m completely sure that I 
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wanted to unsubscribe, and I wasn’t 100% sure so I even procrastinated sending that e-

mail back. 

As this was going on, I noticed that the guy that commented on my post, Naveen 

Dittakavi, was visiting Munich, Germany and that he organised a meet-up there. 

Munich was just 4 hours away by car from Slovenia, and I knew that this was one of the 

rare opportunities that I could take to meet a successful consultant from the US. 

I was on the edge of whether I should go to that meet up or not. I almost cancelled my 

RSVP, but in the end I manned up and went there anyway. 

We met for lunch on a Sunday afternoon. There was Naveen, his fiancee, a friend of 

mine and another member of Ramit’s Brain Trust. 

 

Meeting Naveen in Munich for the first time 

At first, I wasn’t really sure what to expect from that lunch conversation. I’ve never met 

most of these people before, and I wasn’t very talkative in groups of people. 

But for some reason, this time it was different. With Naveen, we talked about things like 

raising your rates and finding more clients. And copywriting. I even asked him for advice 
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on how to prepare best for the 100k Summit that was coming up in a month or so and 

about the productivity techniques that he uses to get a ton of work done. 

I was finally able to talk to someone about all of the things that I kept inside of me 

before-hand, and it was awesome. 

When I came home, I was eager to implement the advice and see how it worked in 

action. 

As you can see, I used his systems for asking good questions and going through 

CreativeLive videos in my preparation for the 100k Summit that I described in the 

previous chapter, and I also joined the copywriting course that he recommended to me – 

Copyhour. 

I then shot him an e-mail with what I’ve implemented so far and how I benefitted from his 

advice. 

 

Here’s one of the many e-mails I’ve sent to Naveen to close the loop with him. 

He was very excited that I implemented his advice and he said he enjoyed meeting me 

in Munich and that we should set up some calls over Skype to chat more in the future. 

As it turned out, we started chatting on Skype every few weeks or so and kept the calls 

going for a long time. I asked questions, noted down the answers, took massive action 

and let him know what worked and what didn’t in our next call. 

From these conversations, I gained a ton of knowledge and I managed to get un-stuck 

many times in my business. But most of all, I appreciated that I had a mentor who was 
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really good at what he does. This gave me the confidence that I needed to grow my own 

business, because I knew that if I messed something up (which I did of course), I could 

reach out for help and get solutions to my problems. 

Of course I also did whatever I could to add value to Naveen – I started sharing the 

insights that I got from our calls in blog posts like this one, I started posting in the 

Ramit’s Brain Trust Facebook group and sharing the insights and results there as well. 

I was no longer alone in the business world and this was just the first of the relationships 

that got me to where I am today. 

ACTION STEPS: How to find a mentor 

Finding a mentor of your own really isn’t that different than getting in touch with VIPs. It’s 

all about taking advice, implementing and following up. That’s what will separate from all 

of the other people who desperately want to find mentors. You don’t find mentors. 

Mentors find you after they see that you are a person who likes to take action and not 

another guy that would waste their time. 

Another mistake that people make when looking for mentors is that they want to find the 

best people in the field. While that sure sounds like a good strategy at first, let’s think 

about it a bit more. Let’s say you’re just starting your own business. Will you really 

benefit the most by going to lunch with Bill Gates? Probably not, and he probably 

doesn’t have the time to mentor you. Instead, you should focus on being mentored by 

people that are 1 or 2 levels above you in the skill you’re trying to improve. They can 

give you all the advice that you need to get on the next level and they’ll be happy to help 

you out. 

To find a mentor of your own: 

1. Find three people that you would like to be mentored by. Pick three people that 

are one or two levels above you (this can mean in business, playing tennis, 

nutrition, communication… don’t limit yourself). 

2. Look for advice from these people. Read their blog posts, books, etc. 

3. Implement the advice 
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4. Close the loop with them 

5. After you do this for a while, you can start sending them some specific questions 

and perhaps even ask them for a short Skype call / lunch. 

6. When you do get to talk to your mentor, don’t waste their time by being 

unprepared. Prepare good questions (you can use the system from chapter on 

connecting with VIPs) and they’ll be happy to keep the relationship going. 

As long as you take massive action and implement everything that people throw at you, 

you won’t have a problem with finding mentors. Right now, I probably have more than 10 

mentors – some of them are amazing at creating online products, others are great at 

consulting while some of them are good at completely different things like nutrition or 

communication. I strive to learn, implement and close the loop, and I know that success 

will come to me. 
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How to get the most out of live meet ups 

After my meeting Naveen, I thought to myself that there must be other people in that 

online community that are just as amazing as he is. 

When I actually made it to the 100k Summit, I made sure to also organize a live meet up 

with other members of the Ramit’s Brain Trust group. I created an event within the 

Facebook group and invited all of the members from the NYC area to it. 

 

The first live meet up I ever organized 

When I arrived at the event venue, a small bar in Manhattan, I was super nervous. I 

haven’t met any of these people before, and none of the 100k Summit attendees were 

coming to the event either. I was about 15 minutes early, so I waited outside of the bar 

while reading a book on the phone. Eventually one of the guests of the bar recognized 

me and pulled me inside, saying that a few people already came early and that I should 

join them inside. 

I ordered an Arnold Palmer and Buffalo Chicken Wings and slowly started to get to know 

the people in the group. There was only about 8 of us there, and we mostly talked about 

the differences between the men and women when applying for a job. I can’t say that I 
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got to know many of the people out there deeply, but there was one guy that I really did 

want to meet – his name was Frank. 

Frank was super passionate about productivity and systems, and I knew that there was 

a ton I could talk about with him, although unfortunately there just wasn’t enough time to 

do it at the meet up as I had to leave to the airport. I did ask for his Facebook name and 

followed up with him later though. 

 

The follow up chat from Frank and I after meeting in person. 

After a week or so, we got together for a Skype call and we talked about a lot of nerdy 

productivity stuff – it was awesome! Now I really felt like there was someone who I could 

talk to about systems, top performance, staying productive and different tools that would 

help me automate some of my tasks and save me tons of time. By the way, Frank just 

recently started an awesome new blog on this subject and you can find it at 

www.ampyourresults.com. Because we both enjoyed talking to each other we decided to 

schedule another call in two weeks. And another one after that. 

Eventually, we simply scheduled a recurring biweekly meeting and kept in touch. Within 

the next year, I managed to develop a relationship with Frank – when I visited NYC next 

time I stayed at his place. I’ve recorded a master class together for one of my online 
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courses that you can get access to if you sign up to my email list. And in a few weeks, 

he’s coming to Slovenia with his girlfriend and I’ll be happy to show him around. 

 

Frank is awesome at building relationships. A few months ago I received this awesome 

gift from him and it made my day – small gestures can go a really long way. 

Seeing how easy it was to start a new relationship, I made it a point that whenever I 

attended a meet up from the Ramit’s Brain Trust group, I connected with 2-3 people and 

started a relationship with them. 

As you can see, this is a lot different than what I did before – instead of trying to meet 

everyone up front, I only chose 2-3 people to connect with. How did I find these people? 

Well, one of the ways was to check out who RSVPed for the event. I went through the 

Facebook and LinkedIn profile of each attendee, selected the ones that I was particularly 

interested in meeting and found some basic information about them as conversation 

starters. 

Another way was by getting introduced to other people. As I attended more and more 

meet ups, I also became more known in the online group community. Soon I would get 
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to know the hosts of the events, and eventually the hosts and the people I knew started 

introducing me to other people: “Oh Primoz, you should totally meet John. John is 

struggling with keeping up with his work and I’m sure you could give him some tips on 

that.” 

Whenever I had a longer conversation with someone and I knew I wanted to talk to him 

more in the future, I didn’t just say “Oh this was cool, let’s talk again sometime.” Why? 

Because what actually happens when you say that is nothing. You usually forget to 

follow up with the person and you maybe speak with them again in a few years if you 

happen to meet by chance. 

Instead, I would look at my calendar and schedule a Skype call on a specific time and 

day right there on the spot and sent the other person the invitation to the event. If 

possible, I also added the other person on Skype right away. That turned out to be much 

easier than going back and forth and exchanging e-mails because it’s generally much 

easier to schedule something while talking to someone than via email. 

ACTION STEPS: How to get the most out of live meet ups 

Whenever you attend a live meet up, you can use the following the framework to 

maximize its value. 

1. Before the meet up, go through the list of people who RSVP-ed for the event 

2. Select 2-3 people that you would specifically like to meet and research them 

through Google, Facebook and LinkedIn 

3. Write down some notes on each of those people that you can quickly look at 

before or during the event – these will serve as your icebreakers and talking 

points. 

4. During the event, don’t try to connect with everyone. Focus on really getting to 

know a few people instead. 

5. Set up the next action with the people you meet before you leave the event. 

Schedule a Skype call or a coffee meeting on a specific date/time/place for best 

results. 
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6. BONUS: If you already know a lot of people at the event, you can focus on 

introducing them to each other – it’s an awesome value add for the people you 

introduce. 

7. After the event, within the next 12 hours, send these people a follow-up e-mail 

and tell them how much you appreciated meeting them, as well as what you’ve 

learned from them (very few people do this, so you will stand out in a positive 

way). 
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How to get the most out of online mastermind groups 

Even though I attended a few meet ups in the US, I was still living in Slovenia most of 

the time. And unfortunately there are no other members of the Ramit’s Brain Trust 

group. 

I had to do something else. I needed to find a way to build more relationships, even if I 

didn’t meet the people in person yet. To do this, I decided to become more active in the 

Facebook group. But as my first experiences with it weren’t exactly great, I needed to do 

something differently. 

To prevent another disastrous post that would get no responses, I started to look closely 

at what other people were doing differently to get different results. More specifically, I 

looked at the top performing posts in the community, the ones with hundreds of likes and 

comments. 

What I found out was that the top posts usually fell into one of the three categories: 

#1 – Successes and big wins from implementing the advice from Ramit 

This is probably the biggest thing that gets people recognized within the community. The 

community after all is based around the people who bought Ramit’s products or 

services, and by taking action and getting incredible results, you are adding a ton of 

value to Ramit (because he can use this as a story or a testimonial for one of his new 

products), and they would also inspire other people within the group to try and get 

similar results. By doing this, other people will also recognise you in the group, start 

approaching you at meet ups and reaching out to you. 
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How I shared one of my big wins. I usually write far longer and more specific posts, but 

they are too long to fit in here. 

#2 – Insights from conversations with other members of the Ramit’s Brain Trust 

group and closing the loop with them 

Another category of posts that were very popular were posts with insights from 

conversations with other top members of the community. Let’s say I had a conversation 

with Naveen, the community manager and wrote down the insights from it in a post 

within the group. Even if the members of the group didn’t know me, they are very likely 

to read a post where Naveen is mentioned because they knew him and that the advice 

that Naveen would give would very likely be valuable to them as well. This way of 

posting also adds value to Naveen because it allows him to share his knowledge with 

more than one person without having to write a lot of posts himself. 
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Here’s a part of one of my posts where I wrote about how my accountability partner 

helped me live my dream life. 

#3 – Well thought of questions on specific topics in personal development 

The last category are well thought out questions. Bad questions like “can you please 

give me feedback on my blog?” would usually not get any publicity. However, very 

detailed questions (like ones that I wrote using the framework I described in the previous 

chapters) would usually get a lot of very detailed and very useful responses that can be 

amazing learning experiences for the whole community. 
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In one of my posts, I asked for help with re-building my old relationships. I got tons of 

amazing advice out of it! 

If you decide to post a question and get some really good advice, I strongly recommend 

you to implement it and then close the loop with the person that gave you advice. You 

can do this by commenting on the original post once you get some new results and 

tagging the people that helped you out the most in your comment, or by reaching out to 

these people personally via Facebook messages or email and letting them know about 

the results that you got from their advice. 

 

After I implemented the advice, I went back and closed the loop with the people who’ve 

helped me. 

Closing the loop like this is also a great way to start (and maintain) relationships with 

other people in the communities because they will love to keep giving you advice and 

see you grow. 

How to structure your posts in mastermind groups 

From a structural point of view, the best performing posts were the ones that were based 

on very detailed stories. If someone just wrote “I just got a $20,000 raise!” without 
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sharing any extra details, he would usually get a few responses with “can you tell us 

more?” and “congratulations!”, but that’s about it. He would soon be forgotten in the 

community. 

On the other hand, if he took the time to write a story about the struggles he was having, 

the specific advice that he used to overcome the struggles and the results that he got, 

that would be a whole new thing. Other members of the community would remember 

him for his memorable story. Some members might benefit from his advice and would 

thank him for it. Others might want to get in touch with him to get advice on their own, 

similar issues. 

 

I love using stories to engage people in my posts. Here I wrote about how I turned my 

friends into top performers. 
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Since I started using personal stories in my posts (and also blog posts and guides like 

this one), I have been getting much better results because people could get to know me 

more as a person. Being vulnerable, transparent and open (by sharing your weaknesses 

and failures) also tends to give you new opportunities to get advice on how to improve in 

those areas, and in a way draws in the readers even more. 

Think about it, even this guide is made out of many stories, and you’re still reading it. It 

seems like this works pretty cool, right? 

ACTION STEPS: How to get the most out of online mastermind groups 

If you’re already a part of an online mastermind group but aren’t satisfied with the 

response that you get to your posts, try this: 

1. Brainstorm 10 different ideas for what you could post in the group (keep in mind 

the 3 categories of successful posts: big wins, insights from other members and 

good questions) 

2. Pick the one idea that you feel the most excited to share with the group 

3. Use stories in combination with specific results/questions to write a kick-ass post 
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How to reach out to people in online groups 

The biggest value by far that I got from online communities is connecting with people 

1on1. Yes, being active and posting in the groups is great. But I have found that live 

1on1 conversations with people can be 10 or even 100 times as valuable as just replying 

to Facebook posts or exchanging some Facebook messages and emails. 

One thing that I’ve seen so many people do online is say something like “Oh, we should 

really connect” or “We should talk about that subject sometime”. “We should really 

connect”? What does that even mean? That you will add me as a Facebook friend and 

never write to me or actually get in touch with me? Awesome. “We should talk 

sometime?” We already know what that means. Most likely we will never chat. 

Don’t do this, you’re wasting your time. There is another, better way of connecting with 

people. 

Instead of being vague, I like to reach out to people via Facebook and send them short 

but super specific and actionable messages that include: 

 Proof that I’ve done some homework (I usually say that I really liked a specific 

part of a post that the person posted on Facebook) 

 Specify exactly what I want as a result of the message (“let’s get on a 30-minute 

Skype call” is much better than “let’s connect”) 

 Make life easy for the recipient (I write down a few specific times and dates that 

work for me and attach my Skype name/google hangouts email. I also send them 

a google calendar invite to the event once they reply with a time that works for 

them) 

So who do I reach out to? I usually reach out to people that could help me in some way / 

I could help them. For example: 

 If I’m struggling with writing good blog posts and someone gives me some really 

great advice, I will likely schedule a Skype call with them to let them know about 

the results that I got by implementing their advice and ask them some additional 

questions 
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 If I find someone who is doing something similar than what I’m doing but has 

some unique approaches (let’s say he also has an online blog), I would try to get 

on a call to exchange ideas about creating content, promoting your content, etc. 

 If I see someone struggling with a specific issue that I’ve solved for myself in the 

past, I would reach out to them and offer to get on a call with them to understand 

their issue as best as possible and help them develop solutions 

I want to show you a perfect example of how this is done in action. Here’s an e-mail that 

a reader of mine, Thomas, sent me a few months ago. 

 

I really loved this e-mail from Thomas. Of course I said yes! 

In this e-mail, Thomas did everything right. He let me know how he found out about me 

and established rapport by saying that he’s a member of Ramit’s Brain Trust as well. He 

told me a little bit about who he is and why I should meet him, and he added value to me 
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by offering to exchange some blogging ideas. Then, he made my life easy by giving me 

a few times that work for him and writing his Skype name in the e-mail. 

Since I got the e-mail, Thomas and I have become good friends. In fact, I’ve just had a 

Skype call with him to check just a few hours ago! 

Another thing that I like to do is to connect with the top 1% of the people in the 

community (the most active ones and the ones with the best posts). This usually opens 

a lot of doors because these people tend to know a lot of other people that they can 

introduce me to, and of course I try to add as much value to them as possible as well by 

implementing their advice and introducing them to other awesome people. 

You can see that I’m striving to add value in all of this situations. When someone gives 

me advice, I add value by applying the advice and closing the loop. When I exchange 

information with someone, we both get value from that (and usually implement each 

other’s ideas to add even more value to each other). When I give advice to someone, 

that’s automatically adding value. 

After the initial call, I also try to keep these relationships going by checking in on a 

recurring basis. This might mean scheduling by-weekly Skype calls or just shooting an 

e-mail every few months or so to update someone on my progress or get an update from 

them. 

 

Checking in doesn’t have to be complicated. This is an e-mail I got from Ramit a few 

weeks ago. 

There’s another rule that help me a lot when trying to reach out to people: 

The 3-second rule 
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If it takes me more than 3 seconds to start writing the message to person, I start 

overthinking. I say I’ll do it later. I find excuses not to reach out. I forget. Now, whenever 

I see the opportunity, I reach out to the person immediately. It usually takes about 2 

minutes to write the message, so there’s no excuse that there is no time. 

Paid or Free mastermind groups – which ones should you join? 

Now you might be asking yourself: Where do you find communities of successful people 

that you can connect with? Should they be free to access or paid? 

From my personal experience, paid access groups work better than free ones because 

there are usually less trolls and more people who actually take action and strive to 

improve themselves because they have already invested some money into something, 

which separates them from the masses of people looking for consuming tons of free 

advice on the internet. 

The paid communities are usually: 

 Subscription based communities, like Ramit’s Brain Trust 

 Communities that you can join by buying one of the products (these tend to be 

more focused on a specific subject). 

I am personally a part of a few communities from Ramit (RBT, Zero to launch community 

and the 6 figure consultants community), and all of them have proven to be incredibly 

valuable. I’ve also heard great things about the communities based around Marie 

Forleo’s B-school and Derek Halpern’s Blog that Converts. 

On the other hand, I have personally created a few small groups of people myself that 

work really well. If you actually know the people within your free mastermind group 

personally, the small groups can work just as good as paid ones. 

ACTION STEPS: How to reach out to people in online groups 

Here’s what you can do to start building relationships right away: 
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1. Go through the posts in the online group and find ONE person that you want to 

connect with: Someone who gave you advice in the past, someone who is doing 

something similar that you’re doing or someone who is good at something you 

struggle with. 

2. Add them on Facebook or find their e-mail address and send them a message 

using the script that I wrote below 

You can use the following script to reach out to other people: 

“Hi NAME, 

I’m writing to you because… [insert reason for writing this email] 

[in one sentence, say something interesting/relevant about yourself] 

[write why they should talk to you / what's in it for them] 

I’d also be happy to share [insert some additional value that you can share with them]. 

What you be up for a call via Skype (my skype name is [insert skype name]), and I’m 

free at the following times: 

[insert 3 times that work for you] 

Best regards, 

[YOUR NAME]“ 
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How to get the most out of meeting awesome people 

in person 

In November 2013, I was just coming back from celebrating my birthday in Budapest. 

When I came home, super tired from the long drive in the night, there was an email 

waiting for me from Ramit. It said “Come hang out in SF Nov 22nd”. I had no idea what 

that was about, so I opened the email. This is what it said: 

 

Is this the best birthday present or what? 

It turned out that Ramit was giving a speech at Google in San Francisco and he had a 

few spare invitations for the event. As he liked how active I was in Ramit’s Brain Trust 

and some of his other online communities, he decided to invite me there. He said that he 

would also like to grab lunch with me and a few more of his top students. 

This was awesome. I would go to Google for the first time, grab lunch with Ramit and 

meet some other awesome people. I was so excited that I called my girlfriend in the 

middle of the night and give her the news. Then, I quickly booked the plane tickets and 

the hotel, and in a week I would be in San Francisco. 
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Grabbing lunch with Ramit was awesome! 

I wanted this to be more than just a nice trip though. I wanted to make sure that I build 

relationships with other Ramit’s students, and I had to figure out a way to make a good 

impression. 

As it turned out, I have just recently bought myself a GoPro camera, a super portable 

camera that I planned on using for recording cool experiences in my life. But since the 

camera had a high quality video and sound recording as well, I started thinking about 

what else I could do with it. 

On the first day of my stay in San Francisco, I had a meeting scheduled with one of the 

attendees from the 100k Summit in summer, Richard. He happened to be in town at the 

moment and we decided to grab coffee together. During the coffee, we talked a little bit 

about productivity and top performance, and I thought that Richard had some really cool 

routines that a lot of my readers could benefit from. I asked him if he wanted to share 

those ideas with more people, and he was in. 

We went to my hotel room in the Hilton hotel where we set up a mini recording studio, 

put my camera on top of a suitcase and recorded a short interview. I had a really good 

feeling about the interview, and suddenly I had the idea to do more interviews like this. 

Suddenly, it all made sense. I could interview the other members of the Ramit’s Brain 
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Trust group and get their insights on how they manage to stay productive and get a lot of 

work done. 

 

Our improvised hotel room studio 

Over the next few days, we recorded 13 interviews. Everyone who I asked to interview 

was happy to do it, and it seemed like they had a great time. 

Then, I took those interviews, uploaded some of them on youtube and shared them with 

the Ramit’s Brain Trust community, as well as my blog. 

Doing the interviews helped me create content for my readers but it also added a lot of 

value to the people I interviewed (it made them feel important, it positioned them as 

experts and it allowed them to share knowledge with other people), as well as the other 

people in the Ramit’s Brain Trust group. 
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I shared the interviews in Ramit’s Brain Trust group 

Overall, this was a huge success and it allowed me to start building relationships with 

the people I interviewed, as well as allowed me to get to know them better. With some of 

them, I started doing recurring calls. With others, I just checked in every so often or sent 

an introduction or two their way. 

And with some of them, I decided to take it to the next level. I asked them to be 

interviewed for the master classes of my online course, and we recorded some really 

good videos that I probably wouldn’t have managed to create on my own. 

ACTION STEPS: How to get the most out of meeting awesome people in person 

What I try to do when I meet awesome people in person is two things: 

 Be unique 

 Connect with them on a personal level 

You should always strive to do something that others wouldn’t do that will make people 

remember you and stand out from the crowd. That can mean recording interviews, 
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bringing them personalised gifts, writing a blog post about the insights that you got from 

meeting them or another unique way of adding value. 

Right now, take a pen and paper and brainstorm 10 different ways in which you can be 

unique and stand out from the crowd next time you go out and meet people in person. 

I also try to connect with people on a personal level. I don’t just want to be a person who 

talks about business all the time. I want to find out about their family, their hobbies and 

their passions, and see if I can find some talking points for the future so I can stay in 

touch after meeting them. 

Other than that, use the systems from the previous chapters. Do your research. Follow 

up. Set up a follow up meeting right there on the spot. 
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How to make a great first impression 

From October to December of 2013, I took part in beta testing of Ramit’s upcoming 

product called Zero to Launch. The product was supposed to help me move from 

consulting to creating my first online product. 

As I managed to get some nice results using the course, Ramit featured me as a case 

study on his blog. And as a part of his product launch, his team asked me to go on a 

podcast with Navid Moazzez. 

 

The podcast that I did with Navid Moazzez 

I’ve never heard of Navid before, but after taking a quick look at his podcast and his blog 

posts, I could already see that he’s a really cool guy that I would love to connect with. 

The interview was done on a very short notice, but I still took some time to go through 

some of his most popular blog posts and make a good impression. This is the e-mail I’ve 

sent him: 
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A part of the e-mail that I’ve sent to Navid (click the image to see a bigger picture) 

After we recorded the podcast, we saw that we had a ton in common and that we should 

talk more often, so we immediately scheduled a Skype call two weeks in advance, and 

over time this turned into a recurring call. 

Many opportunities came out of this: we introduced each other to other amazing people, 

we gave each other advice on growing our blogs, and we keep sharing each other’s blog 

posts to add value to each other’s readers and expand each other’s reach. I know that if 

I ever want to write a guest post or get on a podcast, Navid will be able to connect me 

with someone cool people. 

Navid has also done a really great podcast on “The power of networking the right way” 

with John Corcoran, and you should check it out at his blog. 

ACTION STEPS: How to make a great first impression 

If you want to make a good first impression on someone who you got introduced to, 

here’s what you can do: 

1. Do your research and try to find some advice that they’ve given in the past 

(reading a book/blog/online community posts or listening to a podcast if they have 

one works great) 

2. Tell them about some specific articles/chapters of the book that you enjoyed, 

along with the specific insights that you liked 
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3. Try to make their lives as easy as possible: If you’re contacting a blogger or a 

podcaster, write down a list of ideas that you can share with their audience (I do 

this with all podcasts that I get on and people LOVE it) 

4. Take initiative and schedule a time for a call, like Thomas did in his e-mail to me 

above 

This framework works every time. If the person doesn’t share any advice online, then try 

to connect in a different way by talking about common interests like Thomas did in his 

first e-mail to me. 
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How to write kick ass introductions 

One of the things that I love doing now that I know a lot of cool people is introducing 

them to each other. I usually do this in one of the two ways: 

#1 – direct e-mail introduction 

When I see that two people would benefit from each other, I send them a short e-mail 

intro and tell them that they should connect. I try to mention a couple of things that they 

have in common, a reason why they would benefit from getting in touch and what makes 

each of them very awesome. Sometimes I also add some additional details like links to 

LinkedIn or Facebook profiles. The aim is to make these two people excited to meet 

each other and make it easy for them to find out more about each other. 

 

This is how I recently introduced two of my friends to each other. 

#2 – “you should totally get in touch with these people” 

Whenever I’m in a situation where I know more people that someone would benefit from 

meeting, I send them a list of people that they can get in touch with and their contact 

details. I tell them that they should mention my name when reaching out. Here are some 

specific examples of when I do this: 
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 When a friend of mine takes a trip or moves to a city where I know a lot of people 

 When a friend of mine is researching a new business idea, I introduce him to the 

people that work in a similar niche or might be in his target market 

 When I get to know someone new and I see that a lot of people in my network 

would benefit from meeting him, I tell him to reach out to them 

 When someone I know is producing great content, I give them a list of bloggers or 

podcasters that I know that would benefit from having him on a podcast / as a 

guest poster 

Here’s a real-life example that I’ve sent to Navid from the previous chapter: 

 

This is how I introduced some cool people to Navid after he joined a mastermind group 

that I was a part of. 

ACTION STEPS: How to write kick ass introductions 
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1. Brainstorm 3 possible introductions that you can make. Think about the people 

within your business network, sports network, current friends, family members, 

old friends… 

2. Write a short e-mail where you cc both people to the e-mail and give some basic 

information about each person (Facebook profile, LinkedIn profiles help) and 

focus on making the introductions as exciting as possible 

3. Send out one e-mail introduction right now 

4. EXTRA CREDIT: If you know a ton of people that would benefit from meeting 

each other, block out 30min on your calendar each week to introduce awesome 

people to each other and add constant value to the people in your network 
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How to connect cool people in your city 

A few months ago, I moved to a new city. Soon after that, I got an e-mail from one of my 

blog readers – his name was Giuseppe. Giuseppe saw that I moved into the same city 

that he lived in and he invited me out to lunch. 

After that lunch, he invited me out to a “mastermind meeting” with some of his other 

business friends. We did this every week after that and it was awesome. There would 

always be someone new to talk to and each time we would talk about something 

different. 

Giuseppe was great at organising these events. We always met at the same place, at 

the same time, on the same day. He also created Facebook events for the attendees to 

RSVP and take a look at who’s going to make it there next week. 

It was really simple but effective, and you could easily do the same in your city. If you 

feel like your group is too small, you can ask each of your friends to bring a guest with 

him – and the group will grow in no time. 

ACTION STEPS: How to connect cool people in your city 

1. Find a cool place to hang out. You should pick a place where you can eventually 

bring groups of 5-10 people that has some food and drinks and it’s possible to 

talk normally there. If it’s a very busy place, make sure you make reservations in 

advance. 

2. Set a recurring weekday/time so that people can block it off on their calendars. 

You might need to experiment with this until you find a time that suits most 

people, but something like a Wednesday/Thursday at 6pm or 8pm worked well for 

us. 

3. Brainstorm at least 5 people that you can invite to the event. 

4. Create a Facbeook event 2-3 days in advance (you can make it secret if they 

have privacy concerns) and ask them to RSVP for the event. 
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5. If the group seems too small, ask attendees to bring one guest each. When you 

meet new cool people or have guests visiting you in your city, you can also invite 

them to these meet ups to spice them up. 

Sometimes there will be more people, sometimes there will be less. Make sure you keep 

the events going consistently if at least two people can make it and turn this into a 

constant event. If you can’t make it to the event for some reason, find another person to 

organise it. Just don’t break the chain! 
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How to run an online mastermind 

As I moved out of Slovenia, I felt bad for leaving some of my friends behind. I didn’t want 

to lose contact with them. Just before I left, we started a mastermind group in Ljubljana, 

similar to the one that Giuseppe started later on. 

I was thinking about what I could do to keep this going, and then it dawned on me: 

If I’m able to stay in touch with people from US via Skype, why wouldn’t I be able to get 

on a video call with my friends as well? And so I told my friends about the idea and got 

them to attend a Google hangout. It was awesome. We talked a bit about business and 

job hunting, how things are in Slovenia, and played some online games together. 

We still have these meetings on every Sunday for two hours. Sometimes it’s just two or 

three of us, sometimes it’s up to 5. It works great because this allows me to stay in touch 

with my friends even while I’m travelling, and it helps them get un-stuck fast in case they 

run into a problem with their businesses. 

We use Google Hangouts and Google Calendar for scheduling and running the events. 

When I created the event in Google Calendar, I did three things: 

1. I invited all my friends as “guests” to make sure that the event appears in their 

calendar and they don’t forget about the calls. 

2. I set up a recurring call so I don’t have to schedule calls all the time – if something 

comes in-between, we reschedule the call or cancel it, but the next call will 

automatically be there for us next week. 

3. I add a Google Hangouts video call to the event so that people know which call to 

join. 

Here’s how you can do this yourself: 
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1. Invite friends; 2. Set up a recurring event; 3. Add a Google Hangouts call to the event 

I do something very similar with my parents as well. We have Skype calls every few 

days to make sure that we keep a good relationship going and catch up. 

ACTION STEPS: How to run an online mastermind 

This is very similar to running a live mastermind, but there are a few differences: 

1. As the call is done online, I make sure that everyone has it in their calendars and 

gets an e-mail reminder for the call before (this happens automatically when you 

schedule something in Google Calendar) 

2. The calls work best with 3-4 people. 5 works as well sometimes, but more than 

that is really too much as people tend to get bored and browse on the internet 

instead of jumping into the discussion 

3. I usually don’t invite new people to these. Instead, I would connect with other 

people 1-on-1 or create additional small groups of 3-4 people. This way I can 

keep the engagement level high and still talk with more people. If I want to 

introduce two people online, I opt for an e-mail introduction instead of inviting 

them to these calls. 

If you have some friends that you could have an online mastermind call with, then 

schedule it now. Set up a one-time event and invite people to join in. Have the call and 

see how it goes. If everyone loves it, then make it a recurring call and find a good time 

for everyone. But don’t get caught up in those details right now. Instead, just focus on 

getting on a call once. 
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How to get an accountability partner (and get the 

most out of it) 

Every Tuesday at 11am, I have one hour blocked off for a call with my awesome 

accountability partner, Jacqueline. I got in touch with Jacqueline in August of 2013, 

when accountability partners became popular in Ramit’s Brain Trust. 

Why do I have an accountability partner? Technically it’s to have someone kick me in 

the ass and call me out on bullshit whenever I have some mental barriers holding me 

back from success. But there’s more. 

Having accountability partners is great for building relationships. And building 

relationships is a great way of getting extra accountability. 

For a long time, I thought that having an accountability partner was all about setting up 3 

goals for the next week and then following up to see whether you achieved your goals or 

not. But from my experience, that’s missing the point. It’s not exciting, and often it 

doesn’t really work unless you have some kind of a connection with a person. 

I’ve had accountability partners before that weren’t serious. They wouldn’t show up for 

the calls. They wouldn’t work on their goals and found excuses all the time. I didn’t enjoy 

talking to them, and soon we stopped having the calls. 

With Jacqueline, things are different. Our accountability calls aren’t super structured. 

Most of the time, we only talk about our goals for a few minutes or so and spend the rest 

of the time by sharing cool new insights and giving each other feedback to improve our 

businesses. And the calls are always fun, so I look forward to them. 

Of course from time to time one of us gets stuck, and that’s when having a weekly 

accountability call really helps and we can help each other to get un-stuck. 

We also learn a ton from each other. For example, when I first started having calls with 

Jacqueline, my life wasn’t really that exciting. She showed me how to live my dream life 

(she also talks about how to do that on her blog). Here are just some of the things I did 

since I started having calls with her that I probably wouldn’t have done otherwise: 
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Now I can actually say that I’m working through my bucket list and it’s not just another 

document on my computer! 

And just for the kicks, here’s what a cabin of a 747 looks like (it’s much smaller than 

you’d think). 

 

Me in a cabin of a Boeing 747 after my trip from San Francisco to London in Business 

Class 

The cool thing is that once you build a relationship with someone, the accountability will 

come on it’s own. You won’t want to disappoint them and look bad in their eyes by not 

doing what you set out to do. Therefore, by having recurring calls with different people 

that you admire, you will automatically get all the accountability that you need. 

ACTION STEPS: How to get an accountability partner (and get the most out of it) 
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You can get an accountability partner by following these simple steps: 

1. Find someone who has similar goals as you do (this can be in business, sports, 

relationships…) and you LOVE hanging out with. 

2. Send them an e-mail asking whether they’d be up for becoming your 

accountability partner. Tell them that it would include weekly 30-minute calls at a 

time that works for them and help you challenge each other and take your 

business to the next level. 

3. If they’re up for it, schedule the first call! 

To make things even easier for you, this is how you can structure your accountability 

calls: 

1. Catch up. Don’t dive right into the business stuff. Talk about what’s new, what 

you’ve learned in the past week, how your family is doing, etc. 

2. After the initial catch up (this might last from just a few minutes to almost the 

whole call, just go by what feels right), talk about which goals you completed from 

the past week. Share your biggest insights that you got from completing the goals 

and where you got stuck. If you’re stuck, your partner can give you another point 

of view and help you get un-stuck. 

3. At the end of the call, set up 3 goals that you want to be held accountable for next 

week (I suggest choosing goals that you aren’t comfortable with chasing for the 

biggest improvement potential) and double-check the date and time of the next 

meeting to make sure that both of you can make it there. 

Know that it might not work out with the first accountability partner. Maybe you won’t feel 

a good connection. Maybe they won’t care about improving themselves as much as you 

do. Maybe they won’t be serious and will forget about the calls. 

That’s ok. It might take a few different partners until you find one that’s right for you – but 

all of the hard work of finding one is going to be worth many times over, so keep 

repeating the process above until you find one! 
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How to throw awesome parties and live meet ups 

In my high school years, I did know one thing, and that was how to throw awesome 

parties. Despite not having many friends, my birthday parties always seemed to be well 

received. I tried to make the parties as awesome as possible, and that usually meant 

cakes, top quality cocktails and disco lights. Along with a ton of cleaning (I insisted on 

using real cocktail glasses instead of plastic ones… duh). 

Whenever I planned parties, I tried to make them as exciting as possible. I would do 

things that others just wouldn’t. People would usually just get cheap liqueur and some 

chips. I would make high end cocktails with quessadilias, tortilla chips and many 

different dips. I turned the small living room into a dance floor. I installed disco lights, got 

some loud speakers and put on some party music (yes, the neighbours loved me…). 

But what I wasn’t really great at is inviting people. I never knew how to write good 

invitations, when to invite people, who to invite… So I just sent very generic text 

messages and hoped that people would come. 

If you’re anything like me and you like planning the parties but don’t like to take care of 

the logistics of inviting other people, do yourself a favour: get a co-host. I got this idea 

from my friend Raj while we were recording a master class for my online course. He said 

that whenever he hosts a meet up or a party, he always tries to find the most connected 

person in the city and appoints him to invite the people to the party and make sure they 

come there. 
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Raj throws the most awesome meet ups – here’s a photo from our last meet up in San 

Francisco 

Another friend of mine, Marc, is really the master of throwing amazing parties and meet 

ups. Why? Because he creates the HYPE. He knows how to invite people in a way that 

they get super excited and can’t wait for the meet up to happen. Here’s a part of one of 

his event invitations: 

 

How can you NOT be excited to attend a party like this? 
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Notice what Marc does in the letter. He puts a lot of humour in it. He includes pictures. 

He tells exciting stories (and rumours…). He makes things easy for people by providing 

them a place to sleep. 

The key to throwing an awesome party is to make it awesome before it even starts. If 

you don’t know how to do that, that’s fine – but I’m sure one of your friends does! Find 

that friend and ask him to help you out with organising the party. 

ACTION STEPS: How to throw awesome parties and live meet ups 

Here are the steps that you can follow to throw the perfect party or a meet up: 

1. Find a way to make the party unique and memorable. It can be a themed party 

with tons of champagne. It can be at a special location. Think about what you can 

do differently so that the attendees will remember the party forever. 

2. If you don’t know that many people, find a co-host who does and let him handle 

the invitations. 

3. Make the party exciting before it even happens. When you write the invitations for 

the party, make them exciting. Once you write them down, read through them. Do 

you get the feeling that you just can’t wait for the happen? Good. If not, keep 

rewriting them until you get them right, or find someone else to do this for you. Do 

you have someone in your network who tells the best jokes and stories? He’s the 

guy to reach out to. 
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3 systems that you can start using TODAY to start 

surrounding yourself with successful people 

In this guide, I wrote about my failures, as well as things that worked out well. But even 

though I improved my connecting skills a lot during the last years, I still mess up 

occasionally. 

Last December, I got offered an introduction to a super VIP person and I didn’t even get 

in touch with them. It was during the holidays and I didn’t want to bother them during that 

time. Then, I thought that they must be busy because the holidays just ended. Excuse 

after excuse, I kept procrastinating it and never got it done. Sometimes I’m working on a 

project intensively and don’t manage to follow up with some people that I meet. 

But it’s not the end of the world. It’s good that I can’t get everything right because this 

allows me to keep learning and improving from the mistakes that I make. Mistake by 

mistake, I get better and better, and that’s what you should focus on. Don’t focus on 

becoming the perfect connector in a week. It’s a long process that takes time. However, 

if you just get a little better day by day, you can get so much better in 3, 6 or 12 months. 

If you came to me 3 years ago and told me that I would have friends all over the world 

that I would constantly talk to, I would tell you to stop making stupid jokes. But here I am, 

and you can be here as well if you only put your mind to it. If a socially awkward kid with 

no friends could do it, you can do it too! 

ACTION STEPS: What YOU can do TODAY to start surrounding yourself with 

successful people 

The way that you can achieve what I achieved (and more) is to focus on the process and 

not on the results. If you set up the systems that I use and do the action steps from this 

guide, you WILL get the results that you want. That’s why I want to give you three 

simple, must-have systems that you can put into action right away and start surrounding 

yourself with successful people. 
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Note that some of these systems are created in Google Docs. You can use Google Docs 

if you wish, but I don’t mind if you use another software, pen & paper or something else 

– just put them into action! 

System #1 – Adding Value to Your Network 

If you just implement one of these systems, this should be the one, and it will take you 

exactly 2 minutes to set up. 

1. Right now, go to your Google Calendar and set up a 30-minute recurring event 

that happens once each week and name it “Add Value to my Network” (or 

something sexier). 

2. Add the link to this guide as a description: 

http://www.skyrocketyourproductivity.com/the-quick-guide-to-surrounding-

yourself-with-successful-people/ 

3. During that time each week, take 30 minutes to add value to the people in your 

network. This might mean introducing two people to each other, taking people out 

for lunch, scheduling calls, throwing meet ups or parties, or something else. You 

can use this guide to get some specific ideas on what to do (you should put it in 

the description for easy access when you need it) 

The event should look something like this: 
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System #2 – Managing Your Relationships 

Once you connect with more and more people, it makes sense to keep track of them. 

Here’s a step by step process that you can follow to create a system that will allow you 

to do that. 

Step #1: Go to Google Drive and create a new folder. Name it “Relationships”. 

 

Step #2: Create a Google Spreadsheet called “Relationships” inside of the folder. 
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Step #3: Save the Relationship spreadsheet as a bookmark in your toolbar for easy 

access (click the little star in the top right corner of your browser). 

 

Step #4: Save the Relationship spreadsheet as a description in your System #1 for 

adding value to people you care about (so you can bring it up easily during your weekly 

review). 

Step #5: Copy-paste this template into the spreadsheet. Feel free to change it any way 

that works for you. 

 

Step #6: For one of your friends, create an empty Google Document titled with their 

name (I suppose you know how to do that by now…) in the Relationship folder. 

Step #7: Copy-paste this template into the document. Again, feel free to change the 

template in a way that suits you better. 

www.skyrocketyourproductivity.com
https://docs.google.com/spreadsheet/ccc?key=0AsyTcx6qHecadGJSZFhkekc1dTJlLUZJVnF3bTZPdVE&usp=drive_web#gid=0
https://docs.google.com/document/d/183AkpdFYVIaspPi_d_MawOdCuVoqjxrQZ2dS3zDh1Bs/edit


 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

 

Step #8: Repeat the step #7 for all of the people you want to stay in touch with 

How to use this system 

Once you set up this system, you should come up with something like this: 

 

Good job! This is how you can use the system: 

1. Whenever you meet someone new that you want to build a relationship with, 

create a new document with his name for him, add his name to the Relationships 

spreadsheet and paste a link to his document 

2. Whenever you’re on a Skype call with someone, open his document and take 

notes into it (this is why you link to the Relationships spreadsheet in the browser 

www.skyrocketyourproductivity.com


 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

toolbar and then link the documents in the spreadsheet – this way, you can find 

the document from any person in just 2 clicks.) 

3. Before a Skype call or an in-person meeting, you can check the notes from the 

last call and follow up on what you talked about. People LOVE this because they 

see that you actually paid attention to what you were talking about last time and 

care about them. 

4. Be creative! You can use this system to remember peoples’ birthdays. You can 

use it to make it easier for you to introduce people to each other. You can use it 

to consistently stay in touch with people by noting down when you were last in 

touch. 

This system will allow you to build better relationships with people, remember what you 

talked about last time and make a lot better introductions. It will also allow you to stay in 

touch with people you care about and see when you should reach out to someone 

(around their birthday or a few weeks after you last talked). 

System #3 – Closing the Loop 

I developed this system recently because I realised that I had no organised way of 

tracking the books, articles and courses that people recommended to me. 

To create this system, simply: 

1. Create a new Google Spreadsheet in Google Drive 

2. Link the spreadsheet to your browser toolbar and add it in the description of 

System #1 (adding value calendar appointment) 

3. Add three columns to the spreadsheet: WHAT, WHERE, WHO 

This is what my system looks like in action: 

 

www.skyrocketyourproductivity.com


 

 
 

This guide was written by Primoz Bozic from www.skyrocketyourproductivity.com 

I use the Closing the Loop Spreadsheet in three ways: 

1. Whenever someone recommends a course book or an article to me, I put it into 

this system. 

2. When I want to do some reading or improve a certain skill, I take a look at this 

spreadsheet 

3. Whenever I finish reading a book or an article, I follow up with the person who 

recommended it to me and let them know about what I’ve learned/the results that 

I got. 

This system allows me to keep adding value to people and give credit when it’s due, 

while also keeping track of the resources I got recommended instead of just forgetting 

about them. 
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How to put this guide into action and prevent it from 

being just another thing you’ve read but never 

implemented 

This is a long guide. If you actually read through it, I have to give you props. If you 

LOVED it and have some friends who might benefit from it, then e-mail it to them or 

share it on Facebook. Here’s the message that you can copy paste: 

“Hey NAME, 

I’ve found this awesome guide on the internet that will help you surround yourself with 

successful people and [grow your business faster]. I think you’ll love it because it has a 

lot of specific stories, scripts, examples and systems in there that you can put into action 

right away! Here’s the link: 

http://www.skyrocketyourproductivity.com/the-quick-guide-to-surrounding-yourself-with-

successful-people/ 

Enjoy! 

YOUR NAME” 

But just reading the guide won’t be enough. If you don’t take action, you will keep being 

stuck in the same place all the time and keep hating yourself for it. 

Imagine all of the opportunities that could open up to you if you managed to surround 

yourself with awesome people and stayed in touch with them. How much faster could 

you grow your business? How would it make you feel if you went on a trip to New York 

and knew that there are ten people waiting to grab lunch with you? Think about it. 

I know from past experience that putting guides like this into action can be pretty hard. 

They can be overwhelming (where do you even start), seem too time consuming and 

sometimes it feels like they just don’t apply to your exact situation. 
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That’s why I’ve put together a mini-guide that you can use to overcome the barriers that 

would otherwise prevent you from taking action. 

Here is what’s included in Your Roadmap to Surrounding Yourself with Successful 

People: 

 A step-by-step roadmap that you can use to connect with your first 5, 15, (and 

later even more) people. 

 28 mindset shifts that will help you overcome barriers like: "I don't think I can 

add any value to other people", "I don't have enough time", "I get nervous when 

talking to people and don't know what to say" (and many more). 

 Specific ideas for putting guide into action if you are student, work at a 

corporate job or simply don't meet that many people in person in your business. 

Get Your Roadmap to Surrounding Yourself with Successful People (it’s free). 

 

Thanks for reading, 

-Primoz 
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