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Hi everybody, this is Warrior Family and I’m Smillion Mori. You are all here my
friends, because you believe that we can all create and live the life we deserve
and we can have it all. In order to live the life that we deserve, we have to do
something about it. My goal within this show, is to bring you special guests, share
with you all the tips, their habits, their productivity hacks, their life hacks,
mindset, beliefs, Internet sales marketing strategies that will help you become
the person you want to become. Today, I have a special guest, his name is
Simone Vincenzi.

Smillion: Hello Simone!
Simone: Hello Smillion!
Smillion: Hello Simone! He’s from Italy and he is known as the expert strategist, and he’s the co founder of
Gtex. He’s a Forbes, Entrepreneur magazine and Huffington Post contributor, TEDx speaker and host of the
podcast Explode Your Expert Business. He’s the author of 3 life-changing books, and every year he speaks in
front of more than 5,000 business leaders which includes sharing the stage with big Les Brown, Dr John
Demartini, Simon Sinek, John C. Maxwell, and many others. Simone is also passionate about not only
turning experts into authorities, but he’s passionate about didgeridoo.
Simone: Yes I am.
Smillion: Simone, welcome to our show.
Simone: Thank you. It’s a pleasure to be here.
Smillion: So you are the expert of experts.
Simone: I’m the expert of experts in deed.
Smillion: What is this? Are you a musician too?
Simone: That’s one of my other... Yeah, I think as you know Smillion, in life it’s not just about business.
Business is an important part for a business owner, but it doesn’t have to be everything. So one of my
passions, I got two other passion. One is basketball which we can talk about later, but another one is music.
I found that, found a big passion in playing this big boy.
Smillion: Didgeridoo.
Simone: My didgeridoo, yes.

You need to stand out
Smillion: When did you start to play Didgeridoo?
Simone: Four years ago.
Smillion: Four years ago. How did it happen?
Simone: Have you ever been to a very boring party?
Smillion: Many times.

Simone: Right, and when you’re like, “Oh my God, I really want to go home right now.”
Smillion: Yeah!
Simone: I was talking, that boring party in Cambridge, and it was... I hitchhiked. I hitchhiked my way to
Cambridge from London and I was there at this party. It was so boring, and it was 2:00 in the morning
and I couldn’t go home up until the day after. So I’m looking round the room and in the corner, there was
a didgeridoo. I said, “You know what? Party is so boring, I got to do something about this.” So I took the
didgeridoo, and I went on YouTube how to play the Didgeridoo. For the next five hours, up until 7:00 in the
morning...
Smillion: Practising.
Simone: I started practising and playing, but that’s not all. I came back from Cambridge to London, and
then... I don’t know if in Slovenia happens the same way but when people are moving house, they’re
leaving all their stuff they don’t want outside the door for other people to pick. I don’t know if that
happens the same.
Smillion: I don’t know, but let’s suppose that...
Simone: In London or UK that’s what happened. You’re moving house, all the things you don’t need you put
them outside the door...
Smillion: Then somebody will pick it up.
Simone: Somebody will pick it up that they need.
Smillion: That’s great, you don’t have to pay any services.
Simone: Thank you! Guess what I found in front of my doorsteps?
Smillion: No, didgeridoo?
Simone: A didgeridoo. I’m like, “Okay, so this is a sign.” Then that’s how I started playing it.
Smillion: So can you show us?
Simone: Of course, absolutely.
Smillion: So how do you play?
Simone: A few things that you’re doing, is a very quite a complex instrument because you only play with
your mouth. As you see there is a hole in here, and there is nothing else. It’s a tube with a hole and so what
you’re doing, you are using this movement of the lips which is [inaudible 00:04:20]. That’s step number
one. Step number two is to learn circular breathing, which means inhaling and exhaling at the same time.
That’s a bit tricky to learn.
Smillion: It’s like a meditation act.
Simone: It is. At the same time, I’ll show you in a minute and then you will need to use your cheeks and the
air in your cheeks, your voice, your diaphragm, opening the throat, and that’s how you make all the
different sound at the same time. So I’ll show you two different ways, because I believe that you can play
the didgeridoo the traditional way and my way. So I’ll show you the traditional first, and then I’ll show you
my way.
Smillion: Okay. So guys, don’t leave us. We will get to the business stuff very soon and to speaking how to

build a speaking empire and everything but first, let’s have some fun. This is part of branding too, by the
way.
Simone: I’ll let you know in a moment as well. Why am I doing this? [playing didgeridoo]
Smillion: Wow!
Simone: Thank you!
Smillion: Wow man!
Simone: Thank you!
Smillion: So how are you doing this?
Simone: Out of practice. A lot of practice. The first time I played it sounded like a fart. First time I played
something like this [playing didgeridoo]. I think it’s the same thing in business, right? You start doing
something...
Smillion: It sounds like [inaudible].
Simone: Then you practice, you become better so you can make the first sound, and then you add in
something different. I use didgeridoo as a metaphor for business because like in business, you’re starting
small, you’re starting simple and in particular the beginning, you’re making a lot of mistakes. You think
you’re doing something great, but actually you sound terrible. Then the more you practice business, sales,
marketing, managing a team, leading a team, then the better you become. The better you become, the
more money you make. Then for other people, it sounds awesome. Like, “Oh my God, how do you do that?
Smillion you’re so great.”
Smillion: He’s the master.
Simone: How do you build all your businesses, all these Instagram followers? How do you do Smillion?
Smillion: Yeah, overnight.
Simone: Overnight, yeah exactly. Playing the didgeridoo, I found that... That was the traditional way.
Everything I do in life, I want to do something different. I want to make it mine. So is that okay if I play you
in a different way?
Smillion: Absolutely!
Simone: So I decided to implement a beat boxing and didgeridoo at the same time.
Smillion: I would like to hear.
Simone: Let’s hear how it sounds. [playing didgeridoo]
Smillion: Wow, congratulation.
Simone: Thank you. I appreciate that but again, this is a metaphor because when you’re running your
business, you need to stand out. You need to stand out from the crowd, you need to stand out from the
competition. If you’re doing what everyone else is doing, you’re never going to make it or you’re just
competing on price. You’re not going to be a remember, you’re not going to be memorable. You said before,
this is a brand new exercise, absolutely. People might not remember anything of what I say.
Smillion: Didgeridoo they’ll remember.

Simone: ... but they remember the Italian dude who played the didgeridoo. That’s what they remember,
right?

Taking opportunities
Smillion: So let’s start in Italy. When did you move to UK? We are in London right now, you’re Italian, move
to London which is unusual, but why? What happened?
Simone: I was 21 years old, and before I used to manage Michelin Star restaurants when I was in Italy. I had
a very early career because when I was 14, my parents split up and there was no more money in the house.
So I wanted to do something, to have the money to go to my girlfriend and put fuel in my scooter and to
buy some cool sunglasses, to go on holiday with my friends.
Smillion: Like all the Italians.
Simone: Exactly, and to get a nice watch.
Smillion: Yeah, nice suit.
Simone: So I started working in restaurant when I was 14 and by the age of 19, I already worked in more
than 300 different restaurants. I became the youngest Michelin Star Restaurant Manager in Europe. That’s
why when I moved to the UK because someone saw me work in a restaurant said, “I have a Michelin Star
restaurant in London. I like your style. Do you want to come and work for me?” It was a better pay. I had
more holidays, no-brainer. I was 21 nothing to lose it. Worst case scenario, I go back to Italy. I would have
found a job anytime and I decided to... So I called my mom and said, “Mom, I’m moving to London.”
Smillion: The response?
Simone: “When?” “In two weeks.” “What?” I don’t know if it’s like this also in Eastern Europe, but you find
that in Italy generally people live with their parents up until they are 30 years old, 35 years old.

Smillion: Absolutely, more. In Slovenia up until they’re 45, or till the rest of their life.
Simone: Exactly. When I was 18, I was already out of the house. I don’t know how my friends are still living
with their parents.
Smillion: We have many mothers’ sons in Slovenia.
Simone: I think it’s a beautiful thing because there is a much bigger family culture than in London, but I
think it’s too far on the other side. There needs to be some independence at some point. So for my mom
was a heartbreak and so she didn’t take it well, she didn’t talk to me for more than three years because she
took it very personally. We had a lot of other problems going to house, so I knew that my choice was a very
difficult choice because it meant leaving my mom, my little brother, all the situation that was happening
with my father that was an alcoholic, and all the problem that were happening there after the divorce. At
the same time, I had to make a decision for myself. I said, “Do I want to keep being involved in this problem,
or do I want to make something, a name for myself?” I decided that I had to live my life, not neglecting my
family. Still giving them the support that they needed, but I would have regret not to have come to the UK.
Based on result, it worked out pretty well.
Smillion: Yeah, then you came here. You started as a manager at the Michelin restaurant?
Simone: I started, yeah as a supervisor.
Smillion: How did you get into the speaking coaching business?
Simone: I’m like you. I got bored.
Smillion: You get bored fast.
Simone: I’m like you, I get bored fast.
Smillion: How long you were in the restaurant business in UK?
Simone: Well in the UK, one and a half years, and after one and a half, two years.
Smillion: So please tell me, many people are watching now, they’re in their life they want to change their
career. They are bored with some business that they have, maybe traditional, maybe they are bored what
they are doing. They are slaves to their jobs and they want to break into another niche, or market, or start
with another business and information, product, marketing, speaking coaching business. It’s a very lucrative
business.
Simone: It is a very lucrative business.
Smillion: But it’s not easy.
Simone: It’s not easy. It’s not easy because it’s easy to get in, which means...
Smillion: There is no school.
Simone: There are no barriers.
Smillion: No school for this.
Simone: There is no barriers. There are some schools, but there are some courses and accreditation’s but
they’re not regulated. Some of them are really good, some of them, don’t get me started.
Smillion: This is not the marketing and branding?

Simone: That’s very different because it’s about... first of all, you need to be great at doing something. You
need to be great in your topic of expertise. If you’re not great, people will find out. That’s why you’ll find a
lot of people that will start immediately and they will say, “Go on social media, I’m great at doing this. I’m
great at doing that.” After six months, where have they gone? You don’t see them anymore because they’re
not good at what they do. On the other side, you need to have the business experience to treat your
expertise as a business, because being great at something doesn’t mean that you’re going to be a great
business owner.
Smillion: Absolutely!
Simone: You can be a great skilled person if you’re... Can be a great skilled waiter, that doesn’t mean you’re
going to have your own restaurant, right? Same thing.
Smillion: You can be passionate, you can have knowledge about...
Simone: Thank you!
Smillion: ... business is something different.
Simone: Absolutely, absolutely and that’s why for example for me, it took me to make the transition, the
full transition, it took me three and a half years. So after three and a half years, I made the decision I’m not
going to work here anymore in restaurants, and I want to create a new career for myself. It took me three
and a half of working part-time, doing different contracts. First of all because it was something completely
new. So I needed to build my expertise, I needed to build my knowledge in the coaching field because it
was new and I was 22, 23 years old at the time.
Smillion: Very young.
Simone: Very young and so a lot of people will not believe or trust me when I say, “Hey, I’m a life coach.”
“How old are you?” “22.” “Okay, maybe I’ll hire someone who has a bit more life experience.”
Smillion: Yeah, a little bit more longer life.
Simone: I cannot blame them. So that’s why I did more than 200 sessions for free. I coached more than 200
people for free. So when someone was saying, “Well I think you’re too young and you’re not good at what
you do.” I would take out my folder and I had these pages and pages of testimonials. I’m like read. So that...
they couldn’t say anything there and that’s how I was able to make this transition, but it took me three and
a half years from the moment I decided, attended my first seminar and I said, “That’s what I want to do,” to
the moment I was able to cover my basic, to cover my bills and say, “Okay, I can now work for myself.”
Smillion: Right now you are helping your clients to do this much faster?
Simone: Absolutely!

Secrets of success
Smillion: Okay. So what is the secret now that you didn’t know back then?
Simone: Yeah! Okay, what is the secret that I didn’t know back then? Okay, the secret that I didn’t know
back then is that it takes time. If I have to reveal the real secret that I didn’t know back then is that this is
not a short journey, and to become someone in your field, someone who is respected with a good
reputation, someone trustworthy, someone that can say, “Hey, look at how many people I’ve worked with,”
it takes time. So if everyone is here just for one year or two, don’t even bother because it’s not going to
work. Now having said that, there are few things that, and this is the four pillars that we teach in our

courses, in our Explode Your Expert Business courses which is having the perfect business strategy. So
initially you need to treat this like a business. This is not a hobby. You need to know how to market, how to
sell, what is the vision, value of your customers, what are your sales targets, the systems that you’re going
to use, the people that are going to hire. You need to treat this like a business. Then once you treat this like
a business, then you can go to pillar number two which is having a clear defined signature program. That
becomes your brand. For example, mine is Explode Your Expert Biz. Everything is Explode Your Expert Biz.
Our seminars, our online courses, our books, our journal, all the products, everything is Explode Your
Expert Biz. A signature system is your intellectual properties because Smillion, that’s how we get paid. We
get paid for what’s in here, is our intellectual property, by putting that into a system then people can
relate to it and they can buy it. Then we are looking at the third pillar which is growing your audience,
which you’re brilliant at. Growing your social media following, creating a big audience that loves you,
follows you, buys from you. Then we’re going to the fourth pillar which is media attraction. So how do we
attract media like Forbes, Entrepreneur Magazine, Inc., Fast Track company, Sky. How do you get
interviewed on podcasts like this one, or going on radio show consistently, because by having all these four
things working together, that’s where you not only show the world that you’re great at what you do, but
also you can deliver a great value to your clients and you’re recognized. So when someone goes and
Googles you, then they trust you and that’s the secret if there is any secrets.
Smillion: So what is the best strategy that you recommend to experts right now?
Simone: Seminars.
Smillion: Seminars?
Simone: Seminars all way long.
Smillion: Live events.
Simone: Live events, a few reasons for that. The online space is super crowded, much more crowded than...
Smillion: You surprise me right now.
Simone: ...the flying space.
Smillion: I expected you would say online courses.
Simone: No!
Smillion: So seminars, okay.
Simone: The reason why is a very simple thing. In business, you send out if you do something different. So
if everyone is focusing online, everyone is saying online, online, online, it means there are more people
offline now that are left alone and that’s one of the reasons why. So the trend is going online, online,
online. I’m saying great, there is now all these people here that they want live events, they’re mine. Then
the other reason why it is because to build trust and relationship online, it takes a long time. You need to
create a lot of content, to have a great brand, to have a great reputation. People need to see you at least
now 30, 40 times, before it was seven times before making a decision. Now is 30 to 40 times before they
buy a $7 product only. So to make us more sale, there is a lot of brand equity that you need to put in place,
but when you’re running a seminar, what happens?
Smillion: Yeah, you can build trust instantly.
Simone: Instant rapport, instant relationship. Why? Because...
Smillion: Especially if you play didgeridoo.

Simone: If you’re playing the didgeridoo, that’s added bonus but even if you don’t play didgeridoo, it’s
instant relationship. We connected, we spoke on the phone before earlier, we spoke on Facebook but we
connected more, I felt we connected more in the 30 minutes that we have for breakfast than in all the
interactions that we had. It’s normal, we’re humans. So the moment that you are in front of a real human in
a live setting, that’s the moment when you shorten the gap between them making a decision of liking you,
trusting you, and then buying from you. Immediately you can sell something in the hundreds of
thousands of dollars or pounds, whatever currency you use, euros, you name it. That’s why for someone
going immediately into the offline space, it makes your business much more profitable at the beginning,
because otherwise people wait years to build the audience necessary, which is needed. That’s just to make
a few hundred dollars a month. What I’m saying take a few months and make thousands of dollars, and of
course you need to be good at presenting because it’s not something saying well, if you don’t know how to
speak in public, people aren’t going to buy, but you need to be good at presenting even if you are online.
Smillion: And selling.
Simone: And selling.
Smillion: You’re one of the best regards to closing and selling from stage.
Simone: That’s what people say.
Smillion: Yeah, I heard it.
Simone: I let them say that.
Smillion: It’s not only about selling, it’s about serving probably.
Simone: It’s the same thing.
Smillion: Yeah, it’s the same thing.
Simone: It’s the same thing. If I’m reading... I’m writing another article for Forbes recently and the title was
that have been commissioned to write was ‘Will micro businesses thrive during Brexit?’ I say of course they
will, because if you go back to the nature and the purists of business, what is a business? Is a solution to a
problem. That’s it. So there are always problems and there are always solutions to be made. So then as long
as you’re able to share, and you’re giving value, and you’re explaining things in a way that is captivating
and people want to understand, they will always buy it. As long as the message is right and it’s for the right
person.
Smillion: I agree!

Live for ‘live’ events
Smillion: So you mentioned live events.
Simone: Yeah!
Smillion: Do you think your own events, or be a guest speaker of somebody’s event? What is the strategy?
What is the fast...
Simone: Yeah both.
Smillion: Both?

Simone: You need to have both because... So if you don’t have any audience for example, when we started
we didn’t have any audience. No one knew us, no one’s was following us. We were two 24 year old kid that
were starting out, with me and my business partner Ben.
Smillion: Yes, so how did you start?
Simone: So we started immediately with our own event. Mistake. Because it was impossible to fill the
room. It was impossible to fill the room. So I remember we spent two months marketing this event. Again
on the night of the event, we had four people. Two were the speakers that we hired for the night, one was
my business partner’s father, and the other one was the only person who arrived, that we chained at the
chairs like, “No, you’re not leaving this room right now.”
Smillion: You’re the only...
Simone: You’re the only person who’s supposed to see this so we’re not going to let you go. So that was
the big mistake that we made and what we realized is that it needs to be, they both need to be present. So
you need to go and speak on other people’s events so then people see you, and then they can register for
your own event. Then at your own event, it’s much easier to convert them because you’re playing in-house.
You’re playing home. It’s like if you’re Real Madrid and you are playing home, you have more advantage if
you’re playing against Juventus, and you’re playing in Italy instead of playing in Spain.
Smillion: Your yard.
Simone: That’s the same thing when people come to your event, your conversions will always be higher
because you’re in control. You’re in charge of the entire experience, you’re in charge of the entire sales
process, in particular if you’re the only one speaking there. The more speakers you have, the less the
conversion. In particular if you have a small audience there’s more room, don’t invite external speakers.
Just keep the pie for yourself because if you have hundreds or thousands of people is great, but if you have
10 people, focus on converging those 10 people and getting them as your clients. Then you use the external
events to constantly build a new fresh audience to then funnel to your event, but because they’ve already
seen you live and they don’t come from online space, then the conversion at your event or the conversion
at that event as well is way higher than anything you can have online.
Smillion: Those are paid speaking Gigs or you’re just speaking for free? Sharing revenues or both?
Simone: This is a very good point. Now the speaking business is a business, and there are different business
models. You have been paid to speak when you get paid upfront, you can be an event promoter when you
promote the event, and you have other speakers selling and then you take a share of the sales. You can run
your own events, so being an event organizer where you are selling and then keeping everything, but then
you are in charge also filling the room. Then you can speak for free for other people and then sell, and then
you will have a split with the event organizer who organized that event. So these are the different business
models that you can have as a speaker. I personally believe that no speaking Gig is a free speaking Gig.
That’s my belief.
Smillion: Great Point.
Simone: So when someone says, “Are you going to speak for free?”
Smillion: No!
Simone: I never go and speak for free because somehow, if I’m going there, there is a reason why. It can be
to build my list and if you think about it, if you have to build your list on Facebook ads, you will need to pay
money. Now right now it’s not getting cheaper. The golden days of Facebook ads, they’re gone. They’re still
one of the cheapest way, but much more expensive than it was two or three years ago. So even if I want to
build my list, I will go there and speak even if I’m not allowed to sell because I’m building a relationship

with people that are going to buy later on. If I can sell there, great. I get paid for an amount of money I sell.
Every time I speak now, I always make money. Always! But I’ve been doing nowadays for five and a half
years as a professional speaker around more than 800 events. So I’ve got a lot of experience under my belt
here. At the beginning it wasn’t like that, I was doing a lot of... I think I did more than 20 events before I
made my first sale.
Smillion: Wow, there is the lesson.
Simone: I was rubbish. Yeah, the lesson was I was rubbish.
Smillion: So you thought, I’m good at delivering the content. I will give everything what I know, but at the
end they left the seminar and they didn’t buy, and they didn’t invest in their future, or you didn’t know how
to sell them the bigger future.
Simone: Both.
Smillion: Both?
Simone: Both. I think that is normal as a speaker when you’re starting out to go with the mindset of I need
to deliver everything I know, because I need to wow the audience. I need to make sure that they see that I
know my stuff and so what happens, you put an insane amount of content in a very short space of time.
Smillion: They don’t remember.
Simone: They don’t remember, they get overwhelmed. They stop listening, but in your mind as a speaker
you’re like, “I did a great job. I delivered everything I know.”
Smillion: That was great.
Simone: It doesn’t work that way, but I think is important for a speaker to go through that process because
then otherwise, they wouldn’t know the difference. They wouldn’t know what’s right or wrong. So I started
delivering a lot of things for free, and I was over-delivering and then I didn’t know how to sell. So I had to
learn how to sell, how to deliver the right amount of content. I didn’t have a product, I didn’t know my
audience. There are a lot of reasons why I couldn’t make money, or I wasn’t able to make money but then
the more events I was doing, the more I was understanding what my audience was looking for. What
people were looking for, and that’s the trick. I didn’t see as a waste of time, it was necessary for me to
understand my business, my audience, my style, my content, the program that I was going to sell and it
takes time. It takes time. Of course, now we have processes where we can help our clients to do. If you’re
working with someone that knows what they’re doing, they’re going to shorten the time because they are
going to say “You need this, this, this in place.” But I cannot guarantee is going to happen the first time, or
the second time, or the third time. Sometimes it does, sometimes it doesn’t and that’s fine too. That’s why
I’m annoyed with this industry because it’s all about instant gratification. People don’t understand a lot of
times that there is nothing wrong if something takes longer to be created. Actually it feels better, it feels
better, and people need to put the work in. They need to find their style, it’s not about being a copycat of
someone else’s material. It’s about creating your own material, your own products, your own services, and
that takes time unless you already know what you’re doing. If you already know what you’re doing, you can
just put some piece of the puzzle together and it’s great but if you’re starting from scratch, it takes about
three to five years.
Smillion: Wow!

Making headlines
Smillion: You mentioned Forbes.
Simone: Yeah!
Smillion: So what is your secret formula to get on Forbes Entrepreneur and all these outlets? Media
outlets. I listened to your Webinar and I took many notes.
Simone: Was it good?
Smillion: Wow, it was great one.
Simone: Thank you!
Smillion: So can you share with my audience.
Simone: Absolutely!
Smillion: Why to get on Forbes and how?
Simone: Okay! So first of all, just to put some frames for those of you, for very few people that don’t know
what Forbes is. There are a few magazines and online publications that will give you massive credibility in
your field. They’re recognized as the institutions in the leadership field, in thought leadership field. In
particular on the business world. One Is Forbes, Entrepreneur magazine, The Huffington Post, Inc., Fast
Track company, there are a few more , but these are the ones that are the most important. Now, the reason
why you want to be there, it is because when someone goes on your website or when someone
introduces you and says he has been featured on Forbes, now it means that you have been featured
alongside the most brilliant minds in business ever. Therefore, it builds your credibility and that means
builds your trust. The more trust you have, the more people will buy from you. So that’s the reason why
you want to be on Forbes, or Entrepreneur, or other magazines. Now, how do you get in there? It’s a
relationship game, it’s a relationship game. The thing that doesn’t work is to send a cold pitch saying, “Hey,
dear journalist.” The editorial in particular, so you can find the email address of the editorial team, then you

send them a cold pitch saying, “I will love to write an article about how I’ve transformed my life from
underpaid to starting my own business.”
Smillion: There are thousands of similar.
Simone: They received thousands of applications like this every single day. What are the chances they’re
going to pick you?
Smillion: Zero!
Simone: Zero! Zero point one, let’s give it as luck. Okay, zero point one. So it’s a relationship game. What do
you need to do and what you want to do is to connect with someone else who is writing for that
publication that you want to target, and is writing on the same topics that you want. So for example, let’s
say in my case I teach public speaking. That’s one of the topics that I teach, for sales or marketing. One of
the things that I will do, I will go on Forbes and look out for public speaking in the search bar. That we’ll give
me all the articles that talk about public speaking. Now the articles are written by a real human being also,
which means that then I can connect with them on Twitter, or LinkedIn, on Facebook. What most people
will do at this stage, they will say, “Hey Johnny.” Let’s say John is writing, “Hey Johnny, can you please
feature me on Forbes? I got this story.” Again, that doesn’t work. Johnny receives thousands...
Smillion: Did you try?
Simone: Of course. That’s why I can say it doesn’t work. I think I made every single mistake that could
possibly make, because I’m a person that is not afraid to take action and that’s what happened. You take all
the mistakes...
Smillion: You pull the trigger.
Simone: Pull the trigger and then if it hits the aim, great. Otherwise, you’re just as we go along, that’s how I
am as a personality. Probably we’re very similar.
Smillion: Yes!
Simone: So the best way is then to go and connect with the journalist and give them resources, build that
relationship. So if someone, most of the time they will be active on Twitter and then you will connect with
them on Twitter and say, “Hi Johnny, I loved your article about public speaking. Thank you very much.”
Then you share it as well to your audience. So now I’m Johnny, I’m seeing this tweet. I’m like, “Thank you
very much Maria, for sharing. I appreciate it.” Two days later, “Hi Johnny, loved your article but I believe, I
also think about this.” Then now you give it a slightly controversial point of view. Something a bit different
to add to what the journalist is saying, but not to discredit their work. Okay, so not about discrediting but
saying, “I have this to add to the conversation, but thank you very much. Great article.” Again you share it.
Now he’s seeing you twice. Do this for four or five times, sharing, commenting, adding resources.
Sometimes you can say, “Hey, I’ve got this person who can be a great fit for your article.” So you make an
introduction and connection because I’m a journalist, so what I need as a journalist, I need content and I
need people that can give me this content. So you are providing and adding value to the journalist. Then
after four or five times, then you’re saying, “Hey Johnny, I also speak about this topic too. If you ever need
any help, or someone to give you an idea or opinion on the topic, let me know. I’m available.” Then you
keep following up on that conversation. Still giving value up until the point where Johnny is coming to you
and say, “Hey Maria, I will need you to write this article for me.” That’s one of the best ways to get featured
in any publication you want, any media you want. I got on the Sky Television for that, BBC radio, you name
it is always the same strategy. Being useful, being valuable, build relationship and being relevant.
Smillion: Wow, great tip.

Taking to the stage
Smillion: What about speaking from stage? What is the main skill somebody should master to speak from
stage? Many of them they say, “I’m not born speaker.” Is this a skill or?
Simone: It is a skill. It is a skill.
Smillion: It’s not natural ability?
Simone: It can be a natural ability.
Smillion: Can be?
Simone: Like with everything. You can be naturally gifted, lucky. And you can put the hours of training. The
reality is that persistence and perseverance will always beat gifts if they are not trained. So you can, even if
you were not as natural and talented at the beginning, but you put more hours in the training and become
a great speaker, you will become better than the person who is naturally gifted and is doing nothing at all
about it. Speaking is not just about holding a microphone, that’s what a lot of speakers do, holding a
microphone and I’m sharing a story. Beautiful. That’s not speaking, that’s a small part of it. That’s the
beginner part, and then you need to add a lot of more complex skills that happen with training. So if
someone wants to start, let’s divide... Someone who wants to start it for someone who’s already a speaker.
So someone wants to start, the best thing you can do is to join a speaker club. There are a lot of speaker
club all over the world, Toastmaster, here in London there is a great one called The Speaker Express. We
have one called Sovereign Speakers that we’re launching soon. So there are a lot of communities that
create a safe environment for you to practice where no one is there to judge, no one is there to say that
presentation wasn’t good. If you make a mistake, you have nothing to lose because you’re not selling
anything at a stage, but you’re becoming better. There is... my very first speaker trainer which was called
[inaudible] and we spoke about it this morning. It drilled into me one lesson which is staged time equals
wealth time. Stage time equals wealth time.
Smillion: Yeah, elaborate a little bit.
Simone: Every time you get on stage, every time we’re on camera, every time you can get the opportunity
to get your message out to people always say yes, always. If it’s in a library, if is... We started our first event
in a farm. I spoke in front of one person, two people, three people. I don’t care. Even now, I accept every
single invitation that I get, every single one. Why? Because always an opportunity for me to sell but at the
beginning, is an opportunity for me to become better and to get rid of my nerves. If you’re not used to it,
it’s nerve-racking. Got your heart, which is [heart beating sound], got sweaty hands and the words are not
coming out.
Smillion: So you’ve got this less than five years ago?
Simone: Yeah!
Smillion: You are still saying yes to every opportunity?
Simone: Still now.
Smillion: You won’t forget this in 10 years when you will be the super, super Sir Simone Vincenzi?
Simone: It’s all about... I don’t believe in absolutes. So will I always be this way? Probably not, things will
change. But at the moment, that’s what’s working well. There are a lot of people that will say to me, “No,
why are you still speaking there because you could have that time spent on speak another stage?” Or they
will say to me is not good for your brand and I get it, but it’s still my personal choice because I said I make
money every time I speak. For the past three and a half years, I’ve never done a speaking engagement

where I never got a least one single client. So anyway, even if there are three people in the library, I know
that one or two of these three people, they are going to become clients and I’m happy with that. On the
other hand is also a chance for me to change lives. I don’t do speaking just for the money. Money is
really good and is passion, but the reason why I started, which is my big reason why is to change lives. In
this case, changing businesses.
Smillion: Don’t forget this, ever.
Simone: For me doing a lot of even charity work, or working with young people for free, I’m happy because
I’m living my purpose. As I said at the beginning, it’s not just about money. Money is a part of the equation.
So that’s why at the moment, that’s what feels right for me and it’s also an opportunity for me to test new
material that I can bring to the bigger stages. If you’re looking at stand-up comedians, I did a stand up
comedy Gig recently. Have you ever done stand-up comedy?
Smillion: Not yet, but my seminars are like stand-up comedy.
Simone: I can imagine. I’m looking forward to come to one of your seminar when you’re doing that. Are you
doing some in English?
Smillion: Yeah, I did some.
Simone: Okay, next time you have a seminar in English invite me, because I’m sure you’re going to be fun
as hell. I want to be there. So I did my first stand-up comedy Gig and stand-up comedy is an art. It’s an art
and a science, it’s one of the most difficult things I’ve done because you need to create a laugh every 20
seconds. To create about five minutes of material, I had about a 30 minute set. Over the 30 minutes, only
five minutes were good. If you’re looking at all these stand-up comedians, that they go on stage and make
people laugh every time like clockwork. You know the Kevin Hart, Michael McIntyre, or whoever you’re
following. They are doing still, small gigs for free to test their material, to test new stories, to test new jokes
and that’s for me the same. I’m testing new material, I’m testing another different way to sell a story. Why?
Because I’ve got nothing to lose. I’ve got three people there. So then when I’m doing the Gig with 500,
1,000, 2,000, 5,000 people, I know that I’m going to smash it. I know that I’m going to stand out compared
to all the other speakers, because I’m willing to put more work in.

3-pointer
Smillion: Yeah! Right, let’s go back to your second passion which I was amazed. You’re the size like me, and
your second passion or first one is basketball.
Simone: Is basketball, yeah.
Smillion: Can you explain how you playing? You still play basketball?
Simone: Yeah, I play basketball. I’m 29 at the moment, going 30 in two weeks, So almost on the... I’m
adding the three today.
Smillion: So for those of you that are watching and you think you’re still too young to start a business, he’s
only 29 years old and crushing it.
Simone: It’s something that I always loved, I started when I play... when I was 12. I remember I could play
five hours, five hours straight. In an afternoon, in Italy it’s super hot in the summer, but we’re starting
playing at 4:00, 5:00 in the afternoon until 9:00 in the evening or sometimes 9:30, up until the sun was
coming down. When I play, when I was playing, there was nothing else that...
Smillion: It should be football.
Simone: It should be, but you know what?
Smillion: Italian, they should play football not basketball.
Simone: I know, I know, that’s what people... That’s the stereotype but for me, basketball was my football.
Basketball was my football at the time and at the age of 18, I had to make a choice because working in
a restaurant in a professional level, I couldn’t... I’m working evenings and weekends, so I couldn’t attend
trainings and I couldn’t attend the games. So I stopped and I started again when I was 27. So I had a gap of
nine years without playing basketball. I was still going to the gym and doing some yoga or activities, but it
was one off. It wasn’t a training, and then at 27, I bought a basketball again and I went to the court close to
my house. I spent three and a half hours there by myself just shooting, and it felt like what, 10 minutes. I
said to myself, “Why did I stop it?” I think that for everyone that is listening or watching, sometimes we put
on hold the things that are most important for us, or that makes us happiest because we say to ourselves
we don’t have enough time for this, or I need to build the business first, or I have a commitment with my
family, or I need to go to work. At the same time, those things are the things that makes our life rich. I
couldn’t imagine my life right now without basketball. Like I couldn’t imagine my life right now without my
wife, I couldn’t imagine my life right now without the business. I couldn’t imagine my life right now without
a Didgeridoo. Basketball is what gives me the energy to do anything else. When I have a bad day in
business, I’m spending three hours on the basketball court, I’m coming back to business even more fired up
than before. Right now I play at the professional level in the UK League, in the fourth division. Yes, I’m short
but I’m deadly.
Smillion: From three point?
Simone: Three point.
Smillion: Don’t leave him alone.
Simone: Don’t leave me alone otherwise, the three point shot is gonna go in.
Smillion: At the breakfast, you told me you are making other players tired.
Simone: Yeah, that’s...

Smillion: You’re the one that makes other players tired.
Simone: That’s what I do. I run, I run a lot. So I go in, I make other players tired. I run up and down the court
and I make three point shots. That’s my game.

Sleeping habits
Smillion: So this is your way of getting back the energy, and how many hours per day you sleep? When do
you go to bed?
Simone: Most of the time, seven hours.
Smillion: That’s enough?
Simone: That’s enough for me seven hours.
Smillion: I find it too that seven it’s perfect.
Simone: It’s good, but it depends.
Smillion: So you go to bed when?
Simone: 2:00 in the morning.
Smillion: No way.
Simone: Yeah!
Smillion: Really? You sleep at...
Simone: I wake up at 9:00.
Smillion: Wow!
Simone: Most of the time, but sometimes I go to bed at 11:00 and I wake up at 6:00 depending of what
commitments I have. The majority of the time I’ll go to sleep around 1:00 in the morning, then waking up
at 8:00 or 9:00 in the morning. That’s what I found is good for me because I like, there is some work. For
example, when I write in my articles or writing my books, creating material or maybe we are working on a
page on a website or something, I like to do it during the night. No one is disturbing me, I get a lot done.
Everyone is sleeping and I hate waking up early in the morning. I hate that, oh my God.
Smillion: It’s like I’m listening to myself like seven months ago. Yeah, but it’s going to change. When you
have kids, you will see.
Simone: That’s the thing.
Smillion: You won’t be able to sleep till 8:00 or 9:00 AM, so you will have to...
Simone: I’m flexible with that, I know that that’s going to happen. In fact right now don’t have kids yet,
they’re coming soon.
Smillion: Yeah! Coming soon?
Simone: We are planning to have some kids within a year.

Smillion: Two kids?
Simone: That’s my plan.
Smillion: That’s your plan.
Simone: Maybe not within a year, both of them.
Smillion: No, you never know. Why not?
Simone: I never know, we are open.
Smillion: You have to be open.
Simone: We are open to it, but we want now to have a family. We have been married because we just got
married. We got married last year, so we wanted to have...
Smillion: Congratulations!
Simone: Thank you! We wanted to have a year, two years where we could just enjoy ourselves, and travel
and do marriage stuff without kids because that was the biggest advice we received. Don’t get kids
immediately. Enjoy your time together first, couple of years.
Smillion: Who gave you this advice?
Simone: A lot of families that have kids immediately.
Smillion: I would give you different advice.
Simone: Okay, what’s your advice?
Smillion: Have the kid as soon as you can. Why? I couldn’t have a baby for 10 years with my wife.
Simone: Really?
Smillion: Yeah, and I could find out this before if I would start to make a baby before. So this is my advice to
everybody that is listening, don’t wait. You go home today and you try.
Simone: Let me send a text.
Smillion: Get her ready.
Simone: Let me send a text.
Smillion: It’s true, sometimes we’re planning too much, you know?
Simone: Yeah!
Smillion: Not this year, not next year and then it’s not like we’re going to the shop and we buy a book or a
piece of bread. So yeah, for us it was like 10 years. One year goes like that, second year goes like that, and
then third, and fourth, and fifth, and sixth, and seven, and eight, and 10. My advice to everybody that is
young is have a baby as soon as possible, like yesterday. If she’s the one, have a baby, don’t calculate I have
to finish my study, I have to get a degree, I have to find a job, we have to move here. No, this is my advice.
So it’s a different advice.
Simone: I think, and this is the thing about advice. We always give advice from our personal experience.

Smillion: Yes, that’s it.
Simone: I can see that from your point of view, that’s a very good advice because I’m sure it’s not been
easy, those 10 years...
Smillion: You still have time, but this is the point we always say I have time, I’m young. When I started to
think about a baby with my wife, I had 27 years. I was 27 years old and I got my first baby when I was
almost 40.
Simone: Almost 40?
Smillion: So that’s why I’m giving this advice. Maybe it’s not...
Simone: I’ll send the text.
Smillion: Maybe it’s not the right one. Okay, let’s talk about business.
Simone: Let’s talk about business.
Smillion: I made you think a little bit.
Simone: You made me think. You definitely made me think.

Tips and strategies
Smillion: Let’s talk about the productivity tips, and time management tips that you have. Your busy actually,
and is there any productivity time management tip that is the root cause of your productivity?
Simone: Yes. It’s called time blocking. Probably you have heard about this before.
Smillion: Okay, but how you do it?

Simone: The way time blocking works is the principle behind it. Saying that if you have any free time in your
calendar, you will fill up with stuff that are not relevant because as human beings, we perform best where
we have an intention of what we are going to do, and we give ourself a certain time frame. That’s why for
example sport and competitions get people to perform better, because they have a specific outcome for a
limited period of time. That’s the same way I run my day. I run my day as I have very different competition
to get through throughout the day. Every time is planned and every time is scheduled in the calendar. Now
that was very difficult to create because it goes against my nature, because I’m very spontaneous. Like yay,
I want to do this. Okay, let’s do it. In fact, right now I have scheduled time for spontaneous activities, but
even spontaneous activities are planned. They are happening in this day, or I will leave some allocated time
or some buffers for that, so I can just do whatever I want but it’s planned. That helps me be much more
focused and much more productive, and get done everything I want to get done. As entrepreneurs, there
is never enough time in a day particularly when you have a family, or other passions and so on. There’s so
many things that we want to do, particularly if you’re like us, incredibly creative. We wake up with an idea
and by the time we have never, we haven’t finished yet thinking about an idea, we have another five that
are popping up. In an ideal world, we would love to execute on everything. So what I’m doing right now is
making sure that every day is planned ahead. In fact, we are creating even our own planner which is called
the expert journal to help experts plan their days.
Smillion: Specifically for experts?
Simone: Specifically for experts, specifically for an expert business because that’s the way we work.
Smillion: I like the idea. I will promote it.
Simone: Thank you very much. Now as we speak going to proofread, probably by the time this interview
is live, the planner is going to be ready. It start from the assumption that you need to plan your day in the
evening, and you need to plan your week at the beginning of the week, and you need to plan your month
at the beginning of the month, and you need to plan your year at the beginning of the year.
Smillion: Absolutely!
Simone: So what we are getting people is to plan their year, but instead of planing the entire year, it goes in
three month chunks, in 90 days chunks. 90 days are and this is following a great book called The 12 Week
Year. Awesome book on productivity, I recommend to everyone to read. That’s we use that methodology
following the principle, because 90 days are enough time to get something substantial done, or created and
launched.
Smillion: And to stay focused.
Simone: And to stay focused, but it’s not too long like a year when you arrive in September and you’re
saying, “Wow! I haven’t done anything of what I wanted to do.” So we are focusing on that side and we get
people to plan their days the night before. So I plan always my day my night before, and then also the
beginning of the week, what I’m going to do for the week, what are my tasks. What is the task that I’m
going to delegate, which means that I’m going to give to my team? What is that I’m going to do? When I’m
going to spend time with my team? When I’m going to spend time with my family, because that’s
actually the most important time. Whenever I plan anything, family time and holidays, they go in first and
then business will go around. I don’t know if you do something probably similar with kids is even more
important to do that.
Smillion: Absolutely yeah. Absolutely. So what is the typical day like for you? What activities are the core of
your focus?
Simone: Content creation, so everyday I sit down and I write my email to my list every single day. Wake up,
first thing I do, sit down, write my email. Then I will generally before that I will do some meditation, I like
meditating in the morning and then I will review my day, write my email, and then I will check in with my

team. What is it that I need to delegate throughout the day, what is that I need to check a project that
they’re going on, receive an update from them and so I know that they are set for the day. Then I will go
and I will have time for sales, marketing related activities. Three days a week, I have time with my clients
and around four days a week I will always have an interview on television, or on a podcast. I will be on a
seminar speaking somewhere, running my own events. So generally four out of seven days every week, I’m
on the road speaking.
Smillion: So it’s content creation, managing a team, speaking on media.
Simone: Speaking on media, and then feeding clients as well in between. Then every Monday, I have... Is
my team day so we’re doing all our team meetings and our team trainings every single Monday. So we have
a catch up and also we have a specific training on a specific area of the business that we are outsourcing for
the team. So that’s all done on Monday, and I generally tend to keep my Mondays quite light because at the
moment, I’m speaking a lot of weekends. So it means that the Monday becomes half a day off, but then I
will always have two hours dedicated to the team as well.

Overcoming adversity
Smillion: Can you talk about some dangerous situation that almost destroyed your business, or your spirit
at the beginning?
Simone: Many!
Smillion: Did you ever think to give up on everything?
Simone: Yeah, many times. I still do. At least once a week. Why on Earth am I doing this? I think is...
Smillion: It comes the time that we are asking this question ourselves like “Why I’m doing this?” Then what
answer, what is the answer you get?
Simone: It depends on what mood I’m in. If I get...
Smillion: That is honest share man.
Simone: If I get a negative answer, I will put that on hold and I’ll get back to it when I have something better
to say because I know I’m not going to quit. I know I’m not going to change, but there are those days where
everything goes wrong. The team has problems, and the clients have problems, and now the software is
breaking down and there is this update that we haven’t considered. So all our paid advertisements are not
working, and they all tend to happen in one single day. I don’t know why, but they all do.
Smillion: Murphy...
Simone: So in these days is not easy to keep up, but I have a folder with all the testimonials from my clients.
So if I’m having a bad day, I will just go in that folder on Google drive, and start reading all the testimonials
there from my clients because I’m doing this for them. I’m doing this for solving problems, and that gives
me again, back to the motivation. The other things that I would do. I would go and play basketball and
completely be on the side. Whenever I have a very bad day or I think that my mind cannot think, I will stop
working. There is no point to force, so I might just put Netflix on and watch a movie, and relax and then
wait up until I’m calming down. Play some music or go and play basketball and then wait up until I calm
down myself down to then keep working again. Here’s what happened. There was one time, at the
beginning, and I was going through my studies and I just quit my job as a waiter. I had few savings in the
account and I used to plan the savings for six months, so I couldn’t work. I had enough to live for six months
covering food, covering accommodation. So I could go through my training to become a life coach and to
complete them and just be focused on that, and build the business at the same time. Unfortunately, at the

very beginning of this process, my grandfather died in Italy and that was my mom’s dad. Me and my mom
at the time, we haven’t been speaking I said for about three years. In my mind I knew that she needed help,
I felt it. She needs help because my mom and her dad, they were very close. They were really close. So for
her, it was a big hit. I said to myself, “I’m learning all this personal development stuff. If I’m not applying it
with my family, I’ve failed.” What’s the purpose of spending all these thousands of pounds on trainings if I
cannot apply them with the people, and use it with people that are the closest to me that I cared the most
about. So I decided to make myself homeless, and use that money to travel back to Italy every six months,
every two weeks. For six months I was leaving two weeks in Italy in two weeks in London. When I was living
in Italy, I was staying at my mom. My mom didn’t know anything about that because I was helping her, just
making sure that she was with me, helping my brother with his studies when he was going to school, and
just be a bit more present for my family in that moment. Then when I was living my two weeks in London,
I had nowhere to stay because I couldn’t afford moving back and forward, paying the rent without getting
another job. I couldn’t find anything that could just cover me for two weeks over the month.
Smillion: Absolutely!
Simone: So I decided to do what I had and I took it as an adventure. I took everything I had, gave it away to
charity and I started living for six months for just what could fit in a backpack. It was one of the best
experiences of my life. That’s one of the absolute best experiences of my life.
Smillion: Why? What did you learn?
Simone: I learned what it’s like to live with nothing. It’s the best thing in the world because it’s easy to get
caught up in the doing, and the having, and building the business, and making the money, but that’s a part
of happiness. I think there’s a real happiness is that when you’re happy with yourself, with you and nothing
else. That’s what I’ve learned, how to be happy with myself with nothing. Also it was a test to, for me was a
statement to what I was willing to do in order to make it happen in my field. There was no stronger
commitment.
Smillion: It was huge!
Simone: No matter what it takes, I’m going to make it no matter what the circumstance is and that
experience shaped me to who I am now. In particular, now I know I can live with nothing. So if everything
goes wrong, everything goes busts, I’ve my didgeridoo I can go busk on the street, and that’s fine. I made
money busking on the street. I paid my bills busking on the street with a didgeridoo. I can live with nothing
and I’m happy with that. Of course, before I didn’t have a... I wasn’t married so it’s a very different situation
but if everything falls apart, I know I have enough within me to survive, to make it and to get back on track
as well.
Smillion: Did you share this with your mother?
Simone: Yeah!
Smillion: What happened?
Simone: I shared it after, I think last year, yeah.
Smillion: No, after...
Simone: After five years at least.
Smillion: Wow. So what happened?
Simone: She said I’m crazy. Said, “Are you crazy? Why have you done this?” Actually she learned it from an
interview. She was watching an interview I was doing and I was sharing the story. I receive a phone call

and said...
Smillion: Is this true?
Simone: The fact is that my mom doesn’t speak much English, so I didn’t... That’s why I was sharing most of
the stories without my mom knowing because I didn’t understand, didn’t think my mom could
understand. She said, “I’ve taken English classes so I could follow you and I’ve learned about this story. Is
that true?” “Yeah, it’s true. That’s what I did when granddad died.” Like, “You’re crazy. Why have you done
this? Blah, blah, blah. You didn’t have to.” Said, “Well, that’s what I chose to do.” My mom knows my
character. If I choose something, I’m going to do it anyway and she have learned it. I was always a very
troublesome teenager, I gave her a lot of grief. She was saying something, I was doing the opposite always.
Smillion: Yeah. I know somebody like that.
Simone: Really? Somebody close?
Smillion: Wow! Great share.

Doing things differently
Smillion: If there was a reset button for your business and you had to start it over again, what would you do
differently to take a short cut?
Simone: Yeah. I would focus on sales more than anything else, I think I’ve been fluffing about for too long.
Sales and money is the oxygen of a business, and it’s easy to keep yourself busy as an entrepreneur. I think
that’s what I did at the beginning because I saw progress. At the beginning you see progress because you
have nothing, so progress is easy to see but that doesn’t translate in money in the bank account. So the first
thing I would do is stop fluffing about and building a website, and doing all my social media and all this kind
of stuff is to go out, to give presentation and focus on sales.
Smillion: This is a huge one.
Simone: That’s it.
Smillion: You’re speaking to me too, but this is very important because when I train other coaches and
speakers back in my country, they do the same mistake. They think about everything else, not about getting
on the phone, or getting on the stage and do something that will bring money. This is great, great share.
What advice would you give to somebody that is so young, like 20 and something and they want to start a
business. They think they have to have money to start a business, they have to have all the connections in
the world. Experience, they have to read all the books, attend all the courses, consume all the information
to be perfect and wait for the right time and the right moment to show up.
Simone: So someone is thinking like this, I’d say you’re never going to make it.
Smillion: That’s good.
Simone: So if you describe that person, what you say...
Smillion: I know them, they’re watching right now.
Simone: If you would say to that person, if that’s the situation say, “Give up. You’re never going to make
it,” because there is never going to be the perfect time. There’s never, and there is a great book called The
Power of Broke.

Smillion: The Power of Broke?
Simone: Yeah. Daymond John, the founder of Fubu, Shark Tank, I don’t remember his name is Daymond is
his name.
Smillion: The Power of Broke?
Simone: The Power of Broke, and the concept of the book is that you are a better business person if you are
broke than if you started with a lot of money, because at the beginning you’re going to make mistakes
anyway. Now if you have a million dollar to spend, you’re going to waste that million dollar because you
don’t know. You don’t have enough business experience to understand that how to make that million
dollar become $10,000,000. If you can make a $1 and turn into $10, and then $10 in $100, and $100 into a
$1,000, then now you’re understanding your business. Now you’re understanding the dynamic of making
money. Now you’re understanding how to work. So my recommendation is someone wants to start, start.
You’re going to make mistakes, you’re going to fail. It’s part of the process. You’re going to suck at the
beginning, yes, and it’s fine to suck at the beginning. But learn from your mistakes, keep working on it. Then
the other thing that I will say is, and this is something that’s shocking me about this industry. Everyone is
saying quit your job, start your business. I’m saying this is stupid.
Smillion: Wow, controversial.
Simone: The reason why is because it’s difficult to run a business without money. Somehow you need to
support yourself. If you have a family, you’re putting your family on the line. I see a lot of entrepreneurs
doing that. Now if you have the kind of personality that works better if you cut all the bridges, that’s fine,
but not everyone is like that. Actually a small percentage is like that. It’s better to have a job and test your
business ideas, and then arrive to the point where your business income allows you to replace your job and
make it part-time. Then when your business income allows you to replace your job and making full time,
and then stay full time in the business. There are a few reasons why; If you have no money, you need to
build a website, you have to build it yourself. You need to build the system, you need to build it yourself.
You need to do everything yourself, and that’s what I did at the beginning. I was very stubborn and at one
point I realized, you know what? There is nothing wrong in having a job and working at the same time, so I
could use the money that I have in my job and pay other people to do stuff in my business so I could focus
on what was most important which is making calls, and closing clients to replace my income and leave all
the rest, but I had enough money to pay my bills. I had enough money to pay some other people to work
with me and in particular, I didn’t have to stress so much because being without money consistently for a
long period of time is stressful. Not knowing how you’re going to eat tomorrow, not knowing how you’ve
going to pay your rent. I think that a lot of people are living this dream, the self made entrepreneur
because it’s media. It makes good stories. How I was broke and now a multimillionaire.
Smillion: Then broke again and then millionaire again.
Simone: So a lot of people will make themselves broke to live that story and...
Smillion: Subconsciously!
Simone: Subconsciously, right because it makes media to say, “Well this is what entrepreneurs do.” No,
great entrepreneurs mitigate risks, that’s what great entrepreneurs do. So how can I get the maximum
outcome with a minimal risk? That’s what, and that would be my biggest advice.

Final thoughts
Smillion: Okay. Where can we find more information about you and your business?
Simone: Thank you very much for asking. There are a few places. The best one so if you are listening to a
podcast, or you’re watching podcast, you might like podcasts, so you subscribe to mine too which is
Explode Your Expert Biz. So Explode Your Expert Biz and that’s, you can find it on every podcasting platform,
or you can go on my website which is www.gtex.org.uk. So www.gtex.org.uk and I have a lot of resources
for you that you can download, like selling from the stage checklist. So someone wants to become a great
presenter, make money selling from the stage. I have a checklist on how to create the presentation, then
converts from start to finish. That’s absolutely for free, you can download it on the homepage on the
website.
Smillion: Thank you very much. I have one last question. You don’t have a baby yet, but today you have
plenty of...
Simone: I’ve already sent my text.
Smillion: You have plenty of time, but imagine yourself that you have a baby, or there are some kids out
there. You have five seconds to live, what would be the last, I call it the power, the last message that you
would send to your kids that would stay with them till the rest of their lives? Something that would inspire
them.
Simone: Yeah. Perseverance is more powerful than gifts.
Smillion: Perseverance is more powerful than gifts.
Simone: Yeah!
Smillion: Simone, thank you very much for taking your precious time and coming to my show. It’s nice here
in London, it’s not raining.
Simone: You’re actually really lucky. We had a great summer so coming at the right time.
Smillion: Thank you very much. I’m looking forward to work with you, and see you next time.
Simone: Thanks for inviting me.
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