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James Altucher: So this is James Altucher with the James Altucher Show, and I'm 
here with Noah Kagan.   Some of you might not know who he is, 
but Noah, I know your most important thing that I want to talk 
about in this podcast is AppSumo, and by the end of this podcast, 
anyone listening to this is gonna learn how to make seven figures 
in their spare time. 

 
 But I do want to mention that you were Facebook employee 

number 30 and you got fired.   And I know everybody talked to 
you about this, and I don't want to be yet another guy asking you 
about this, but I have to ask you about it.   

 
Noah Kagan: Sure. 
 
James Altucher: So welcome to the show, Noah. 
 
Noah Kagan: [Laughs] Yeah, thanks for having me. 
 
James Altucher: Now, Facebook employee number 30.  What was even – was it, 

like, a tiny little website when you were Facebook employee 
number 30?  Like, what was it then? 

 
Noah Kagan: Well, it's all relative, so even back then it was still pretty big.  We 

had about 7,000,000 signups.  I think we were doing somewhere 
between 15 and 50,000 signups a day.  So it's kinda, like –  
obviously, now there are 1.5 billion active people, give or take, and 
then at that time, it was small, but it was still growing at, like, an 
enormous pace.   

 
James Altucher: So it felt good, it felt like something exciting was happening? 
 
Noah Kagan: Oh, I knew something exciting was happening.  I was an RA in the 

college in Berkley and all  my residents were, like, "Oh, I'm on 
Facebook.  Let me poke you."  And I'm like, "Fuck, I'm on 
Friendster.  Leave that shit alone.  Like, I don't want to use another 
site."  And it just kept – people just kept using it and kept talking 
about it, at least within a very small circle of – with the college 
market.  And so I _______ [Crosstalk].  

 
James Altucher: Did you guys have a sense then that this was gonna be bigger than 

Myspace? 
 
Noah Kagan: We knew it.  We knew it.  We were definitely intimidated.  It's 

funny 'cause it's one of those things in retrospect that seems 
obviously.  Like, oh, of course they're gonna beat Myspace.  But at 
the time, I had my mom calling me every week.  Once I – 
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especially when I quit Intel to join, and my mom and my 
grandmother meanwhile was like, "Oh, no, I'm so worried.  They 
don't have health insurance."  And the irony is Intel laid off 10,000 
people about a month after I went to Facebook. 

 
James Altucher: And did  they stop calling then? 
 
Noah Kagan: Well, once my mom – she kept hearing about Myspace on "Oprah" 

[laughs] and so she was like, "Noah, you got to get on "Oprah".  I 
know that's what's gonna happen."  And I think over time as we – 
paychecks started coming in and she started seeing the name 
Facebook in the news, she worried a lot less. 

 
James Altucher: Oh, okay.  That's good. 
 
Noah Kagan: But we actually – we  had this – Mark had this very clear 

confidence and this very clear directive of world domination.  And 
we all knew we were –  

 
James Altucher: What was the interview like with him?  So forget about getting 

fired, we know you got fired, but what was the interview like? 
 
Noah Kagan: Sure. 
 
James Altucher: How did you start there? 
 
Noah Kagan: Well, so the interview – I never even got – I was one of the early 

people there, and now there are like 2,000 people, but I never got 
to meet Mark.  The day – I actually put a book out about my time 
at Facebook.  You can get it on my personal site.  And I didn't 
actually meet Mark until the day I started.  And the first day I 
started, literally my boss got fired, so I – and the story was 
awesome. 

 
 Like, I walk into the office, it's a shithole, it's like a frat house, it's 

in Palo Alto, which is really nice, but they're kinda like, "Okay, go 
sit on that desk.  And oh, here's a laptop.  And just start working."  
And I'm like, "Oh, okay.  What do I work on [Laughs]?"  And my 
boss walks by, Doug, who's a really good dude and still a friend of 
mine.  He's like, "Hey, I'll meet with you in an hour."  I'm like, 
"All right, cool."  So I just kinda play around on the Internet. 

 
 And then Doug walks by a half an hour later, and he's like, "All 

right, we'll talk after lunch."  And then right then Mark called me 
into a meeting, and this was the first time meeting Mark.  So Mark, 
me, and a few other people go into a small room, and he looks at 
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me, he's very serious and he's quiet, and I'm like, "Holy shit.  This 
is Mark Zuckerberg.  I'm finally meeting the kid."  And he's 
________ [crosstalk] –  

 
James Altucher: So even then it was like he had the aura of Mark Zuckerberg, there 

was the – it was Mark Zuckerberg in all capital letters? 
 
Noah Kagan: Well, yeah, if you remember Facebook on the bottom of it, it used 

to say, "A Mark Zuckerberg production."  That actually was on the 
bottom of the site, and it's not there anymore [Laughs].  But yeah, 
there's definitely something special with him.  A little awkward for 
sure, definitely kind of a geeky dude, but definitely something 
special. 

 
 And so he tells me, like, "I just fired your boss.  Welcome to 

Facebook [Laughs]."  And that was the first time I got to meet 
him.  So it was definitely an interesting setting.  And he was like, 
"Don't fuck with my company and you'll be fine here." So I was 
like, "Okay, I'm at Facebook." 

 
James Altucher: And so that was your first task, don't fuck with his company? 
 
Noah Kagan: Yeah, my boss supposedly was trying to get him to sell it to 

Yahoo! at the time.  I think they were offering about 
$1,000,000,000.00.  And Mark had been rich many times over, but 
he was very clear with everyone, and he kinda repeated it to us 
over and over, which was – and this is something I do with 
AppSumo.com is that we have a very clear goal and that's all we're 
really trying to accomplish.   

 
 It wasn't – I think what made him so strong versus Myspace, 

specifically at that time, was that he wasn't about the money.  
Myspace was all about more ad, more page use.  At Facebook, we 
were like, "How do we reduce  page use?  How do we make the 
experience even better?"  It was never about the money.  It was 
like, "How do we grow this site?"  And that was the only thing that 
he ever really told us to be doing. 

 
James Altucher: But still, what do you think is the psychology of going from being 

essentially a college kid to rejecting a billion-dollar offer from 
Yahoo! 

 
Noah Kagan: [Laughs]  That's like – even you saying it out loud, I'm like, "What 

huge balls he had." 
 
James Altucher: I wouldn't reject it. 
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Noah Kagan: _______ [Crosstalk]. 
 
James Altucher: I wouldn't reject $10,000,000. From Yahoo! 
 
Noah Kagan: Especially if you're twenty-four years old.  You'd be set for life. 
 
James Altucher: And the girls.  You got to forget – I mean, you got to remember he 

would basically be a chick magnet for decades to come. 
 
Noah Kagan: Dude, working at Facebook was free access to girls.  That's what a 

lot of us – well, that's one of the reasons.  One, we could see their 
profiles, and two, you're like, "Hey, I work at a college site", and 
they're all college girls.  It's, like – it's a pretty easy win.  I think 
with Mark, obviously, he's dorky, so he built Facebook to meet 
girls.  If you want to look at it really straight up.  It's like, "Oh, this 
is a way I can meet people and I don't have to be super social."  For 
him, I think it was that mission of doing something super, super 
large and really connecting the world.  

 
 And I think in the beginning, it was kind of a goof.  Like, he didn't 

expect it to be this big, but he took it very seriously and he made it 
very clear, like, it's never about the money.  It's always about, like, 
"I want to connect the world." 

 
James Altucher: I guess also if someone's offering you a billion, you could always 

go to your venture capitalist, like, he could always just call up 
Peter Thiel and say, "Yo, Peter, I need $10,000,000.00 in my 
personal bank account.  Wire it tonight" and that would happen. 

 
Noah Kagan: Well, I think also the thing that probably a lot of people didn't see 

is that we knew internally that we were just taking off.  It's like, 
"Yeah, we could go to the outside market ______  or get that 
money", but if you saw the graph – the growth curves that we were 
on and we weren't touching really outside of the college market, 
and we were like, "Well, shit, if we touched ones and old ones and 
international, the opportunity is huge." 

 
 And I think the other thing that Mark did, and I actually insulted it 

early on and it's something that I now do, which is he was really 
good at surrounding himself with older people.  Like, just imagine, 
we're, like, twenty-four-year-old kids, we raise a – I think he 
raised, I didn't do shit – he raised, I think, about 40 or 50 million 
by that point.  He's twenty-four years old and I think, for me, I 
know I used to have a lot more arrogance.  But I remember Mark 
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would have this older lady following him around, and it's, like, a 
little short old lady. 

 
 I'm like, "Who the fuck is that old lady?  Why do we have so many 

old people here?"   And Mark, at that time, luckily ______ 
investors.  He surrounded himself with _____, and she was 
actually ______ coach, and that was the kinda thing that Mark was 
really good and many of his investors helped him with about 
surrounding himself with, like, someone who is a VP from 
Amazon that knows how to do hiring, someone who's a ______, 
someone who can actually coach him on how to be a better leader.  
______ did a really good job with that. 

 
James Altucher: I wonder if that was a defense mechanism, though, because if he 

hadn't done that, then he would have gotten too much pressure 
from his venture capitalist to replace himself with a CEO kinda 
like the Google guys did. 

 
Noah Kagan: Mark was very clear about, like, he's in charge.  Like, if you look 

at even how he structured the board and all the equity.  Sean 
Parker, that's probably, like, I would say, unofficially his claim to 
fame with Facebook is that he helped Mark keep the company 
'cause Sean got fucked with Napster, so I think he was really 
adament with Mark being the person in control.  So _____ 
[crosstalk] – it was actually ______ [crosstalk] –  

 
James Altucher: So what was your first job there?  Like, what did you do?  Day 

two, what were you doing? 
 
Noah Kagan: I was hired as a product manager, and that's actually funny about 

how different companies handle it, but the main responsibility of a 
product manager is getting products built to put on the website.  
My first exact project, it sounds so trivial in retrospect, but it was, 
like, getting – on photo album with Facebook, it was just after we 
launched photo tagging, which was massive at the time, and I think 
it was about 50 percent of our traffic, which was photo views, it 
was adding locations to albums. 

 
 So it sounds trivial, but, like, I think people don't realize externally, 

like, how much thought and effort and, like, intention was put into 
every single decision about what people use on Facebook.  So we 
worked with _______, and we got on albums, like, you put your 
location of where it was.  And then eventually, we added a map 
onto it, which got subsequently removed. 

 



 350ALR Ep. Noah Kagen Page 6 of 54 
James Altucher, Noah Kagan James Altucher, Noah Kagan 

 

www.verbalink.com  Page 6 of 54 
  

James Altucher: And so was this – as soon as you put it on, was it searchable?  
Like, can I search for all girls living in my neighborhood or –  

 
Noah Kagan: Not yet.  We didn't – we weren't ______.  Like, now with the 

search graph, you can do stuff like that.  I think one of the things 
that Facebook does well and I try to use it on AppSumo.com and 
I'd encourage it for anybody running businesses, and Mark was 
really good about this, is not having ego about the things you've 
built.  So a lot of times we'd build something like that and we'd add 
a map.  So we added a map feature so you could, for yourself, see 
your photos on a map, but not a lot of people used it.  And so Mark 
would cut things all the time.  And I think I see a lot of businesses 
that just kinda have ______ around. 

 
 Like, if you go to a restaurant, they have, like, ten dishes.  Two of 

them never sell and they're shitty, but they just keep them on the 
menu.  I think Mark, if he was running that business, would say, 
"Fuck those two items.  Let's just focus on the ones that are the 
best and most used." 

 
James Altucher: And so what would he cut?  What was an example of a product 

that he cut? 
 
Noah Kagan: We cut stuff like that.  We used to do this thing like Friend Quiz, a 

lot of stuff that's older.  He used to – so you used to be able to do 
quizzes about who your friends were and ______.  There used to 
be, like, the classes section if you were in college so you could put 
which classes you're in to find other people.  That stuff was cut. 

 
James Altucher: Oh, yeah.  And there was, like, a Q&A type of application at one 

point that is no longer really popular. 
 
Noah Kagan: Exactly.  So cut Q&A.  There's just tons of stuff that over time, 

you kinda just forget that it used to be like that.   
 
James Altucher: Well, so now –  
 
Noah Kagan: So he –  
 
James Altucher: – you're there for a while, you potentially had what would now be 

worth $100,000,000.00 worth of stock.  How did you get fired?  
Like, what happened?  And I know –  

 
Noah Kagan: ______ [Crosstalk]. 
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James Altucher: – Noah, I just have to tell you, like, I always hate asking questions 
that I know you've been asked a million times over.  Like, I try to –  

 
Noah Kagan: Yeah. 
 
James Altucher: – ask something new, but my audience doesn't know the story, and 

I think it's a really –  
 
Noah Kagan: Sure. 
 
James Altucher: – educational story. 
 
Noah Kagan: Yeah, and so it's funny 'cause a lot of pp l wonder, like, "Hey, how 

do you figure out what kind of business to be creating?  'Cause we 
have a course Monthly1k.com, and that's where we help people 
start businesses.  And one thing I realized is that what question I 
always get asked, number one is, why did you get fired by 
Facebook?  So I actually created a blog post at OkDork.com, my 
personal site, that answered it 'cause I was like, "I'm tired of doing 
this, so I'm just gonna put it on there." 

 
James Altucher: And we can –  
 
Noah Kagan: And that's ______ [crosstalk] –  
 
James Altucher: – leave it at that, but –  
 
Noah Kagan: No, no, no.  ______ [crosstalk] share ______ [Crosstalk]. 
 
James Altucher: – we don't have to get into the details of who fired you or 

whatever, but what did you learn?  What were, like, the top three 
things you learned from getting fired? 

 
Noah Kagan: Yeah.  So I would say – yeah, ______.  I think at Facebook, I 

wasn't able to mature with the company, and that sounds sloppy, 
but I'll tell you the three things why I got fired and kind of what 
I've learned overall.  I got fired, one, I leaked information to 
Tech\Crunch.  So we were launching a professional network, so 
opening it up for people who had, like, at Microsoft, at Dell, at 
company names.  And so I told TechCrunch the night before it was 
launching, like, "Hey, please write about this in the morning."  A 
very standard practice.  And he ended up writing about it that 
night, and I was actually – I was at Coachella partying, so it wasn't 
the best place for me to be doing that.   

 
James Altucher: Why did he write about it –  
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Noah Kagan: And he ______ [crosstalk] –  
 
James Altucher: – that night, like, even though you told him there was an embargo 

till the morning, which is very standard? 
 
Noah Kagan: Just is – that's just how it went down.  And then I told – and it went 

out that night, and I told the directive team and then nothing 
happened right away, but a few weeks later I was let go.  That was 
number one.  Number two, I think I wasn't able to scale with the 
business, like, my knowledge set.  And I think that's definitely 
translated with AppSumo.com where those people that are gonna 
be good for different phases of the company.  So when it was 
chaotic, it was like, "Noah, go build Facebook Mobile."  All right.  
Or, "Noah, I just came up with Facebook status updates.  Let's just 
go do it."   

 
 That I'm really strong with, I'm strong with the starting part, and I 

think one of the key lessons is that people kinda either go against 
the grain or fight what they're naturally good at.  And I'm very, 
very, very good at starting and getting it going and kind of doing, 
but when you're talking strategy, launcher thing, let me do like a 
sixth-month project management sheet with Excel, I zoned the 
fuck out.  And I kinda fought that with my professional career, but 
I have to really embrace, like, I'm good starting.  Let me do things 
that are started. 

 
 And I think with Facebook, as they got to 150, fundamentally, 

we're doing, like, 30-person meetings that are taking a lot of time 
and I have to come with an Excel sheet and then a proposal, and I 
just wasn't good for that.  And so they started bringing on people 
who have already done that at other companies, but take them to 
the next level.  And that's how they were able to get to such a large 
size. 

 
James Altucher: It's funny.  These numbers you mention, so there were 30 

employees at Facebook when you started, there was 150 
employees when things started to go downhill for you or when you 
were fired, but these are very – these are two very common 
numbers in evolutionary history.  So human tribes maxed out at 
about 30 because that was the maximum number of people you 
could essentially know one-on-one.  And then humans maxed out 
again.   

 
 So we hit this evolutionary stride where we were able to gossip 

about each other, so even if I didn't know you, I could hear gossip 
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about you.  So for instance, Noah, right before our podcast I was 
talking to Clay Haybird, a mutual friend of ours, and we were 
gossiping about you.  So that's how I get to know –  

 
Noah Kagan: Nice. 
 
James Altucher: – a little about you.  So apparently, human tribes were able to get 

up to 150 because they were able to gossip about each other.  And 
then after 150 was another big leap where we couldn't reach that 
leap until we were able to tell stories about each other.  So we all – 
so if you're in China and I'm here, but we both believe in, let's say, 
Jesus, we could cooperate with each other.  And so that allowed 
humans to reach millions of people in a tribe and was a big leap in 
our evolutionary history. 

 
 So it's interesting for you that 30 – you were able to kinda get there 

at 30 with the tribal level and then hit the 150 point, but then when 
it becomes time to telling a huge story about what Facebook is and 
becoming sort of a part of that story instead of a major name in that 
story, that's when things started to fall downhill for you. 

 
Noah Kagan: Yeah, man, and this is all just for your listeners only.  Like, I've 

never – I haven't given this version out, but ______ I can give 
away the latest version of my book that shares step by step of what 
happened in the story, the drama of Mark.   Do you want me to tell 
you the link and I'll put it up there for your listeners? 

 
James Altucher: Yeah, that's great.  And we'll share it in the email that we send out.  

So we send out an email to half a million people.  So we'll send 
that out a link to your newest book. 

 
Noah Kagan: Yeah.  So OkDork.com, and I'll make it OkDork.com/james, and 

I'll just put the book free, don't have to, like, pay anything.  Just go 
check that out. 

 
James Altucher: Oh, that's great. 
 
Noah Kagan: But it was embarrassing, man.  I would say, like, the good thing 

that people can take away is that bad times are gonna come 
[laughs], like – and it's gonna – and I'm glad it happened.  It 
helped me really examine myself, and I think I was trying to be a 
little bit too showy and, like, I wanted the Noah story and it was all 
about Noah.  And I think one – and a lot of people are like, "I want 
to be a brand."  This is probably the third thin that I learned was, "I 
want to be a brand.  I want Noah Kagan to be a cool blog and 
everyone knows me." 
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 And Facebook was Mark's story.  And then what it fundamentally 

taught me around that part was that the best way to get known, the 
best way to get attention, the best way for people to want to meet 
you and hang out with you is not to just try to be known.  It's 
actually do things that people want to know and want to value.  So, 
like, with AppSumo, I've been very hesitant to put myself out 
there, and it's always been about, "How do we build great 
products?"  And then, like, "Well, I wonder who made AppSumo?"  
And that's actually where I've been able to get some attention to 
myself from actually just doing things and creating things. 

 
James Altucher: So I want to talk about AppSumo, but first I want to  –  
 
Noah Kagan: Sure. 
 
James Altucher: – just ask – so you left by getting fired.  It would have been – you 

had stock that obviously was vesting that would have been worth 
about $100,000,000.00 now, but you were there for a year, so were 
you able to vest any shares at all? 

 
Noah Kagan: No.  It was a one-year – I had 0.1 percent of the company when I 

joined and I was there nine months, so kind of like a pregnancy, 
and you could – and yeah, I got, like, about nine months.  And it 
was actually common.  I think a fair amount of people I know 
personally were let go sometime before their cliff period or vesting 
period where if people don't know,  it's generally after your first 
year.  You don't get any stock until your first year, and then you 
get your shares or at least a quarter of your shares. 

 
James Altucher: Hmm.  So that's painful. 
 
Noah Kagan: Yeah, it was very ______ [crosstalk] –  
 
James Altucher: Were you upset on IPO day? 
 
Noah Kagan: I hated Facebook for many years and I still have  some resentment 

where I'd love to see part of it – like, I do use it and we advertise 
on them, and they actually fucked me again hard time.  I lost about 
around $10,000,000.00 the second time they fucked me.   

 
James Altucher: How's that? 
 
Noah Kagan: But yeah, the IPO pissed me off, seeing all, like, guys now driving 

R8s.  One of them's opening a hotel, mansions, the works.  But 
there's something there and there's something there where, like, 
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I've seen some of these guys retire already, and they actually seem 
a little lost 'cause a lot of people, especially now, I help people 
start businesses with our Monthly1K.com program, a lot of pp l 
want the certain lifestyle, they want all this money, and they finally 
get there and they're still not happy.   

 
 And I can't say that if maybe I had a lot more money my life would 

be that much different, but I think a lot of people just need to focus 
on what do they rely want?  What do you really want?  And how 
do you get that?  And not necessarily just the money aspect.  So it 
was – I'm not gonna bullshit and be like, "Oh, yeah, ______.  I 
love life."  I do enjoy my life, but I'm not as mad or pissed off over 
it in the past years 'cause I've had a lot of good experiences that I 
wouldn't have gotten if I was there. 

 
James Altucher: How did they screw you out of another $10,000,000.00? 
 
Noah Kagan: It was probably more than that.  We were doing – so I started – I 

never used Facebook for a year.  I worked at _____.com.  I was 
number four.  And at night I started creating Facebook apps.  And 
that was the first after a year I started making – using Facebook.  
And then that app business turned into payments for Facebooking.  
So we were doing payments for Zinga and Tagged and Platum and 
all the big companies, like every single one we worked with.  And 
our run rate at that time was somewhere between 30 and 40 million 
dollars.  So it was me and, like, three dudes.  So it was a pretty 
good time.  And our margins on that were about ten percent.   

 
 So Facebook, you can go and look at TechCrunch, it was called – 

the company's called Gambit.  And so Facebook chose us out of all 
the companies to ban from being on Facebook.  So it's – I don't 
know if that's coincidental that it was me as a part of it or that they 
just chose us, but everybody was doing payments and we were the 
ones that got banned.   So it's another time Mark got me back. 

 
James Altucher: So did that put a knife in the company or what happened? 
 
Noah Kagan: So that company, we went from – I'll tell you the numbers.  We 

were doing about $150,000.00 a day in revenue, and then once we 
got banned, we lost 90 percent of that.  So it took us down to about 
twelve to fifteen thousand dollars a day.  Fuck.  Yeah [laughs], it's 
pretty shitty.  And there was – it's funny when people complain 
about _____.  They're like, "Oh, I'm so rich.  Now I'm less rich."  
Like, "Shut the fuck up."   
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 But the company actually – they're like a parasite.  Like, so they – 
we have – that company evolved to doing – instead of paying 
_____, we did, like, video ads.   And then now I think they're 
struggling, but some lawyers in L.A. want us to – I think they're 
doing a lawsuit against Facebook for the ban, but I'm not really 
counting on that.   

 
 The fundamental thing I learned around that – I didn't really ever 

want to make Facebook games.  I hated all the Facebook people, 
like, everyone playing the games [Laughs].  And then I hated 
doing Facebook payments.  Like, I didn't really want to be kissing 
people's ass all day to use our credit card processing to save them 
half a percent.  And it was really a valuable lesson that I really 
want to be doing the work that I want to do.  Not just an 
opportunity.  And I see that happen so commonly that people are 
like, "Oh, I can make money and it'll be so easy."  And it's never as 
easy as it seems. 

 
 And when something's an opportunity, it's much easier to quit.  

And so it kind of was a really valuable lesson and I moved 
forward, and I'm like, "I'm only gonna work on things that are fun 
for me.  I'm only gonna work on things I really want to see in the 
world."  And so I've tried to really stick with that subsequently 
from that experience. 

 
James Altucher: So let's now get into AppSumo.  This is your current company.  

And what I like about AppSumo is it's a business that helps other 
people build their businesses, and a big theme of this podcast and a 
lot of my work is how people can reinvent themselves in this 
economy and find – and choose for themselves, find their own kind 
of source of wealth both inside and outside.  And I think 
AppSumo's a great site where people can do this. 

 
 So what's the evolution of AppSumo?  How can people use it?  

What are some of the things there?  And then I'll ask you questions 
along the way.  I'm gonna interrupt you everywhere. 

 
Noah Kagan: Sure.  Interrupt away, man.  It's been actually a really fascinating 

story.  So it started out – I have a big mouth and I love telling 
people about things I love, and that's what I – and I'll tell you we 
actually ended up creating a course on how to start a business, but 
that's part of the evolution.  And one of the things I always 
encourage people to do is, like, "Well, what do you really enjoy 
doing?  What have you enjoyed doing?  What has other people 
recognized you in?"  Like, yeah, people always ______ [crosstalk] 
–  
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James Altucher: Well, what if people haven't enjoyed doing something?  What if 

they don't know 'cause they've been so busy paying the bills or 
getting their college education or whatever? 

 
Noah Kagan: One of the easiest ways that I found is asking the people that know 

you well.  And I guarantee if you ask your wife, you ask your 
parents, "Hey, what things have I done that you really liked?  Or 
what kind of business can you see me starting?"  And if you can't 
do it for yourself, I think they'll be actually very obvious, like, 
"Oh, you always do this really well."  Like, I'm really good at 
bringing people together and marketing products I love. 

 
James Altucher: That's really great –  
 
Noah Kagan: And my mom will –  
 
James Altucher: – advice. 
 
Noah Kagan: Yeah.  So I would do that.  Ask the people close to you.  Or 

secondly, this is something I was talking about with a friend this 
morning.  I'll do two bonus ones.  One, I think diarying  – that 
sounds like diarrhea.  I think writing down or diarying about 
yourself –  

 
James Altucher: Journaling is a safe –  
 
Noah Kagan: – self-awareness [crosstalk] –  
 
James Altucher: – way to say it. 
 
Noah Kagan: Journaling, yes, is a really powerful thing.  Like, self-awareness, I 

think, is one of the most powerful tools that's underutilized.  And I 
do a lot of writing just personally.  And then secondly, and this is a 
little more taboo, and it's funny, I still find it insulting or 
embarrassing maybe is a better word, is I go to therapy.  My buddy 
– our buddy, a mutual friend, Tucker Max is the one who actually 
was like, "Dude, you definitely need therapy."   

 
And it's funny 'cause I say it out loud, it sounds like weakness, it 
sounds like, "Oh, well, you need help and there's something 
wrong."  And I've just found therapy to be one of the most 
powerful tools that I've been investing in myself and are choosing 
myself.   And when I go to therapy, it actually is just all about me, 
and I find that I learn so much more.    It helps me in my business 
life, in my relationships, in my personal life.   
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James Altucher: And do you find that's because they ask – do they see things in you 

or do they ask you to ask the right questions about yourself?  Like, 
what is it about therapy that you think really helps you?  And by 
the way, I agree with you, but I'm just curious for you what – 
where's it's helped you. 

 
Noah Kagan: Well, I'll give you a specific example.  So it's all – I've gone to 

different therapists.  I've gone to one – and different times in my 
life.  After Facebook, I went to a business coach, and I really just 
wanted them to tell me what to do.  I felt really lost, I felt really 
depressed, I felt really embarrassed, and I was like, "Just tell me 
things I could be doing."  And I found that good, but it was kinda 
short-term 'cause unless you start  _______ for yourself and 
choosing yourself, you're really not gonna stick with it and you're 
not gonna really learn and grow. 

 
 So the person I go to now, it's all about him just listening and 

asking me the questions so that I can explore.  And a specific 
example is that I'm noticing myself doing things for others that 
don't really make me happy.  So I'll give you two stories.  One of 
'em was I was supposed to go to Bali in June for a work-cation.  
And it's one of  my closest friends.  And what I noticed myself 
doing, James, was that I was  – instead of – for Bali, I was starting 
to ______ Bali.  And I was doing it because I'm like, "Oh, well, 
Bali's gonna be okay, but maybe I can make the whole experience 
fun if I go to Thailand." 

 
 And so I was, like, talking about it, and he was like, "Well, do you 

really want to go to Bali?"  And I could be honest with myself, and 
I was like, "No, I do not.  I don't want to travel that long, I don't 
really want to work from there, and I know, yes, it's Bali and that's 
great for some people.  I just don't want to go.  I really like being at 
home in Austin."  And only through talking about it and thinking 
about it, I was like, "What do I really want?  Staying home.  I don't 
really want to go."  And so I told my friend, I was like, "Hey, I 
love you and I'm always down to support you, and that's why I 
wanted to go, but if you're not gonna be doing this event in Bali, 
like, I'm not gonna go." 

 
 And that was really powerful.  I was like, "Holy shit.  I'm choosing 

myself.  I'm choosing to do what I really want to do."  And so I 
give you another story another time, but that was kinda, like, one 
of the main principles that I'm learning about, exploring my 
preferences and then acting on 'em for myself.  And so that was 
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one of the most recent things that went down through just talking 
out loud with a therapist. 

 
James Altucher: So AppSumo.   
 
Noah Kagan: Yeah. 
 
James Altucher: Tell us about the evolution of that, how you got started, what it is.  

What is AppSumo? 
 
Noah Kagan: So AppSumo – this is funny 'cause we've evolved a lot and we 

actually got sidetracked.  I got very greedy.  And I think I took 
AppSumo off its path.  But the original _____ has always been 
promote cool stuff.  That's fundamentally what we're about.  We 
want to promote the coolest stuff, and a lot of it's targeted towards 
entrepreneurs and startups.  And so ______ [crosstalk] –  

 
James Altucher: So what's an example of a coolest thing? 
 
Noah Kagan: So cool-ass tools that we find that are – like shareasimage.com.  A 

lot of your listeners probably haven't heard of it, maybe never even 
used it, but it's a really simple tool just to make – take images and 
pool cool text on them and share it.  And it's really small and 
simple, but it's just, like, awesome and I use it a lot.  Or a tool – we 
actually just launched this today, it's brand new, we only launched 
it to a small audience.  It's called KingSumo.com.  And what it 
does, James, is, like, when you write a blog post, like, on your 
blog, you have to figure out a title that's catchy, and you write 
really great titles, but sometimes you don't know which title to use. 

 
 And so what we built for ourselves was a title-testing tool.  So you 

can put in four titles and it'll figure out, it'll automatically figure 
out which one will get you the most traffic.  And so that's 
something that we used ourselves, and we're like, "Shit, this is 
really cool."  And so this morning we released it on 
KingSumo.com, which is a title-testing tool.  And so those are the 
kind of products that we get excited to go and let people know 
about.   

 
 So we've done that.  We've promoted LinkedIn, we've promoted 

MailChimp.  Basically, in the beginning of AppSumo, it was just, 
like, "What are the coolest tools that I want for myself?  And then 
maybe I can get a good deal on them."  And that's kind of what I – 
how I started the business.  It was like, "All right, I want to get – " 
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James Altucher: So, like, let's say I had developed a software tool that you thought 
was really great and would be helpful to people.  You would 
negotiate with me a deal, and then you would offer that deal on 
your email list and take a cut? 

 
Noah Kagan: Exactly. Very much like the Groupon model. 
 
James Altucher: And the difference between this and the Groupon model is there's 

no shipping cost, there's no cost of making the product? 
 
Noah Kagan: Yeah.  If you look at the Groupon – so originally, we actually 

copied ______ and Woot.com.  So the evolution – I think what 
people miss sometimes, James, is that they look for, like, just the 
tactic and the answer, but if they don't understand the why, that's 
where they're  missing out on the growth and things they can really 
learn for themselves.  So we actually started out like Woot and 
_____ where we did bundles of software.  So I'd get five tools like 
Evernote and a few other tools around productivity, and Evernote, 
Remember The Milk, my favorite to-do-list app, and I'd bundle 'em 
and I'd sell it for 50 bucks. 

 
James Altucher: And Evernote would agree –  
 
Noah Kagan: ________ [Crosstalk]. 
 
James Altucher: – like, you'd get everybody to agree in the middle? 
 
Noah Kagan: Exactly.  And the problem with that, though, is it would take me 

three to four months to get it together, I would promote it, and I'd 
make maybe 5,000 bucks after three months.  And what was 
interesting was that someone actually said, "Well, why don't you 
just sell one at a time?"  And it wasn't obvious at that – I was like, 
"Oh, I'll do bundles 'cause that's what I'm supposed to be doing."  
But I think what people need to be looking for, I call it anomolies 
of success.  And what it is, is, like, what's the part that's actually 
working? 

 
 So if you look at Twitter, it's taking Facebook status and making it 

the whole thing.  And so we took these bundles, and we're like, 
"Oh, the bundles are good, but, one, they take too long, people are 
only buying on the first day and then the last day."  And so it's like, 
"All right, well, if they're buying the first and last day, why don't 
we just shorten the bundle times?"  Okay.  So now the deals are 
one to three days.  That's solved.  "All right, the bundles are taking 
too long to get five deals.  Well, why don't we just do one deal at a 
time?"  "Oh, okay."                                    
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 And so it's looking at what's actually working.  So people like the 

products, people want to buy, but they don't want to buy all of 'em 
'cause it's like you're paying $50.00 for $5,000.00 in value.  It's just 
too much for people to actually grasp the value.  So we said, "One 
at a time, and we're only gonna do 'em for a few days." And that's 
actually how we moved to more of an individual promotion model. 

 
James Altucher: And this is a great example where –  
 
Noah Kagan: ______ [Crosstalk]. 
 
James Altucher: – data is key.  Like, you really have to spend nonstop time 

analyzing all the data of your business and not neglect anything. 
 
Noah Kagan: Yeah.  I'd actually caution people with that because I used to get – 

you always here, "Oh, A/B testing."  And I think people A/B test 
when they're uncertain of stuff.  And I used to A/B test and click 
every data point.  And what I found is I didn't do shit.  So with 
AppSumo.com and our new product SumoMe.com, which is a free 
marketing tool, we only care about one data point.  And that's what 
we did at Facebook too, which is, "What is the number one data 
point that matters for the business?  What's the number one 
objective?"   

 
Or my personal site, OkDork.com, so I'll tell you our numbers.  So 
for OkDork.com, I want to get 50,000 email subscribers.  That's all 
I care about.  So anything that helps me get more email 
subscribers, I do.  Anything that does not, I don't do.  We have – 
for AppSumo.com, our first major milestone was half a million 
emails.  So all we cared about was getting half a million email 
addresses.  We didn't care about money, we didn't care about 
anything. 
 
So then we focused our – and we were able to get it.  Last year we 
put out a course Monthly1K.com.  Our only number one goal was 
to get 3,333 customers and that's all we focused on.  And that's our 
whole dashboard.  Our whole dashboard is literally that number.  
And how are we doing every day against that number?  And our 
new product, SumoMe.com, it's a free marketing tool.  We're 
trying to get it to reach 1,000,000,000 people.  So we have a 
dashboard that just shows that number and how we're doing each 
day against that number. 
 

James Altucher:  A billion people. 
 



 350ALR Ep. Noah Kagen Page 18 of 54 
James Altucher, Noah Kagan 

 

www.verbalink.com  Page 18 of 54 
 

Noah Kagan:  And it's – a billion people.  That's what Facebook ______ 
[crosstalk] –  
 
James Altucher:  And what's the name of that product? 
 
Noah Kagan:  SumoMe.com. 
 
James Altucher:  It's S-U-M-O – 
 
Noah Kagan:  That's what Facebook did for marketing.   
 
James Altucher:  - M-E.com 
 
Noah Kagan: Yeah, Sumo – yeah, and so specifically with the bundle part, 

you're asking how do we do it?  So my friend Andrew Chin who's 
got an awesome blog at andrewchen.co, it's all about viral 
marketing and startups, he made an Excel sheet and it literally two 
showed two columns.  He said, "Noah, here's your column doing 
bundles, and here's your column doing individual promotions."  
And we just looked at the math, and I was – and so I encourage 
everyone if you're starting a business, to take Google spreadsheets, 
do a few minutes, don't get obsessed with it and research for years, 
put a spreadsheet up together and see what the math looks like.   

 
And it was so obvious when he finally showed me the numbers of 
how the math looks like with a single deal twice a week versus a 
promotion every month, a bundled promotion.   

 
James Altucher: And what's the results look like? 
 
Noah Kagan: It was night and day.  That significant – I think every business has 

milestone shifts and, like, trajectory shifts, and so when we went 
from bundles to individual deals, that shifted it significantly.  And 
I think we went – my first year I think we did about 700,000.  And 
in the second year, I think we did somewhere like 2,000,000.  Two 
to three million.  And then last year – or no, I think we did 
5,000,000 our second year.  Last year we did 3,000,000 and I don't 
know what we'll do this year.  It's not to brag about our numbers.  
It's just to show you that, like, when we went from bundles to 
single deals, it took off.  And then when we started doing 
advertising was our second major takeoff. 

 
James Altucher: Let me ask you some questions. 
 
Noah Kagan: _______ [crosstalk]  –  
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James Altucher: So, like, let's say you did 3,000,000.  You're talking about gross 
revenues, including what you share –  

 
Noah Kagan: Mm-hmm. 
 
James Altucher: – with the product owner?  Or is this your net revenues, what you 

take? 
 
Noah Kagan: That's total revenue.  That's the total revenue gross. 
 
James Altucher: And then what's your percentage that you usually take with the 

software developer or whoever developed the tool that you're 
doing your daily deal on? 

 
Noah Kagan: It varies.  It's somewhere between 30 and 70 percent.  So it kinda 

matters their size, how much we really want them or not.  Like, 
_____ certain numbers like Audible is a huge one.  We wanted to 
work with their brand.  Other companies are small, so – and there's 
no cost to them.  That's the beauty of our model versus Groupon.  
That's why Groupon only sells, like, spas and manicures and 
waxing now because, like, if you're a really great restaurant, you 
don't need them.  But if you're a really great digital product, you 
can always use more customers, especially our customers are really 
good.  People like 'em.   

 
 So it's like there's no cost to promoting more of your product at any 

time.  It's always a win.  And we don't charge  _____ [crosstalk] –  
 
James Altucher: It seems like you could do, like, almost like BookSumo because 

there's so many – there's, like, 10,000,000 eBooks published this 
year.  People probably would love to use it for book marketing.   

 
Noah Kagan: I think someone should do that.  We're really focused on SumoMe 

for this year, but if someone wants to do books and wants to go for 
it [Laughs].   

 
James Altucher: So it seems like –  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – your product – there's almost like a story and a meta story.  So 

the story is you're helping people build businesses because you're 
offering these deals on products that are gonna help people 
improve their businesses, but there's this meta story  –  

 
Noah Kagan: Exactly. 



 350ALR Ep. Noah Kagen Page 20 of 54 
James Altucher, Noah Kagan 

 

www.verbalink.com  Page 20 of 54 
 

 
James Altucher: – which is how you built  AppSumo, which in and of itself is a 

story of how to build a good successful business. 
 
Noah Kagan: Yeah, and we've actually sold that [Laughs].  It's funny now 

'cause, like, I think someone said, "Some of the best products are 
byproducts."  So, like, this new KingSumo.com is a perfect 
example.  So let me do the evolution and I'll tie it all together.  So 
after year two, we started making money.  I hired – we got up to 
about twenty people.  It was me for a year, and I think year two, 
two and a half, we got up to, like, twenty.  And I was very 
egotistical, and I'm in New York now.  Being in New York, you're 
like, "How much money are you making?  And where's your 
apartment?"  And, "Oh, my God.  You pay for a doctor to come to 
your house" and all this shit. 

 
 And I think I got really caught up with that.  I was dating a girl 

who was superhot.  I wanted this ego and I kinda had a breakdown 
about it.  I had a little breakdown where I was like, "Is this really 
what I want?"  And the business kinda stopped working 'cause we 
started promoting anything.  We didn't give a shit.  It was like if it 
made me money, I would promote it. 

 
 And I joked around with my partner, I said, "Hey, Chad, I really 

don't like this business.  I don't like a lot of these employees, and I 
really just want to go back to what we did in the beginning, which 
was have fun and promote cool stuff."  And I kinda – I grew this 
big beard 'cause I wasn't feeling manly about myself or significant 
and ironically what we ended up doing is –  

 
James Altucher: Why weren't you feeling manly enough? 
 
Noah Kagan: I'll share it with your audience.  I've never actually shared it 

publically.  I have lower testosterone, and I think a lot of people 
have it, but they don't admit it.  And I thought something was 
wrong with me. 

 
James Altucher: Well, what does that mean? 
 
Noah Kagan: So I went to the doctor. 
 
James Altucher: Like, how did you know you had – like, did the doctor tell you?  

Like, how did you suspect that you had –  
 
Noah Kagan: Yeah, I went and got –  
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James Altucher: – lower testosterone? 
 
Noah Kagan: I just wasn't feeling like  myself.  I wasn't feeling horny, I wasn't 

feeling excited.  I'm a very, like – I used to be very aggressive and 
very, like, "Oh, let's go work.  Let's go get shit done."  And I was 
just feeling mellow and kinda, like, apathetic to a lot of things.  
And it's funny 'cause my business was at a peak, my business was 
at a peak for everyone else.  My business was, like – to tell it – to 
brag to the people that _____, "Oh, you got an X-million-dollar 
business."  I didn't really want it, though.  I was happy with what 
we used to be doing.  I was very content.  I was very fulfilled.  But 
I just felt off, in general. 

 
 And what I realized, it's like everything was connected.  So I'm 

running a business I didn't like, I'm dating a person that wasn't 
really serving me, and I wasn't really feeling good about myself.  
And so I ended up actually firing everyone.  We went back to the 
basics.  And it was a long process.  It was a good year of kind of 
struggle.  It was like being a alone by myself.  I broke up with the 
girl, I was alone, I went to India by myself, I walked around for a 
month.  We fired everyone in the company and went back to just – 
I think we have – we went back to six people, just the people that 
we really wanted to be there.  We stopped promoting every day, 
shitty products.  And yeah, we definitely ______ [crosstalk] –  

 
James Altucher: Well, what's an example of a product that you stopped promoting?  

Just so I get a sense of what's good and what's bad. 
 
Noah Kagan: Well, yeah, let me give you – we still even do it now.  We spend 

about 72 hours per email that we write, and it – people just read the 
email like, "Okay, whatever."  Delete or read or unsubscribe or 
buy.  But we spend a lot of intention.  So two products specifically, 
one was actually last week.  We were just about to send the email 
out and I started looking through the product can Anton is 
awesome, he's our ______ at Sumo.  He was like, "It's good."  But 
I was looking through it, and it was about – I don't want to call the 
guy out, but it was about a certain thing. 

 
 So let's just say it's about marketing, it's about, let's just say, future 

marketing.  I'm just doing a hypothetical 'cause I don't want to be 
rude to that person.  And I was looking through the book, and I'm 
like, "I haven't learned shit about YouTube marketing or even seen 
a YouTube vide or image half way through this book."  I'm like, 
"There's no fucking way it's going out to our audience, to our 
Sumolings, as we like to call 'em." 
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 And so literally, the night before, we said, "All right, we're gonna 
sacrifice revenue and profit."  And fortunately, we're a little bit of a 
smaller team, we don't have to worry as much about making our 
$300,000.00-a-month overhead like I used to.  And we're 
bootstrapped.  So it's like we don't have the liberty of a _____ 
company.  So yeah, like, "We're not gonna email this out 
tomorrow." 

 
 And a year ago there was one about mobile, how to build a mobile 

app, and it honestly looked like some _____ marketing spammy 
shit.  And I even knew the guy who made it, and I was like, "We're 
not putting this out."  And he was pissed, and I was like, "It's just 
too fucking bad."  And Rameed, actually, a friend of – you know 
Rameed _____. 

 
James Altucher: Sure. 
 
Noah Kagan: Rameed kind of joked with me a year and a half ago, and I think he 

kinda remembers it, it was in passing, he was like, "Yeah, 
AppSumo reminds me of Ross."  And I was like, "What?  Ross?"  
He's like, "Yeah, you guys have, like, a lot of shit, and then once in 
a while there's something kind of good in the bottom of a basement 
[laughs], bottom of the bin."  And I was like, "You fucking –"  and 
what it really made me realize is that your business is a reflection 
of you.  And that was –  

 
James Altucher: So you feel, like, you were too – 
 
Noah Kagan: – really powerful. 
 
James Altucher: – eager to just get any product out there that you could, you were 

kinda, like, deal greedy? 
 
Noah Kagan: Oh, I told – we did price optimization on every single product.  We 

ran A/B tests galore, and when Rameed said that in passing to me I 
really felt embarrassed, and I was like, "I don't want to be through 
of as Ross myself 'cause that's what – your business is –"  someone 
said it once really well.  "Your business is you own a projector on 
a big screen in real life [Laughs]."  That's what your business is.  
And I was like, "I think of myself pretty well, but I felt – maybe I 
think I felt a little lost with everything going on and the business 
just kind of taking of. 

 
 And I think that people have to do and what I do now is just try to 

stay true to myself and, like, what do I really want the business to 
be?  Do I need to have a business that makes me enough money so 
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I can try to show off in New York or so I can keep up with 
Tucker's wine collection?  And no, I don't. 

 
James Altucher: Tucker has a wine collection? 
 
Noah Kagan: I'm happy  with Yellow Tail.  Tucker's a wine snob [Laughs].  We 

don't have to get into that, but, like, I'm happy with Yellow Tail.  
There's certain things, yeah, I like paying for certain things and I 
think people need to get more comfortable paying for things, but I 
don't – there's certain things that I was just happy not having to 
brag or show off about and just really living the life I want.  And it 
was tough.  I felt lost for a long time.  And it's something I still – 
and I'd be curious of your opinion, James.   

 
 I think there's two ways of figuring out when you don't know what 

you want 'cause that's a very common thing I've seen.  If you don't 
know what you want, what do you do?  And so – and I really love 
your take.  The two ways I've noticed going about it are, A, just 
start doing things 'cause momentum will start building momentum, 
and you'll figure something out.  Or, B, don't do shit and just really 
don't distract yourself or do drugs or drinking or partying or people 
and take the time to think about stuff.  And I don't know.  I haven't 
found the right answer. 

 
James Altucher: Yeah, and just to add, I err more on the side of B, which is always 

take a step back and just check the box, make sure you're 
physically healthy, emotionally healthy.  There's that saying, 
"You're the average of the five people you spend your time with, 
so make sure they're all good  people and they're people who you 
love and who love you."  Make sure you're coming up with ideas 
and you're creative.  So it doesn't matter if it's about your business 
or not.  Just make sure your creativity muscles are going.  And 
make sure you practice gratitude so that you feel abundant in life 
no matter what you have in life.  

 
 And from that foundation, that's when you start to realize what 

direction – you start to be more in touch with your gut where – that 
tells you, "This is right and this is wrong." 

 
Noah Kagan: And I feel that, man.  One of the things I did with my buddy Adam 

from mybodytutor.com was I did a thing called GEBY.  And 
people seem to really love it.  And I don't do it anymore, but I 
needed it all last year, and I did it every morning.  And GEBY is 
gratitude, exercise, breakfast and you.  And so every morning I 
would – as much as I hated it, I would email him every morning, 
what's the three things I'm grateful for?  And my favorite one still 
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to this day was hot water.  I love the idea.  You just turn on this 
faucet and it's fucking hot.   

 
 And I remember one day I was just, like, feeling my hands under 

the water and was so happy about that.  Exercise or eating.  Sorry.  
Eat and exercise.  So what's one thing to get your blood flowing?  
And this is so true.  If you ever go to the gym or walk or do any 
form of physical fitness, anything, you always feel better 
afterwards.  So I was like, "What one thing can I do?"  Breakfast.  I 
love breakfast.  Or. "What am I gonna eat to get my morning 
going?"  And then you.  What's the one thing that you're doing for 
yourself today?  And it could be anything.  It's  your choice.  
Movie, books, sex, drugs, I don't care, but it was prioritizing that. 

 
James Altucher: I love that. 
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: 'Cause that's – I have one friend who wrote a book called – her 

name's Cheryl Richardson.  She wrote a book called "The Art of 
Extreme Self-Care", and a lot of the times when you're in a mode 
where you're just not feeling yourself, the thing that you're missing 
is taking care of yourself.  You're trying to take care of everybody 
else or in your case, you were trying to take care of a business that 
was growing very fast, but you weren't taking care of yourself. 

 
Noah Kagan: Totally. 
 
James Altucher: So what – so GEBY stands for gratitude.  What's the E? 
 
Noah Kagan: Gratitude, exercise, breakfast and you.   
 
James Altucher: I love that.  I'm gonna steal that. 
 
Noah Kagan: And I just emailed it to Adam every morning.  Yeah.  Steal away.  

Stealing is caring [Laughs]. 
 
James Altucher: Yeah. 
 
Noah Kagan: So yeah, I did that.   The business, we cut it from, like, 

$100,000.00  – $300,000.00 a month in overhead down to, like, 
$50,000.00.  We focused just on creating – just on promoting good 
products, and this is one of the things I – for your readers – and I 
said earlier, is, like, what – it's called the anomalies of success.  I 
was like, "Well, and what am I dependent on?  So what are the 
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things that have worked, and what things am I dependent on for 
AppSumo?"   

 
 So what worked is people kept asking – what's worked and it was 

starting a business.  Everyone kept buying products related to 
starting a business and – 

 
James Altucher: Wait.  Say that again.  Everybody kept buying products –  
 
Noah Kagan: Well, we looked at – we just looked at what things have really sold 

well on AppSumo and it was starting a business.  Everyone said, 
"How do we start a business?"  How to start a business.  And the 
second thing, and I called it my death list.  Your death list with 
your business is what are the things you're dependent on?  Like, 
this is the funniest thing, dude.  We were – not ever, but we were 
running the Facebook payments company and we had a death list, 
and it was, like, all the things that could kill our business.  It was, 
like, the service could go down, our marketing could go down, all 
the things could go down. 

 
 And then you go and fix those things and then you create a new 

death list.  And with our Facebook _____, we forgot to put that we 
get banned by Facebook.  That was the one we missed from the 
list.  So we ended up – it did die ______.  And so with AppSumo, 
it's like we're too dependent on other people's products.  We 
couldn't find enough good products.  That was the number one 
problem with our business.  We were – it was very hit driven.   

 
 And so last year we spent the whole year just doing one thing, 

which is creating a course solving the number one problem we 
kept getting asked, which was, "How do I start a business?  How 
do I create an AppSumo?  How do I have freedom?"  _____ 
[crosstalk] –  

 
James Altucher: And so you're doing this for a whole year.  How were you making 

money in the meantime? 
 
Noah Kagan: So the course we did sell.  So two things.  One, the course is 

Monthly1k.com, and we started selling it, but we took about four 
or five months.  How did we make money?  We still were 
promoting products on AppSumo, but we had a lot less overhead, 
so I didn't have to make as much money to cover our cost, to break 
even each month, which is what I was targeting.  I was just trying 
to break even. 
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James Altucher: Did you raise money at any point or were you totally 
bootstrapping?  I know you raised money from your mom –  

 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – twenty dollars, and she became a majority owner of the 

company, but –  
 
Noah Kagan: Yeah ______ [crosstalk] –  
 
James Altucher: – did you raise money from anybody else? 
 
Noah Kagan: My buddy Andrew, who I mentioned earlier, gave us $100,000.00 

very early on, which I still haven't used.   
 
James Altucher: Hmm. 
 
Noah Kagan: So that's the only money that we've had in, but everything else is 

just – and we haven't used it, so yeah, it's been pretty natural, 
organic growth from the beginning.   

 
James Altucher: So that's great.  So you've been essentially profitable from the 

beginning, but at a certain point –  
 
Noah Kagan: Day one. 
 
James Altucher: – though, you drove – did you drive your profits down when you 

cut – when you fired everybody and cut all your costs?  'Cause I 
assume you were selling less, so did profits go up or down? 

 
Noah Kagan: Up.  Surprisingly so.  And I don't want to just talk about profit.  I'm 

happy to share it, but it's, like, I don't people to think, oh, that's all 
we're about.  It's just an easy indicator that people can know.  But 
because we have less cost and because we have less people, we did 
less things, but the less things we did were  better.  So instead of 
having three people doing advertising, spending, like, I don't know, 
$200,000.00 a month or $150,000.00 a month, it was just me doing 
that and I spent $50,000.00 a month.  So now I think we're doing 
around $30,000.00 a month.  

 
 Instead of having all these products we're promoting and having to 

have three support people, we promote less products and we only 
need one support person.  And it was just actually funny that the 
less we did, the more we made and the better it was.  And it's one 
of those things you kinda have to experience it to really understand 
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it, but actually, who taught this to me is a guy who used to be a 
McDonalds manager [Laughs]. 

 
 I was in – and I've written about this story, but I met this guy in 

New Zealand who used to manage a McDonalds, and he was like, 
"Yeah, I basically just looked at our menu and I removed the 
things that aren't working and I just keep doing that on a monthly 
basis.  I look at my revenue numbers and I see what doesn't sell 
and I remove it.  And even in my restaurant, I change the tables, 
and I say, all right, if there's more tables, do I make more money 
each month or not?"  And he just does that on a monthly basis of 
evaluating his business.  

 
 So with AppSumo we wanted – we  promoted less products and 

then we created our own products so that we weren't so dependent 
each month.  And now it actually helps us cover our costs of the 
course. 

 
James Altucher: So it seems like the real valuable asset is not only your ability to 

find good products to sell, but also your email list.  So somehow 
you developed an email list –  

 
Noah Kagan: Huge.  Huge. 
 
James Altucher: – of people who are ready, willing, and able –  
 
Noah Kagan: Number one. 
 
James Altucher: – to buy the products you were offering them. 
 
Noah Kagan: Yeah, and I think it's building a relationship and trust with that 

email list.  I remember in the beginning, I was shocked.  I'm like, 
"Holy shit.  I send out this email, and these people give me 
money."  And I actually felt nervous.  I was like, "Wow.  That's a 
lot of responsibility." And then it made me take it more seriously.  
And I asked Anton one day, I was like, "Why do we spend so 
much time on emails?"   And it's 'cause we care.  It's a reflection of 
us when we put ourselves out there.  We're saying, like, "This is 
something we believe in."  And that –  

 
James Altucher: So how do you build –  
 
Noah Kagan: – serves us well. 
 
James Altucher: – that quality email list? 
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Noah Kagan: So our email list is about three-fourths of a million people.  It takes 
time.  Here's one of the things that I've been noticing, James, is that 
– so the course was – it sucked.  I'll tell you.  So that – all last year 
it sucked working on it.  And I'm happy to get into details 'cause I 
think it's interesting for the audience.  But what most people need 
to do is build something – or have an email list of what people 
really want to hear from 'cause a lot of people are like, "Why – 
who –" no one wants more emails, but then you have to ask 
yourself, "Whose email do you always open?  Whose emails do 
you always read?"  Like, I'm sure your wife emails you probably 
prioritize. 

 
 And so with an email list, you have to think about, "Who's my 

reader, and why would they be excited to be getting – like, looking 
forward to the email that I'm about to send?"  And so AppSumo – I 
can share some of the tactics.  Do you think that would be helpful 
for your audience? 

 
James Altucher: Yes. 
 
Noah Kagan: So some of the tactics [laughs] – this isn't the stupidest one, but 

you have to be mildly aggressive in asking for an email.  A lot of 
people want to grow a mailing list and they don't have anything. So 
SumoMe is a free tool we use to growing that list, but you have to 
put up _____ [crosstalk] –  

 
James Altucher: I totally get that.  Like, I am afraid – so I have a popular blog.  A 

lot of people visit my blog, but I get afraid to ask people for their 
email, even though I know it's very valuable to build an email list. 

 
Noah Kagan: Why are you then? 
 
James Altucher: I don't know.  I feel, like, I want to give and there's something 

about it that I'm afraid to ask for something in return. 
 
Noah Kagan: But you're giving – don't you think – you could also say that if you 

get their email address, it's easier for you to share the things you 
want to give with them.   

 
James Altucher: Yeah, and that's what I ultimately ended up doing, so I have it on 

the right-hand side.  But it took years to get to that point where, 
"Okay, I'm gonna –" people kept begging me.  Like, people like 
Rameed, who you mentioned, you've got to build your email list.  
And finally, I started doing it and it's great.  I send a lot more 
emails out now than I publish posts on my blog.  So there is value 
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there, but  it took me a long time to ask for anything, to ask for any 
help at all. 

 
 I sell my last book for 99 cents.  You would think it wouldn't be so 

hard to ask somebody to pay 99 cents for a book after I've been 
giving this value, but it's hard for me to ask that.  I don't know 
why. 

 
Noah Kagan: What would you – no, that – in our course, that's been the number 

one thing.  So we have a – the number one thing is fear and, as 
well, asking for things 'cause that's all business is, is you're asking 
for money in exchange for a service.  That's what business is.  I 
guess I'm curious, like, if you actually –  

 
James Altucher: I'm afraid people will think I'm, like, selling out in some way. 
 
Noah Kagan: Why do you think that is or why does that – why would that bother 

you? 
 
James Altucher: I don't know because also, other people have given me advice.  

The standard advice I've gotten is, "You're free audience will kill 
you.  Like, the people who want to just consume everything for 
free, but don't want to give anything back, these aren't your ideal 
readers anyway", although I'm not so sure that that's true, but in 
general, that's been probably true. 

 
Noah Kagan: I guess the question is your intention.  Like, it seems like your blog 

is not for you to make a lot of money, and, like, why do you do it? 
 
James Altucher: I just love doing it.  I love writing, but I do think having that 

personal interaction with an email list is valuable too.  I find that 
my interactions with the people on my email list are a lot stronger.   

 
Noah Kagan: Yeah, we didn't ask for emails for a long time, and I'll tell you for 

the first maybe six months of AppSumo, once I started asking for 
emails, I didn't even send 'em because I didn't – I felt, "Oh, I'm 
gonna bother their inbox.  I'm gonna annoy them."  And what I 
realized when I started sending them is that people wanted more.  
They're like, "When's the next one coming out?"  And if I didn't 
send, they would ask, like, "Hey, how come you haven't sent 
anything for a while?"  I guess _____ [crosstalk] –  

 
James Altucher: So people were just finding your products through your site? 
 
Noah Kagan: Well, yeah, and the way I think of it – like, we got featured on 

Lifehacker or if it's a good – the best way that we've grown the 
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mailing list, there's a few tactics, and I'll share 'em, but the number 
one is we promoted great products.  And we've promoted, like, 
Share As Image or this is a random one, most of your listeners 
never heard of it, it's called Scrivener and it's a Mac Journaling tool 
and it's for Windows as well.  I've never heard of it, but we put it 
out there and it went viral.  People were obsessed with how good 
of a product, and that's how it grew.  And they were, like, "Shit, 
this is awesome.  I want to share it with everyone." 

 
 And I guess I was curious, though, coming back to it, James, is, 

like, what would you tell yourself in the beginning?  Like, you said 
you were afraid or you didn't want to ask for it, and then you did it 
and it was good, but a lot of people still are afraid, and I want to 
talk about a little bit about fear in a second, but what would you – 
what advice would you have given yourself?  Just like, "It's just 
gonna take some time to get there?  Or try it small?"  Or what 
would you tell yourself? 

 
James Altucher: I would tell myself what I know now, which is that, "Look, this is a 

way for you to provide even better value to your readers.  You're 
all about providing value and I respect that, younger James, so 
here's a way for you to provide better value.  You're not gonna put 
every post on your blog because that would be too – not everybody 
wants to see a blog post every day on the blog.  But some people 
do want more emails and more interactions with you, and this is a 
way for them to build closer interactions and get more value from 
you.  So build your email list that way." 

 
Noah Kagan: Well, I'll add a little bit to that.  I think that's awesome.  That's 

funny 'cause, like, you tell yourself – one thing that I've noticed 
with people starting businesses is that they're like, "Oh, I don't 
want to bother people.  I'm afraid."  All these things.  We have a 
thing called Strangerchallenge.com or the Coffee Challenge.  And 
Coffee Challenge is one of my favorite things that we've come up 
with where you have to ask for ten percent off at a coffee store.  
Any coffee store.  Even if you don't drink coffee.  Get a muffin and 
ask for ten percent off.  And it really makes you –  

 
James Altucher: Go ahead.  I think you're about to answer my question. 
 
Noah Kagan: The coffee challenge is money.  And it's one of these things I can 

tell you what happens, but until you do it yourself, and most people 
will make an excuse, "Oh, I've already done sales for five years.  
Oh, I'm not afraid of doing that.  Oh, I don't need a discount.  I 
already have money."  But if you just go and ask for ten percent off 
coffee, I guarantee you – and I would challenge you to do it, James 
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– that you will learn something about yourself that will surprise 
you.  And you'll learn ______ [crosstalk] –  

 
James Altucher: So let me ask you a question.  So I go into a Starbucks, they have, 

like, a set menu.  How are they gonna – like, their employees 
probably aren't allowed to give me ten percent off. 

 
Noah Kagan: [Laughs] So you're already saying no ahead of time. 
 
James Altucher: Yes, that's right.  I'm giving you an excuse. 
 
Noah Kagan: ______ [Crosstalk].  You already are.  Exactly.  And you're not 

alone.  And that was actually one of the number one things holding 
people back from their – and this is shocking, man.  Like, when I 
was starting the course, and we've  been building it for a year, I 
just was showing people how we built the business.  I showed 
them how I built them, and I've shown you, and I've talked about 
what didn't work for me.  I've been in businesses and I've spent 
hundreds of thousands that didn't work and I was just showing 
people that.   

 
 But then people still were afraid, and I was like,. "Holy shit.  I 

have to teach you fear?"  I don't know.  I'm afraid of things too.  
And then so we – that's how we added the Coffee Challenge and 
______ [crosstalk] –  

 
James Altucher: What's another challenge too?  Coffee  Challenge and what else? 
 
Noah Kagan: Yeah, I'll give you a few.  So get – we have it totally free, there's 

no upsells or cross-sell ______.  It's called Failure Games, and it's 
a daily challenge.  It's iPhone and Android.  So Failure Games.  
And so we give daily challenges that are, like, go high-five a 
random stranger.  Or there's one that's called 
strangerchallenge.com, which is you go and, like, have to meet 
someone new and take a photo with them.  Or one I came up with 
this weekend, I really like this one, next time you're flying – I 
know you fly a little bit, but next time you are flying or you have a 
ticket for an event, sit in the wrong seat.  Sit in a better seat.  And I 
did it this weekend, and it's definitely uncomfortable. 

 
 And the point is not to be an ass, the point is not to be rude.  The 

point is to challenge yourself from following the norm, being a 
little uncomfortable and growing.  And that's what happens in 
these instances 'cause you're like – if you're doing what everybody 
else is doing, you're not gonna get there.  You're not gonna get 
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what you want.  How do you win when you're doing the same 
thing as everybody else? 

 
 But I found when you push yourself, get a little uncomfortable, a 

little discomfort, that's the moment you start growing, that's the 
moment you start learning.  So I was at this competition, 
bodybuilding competition.  I was just observing it and I was like, 
"I'm just gonna sit in the seat I want" and just as an experiment.  
And you could do it on an airplane just as well.  And someone's 
gonna be like, "You're in my seat."  And you're like, "Oh, really?  
Okay."  And you move and life goes on.  But you actually find out 
it's not as bad as it seems, and that's really what happens with the 
Coffee Challenge.  

 
 And it's the same thing with business.  It's like, "Hey, give me your 

email address.  Hey, do you think you could buy this?"  And you 
find out, "Hey, I'm still alive."  And guess what?  Today, like, we 
promoted the KingSumo.com product, and not a lot of people 
bought, and that does suck, but when you have it, it actually 
happened, then you can learn from it.  Now we can go learn and go 
fix why people didn't buy it. 

 
 But a lot of people just make the assumption and psych themselves 

out before they ever start. 
 
James Altucher: Yeah, that's really interesting.  I like the idea of doing these 

challenges.   
 
Noah Kagan: No, people love it.  And people get too obsessed [Laughs].  I'm 

like, "Go start your business.  The whole point was not to just be 
doing the failure challenges all the time." 

 
James Altucher: I know.  I want to high-five strangers now.  
 
Noah Kagan: You should.  You should.  Coffee Challenge, that's the one I found 

has been life changing.  My brother is funny.  He's a doctor, and 
he's like, "Oh, I'm not afraid of shit."  And he's a really – I love my 
brother and he's tough and he's a good guy and he really isn't afraid 
of much.  Like, he wears a do-rag around town and we're little 
Jewish dudes.  Come on.  But he – and he was like, "I'll do the 
Coffee Challenge.  Oh, that ain't shit."  And we went to the place, 
and he was like, "I'm nervous."  I'm like, "I know.  I know.  It's 
nervous for me too." 

 
James Altucher: But now let me just ask you this just so I could do this and get all 

the technical details right.  Do you give a tip –  
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Noah Kagan: Sure. 
 
James Altucher: – after you pay? 
 
Noah Kagan: So the point is, is that you go to the barista and you say that – you 

make your order, they say, "All right, that'll be five dollars."  And 
you say, "Can I have ten percent off?"  And then they're gonna 
look at you like you're insane, and you just stay there, and 
sometimes they'll say, "Why do you want a discount?"  And you're 
like, "I would just like one."  And it's insane.  It's just such an 
amazing experience that you only can learn if you do it.  Like, me 
telling you will not help you learn.  And that's what I realized from 
our course is that experiencing it is a night-and-day difference than 
listening to this podcast or reading a book or – buying a course or 
buying this stuff is the easy part.  It's the doing, which is the hard 
part.  And practicing.  And coffee is trivial, but practicing things 
like that will help  you do it in many other aspects of life. 

 
James Altucher: All right.  Well, I'm definitely gonna do this.  I'm gonna also check 

out strangerchallenge.com to see what other challenges.   
 
Noah Kagan: Yeah.  _____ [crosstalk] –  
 
James Altucher: So this starts to get past the psychology of building an email list.  

Now, what are some of your tactics for building the email list?  
 
Noah Kagan: Yeah, so here are the things.  I'll tell you 'cause I do it on 

OkDork.com and we've done it with AppSumo.  The main things 
that have worked really well for us, one, I hate it 'cause it's cliché, 
but promoting great products.  So promoting content, ultimately, 
that people want to read.  So on OkDork.com, I found people love 
marketing.  That's what they really want more from me.  Then I 
found out that when I write 3,000-word posts is when I get more 
traffic and more emails. 

 
 So number one, collect emails.  Number two, figure out what 

people really want to hear from me that they're excited to give you 
their email address.  Third, I found that giveaways worked really 
well.  So we did, like, Dropbox-for-life giveaways.  And you have 
to work backwards from the give-away of the idea customers.  So 
think of your customer as – if you have a customer – it's like a pie, 
and there's different ways that you're gonna appeal to different 
customers.  So not every one of your customers is gonna come 
from a giveaway.  So we found giveaways really effective, we 



 350ALR Ep. Noah Kagen Page 34 of 54 
James Altucher, Noah Kagan 

 

www.verbalink.com  Page 34 of 54 
 

found online advertising really effective, specifically Facebook ads 
and retargeting.  That was really, really valuable. 

 
 And I would discourage people from spending money on email 

lists until they're making money from their email list.  And so we 
never really – we didn't spend any money  until we actually had 
people paying us for things. 

 
James Altucher: So you would do a Facebook ad that would send people to a 

landing page where, like,  you would do a giveaway and if you get 
– if you want this giveaway, you have to sign up for the email list? 

 
Noah Kagan: Yeah, and I'll give two other ones.  We would do that, James, but 

we'd also do ads for paid products, and I found a huge way that's 
really, really good is creating great, not shitty, but great free 
products.  So you give away something that's really, really great so 
that people want more from you, and you can either do ads or give 
that away for free, and that's been a really effective way for us. 

 
 Like, we used to do videos every week that we'd give away for 

free, we'd pay, like, Eric Reeves and all these guys to share 
knowledge, and we'd give it for free.  And then that would grow 
the list. 

 
 And I'd say lastly, one of the really effective ones is called – I call 

it zero-dollar partnerships.  And so what we specifically did was 
that I would look – I've done it in two ways.  I would look for sites 
that we're promoting their product, and I would say, "Hey, we're 
promoting your product.  You should email and Tweet and 
Facebook to your free customers, your non-paying customers 
about the promotion because your paying customer's already 
paying.  Let's not piss this off, but here's –" and I'd give 'em the 
template, and I think that's the key thing. 

 
 I would give 'em a template to make it easy for them.  I'd lubricate 

it so all they'd do is put it in their MailChimp or whatever, hit send 
to their free customers, and then that would promote their product, 
as well as get us email subscribers.  So that was really good. 

 
 Another way that anyone can do this is reach out to a blog, 

OkDork.com, jamesaltucher,.com, probably start with something 
smaller, and say, "Hey, I have this great product.  I just want to 
give it away free to your readers."  And what most people do, 
James, is the opposite of what you're encouraging or Jerry 
Vandercheck encourages, which is give, give, give, give, give.   
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So, like, I get a lot of emails every day, I'm sure you do too, and 
it's like, "Noah, I want, I want, I want."  And it's very infrequent – 
and it's not that I want people to give or take things from me, but I 
never really get people emailing me saying, "Hey, Noah, I have a 
plane – or I have a Kickstarter product that I think your – I know 
your audience –"  'cause I love tacos, "I know you love tacos, I 
have a product related to tacos, I want to give away 100 for free.  
Do you want to give it away on your blog?"  I'd be like, "Hell 
yeah." 
 
Or there's a guy, so he was like, "I'm gonna give away –"  it's a 
monthly paleo– hunger – Hunt.Gather.Snack.com.  _____ for free.  
Hunt.Gather.Snack.com.  It's awesome.  It's monthly paleo boxes.  
And Casey just emailed me and said, "Hey, man, I want to hook 
you up and I want to hook up your audience with free monthly 
paleo boxes."  I got one of the boxes, the food was awesome, and 
so we're working out now how to promote him to the audience for 
free, to 100,000-plus people on OkDork.com.  So with AppSumo, 
we had a lot of success going to different companies and blogs and 
saying, "Hey, we want to give it away for free and we'll even do 
the writing for you.  We will do the work for you."  Make it easy 
for other people to say yes. 
 
So those are probably the top ways that I've seen.  So act sort of 
aggressively, give away great stuff, figure out what kind of stuff 
they really want, advertising, giveaways, zero-dollar partnerships.  
I would say the thing that people fundamentally miss is they don't 
understand who their customer is.  Like, let's say you wanted to 
start an email list about, like, food.  What most people do is they 
go and, like, post some pussy thing on, like, ReadIt or Facebook, 
and they kind of hope people sign up. 
 
If you really want to start something about food, go email ten of 
your friends who like food and email them once a week, and that's 
how you get started.  But most people kind of do the passive thing 
versus an active thing.  And so that's why I really try to – with our 
Monthly1K.com program, it's like, "All right, how do you actively 
get free customers?"  Instead of like praying and hoping that they 
come around.   
 

James Altucher:  Yeah, that's a really good –  
 
Noah Kagan:  _____ [crosstalk] –  
 
James Altucher: – idea.  Actually, put it in the hands of people who you know will 

read it like you friends. 
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Noah Kagan: Most people _____ [crosstalk] – and this is always funny 'cause a 

lot of people look at me and, yes, I do have a little bit of attention, 
more than, I would say, the average online person, but every 
[laughs] – 'cause everyone's like, "Well –"  like, I started a 
business, as an example, called SumoJerky.com.  I wanted to prove 
to  people that they could come up with any idea, give it to me, and 
give me twenty-four hours to make $1,000.00 profit.  And I'm not 
super special.  I just did the work.   

 
And then people were like, "Well, you have a ton of friends, and 
you – "  I had – my parents rejected me on buying my monthly 
jerky, my brother rejected me on monthly jerky.  A lot of people 
rejected me.  But what – the two things that I think stood out for 
that specific example is that, one, I did it, which most people just 
kind of make excuses.  They don't get up early, they don't stay up 
late, they're out on Saturdays.  They're not doing it.  And secondly, 
I don't think they really understood who their customers are. 
 
So when you're doing a business or even a newsletter, who is your 
ideal person?  And for the jerky example, I actually found out it 
wasn't individuals, it wasn't healthy people.  It was offices with a 
snack budget.  So they could expense it without thinking about it.   
So I think that was kinda the – for the email list, kind of seemed 
_____ same parallel is, like, "Well, who is the ideal person for it?"  
And the original _____, I was playing it back, is that everyone that 
– I know we're going a bit long, but the key point with that is that –  
 

James Altucher:  No, that's okay. 
 
Noah Kagan:  – everyone has –  
 
James Altucher: We can go as long as we want.  We can go for five hours if we 

want. 
 
Noah Kagan: Oh, this is fun.  Well, the key thing that I was gonna encourage 

people to do is that every single fucking person, man, look at your 
– let's say you're not even on social media.  "I hate Facebook.  I 
hate Twitter."  Fine.  Fuck those.  Look at your LinkedIn, and 
every single person has between 300 and 500 contacts on 
LinkedIn.  Look at your phonebook.  Every single person has 
between 200 and 600 people, regardless of where you are in the 
world.  And if you look through that and you actually tap into your 
own network, you can pretty much start any business you want. 
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 And guess what?  If you're starting a business outside your 
network, good fucking luck.  It's just gonna be – why make it hard 
on yourself?  That's one of the common mistakes I've seen with our 
Montly1K program. 

 
James Altucher: It's really interesting 'cause, like, let's take LinkedIn as an example.  

I've only recently started using LinkedIn, but I've got, like, 40,000 
followers on LinkedIn.  And I should just go out on LinkedIn and 
ask people to sign up for my email list. 

 
Noah Kagan: Why don't you do that today?  Why don't you do that –  
 
James Altucher: I will. 
 
Noah Kagan: – right now after you finish this? 
 
James Altucher: I'm going to.  And I –  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – but then I feel it in my head, like, then the worries come up like, 

"Oh, maybe LinkedIn will be angry or maybe these followers will 
be upset."  "Why is he asking for something?"  Even though I 
_____ lots of good articles on LinkedIn and so on. 

 
Noah Kagan: Well, I would say two things, James.  This is just personally.  One, 

do the Coffee Challenge [laughs], and you'll get –  
 
James Altucher: Yes. 
 
Noah Kagan: – more comfortable asking for things.  And this is one of the 

things.  Like, when I talked earlier about my goals, like, for our 
course, we had a goal and for our business we had a goal.  That's 
only after I knew what I was promoting I was happy with.  Like, 
with OkDork.com, I love asking people for email.  With 
AppSumo, I love asking people for email.  SumoMe and our 
course, Monthly1k.com, I'm happy telling people about it 'cause I 
know it's good.   

 
 And I think sometimes if you have a shitty thing or you're not 

really proud of it, then there's probably – it's probably a sign that 
there's something off.  But you have something really good, like, 
James, if you had a restaurant and I'm in New York and I'm like, 
"Hey, James, where should I eat?", you're gonna want to tell me 
about some place you really love to eat, wouldn't you? 
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James Altucher: Yeah.  It's really funny because – so I had an article the other day 
that had over 1,000,000 views, at one point, 2,000,000 views on it.  
And someone asked me, like, someone literally, like, hit me, "Why 
didn't you ask for email addresses anywhere on this article?"  So it 
was true.  I didn't. 

 
Noah Kagan: Well, and the thing is you have to be true to yourself.  So if it's not 

important to you, then that's fine 'cause I know sometimes you can 
– especially in New York or, like, ego style, like, "Oh, I have this 
mailing list and my dick is this big and all this shit."  It's like, 
"Well, I don't really care."  Like with OkDork.com, I don't try to 
make money on it 'cause I enjoy writing, I enjoy learning, I enjoy 
sharing it, and that's my goal.  It's not to try to make it a million-
dollar business. 

 
 The other thing that I would challenge you with, James, and for 

anybody listening, is that if you're uncomfortable, practicing 
uncomfortable, but secondly, start small. So instead of, like, 
making everything about email and being super annoying – or, 
like, let me give you a specific example.  There's a girl, her name is 
Stephanie from empowereddollar,.com, and she's awesome.  
Really, really great girl, good attitude.  And she wants to make 
money on her blog, and I think she has about a 300-person mailing 
list, she gets 100 people a day, and she makes $200.00 a month.  
And she was like, "I don't want to piss people off.  I don't –" and 
it's a very similar story to you, James. 

 
 And I was like, "Well, what if you –" and I gave her a time limit.  I 

said, "What if you had to make $1,000.00 or $100.00 – let's even 
make it simple – by this Thursday?"  And this is what I asked her 
on Friday.  And it made it really interesting, and I was like, "Well, 
how could you start small?  Let's not put a lot of risk in."  And she 
was like, "Well, I draw comics, and everyone loves my comics."  
And I was like, "Why don't you just send out an email today, put 
your comic in there for sale, like, the physical copy of it, and put a 
PayPal link?"  And that's what she did this morning.  

 
 And it's like, "All right, don't send it to all your mailing list.  Just 

send it to maybe ten of 'em."  And that's what I'd really tell people.  
It's like, "How do you break it down to something small so the risk 
is less and you don't have to –"  same thing with our KingSumo 
product today.  We didn't email our 750,000 people.  We emailed 
10,000 and we found out there were some huge issues.  People 
wanted to know if international worked, they want to know if the 
pricing was confusing, they wanted to see how the actual product 
worked.  And guess what?  Instead of blowing our load and having 
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to take a big risk and emailing everyone and having all that go 
down, now we only – we did it with 10,000, we could fix 
everything, and now we can go back and make sure it works and 
promote it to the rest of our customers. 

 
James Altucher: So you  –  
 
Noah Kagan:  So ultimately, start small with something. 
 
James Altucher: So that's a great idea.  So right now you – like, every week or so, 

you offer, like, new products on AppSumo?  Or how does it work?   
 
Noah Kagan: Yeah. 
 
James Altucher: Like, go back to your old products? 
 
Noah Kagan: Yeah, it's not – the _____ a little confusing.  It's in the top left.  

You can browse and see other products, but generally, the 
AppSumo promotions are from one to three days. 

 
James Altucher: And they're all products that you feel would be good for people to 

build their online  businesses. So let's say I'm quitting my job, I 
have an info product that I want to sell. 

 
Noah Kagan: Mm-hmm.  Mm-hmm. 
 
James Altucher: What would you suggest would be my first steps? 
 
Noah Kagan:  So that's actually how we had the course.  And I was talking about 

the evolution of AppSumo was that we didn't have enough other 
people's products, so we created a course, which is the number one 
question we got about how did we start.  And we showed it to 
people, but that took us literally a year and about $400,000.00 to 
build and really fine tune it to where it is today, but it started out 
with me just manually helping people, "So here's the things I 
would encourage if you're just starting out." 

 
James Altucher: Why did it cost you $400,000.00 to build? 
 
Noah Kagan: It's funny.  People always say the number, but never ask.  Very 

good.  One, I have to pay salaries of two developers so that's about 
$20,000.00 a month.  One designer, he's $8,000.00, so that's about 
$30,000.00 a month.   So I have to pay for that.  I have to pay for 
actually, well, my time.  So I have to pay the salaries of all the 
people that are doing it.  And then it's like that takes a lot of time.  
It took us a whole year to work on it.  Plus the customer support 
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person.  We have a – now we have a community manager.  She's 
$50,000.00 a year plus.  So that kinda stuff adds up.  It's all 
dedicated staff to building this product,. 

 
 And the product took us a significant amount of time to actually 

finally get there.  It wasn't making – we didn't even make money 
from November until March.  ______ [crosstalk] –  

 
James Altucher: And  you decided to do this – 
 
Noah Kagan: – ______ [Crosstalk]. 
 
James Altucher: – as a product.  Now, obviously, it could have been a book, for 

instance, but you didn't want to do that because it wouldn't make as 
much money. 

 
Noah Kagan: No, it had nothing to do with that.  I actually had a book deal on 

the table about how to start a business.  It's because I 
fundamentally believe that this format and the method that we do it 
and the system that we've created is the most effective way.  Like, 
how many books – like, here's the thing, James.  Everyone who 
started a – wants to start a business, we call 'em entrepreneurs and 
we hate them.  Every entrepreneur has bought books, every 
entrepreneur has bought the "Lean Startup" or "The Four-Hour 
Workweek", but why don't they have the business then?  They 
bought the book.  What's different? 

 
James Altucher: Right. 
 
Noah Kagan: And it's the action.  It's the action and the accountability.  And so 

that's what we found out and what we had – we didn't – see, this is 
the whole  point.  We had to look for the anomalies of what's 
working, and what was working was accountability.  So it was like, 
"Shit, all right."  So now Ariel, who's amazing as a community 
manager, helps people be accountable.  "What else?  All right, let's 
create a group that people can then support each other."  And we 
found that our group is actually one of the most valuable assets that 
we provide in our course 'cause we – it was funny.  When I first – 
and so you asked about someone just starting up. 

 
 One, I would never encourage someone to quit their job.  I think 

that's stupid.  I never quit my job, never quit Intel until I had 
Facebook.  I never quit Mint until I had my Facebook apps.  I 
never started AppSumo  until I knew it was already working.  I 
was actually doing consulting for an online dating site.   
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James Altucher: Which site? 
 
Noah Kagan: I would make sure that what you're –  Speeddate.com.   
 
James Altucher: I never heard of it. 
 
Noah Kagan: My buddy [laughs] – I guess we didn't do a good job.   
 
James Altucher: I'm not a –   
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – dater at this point.  I'm married. 
 
Noah Kagan: Nonetheless –  
 
James Altucher: I was a dater at one point, but –  
 
Noah Kagan: – _______ [crosstalk] –  
 
James Altucher: – not a speed dater. 

 
Noah Kagan: Yeah, you're were a slow dater. 
 
James Altucher: Yes, I was very slow. 
 
Noah Kagan: So you can say I'm not a dater.  I just crush a lot.  It's like a big 

______.  So yeah, but so here's how I encourage anyone to start a 
business.  And that's what we teach people and that's how we help 
them with.  It's that how do you validate – basically, there's four 
stages of starting a business.  So it's getting over fear.  That's 
actually a – we didn't even have that in the beginning.  So I created 
this product the same way I encourage people to start businesses.  I 
did it manually.  I didn't create a website in the beginning, I didn't 
buy ads, I didn't buy fucking landing pages.  I didn't spend any 
money.  I discouraged that.   

 
 But what I did go do is help people manually.  I said, "Hey, who 

wants to start a business?  It's $100.00, and we're gonna hang out 
and go over starting your business."  And I did that for a fair 
amount of time and only from that did I figure out people have a 
lot of fear.  I didn't know that.  And so that's what we added to the 
product.  And secondly, people weren't doing shit.  We would meet 
with them, they would have one struggle, and then the next week 
nothing would be done.  And so we found that out, that we actually 
needed to check in with people and provide support so that they – 
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when they have questions or they're struggling, they have other 
people around them. 

 
 But the four _____ are, you know, getting over fear and asking for 

things, idea generation, validation, which is getting three 
customers in 48 hours, and then it's figuring out how do you get to 
$1,000.00 a month?  And so that's the way that we've broken out 
and found success and effectiveness in starting businesses with 
people.  And we have 1,000 people that have gone through it.  
Essentially, all haven't been successful, but a decent amount, a lot 
that we're proud of. 

 
James Altucher: That's really great.  So and then how many people actually did it?  

How many people got to the 1K a month? 
 
Noah Kagan: Right now it's still going on, it's an ongoing program.  We didn't 

want to do  – I don't do big launches and shit like that.  I think we 
have a little over 4,500 people actively are in it or have gone 
through it, and a lot of 'em like Bryan from Videofruit.com or Al 
Gruer.  Nate.  Nate created – he creates, like, antique signs.  We 
actually bought one for 1,000 bucks at AppSumo.  Like, antique, 
vintage signs.  Yeah, people are still going through it.  People are 
still talking and helping each other every day.  But your original 
question –  

 
James Altucher: What's the biggest success?  Like, who scaled the most so far? 
 
Noah Kagan: I don't really – I don't know.  I would say Bryan from Video Fruit.  

He does about 10,000 to 15,000 _____ a month, quit his job.  I 
don't know his exact revenue numbers, somewhere between five 
and ten thousand a month. 

 
James Altucher: Which product specifically is this?  Is this the – this is not 

KingSumo.  Which product is this that teaches people? 
 
Noah Kagan: This is Monthly1K.com.  Monthly1K.com.  It's our program to 

help – that shows you how we started and how people can start a 
thousand-dollar-a-month business or more. 

 
James Altucher: And do you spell that one K or is it the number one K? 
 
Noah Kagan: It's the number one and then K.  And I think it – you asked the 

question.  I'll just be specific.  I hate when people are fluffy.  You 
asked how would I start an info product business?  So let's just say, 
I don't know, do you have any ideas?  Like, what's kind of an info 
product business that you're thinking of? 
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James Altucher: Ways to get rid of your student loan debt. 
 
Noah Kagan: Perfect.  So most people then what do they do?  They write a book 

and they create a landing page and they do all this bullshit.  So 
here's the first thing I would do.  I would try to find one person 
with student loan debt.  Like, I would go through my contacts and 
say like – or I'd reach out individually, call, text, email.  I would be 
very active, not passive and posting and wait.  And I'd tried to find 
one person with student loan debt.  And I would see, "All right, let 
me go help them manually."  And that's what I really encourage 
people to do is that, "All right, let me go see.  What do you need 
help with your student loan debt?"  "I don't know which credit 
card's the best."  "All right, I will do that for you.  Let's go figure 
out your credit cards." 

 
 And, like, then you can create a system when you notice the 

pattern of what problems people are having.  So I would see with 
student loan debt, "All right, they are really struggling with every 
month having auto payment.  All right, let's work on that.  Hey, 
they're not struggling with support.  They don't need other people 
checking – like, talking to them.  Maybe monthly they do."  And 
then once I could find a pattern and I could find at least three 
customers within a short period of time, then I would start 
exploring, "All right, well, I keep telling people the same shit.  Let 
me just either videotape it, voice record it and get it transcribed, or 
write down what I keep tell 'em.  Then I can start worrying about 
the online marketing part and getting – actually scaling it and 
growing." 

 
 I hate the word scale 'cause most people use that word to avoid 

starting.  And so it could be with anything that people are 
interested in.   But the point is, is, like, how do  you build it up?   
And most people stop themselves from ever starting to it or they 
worry about the end.  And what they really need to be doing is, 
like, all right, "Hey –" let's just say you want to do a restaurant 
business or you want to do a food business.  Have people over and 
charge them for food [Laughs].  Don't worry about getting a 
restaurant, don't worry about farmer's market, don't worry about 
getting –  

 
James Altucher: I love this.  This is like – essentially, you're kind of breaking down 

all the barriers.  Every excuse people normally have. 
 
Noah Kagan: Oh, this – and you know what's funny, James?  Everyone will still 

make an excuse, and that's why, like, even, like, this year, I'm not 
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focused on as much starting the business stuff.  I want people who 
are really doing action and helping them grow.  I want people who 
are, like, really willing to wake up early, 5:00 a.m., work after a 
weekend, work after night, work on weekends, that they're real 
serious about starting their own business.   And every business 
could be broken down 'cause then there's always some smartass 
who's like, "Well, what about a Web business?  What about 
Google?"  I'm like, "All right, let's do Google."  So James, how 
would you start Google?  You have – you can't spend any money.  
How would you validate Google as a business? 

 
James Altucher: How would I validate it as a business?  That's a hard thing 'cause –  
 
Noah Kagan: Validation –  
 
James Altucher: – I would basically get an open-source search engine and then I'd – 

well, knowing in advance, then I'd outsource the right-hand side – 
or not outsource, but I would sell the right-hand side to people who 
want to buy keywords.  But of course, I already knew Google did 
that. 

 
Noah Kagan: All right.  So that's already a lot of time and you're obviously 

smart, so you – a lot of engineers have a very fundamental problem 
of building 'cause it's easier to build than get a customer.  Much 
easier.  But what does Google fundamentally do?  What's the  
problem that they solve?  Like, originally, what was the problem 
that they solved? 

 
James Altucher: Having an improved search. 
 
Noah Kagan: Yeah, but what is that problem solving? 
 
James Altucher: It depends on who – what customer base you're saying.  So for 

advertisers, the problem is, "How can I reach people who are very 
interested in my product?"  For the average person –  

 
Noah Kagan: _______ [crosstalk] –  
 
James Altucher: – on the street, it's, "How could I get a better search when I type in 

motorcycles?" 
 
Noah Kagan: Exactly.  Well, it wasn't even that.  What Google fundamentally 

does – the advertising part you're exactly accurate.  For the Google 
problem, they help people find things.  They find the solution.  
And so that's what I would challenge people on is that for Google, 
to validate 'em, what are you doing?  You're finding people 
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answers.  So fundamentally, I could call up all my friends and be 
like, "Hey, is there any –" and this was before Google days.  "Hey, 
is there anything you're looking for?"  "Yeah, I'm really looking 
for X."  "All right, it's a dollar, and I'll find it for you."  "Okay 
[Laughs]."   

 
 And it's – we're like, "That sounds stupid", but that's the point.  It's 

like, "How do you break it down to the fundamental  problem 
you're solving and seeing if people will actually pay for it?"  Not, 
"Hey, I promise I'll pay for it."  That's bullshit. 

 
James Altucher: Yeah, that's a –  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – great way to look at it.  I love this approach. 
 
Noah Kagan: It's the fundamental thing.  Same with Facebook too.  What's 

Facebook?  They do marketing, college marketing.  All right.  I go 
to a local business.  "Hey, I have 50 students I can email.  Would 
you pay $10.00 to reach them?"  "Sure."  Then I would get their 
money,  I would go get 50 students, and I would email them.  Then 
I would say, "All right, now let me go connect all the students, put 
'em on a website and help them have sex." 

 
James Altucher: All right.  So that's interesting. 
 
Noah Kagan: _____ [crosstalk] –  
 
James Altucher: So that's the – so basically, you would go into a real-world 

example, see what the real issues are, and then start building kind 
of –  

 
Noah Kagan: I don't build shit. 
 
James Altucher: – documenting your process, essentially. 
 
Noah Kagan: Yeah, it various per type of business you do, but this is what I've – 

I've helped thousands of people now, and the best thing about it is 
I've learned where people have pitfalls and what works.  And one 
of the key things is, like, breaking things down to the lowest 
common denominator and really seeing if you can get money for 
your idea or not.  And what most people do – and I have – I'm not 
superhuman.  I have the same fears.  I'm like – I spent three weeks, 
like, avoiding it.  I'm like, "Oh, let me ask a lot of people, let me 
get their opinion.  Let me do research, let me do modeling."  And it 
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was for an even service.  And then I finally – and I put the article 
on AppSumo, and I finally just one day, I was like, "All right, I'm 
gonna give myself today and I have to do it." 

 
 And so I just started selling tickets for events that weren't even 

existing yet.  And that's actually – if you think about it, most every 
– not most everything, but a lot of stuff you pay for it doesn't even 
exist, but the point is to validate that people want those things.  So, 
like, tickets for events.  Those events don't – may not even exist 
yet for concerts, for shows, for a lot of that stuff.  For your airplane 
tickets you're buying a month in advance, hotel tickets a month in 
advance.  How do you know those even exist?  Well, of course 
they do.  Do they? 

 
James Altucher: So right.  So for instance –  
 
Noah Kagan: But the point is –  
 
James Altucher: – let's just take me as an example 'cause I like talking about 

myself. 
 
Noah Kagan: Sure. 
 
James Altucher: I can put on my blog, "Okay, I'm gonna speak on this date in New 

York City.  I don't know where yet.  I haven't had any of it set up 
yet, but it'll cost $50.00.  Here's the PayPal link.  July 10th, I'm 
there."   

 
Noah Kagan: Exactly.   Exactly.  And then guess what?  If no one buys it, 

perfect.  You didn't have to waste time doing all that shit like the 
conferencing and getting the venue and all this shit.  If no one buys 
it, perfect.  Now you can finally learn what do they really want?  
What do they open and click _____, but do not buy?  And you can 
start moving it towards what they'll actually want to give you 
money for. 

 
 But what most people do is they'll spend all their time thinking 

about it and not actually learning and growing from actually doing 
the work, but that's a perfect example, James. 

 
James Altucher: Hmm.  Hmm.  So what are some other pitfalls that you find people 

have along the way when starting a business? 
 
Noah Kagan: So some of the common ones,  they talk about needing money.  

"Oh, well, my –" and everyone – this is one funny thing.  
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Everyone's  business is unique.  I've never had someone say, "I 
have a very common business."  Everyone _____ [crosstalk] –  

 
James Altucher: Like a Laundromat. 
 
Noah Kagan: Oh, they're like, "Oh, no, my idea's super unique and I – you're 

gonna be blown away by it."  I'm like, "One, I won't give a shit.  
And two, it doesn't matter what your idea is.  It doesn't matter what 
I think.  It matters what your customers think."  So, one, people 
always are saying they need funding.  They don't.  A lot of people 
saying, "Well, I need a technology partner 'cause ours is very 
technological driven."  I just proved with Google – or not proved, 
but I've shown that with Google, you don't need technology.  Same 
with Facebook.  

 
 Like, even with Facebook, my third example is someone came up 

with, _____, but it was great, what does Facebook do?  It connects 
people.  Do you need a website for that?  No.  Put it in a Google 
spreadsheet.  Connect people [Laughs].  Have them put their 
name, phone number, email and photo.  Simple.  It's free.  And 
then you see if people will actually do it.  And then you could 
build a website.   

 
 So you don't need funding, you don't need a partner.  And I think 

fear, man.  That's probably one of the most common things that 
people are afraid of.  Like, one, "I feel guilty charging, I don't feel 
– I'm kind of afraid of asking people."  And that's why a lot of 
people will do passive things like put it up on a blog or something 
where no one will see it or get – do cold calls or ask people that 
don't know them so the rejection doesn't say that they're bad.  It 
just says that the idea is bad. 

 
James Altucher: Hmm. 
 
Noah Kagan: And then just people are afraid.  And so that's why we spend a lot 

of time on the psychology, surprisingly.  It's not something I 
thought we would do _____ [crosstalk] –  

 
James Altucher: So other than, like, the Coffee Challenge that I see helped to 

overcome fear, what are some other ways to overcome the fear? 
 
Noah Kagan: To see that it's working [Laughs].  To really start doing it and 

learn.  So like if _______ [crosstalk] –  
 
James Altucher: Right.  So basically, to approach – like you say, to approach ten 

friends and see what they say? 
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Noah Kagan: Exactly.  Exactly.  And do it today.  That's the most common thing 

is I think people, they read "Four-Hour Workweek" and I love Tim 
and I love his book, but I think they'll read the book, get excited, 
but they don't really want to do the work.  And that's fine.  It's not 
great to be an entrepreneur.  It sucks a lot of the days. 

 
James Altucher: Yeah, and I think  –  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – to Tim's credit, like, the world's changed a lot too.  I think there's 

a lot more tools that can get you a lot closer to the goal, a lot more 
specific, but it sounds like what you're doing is trying to take it to 
the next step.  Like, "Here's how we fill in all the gaps in terms of 
making that leap." 

 
Noah Kagan: Exactly.  Yeah.  Tim's book has inspired so many people and that's 

been huge for us and Tim's a buddy, I like Tim.  And it's like we're 
trying to paint in – like, Tim is, like,  "Here's how to do it."  We're 
putting the training wheels on and holding their hands to get them 
to do it.  And I think the most thing that anyone can do out there is 
that figure out what you really want.  Like, some people want a 
business, but what they really want is just a better job, and there's 
nothing wrong with that.  Like, it's just trying to figure out how do 
you create the job that you want to be going to on Mondays, you're 
not avoiding it?  And that could be working for someone else 
who's just really nice or that could be for yourself, but you have to 
do it today and you have to really understand what you really want 
with your work. 

 
 And I – one of my true passions is having people do the work they 

love.  I love it when someone's, like, doing some bullshit job.  Like 
I met a guy who's – he's a construction worker, and I think every 
tech job – ______ computer.  I'm working from New York this 
week.  I was gonna work from Bali.  Like, I can work from 
anywhere.  It's awesome.  And so I saw this construction worker, 
I'm like, "Oh, man, that fucking sucks.  You're doing manual labor 
all day?"  And he actually looked down on me [Laughs]. 

 
James Altucher: That's funny. 
 
Noah Kagan: He looked down on me.  I'm like, "What do you mean?"  He's like, 

"You know what?  My mind is mine.  Your mind is on work all 
day.  I get my mind to myself.  I just have to use my body."  And I 
just thought that was so fascinating that he actually saw that as a 
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dream job for himself, and that was really rewarding for me to hear 
that perspective, and that's what I want for everyone.  Just enjoying 
their work. 

 
 So the course is – and my mom hated her job.  I think that kinda 

influenced me to create this product 'cause I want people to like 
their work whether it's for someone else or for themselves. 

 
James Altucher: Well, what I like about AppSumo, your – let's call it your umbrella 

of all your different projects 'cause it sounds like you have a ton of 
different projects going on.  What I like about AppSumo is that 
you're constantly giving up ideas of different ways my job or, let's 
say, a business can be improved.  Like, so today I bought the 
copyrighting checklist, and it's actually a really great checklist.  I 
think it was, like, $10.00 for improving your sales copy.  Like, so 
things like that I would never have known about without 
AppSumo. 

 
Noah Kagan: Yeah, it's cool, man.  What we try to do is promote cool stuff.  The 

first year we promoted via email list.  Last year we created the 
course.  And then this year it's, "Now how do we help people grow 
their business?"  Think of it as, like, a triangle.  It's like promoting 
stuff to run your business.  Now here's a tool to start.  Now 
SumoMe.com is our free tool to help people grow.  And ultimately, 
it's all founded on promote cool stuff.  That's all we want to do.  
And that's what really motivates us and excites us to be doing it 
every day. 

 
James Altucher: And what's your goal?  Like, so you have revenues, you have 

profits.  What's your goal?  Like, if someone – if Google came 
along and said, "Here's $10,000,000.00, can we buy your 
business", would you take it? 

 
Noah Kagan: That's hard.  I don't – sometimes yes, sometimes no.  If Google 

_____ $10,000,000.00 in cash, after taxes, it's not really that much.  
That's the thing.  Like, I like going – I like ____ going to work 
'cause I don't have to go to work [Laughs].  I like what I do every 
day.  I think I'd struggle with, James, like, I don't know what else I 
would do.  And I like what I'm doing now.  I like it.  I get to write 
on OkDork.com, I get to hang out with guys I really enjoy, 
______.  Like, we get to promote cool stuff.  Like, I don't know 
what else I'd want to do.  Maybe open a restaurant or a taco shack. 

 
James Altucher: What about a taco food truck? 
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Noah Kagan: But I have my _____ [crosstalk] – dude, I think that's money.  I'd 
probably have a taco thing at my house and see if I can validate it 
______ [crosstalk] –  

 
James Altucher: Well, what about Uber for tacos?  So I give you a call anywhere in 

the East Village, I give you a call and I get a beef taco within six 
minutes.  

 
Noah Kagan: Dude, I think you're onto something.  Well, there's – here, I'll tell 

you for tacos.  Well, so to answer your question, I don't know.  I 
would probably lean towards a no.  I'm not _____.  If it was, like, 
$20,000,000.00, I'd probably consider it, but my life wouldn't 
change.  Like, I love my scooter, I love my Mini Cooper.  I don't 
know what I would do with this money that I don't already own 
now.  And that's something that, because of Facebook, I've been 
much  more comfortable with.  I like my apartment, I like my 
view, I love living in Austin. 

 
 Like, I've been in nice places in Austin, and I'm like, "Yeah, but I 

like where I am now."  It wouldn't make me happier.  I don't – 
maybe a little happier, but not – it wouldn't' tremendously change 
my life.  So I don't know if I would do even – maybe twenty. 

 
James Altucher: Well –  
 
Noah Kagan: But _____ [Crosstalk].  Yeah. 
 
James Altucher: – I really appreciate all these suggestions and advice for 

everything, for starting businesses, for challenges for me.  What's 
one more challenge I can do?  I'm gonna do these challenges.  I 
want to break down my fears.  What's another challenge I can do? 

 
Noah Kagan: I want you to post on LinkedIn asking for an email today. 
 
James Altucher: All right.  Asking for people to sign up for my email list.   
 
Noah Kagan: Exactly.  And then I think you should share that you're afraid. 
 
James Altucher: Yeah, that's a really great idea.  And you know what?  That sort of 

answers – that's, like, a very copyrighting skill saying that kinda 
answers their objections a little bit.  It, like, tells a little story in 
one sentence. 

 
Noah Kagan: I think that sounds really nice.  I think it'd be good for you, and it'll 

push you, challenge yourself. 
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James Altucher: By the way, I've just realized I've had an inordinate number of 
people on my podcast from Austin. So there's you, there's Ryan 
Holiday, there's Tucker Max, there's Austin Kleon, there's Charlie 
Hone.  That's at least five that I know of.  There's probably even 
more.  Do you guys all, like, hang out together [Laughs]?   

 
Noah Kagan: Yeah, we do.  I don't know Austin very well.  I've read his book.  

But yeah, me, Charlie, Tucker, Ryan.  We hung out I think, like, a 
week ago for Ryan's book launch.   

 
James Altucher: Yeah, yeah.  And then –  
 
Noah Kagan: Yeah, I want to encourage people not – don't move to Austin.  It's 

horrible there.  That's our motto.  Don't move. 
 
James Altucher: No, I've spent some time in Austin –  
 
Noah Kagan: It's hot. 
 
James Altucher: – visiting Tucker, actually, and I really liked it.  I would encourage 

–  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – all million people listening to this to move to Austin [Laughs].  

And then Tim Farriss was just on the podcast.  So yeah, I feel like 
he's an honorary Austin guy.   

 
Noah Kagan: Awesome.  Yeah, it's funny.  It just fits my lifestyle.  Like, I grew 

up in _____, like two miles from Apple.  And _____ engineer.  
Like, I grew up my whole life around The Valley.  And it just – I 
don't know.  It didn't suit me.  I don't want to talk about funding 
and startups and my dick size all day.  And I really wanted a good 
balanced lifestyle and Austin fits that.  Like, a few days ago I had a 
business meeting on a basketball court, and I just walked home and 
it was quiet, just dribbled the basketball, and yeah, it felt fucking 
perfect.  And I was just like, "______ [Crosstalk]." 

 
James Altucher: Why are you in New York City right now? 
 
Noah Kagan: Rameed is doing – I'm interviewing – giving _____ about 

BrainTrust on Wednesday.  And then my good buddy Adam from 
My Body Tutor, I'm seeing his baby tomorrow.  So those are the 
two reasons I came out. 

 
James Altucher: And how long you out for? 
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Noah Kagan: 'til Wednesday. 
 
James Altucher: I'm in town –  
 
Noah Kagan: ______ [Crosstalk]. 
 
James Altucher: – Thursday, but next time –  
 
Noah Kagan: Can I just say –  
 
James Altucher: – you're in town or next time I'm in Austin, we should get together.  
 
Noah Kagan: Okay.  Can I just say one thing?  'Cause I was really curious about 

it.   
 
James Altucher: Sure. 
 
Noah Kagan: _____ if I ask you something?  So I met you at Michael Ellsberg's 

book party or party one time, and I was like a little fan boy.  I'm 
like, "I read your blog" and I was like, "Oh, my God, it's James 
Altucher", and I was, like, screaming and I had your tattoo on my 
arm.  I don't know if you saw that.  And I was like, "Oh, my God, 
James, it's you."  I didn't know how to control myself, I didn't 
know how to behave, but I was like, "Hey, we should meet."  And 
I hate meetings most of the time, and I'm sure you do most of 'em 
too, but I emailed you 'cause you said to email you, and I never 
heard from you.  And I was kinda sad.  And _____ [crosstalk] –  

 
James Altucher: Well, I don't – this is a productivity thing for me.  I don't really 

read any of my emails.  There's really – there's literally no way to 
get in touch with me.  I don't have a phone. 

 
Noah Kagan: Yeah, that's _____ pretty interesting. 
 
James Altucher: And I don't read my emails. 
 
Noah Kagan: Don't have a phone?  Oh, shit.  All right.  Well, I guess that's 

actually – I'm curious for you then, how would someone get a hold 
of you or what makes you respond to certain people?  I think for 
myself, I'm curious, and your listeners as well, like, how does a 
person like yourself, like, having meetings with or help out or talk 
to –  

 
James Altucher: Well, let's talk about you.  So I believe someone I knew very well 

–  



 350ALR Ep. Noah Kagen Page 53 of 54 
James Altucher, Noah Kagan 

 

www.verbalink.com  Page 53 of 54 
 

 
Noah Kagan: Wait a minute. 
 
James Altucher: – and whose opinion I trusted said, "Hey, you should talk to Noah 

Kagan."  So that was, I believe, Ryan Holiday, right?  And –  
 
Noah Kagan: Uh-huh. 
 
James Altucher: – so I sort of feel, like, I have a very good first line of defense.  Not 

defense.  It could be offense.   
 
Noah Kagan: It is ______ [Crosstalk]. 
 
James Altucher: But I feel, for me, I already know a lot of people who I really, 

really like and trust and respect, and so these people are good 
people to kind of say, "Oh, James, you should also include Noah in 
the list of people you know because he's a really good person to 
know."  And then I trust that and say, "Okay, that sounds good.  
Please make the introduction."  So I believe in very much 
permission networking.  So if somebody says somebody's 
interesting and I agree, then that's good.   

 
Noah Kagan:  Damn, that was a good answer. 
 
James Altucher: Yeah, and then I do have an email box, which I have an assistant 

who goes through all the emails, but he's more checking for people 
who have a real serious problem and he thinks I can help or, you 
know, someone who wants me to speak at a conference, for 
instance, although usually, I don't speak at conferences.  So there's 
all this stuff, but I'm glad you reminded me that – I really enjoyed 
Ellsberg's conference, and a lot of people wanted to meet me after 
that, and then I got a little overwhelmed.  And that was really when 
I started kind of not reading email.  I got rid of my phone.  I 
actually, at a conference, threw my phone on the stage and 
smashed it into a million pieces and haven't replaced it.   

 
Noah Kagan: That's awesome. 
 
James Altucher: So I kind of just focus on my writing and trying to be better.  And I 

focus now on this podcast and trying to make it better.  But maybe 
I miss out a little bit by not interacting more with people through 
email and so on. 

 
Noah Kagan: I think that's kind of, like, the moral of your show, though, is just 

kinda being aware and recognizing the things that make you 
fulfilled. 
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James Altucher: Yeah, I know that –  
 
Noah Kagan: ______ [crosstalk] –  
 
James Altucher: – if I always improve myself, then the people around me will get 

improved, then the people around them will get improved.  So for 
instance, by me being very active, helping Ryan – I believed in the 
message of Ryan's book.  Ryan was very interested in introducing 
me to you, for instance.  I think it was Ryan who introduced us or 
Tim or Tucker, one of these guys.  So that's how I build my 
network out, and it works very well. 

 
Noah Kagan: Yeah, I like the thought. 
 
James Altucher: Yeah, and look – and like I said, definitely this podcast was great.   

Let's definitely get together next time we're in the same town. 
 
[End of Audio] 
 


