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Part Formula for Maximizing Success 

  

When you get really in touch with the purpose and the why and the reason behind why you’re 
writing the book, or doing whatever the project or the task or the challenge is, and you can 

connect with that thing you’re doing, that is what pushes you forward. ~Steve Daar 
 

  

Angela: 

Woohoo! I am super excited to be here today. We have a great show for you. This will benefit 

you on multiple levels. We’re gonna talk to this author about the process of writing the book like 

we always do. Uhm, but we are also going to talk about how you can use the techniques in his 

book to maximize with your success, with your book, and with your business. So today we are 

talking to conversion optimizer and author Steve Daar. Steve’s book I absolutely love. It is called 
Profit Hacking: The Web Entrepreneur's 3 Part Formula for Maximizing Success. And I will say 

that one of my favorite parts of this book is that Steve really gets this. He gets exactly what it 

takes. And his formula is similar to what I teach my authors and the members of my mentorship 

program. I’m really excited to have him share with you this book and I recommend that you go 
find Profit Hacking right now on Amazon and just buy a copy. You’re gonna love this book. So 

Steve, thank you so much for being with us.  

 

Steve: 

Thanks for having me Angela. I’m really excited to be a part of this show.  
 

Angela: 

Yey so, terrific! Let’s just start off by telling people about Profit Hacking. What is the book 

about?  

 

Steve: 

So the book is, as the subtitle suggests, it’s a 3-part formula, helping people increase their 

profits online. So, really, there’s only three things that you can do, three levers to pull. You can 
get more traffic so you can get more people to visit your site or to come to your author’s page or 
go to the page of your book. You get to increase your conversion rate so you can get higher 

percentages of those visitors for traffic to purchase or subscribe, or sign up, or contact you. And 

then third, you can improve your economics. You can increase your average lifetime customer 

value, you can increase the amount of money they spend with you and just take the people who 

convert and make them more valuable, uhm, lifetime customer ... 

 

Angela: 

Ok I love this because you’re not talking about just raising your prices. You’re talking about a 
lifetime value. So explain what a lifetime value is.  
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Steve: 

Sure. And raising your prices is generally a pretty good way to increase your economics but 

there’s so much more at play. So, when significantly, what you do, you get someone to buy for 

you, a second time, a third time, a fourth time, absolutely bought from you once as opposed to 

getting someone who never paid you a penny to get to buy from you that first time. And so, you 

put in all this effort and time and energy and investment into getting the first purchase, turning 

someone into a customer for the first time that it’s really in your best interest and significantly, 
more profitable to put some effort into retention program, into getting referral, into coming up 

with other solutions, products and services that can serve your customers and your audience. 

And you’ll be starting off a lot of the time with exciting conversations with them, figuring out 
where else they’re struggling, whether they have needs and wants and desires and seeing if 
you can fill them yourself or if you can find a partner or some other solution and provide that to 

them. As long as you’re continually providing more value and solving more of their problems, 

they’re gonna love you even more and more and find ways to give you more money if you’re 
bringing in the results.  

 

Angela: 

So, authors, I’m coming for you right here. If all you have is a book and let’s say you’re making 
$10 to $20 on that book or maybe you’re making $3 to $5 on an e-book, and that at the end of 

the story and at the end of your relationship, you’re doing these first two legs of the stool. You’re 
bringing in the traffic, maybe it’s to your Amazon page or your website, or your Facebook page, 

you’re bringing in that traffic. That’s the first part of the stool that Steve talked about. We’ll talk 
more about that. Then, you have a certain number of people that convert. So a hundred people 

go to your Amazon page, ten people buy your book, you have a 10% conversion rate. 

Awesome! Steve’s gonna talk a little bit more about how you can change that, make that 20% 
conversion rate. That’s great. But if at the end of the day, all you have is one book that you 
make $10 on, your lifetime value for those 10 customers is $10. Right? You’re gonna make a 
$100 and that’s the end of the story. But when he’s talking about your lifetime value and having 
more to offer them, they’ve come in, they like your book, they’ve given you their $10 or the ir 

$20, what now? What are you going to give them next or are you just gonna leave them high 

and dry and go get more traffic and trying to increase your conversion rate and maybe raise the 

price of your book to $21. You’re running into some issues there. And so I love this formula and 

if you do not have this formula at play with your book, seriously go get this book ‘cause you are 
missing out on the whole story. So, I hear people, Steve, talk about a lot is that they want more 

traffic. They want more reviews for their book, they want more people going to their Amazon 

page, to their website, they want more likes on their Facebook page. So let’s start with, ah, how 
do you get more people doing that stuff? How do you grow the traffic? 

 

Steve: 

So, in the book, I talk a lot about the secret to maximizing traffic, finding ways to get floods and 

floods of traffic to come to your website or driving it to the pages that you want to. And the 

secret is that it often doesn’t have a whole lot to do with traffic and it has a lot more to do with 

your conversions and your economics. So, if you have a page that works or a website that 

works in terms of effectively turning visitors into buyers, subscribers, leads, and then you have a 



good backend system that is able to monetize, and very profitably monetize those conversions, 

then traffic becomes really easy. You can go out and you can buy advertising on Google, on 

Facebook. You can have affiliate or JV programs ‘cause if you’re that much better in all kinds of 
traffic, then other people in your niche, in your marketplace, and other people who have 

audiences that serve the people that you’re going after, they will happily send you traffic 
because they know of splitting the proceeds with you is gonna be more valuable than sending it 

to their own things. And so really working... 

 

Angela: 

So, you’ve got a book that’s making $10 and that’s the end of the line for you. That doesn’t give 
you a whole lot of play, right? Like I’m not gonna have people beating down my door to make 
half of my $10 or something, right?  

 

Steve: 

Probably not. And even through a lot of times, I’m sure you know this much better than I do, but 
authors think about, Well, I’m a writer, I’m an author. And they might not understand the other 

things that they can have to sell, but when someone reads your book and they’re spending an 

hour to several hours reading, they get to know you a little bit, they get to feel like they know you 

kind of more personal level, they get to ... know they can trust you and really see you as the 

expert in what it is you wrote a book. Like the root of the word authority is author and so, for me, 

like, one thing this morning actually, I paid a guy who’s a Facebook advertising expert, $500 for 
1 hour at a time. And one hour of and I’ve taken courses, I’ve driven thousands and thousands 
of dollars on Facebook ads but I knew that in an hour, I could get more. I could just shortcut my 

jump to the next level. And so, these people out there who even maybe if like, you think you 

give away all your best stuff in the book, there’s people that want some custom solutions, and 

that want to get your take on their situation. So even something that is offering some consulting 

and with a ..., it’s really easier to get set up and set up a page where people can pay you by the 
minute for some consulting. Or on, if you have some coaching package, that’s like on the high 
end, and then of course, there’s a whole bunch of things in the interim like group coaching 
where it’s smaller size, or even one-off webinars or an info product. There’s a whole bunch of 
things you can do in between to add to the economic side of the equation.  

 

Angela: 

I love that. So, uhm, great. So let’s talk about that middle leg of the stool, that conversion. And 
what I love, you talk about these are three levers. And so when you talk about adding traffic, 

let’s say tomorrow, you read Steve’s book and you knew how to get a million people to your 
website tomorrow. But the key thing is, don’t go do that until you know how they’ll convert 
‘cause that will tell you whether or not you’re making the right investment of your time or your ad 

dollars or however you’re gonna drive that traffic. Right? It’s gonna cost you something, time or 
money to drive that traffic. So, don’t do that until you know how you convert. So, what does that 
mean?  

 

 

 



Steve: 

So, again for authors, like if you’re selling a book on Amazon or some platform that you do not 
own, it’s tougher to know exactly what your conversion rate is. And it’s tougher to do things like 
A/B testing ‘cause you don’t own the web copies your book is selling on. But you can try and 

figure out through asking people who have read your book or like your community or tapping 

into your social networks and get an idea of uhm, like what messaging works really well, like the 

first couple of lines of the description of your book on the Amazon page is really important. And 

so what I found has been valuable for testing these things through the title of the book, the 

subtitle of the book, and for the cover image, which really are probably the three most important 

things ‘cause even if you... 

 

Angela: 

Absolutely. 

 

Steve: 

… absolutely do not judge a book by the cover, most people are going to. And so, what you can 
do is set up some Facebook ads and target the, you can choose the people that you target the 

ads to, to be people that you know generally would be interested readers of your book. You set 

up ads where everything is exactly the same except in one hand, the image is different and test 

two or three different potential cover images that you’re gonna go with for your book. And then 

make couple … tests ... different headlines or in this case, will be the title of your book. And you 
can see which one gets the highest click-through rate and you can also drive them to like a fairly 

simple squeeze page or an optin page where you say, “Hey, like get the first chapter or the first 
two chapters for free, like as an early bird for this book” and see like which cover or which cycle 
gets the highest optin rates. And so that can help you on … control in a controlled way ‘cause 
you can turn the traffic on and off like a faucet and see which one gets the most attention, which 

one gets the most engagement, gets people to take action. And so it might not be an exact 

perfect science when your book is selling on Amazon but you can use those things to clue you 

in on to how you can get those glamor parts of your book to being more attention-grabbing and 

get people to take the action to ... 

 

Angela: 

Steve’s got an awesome hack here. If you wanna know how many people are thinking about 
buying your book and you’ll have some idea of how many convert, if you go to his website 
profithacking.com, you’ll see how he created a landing page for his book that is really action-

oriented, that you can actually see from this site how he can turn traffic on and off to this site 

and get a sense of how many people are coming there and then look at his sales, and get a 

sense of how many of those people bought. So, it’s a really different author website than the 
ones that you may have seen before because it is all about that conversion weather that he’s 
talking about. So, definitely check out profithacking.com. So Steve, let’s talk about writing your 
book and what that process was like for you. When you decided that you wanted to take this 

knowledge that you had, I know from your experience you knew a lot of this stuff, how did you 

decide to make it a book? And then walk us through how you actually wrote it. 

 



Steve: 

Yeah. So, this was ah, depending on how you want to look at it, it either took me 9 days to write 

the book or it took me years and thousands of dollars to write it. So, I knew I wanted to write a 

book on how to drive traffic, ... traffic and monetize it for quite some time. And starting when I 

was 22, almost 23, I kind of fell, I just fell in love with marketing and learning what makes people 

click and what makes people buy and it eventually led to the web and I learned about all the 

various parts of how to effectively convert … web traffic and so as I gained all this knowledge, a 
quote that I love from the author Justine Musk is that “Reading is the inhale and writing is the 
exhale.” So I’ve been inhaling, haha, for years and I finally decided to write the book. In early 
2014 is when I kind of first got, I guess half-fully committed if that’s a real thing. And as well as 

started… haha. 
 

Angela: 

That’s like half-fully pregnant, right?   

 

Steve:  

Right, exactly. I was fully pregnant and, haha, so what I started doing was I took a handful of the 

books that I thought were the most relevant to what I wanted to write. And when I read, I have a 

pen, I pretty much only read physical books and I have a pen in hand and I make all sorts of 

notes on the margins and underline, stars, highlights. And so I took onto books that I had read, 

just spewed my ink all over the pages and I went through and I looked through the things that I 

marked. And then, on the second way through, I kind of pulled out the things I thought were the 

best ideas, concepts, analogies, quotes, and put them all down on to index cards. And then I 

filed the index cards based on the general category the idea was in and so, then I had a whole 

bunch of categories. Each one eventually corresponded to a chapter in the book. And so then, I 

had all the, I had a file holder of notecards and then I kinda didn’t do anything with it for awhile. 
And then after that, in one of my friends retreats and one of the things we talked about, a lot 

about was commitment, so finally like, okay, I got fully committed to writing this book.  And at 

that time, I was living in San Diego and I’m from Chicago. I live in Chicago now but for a month I 
lived in San Diego in August of 2014. So, I was staying at this place that didn’t have any internet 
and so everyday, I was going work at the library and coffee shops. But I did all my writing in the 

place I was living because there were no distractions. It was perfect. And I didn ’t need to 
research anything, I had everything with me with those notecards. So I pull out the notecards for 

a certain chapter, I kinda lay it on in front of me and I’d move them around. I would basically 
storyboard in my chapter and then, I would expand on the ideas on my notecards and 

customize it too, about the aim of my book and what I was talking about, and some personal 

experience, some stories, and then I had a chapter. And I wrote anywhere from a thousand to 

3000 words a day for over nine days and then my first draft is written.  

 

Angela: 

Wow! That is an awesome story. So, because you have those notecards, because you’d 
already thought about all the content that was going into your book, did that eliminate, for you, 

writer’s block or getting stopped or were there still times where you pull out the index cards and 

be like, “Ah, I don’t want to write about this” or “I don’t have anything to say.”    



  

Steve: 

So, if I experienced any writer’s block whatsoever, I don’t really remember it now. And I 
experienced it all the time when I try and write blog posts or like when I do other writing. But with 

all, so much work done in advance and having the storyboard for me, sometimes like I’d ... 
through my notecards and ... notecards from other chapters to just maybe cross-pollinate or like 

spark some idea, but the amount of writer’s block I experienced was minimal. I thought the 
writing process was pretty joyful but the process of getting the notecards was very time-

intensive and at times a bit of a struggle. The editing process was certainly not my favorite thing 

but I thought the writing process was pretty fun and easy.  

 

Angela: 

So, you talked about two things. Uhm, so a lot of people who are listening to this show have 

wanted to write a book for a long time and they haven’t been able to do it. And there are two 
things that you have shared. One ... talked about this period of time when you were sort of half -

pregnant with your book, half-committed. You had the idea but you weren’t all in. And then, you 
talked about the idea of these notecards or having the storyboard ready before you started 

writing. So, what do you think was the difference in that period before you were fully committed 

and after? What put you over to be like, “No, I’m just gonna do this”?  
 

Steve: 

Yeah. So, commitment’s a funny thing. And it’s really hard to explain and even after the retreat 
on the side and kind of having a lot of conversations on commitment since then, it’s kind of 
really difficult to pinpoint like what’s the difference between being really committed and not. And 

so, if someone has like a really eloquent definition or like if they have the little secret or the half 

clue, if you just maybe like, pinch like your right elbow and suddenly you’re committed, like I 
would be all ears on that. So, uhm yeah, I think what really happens is when you get really in 

touch with the purpose and the why and the reason behind why you’re writing the book, or 
doing, you know, whatever the project or the task or the challenge is and you can connect with 

that thing you’re doing, that is what pushes you forward. That’s what’s gonna help you get 
inspiration, or reach out for help or just do it even if, like at the end of the day, and otherwise, 

like you might have blown it off. Uhm, that for me was big, being able to remember like what 

sparked that idea to write a book in the first place, or what made me so excited about it, like 

when I started to pull books out of my shelf and write down the all best ideas on the notecards 

and invest those dollars. Uhm, that was, was kind of the thing that pushed me over the edge. 

 

Angela: 

So, I mean here’s what I love about this. It’s this awesome combination of this sort of right brain 
ethereal commitment that sort of came from your heart and then, this sort of left brain technique 

of the notecards and storyboarding the book that came from your head. And I think just having 

the notecards wouldn’t have pushed you over the head, over the edge and just having the 
commitment alone wouldn’t have gotten the book done either. But you really married both of 

those things. And a lot of people, you know, they’re fully committed with their heart but they’re 
not taking the forward action or they’re taking forward action. A lot of people just start by writing 



but they don’t have their why in place, and so twenty pages in, they give up. So, that’s really, I 
think for me, the big takeaway about this is the commitment plus the strategy and these were, 

you know, tactics. This is like actual techniques plus that commitment with your heart. So, you 

mentioned that you didn’t love the editing process so, let’s talk about that. What happened next? 
How did you edit your book? And then, we’ll talk about how you published it.  
 

Steve: 

So, what I did is I reached out to a whole bunch of people and said, “Hey, I really just, I feel like 
this book wrote itself. It came out in nine days. I’m really proud of the first draft but I know that 
it’s far from complete. And I asked people, “Would you be willing to be a beta reader or like an 
early access reader in exchange for giving me your feedback?” And I came up with a list of 
questions and as a conversion optimizer, a huge, huge part of the work is asking good 

questions to customers and visitors and prospects, and really getting to understand what they 

like, what they didn’t like, and what else they need and just really get into the heart of how 
things can be improved. And so, I had a handful of questions and I got twelve people to commit 

to reading my first draft and answering my questions and giving me their feedback. And so, I 

had a hard deadline on when they get the feedback back to me and twelve people, twelve of 

them, there were twenty people who originally committed, got back. Then, I just had thousands 

and thousands of words of feedback and it was really overwhelming. And for me, I a lot of times 

like to create and I like to focus on the big picture and going back, and then tweaking and 

changing and polishing and focusing on details is now my favorite thing in the world. So, I had 

all this feedback and I just sat on it for a month, maybe two months, and then I had the idea. I 

was like, Oh, like I don’t need to do this. I could just give all this feedback to my editor who I 

hadn’t hired yet. But I can hire an editor, give him the first draft, give him the feedback, and I’d 
said there’s three to four people whose opinions I thought were really strong and they had 
backgrounds pinned in editing and writing. And so I knew that they really, really had a lot of 

value to add. So, like here’s all the feedback, these three or four people. Pay extra attention to 

what they said and when you come back to me with your first ..., after your first pass, make sure 

that you’ve included much of this into your notes and your comments and your edits. So, that’s 
what I did. I hired an editor.  

 

Angela: 

Oh, my God. Hmm. That is awesome! 

 

Steve: 

My editor’s name is James Ranson.  
 

Angela: 

Oh! You work with James. We love James here. He’s awesome.  
 

Steve: 

Yeah. 

 

 



 

Angela: 

So, here’s again like action, forward, action and if you are blocked or you’re stuck, like finding 
some practical way to move forward, that’s fantastic advice. The other thing I wanna make sure 
you guys didn’t miss that Steve shared there. I hear a lot of people sharing early reader copies 

of their book to get beta reader, feedback from beta readers, which is great! Except for usually 

the question they ask is, “What do you think of this book? or “I would love to hear your feedback 
on my book.” And those sorts of general questions will get you a whole manner of responses 

that may or may not be useful. So, one of the techniques Steve used is, and I wanna point out 

to you guys, is asking really specific feedback that he wanted, not just generic feedback. Were 

there any questions that you can share, that you shared with your beta readers to help them 

focus on the kind of feedback you wanted to get? 

 

Steve: 

Yeah. I just pulled out my document right now so here are all the questions I asked. 

 

Angela: 

He knew I was gonna ask. 

 

Steve: 

Haha, yeah. So I asked: What parts of the book did you like most and why? What parts of the 

book did you like least and why? Was there anything that confused you, frustrated you, or 

turned you off? Did you feel any sections of the book were too rushed or that they move too 

slowly? Were chapter titles and openings compelling? Did they make you want to read the 

whole chapter? Do you have any thoughts on structure of flow and the voice of the book? And if 

the content of the book was published as is, will you recommend it to others? What could be 

changed, added, or moved to make you more likely to share it? 

 

Angela: 

Fantastic questions. You guys at the authorincubator.com/blog. We will post not only this 

interview but the transcript of this interview and I encourage you to take those ideas from Steve. 

Those are amazing questions and a lot of times the way we ask questions determines the 

outcome. So, if you ask a question in a way that sound like you want people say, I love the 

book, sometimes, the feedback is, It’s great! or It’s really awesome or if they feel like you want 

criticism, they’ll look really hard to find something that they can critique and give you negative 
feedback. So, if you’re like I don’t think it’s really good. I’m not sure about it, then you’ll get, you 
know, more instructive criticism. So, what’s great about those questions is they’re really 
balanced and they gave the readers something to react to. So, instead of trying to think it up on 

their own or make sure they’re answering you the way you want to be answered. So, fantastic. 

You know, our last couple minutes and I feel like I could talk to you for hours. You have so much 

great advice for our readers. And again everybody, this is Steve Daar. It’s D, double A-R and his 

book is called Profit Hacking. You can find it on Amazon or go to profithacking.com for the link. 

Steve, what is your final advice that you would leave us with today. What is something for 



somebody who wants to write a book like you did but hasn’t fully made that commitment, hasn’t 
been able to, what advice would you give them for getting it done?  

 

Steve: 

Uhm, to, I know I don’t have all the time but, real quick, on the publishing. One thing I did I 
reached out to people and built a launch team. I had about seventy-five people commit to being 

on the launch team. About thirty of them actually followed through, but I read the final draft 

before the book came out and I soft-launched it just to them the day before the official release 

and got a bunch of reviews up on the site before it was kind of released to the public and I did 

all my promotion and my marketing, and in exchange for people being on the launch team, I 

offered them a free copy of the book, half-hour of consulting, and some other bonuses. So, I 

really made it uhm, worth their while to do it and it was, I think, really helpful in getting the book 

promoted on a fairly large scale ‘cause a lot of them shared, the day of, the first couple of days 
of launch. And it kind of helps create enough momentum that it still sells anywhere. It’s about 
three to five copies on an average day. 

 

Angela: 

The great thing about a launch team, the great thing about having the launch team is it also 

holds you accountable to getting that book done because you’ve got people committed to 

helping you. So, awesome final advice. Steve Daar is the author of Profit Hacking and I would 

encourage you all to pick up a copy of his book. It’s The Web Entrepreneur’s 3 Part Formula for 
Maximizing Success. Steve, thank you so much for being our guest today.  

 

Steve: 

Thanks for having me. I had a great time.  

 

Angela: 

We’ll be back next week at Book Journeys Radio. Changing the world one book at a time.  


