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Nik T.: 00:00:37 (silence) 

Nik T.: 00:00:41 Hey, Trudy. How- 

Trudy R.: 00:00:42 Hey, Nik. How are you going? 

Nik T.: 00:00:45 Good, thanks. Let me just make sure my audio is working. 

Trudy R.: 00:00:47 Yeah, I think so. 

Nik T.: 00:00:50 Are we doing video or audio only? 

Trudy R.: 00:00:53 We can do both. Then we can use snippets of both to- 

Nik T.: 00:00:58 It's just that my bandwidth is a bit choppy today. 

Trudy R.: 00:01:00 Oh. If it gets to be a problem we can turn the video off. 

Nik T.: 00:01:03 Okay, fine. 

Trudy R.: 00:01:04 Because I think I'm going to have a cat up on my desk in a 
minute. Sorry. 

Nik T.: 00:01:08 No problem. 

Trudy R.: 00:01:10 Yeah. 

Nik T.: 00:01:11 Right. 

Trudy R.: 00:01:13 Yep. There. I'm not surprised. All right, cat. If you're going to be 
here, you have to lie down. 

Nik T.: 00:01:17 All right. Let me just get my audio settings done. Okay. Perfect. 
Audio, audio, audio, audio, audio. Right. [inaudible 00:01:31]. 
Yes. All right. I'll put this input as that. 

Nik T.: 00:01:40 Can you hear me okay? I've got a big mic in front of me. 

Trudy R.: 00:01:43 Yeah, no, it sounds good. It sounds really good. Can you hear 
me all right? 

Nik T.: 00:01:44 I can hear you, yep. Loud and clear. 

Trudy R.: 00:01:48 Oh, that's good. That's good. Hey, I just wanted to say thanks 
for agreeing to do this interview. 

Nik T.: 00:01:53 That's okay. 
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Trudy R.: 00:01:54 Yeah. 

Nik T.: 00:01:55 No problem. 

Trudy R.: 00:01:57 It'll be fun, yeah. Because I'm going to be launching it on the 
16th of April, so I'm just trying to get as many together as I can 
and get them going and practise my interviewing skills. 

Trudy R.: 00:02:10 Cat, you're going to have to hop off. Sorry. 

Nik T.: 00:02:12 Yeah, no, all good. I've been on enough of these now, so fairly 
comfortable coming in as unprepared as I can. 

Trudy R.: 00:02:25 Yeah, so it doesn't sound canned or anything like that. 

Nik T.: 00:02:27 No, no. I prefer that anyway, because that way you do get the 
spur of the moment answers. It's not programmed. Otherwise, 
it looks like one of those fake interviews. "Hi, we'll just cross 
over to John, who's going to tell us what's happening." 

Trudy R.: 00:02:47 Exactly. 

Nik T.: 00:02:50 And John was briefed well beforehand. 

Trudy R.: 00:02:52 Yeah, exactly. Exactly. Well, maybe if we just go ahead and get 
started. 

Nik T.: 00:02:58 Yep. Go for it. Go for it. 

Trudy R.: 00:02:59 I'll just start. Maybe if you could just tell us a little bit about your 
background, and what made you decide to start LeadsHook? 

Nik T.: 00:03:08 All right. Okay. First my background. I was born in Fiji, migrated 
to Australia in '88, after the coup in Fiji. High school here, 
university here, and then worked here. Worked in New York, 
came back did another degree in mathematics. 

Nik T.: 00:03:27 After I transitioned out of banking, went into a company that 
does branding, product development for fast moving consumer 
goods, which is hairsprays, skincare, haircare, a variety of... 
They had about 5,000 SKUs, so many, many brands. Some of 
them just being distributed on behalf of other companies, like 
GlaxoSmithKline, the really large corporate type stuff, Macleans. 

Nik T.: 00:04:01 The margins that they give you were very, very thin and then 
getting thinner over time. So they transitioned to the strategy 
where it was to launch your own brands. So that's what we did. 
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We launched a number of brands, toothpaste, body sprays. I 
think I was involved in well over 30 or 40 product launches. But 
this is old school media. This is '90s, well before the internet, so 
a lot of radio advertising, TV advertising, and all that sort of 
stuff. 

Nik T.: 00:04:32 But the penny started dropping is that we used to do a lot of 
market research to get it right. We had I think about 10 or 15 
winners in a row. Then we decided not to do research for our 
16th one, I guess, and it bombed miserably. So the lesson there, 
the first lesson was, "Well, if you take shortcuts, you're going to 
pay for it." 

Trudy R.: 00:04:54 Yes. 

Nik T.: 00:04:57 That was the first lesson. Since then, I rarely take shortcuts and 
whenever I do, I'm reminded of why... I guess, the better way of 
putting it is that the bigger the outcome, the less shortcuts I 
take. If it's cooking dinner or something, I know that if the 
chicken's a little bit over done, who cares, right? 

Trudy R.: 00:05:20 That's right. 

Nik T.: 00:05:22 But if it's something that's going to matter, then, obviously, you 
can't be sloppy or you're going to pay for it. So by the time I'd 
finished all that stuff, I'd written lots of ads, done lots of 
marketing ideas. I started playing around with... Actually, I saw 
an ad for... Who was it? It was for Ed Dale and Frank Kern's 
Underachiever Method. I was on some mailing list. It turned up 
and it's suddenly like, "Wow. These guys are printing money." I 
was doing quite okay by then, but I thought, "What's this?" I 
was more curious about this internet thing than anything else. 

Nik T.: 00:06:06 I rocked up to the Gold Coast. It was a three-day event or two-
day event, I can't remember what it was. The very first one that 
they did. They were talking about selling $10 ebooks or 
whatever it was, $15 ebooks, but you launch many of them. The 
aggregate makes you the money, rather than each individual 
one. It sounded interesting. I decided to do one. And that was 
my entry into online marketing. 

Nik T.: 00:06:35 I followed their method. Normally, they put a quiz up, of all 
things, where you basically take the answers, you piece them in 
as what would like chapter headings or whatever. It was very 
raw. I didn't even know why it would work. But anyway, I 
followed the method. There're a lot of things missing in it. 
Maybe for the time, I guess, it worked, because the market 

https://www.rev.com/transcript-editor/shared/pNPscuhK3R9Dc97kl19EnRdy6NCRdu_IIBV_E7iHgaWKSY0R7aikIsxBYQ8avBsOdDyib2dCUGIGlstsQWMg4kwEk6M?loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=Sg6D-WChN5RUzN5Wa9AO63Oh2iefLNbwjpw5Jv-ENhWrwNjgZEJXgSm1lpDlpMRuxAFFrXm4NlMgZgnXeWiDdAdWalA&loadFrom=DocumentDeeplink&ts=272.07
https://www.rev.com/transcript-editor/Edit?token=T7tXKgWxBvO4d87E0QVWVy7rRPK9y5a2_bZNQyCUW8MK54OKkq8nFL7ByKQE4sEbj2Beu9Zjz07i-ViIlrl4dXGZ7oY&loadFrom=DocumentDeeplink&ts=294.36
https://www.rev.com/transcript-editor/Edit?token=x3kVUZA2WFn3h65Es1tRVvxmI7y-ZfAOMq1Si8zYbjk68ruhue04HbWKXesaFve2G8OE4mpkbm-qcdA2qO3xWJ_G62w&loadFrom=DocumentDeeplink&ts=297.01
https://www.rev.com/transcript-editor/Edit?token=s7CwKG7S0gsAvkrz_rabR0DpreyoDJmmmDd7tUfksF95kE5sR3VJ9pL0Kc33I_kRjxmP3VFN_e-BIyTnw768JB6-qag&loadFrom=DocumentDeeplink&ts=320.27
https://www.rev.com/transcript-editor/Edit?token=fKjUy0rjEkHU63riJCUSnixTndPhLdv3xTtCWBMjj4K-hWaWns3fpLPr8V_opuiiH1N8buRaK38zvLef61mJcx2chd0&loadFrom=DocumentDeeplink&ts=322.68
https://www.rev.com/transcript-editor/Edit?token=KeZ58Jk8MOBZcIgsixbV9IryIhogBQdEKzxUWa02nx6sYbdDVPn4RQ8pdeVDtnO9lWPFjJ8JwYicgTrFIZP5iiPKbCA&loadFrom=DocumentDeeplink&ts=366.62
https://www.rev.com/transcript-editor/Edit?token=b1gjy7x71w3jT-WkSjBWFHEEegzoyWWe-CyWksLmmOpy-gIdAPpBmXE3l2jCmmi_GMXY8bkfOE_W6tP-nooal2lwOz4&loadFrom=DocumentDeeplink&ts=395.38


This transcript was exported on Mar 15, 2020 - view latest version here. 

 

 

Podcast Interview with Nik Thakorlal 10 March 20... (Completed  03/11/20) 

Transcript by Rev.com 

Page 4 of 18 

 

wasn't sophisticated enough. You could get away with a very 
sloppy ebook. I don't think that will fly today. 

Nik T.: 00:07:10 I hired someone on Elance or one of the freelancer sites. I think 
for about $400, he wrote me a book on something called Yu-Gi-
Oh, which I'm not sure many people would know. Yu-Gi-Oh was 
this Japanese card game thing. I still don't know what it is, 
actually. In fact, I sold it and I didn't know what it was. So I just 
had this guy write me an ebook. They were talking about 
upselling someone, so I was like, "Okay. Well." I know what an 
upseller was in the offline world, I'm like, "How do you do an 
upsell in the online?" He goes, "You can give audios of the 
book." So for another 50 bucks, the guy read the whole book, so 
I had an audiobook, which is the upsell. I launched it and it was 
probably my biggest marketing failure. It was an absolute bomb. 

Nik T.: 00:08:05 I guess, it wasn't so much about whether I got it right or not. It 
was following through the process to see what would happen. 
But by then, Facebook wasn't around, obviously. Facebook 
wasn't even born yet. But you could run Google Ads. You could 
basically have one ad group and you could have 2,000 keywords 
in it, which were totally unrelated. You could bid like one cent 
clicks. 

Trudy R.: 00:08:29 Wow. 

Nik T.: 00:08:30 And it would just work. You'd bid on car finance and all just 
totally, totally unrelated stuff. Because, I guess, the marketplace 
wasn't competitive, the algorithm wasn't sophisticated at all. It 
was all very just, "Whatever." I guess, anyone who would rent 
an ad actually make the money, basically. I got lots of traffic. My 
first lesson was that Yu-Gi-Oh didn't work because they were all 
13-year-olds. 

Trudy R.: 00:08:59 Of course. 

Nik T.: 00:09:02 Once again, it reinforced the fact that if you don't research the 
market, you're going to pay for it, which was another... So, 
anyway, it reconfirmed that the offline lesson still applies 
online. People are still people, and there's no way around it. 

Nik T.: 00:09:20 But that was my first entry into how to use a... I was doing lots 
of quizzes in the offline world, i.e., focus groups and all that 
stuff. I wasn't unfamiliar with the concept of asking questions. 
But that got me interested to see, because what Google allowed 
me to do was to see microsegments, which is something that I 
had not encountered previously. Because in the offline world, 
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because the ad spend is so high, as in the media... You place a 
TV ad, it's not like you can tell the TV guy, "Hey, can you run 60 
ads or 60 variations. The one you're going to run in Sydney is 
going to be different to the one you run in Melbourne," that just 
doesn't happen. You run the same ad everywhere. 

Nik T.: 00:10:08 I think the offline media's become a bit more sophisticated now, 
but back then it was all or nothing. You had to do a lot of 
research to make sure that you got it right, because after you 
make the ad and you put your first placement that's a serious 
chunk of change. If it's a bomb, you'll... And you didn't find out, 
because you had to run ads multiple times. After you'd spent a 
month's worth of media, plus the production cost, and then if 
you find out that the whole thing isn't going to work, it was a 
fair chunk of change. 

Trudy R.: 00:10:41 Yeah, and too late. 

Nik T.: 00:10:43 A little bit too late, yeah. So you needed deeper pockets. So you 
spent a lot more time in research. You were much more careful 
with what you launched into the market rift. 

Nik T.: 00:10:52 The online world was totally different. You could spend only $2 
if you wanted to, or whatever, $5 if you wanted to. That's still 
true to this day, but the realisation of me was that, "I can spend 
$5 and create 1,000 different appeals to market segments." 
These are the things you wrestled with in the offline world, 
because you could "Appeal A looks good. B looks good. Which 
one is it?" You'd toss it up in your mind. You'd try and get more 
understanding about the customer. Sometimes you'd just flip a 
coin, basically. It was like, "Hey, listen, we'll just go with this one 
and see what happens. It looks like our best guess is it." There 
was really nowhere to test it without spending money. 

Nik T.: 00:11:35 So anyway, you didn't have to do that in the online world. You 
could just say, "Yeah, here's my 50 ideas," and you could test 
your dumbest idea, as well. What it showed me was that your 
dumbest idea could end up being your best idea, which meant 
that we were leaving a lot of money on the table in the offline 
world, because we were too scared to experiment in that 
manner. 

Trudy R.: 00:11:59 Yes. 

Nik T.: 00:12:00 But that also meant that you could bridge online and offline 
now, which is you could do a lot more experimentation online 
and then take your best winning concept and only convert those 

https://www.rev.com/transcript-editor/shared/pNPscuhK3R9Dc97kl19EnRdy6NCRdu_IIBV_E7iHgaWKSY0R7aikIsxBYQ8avBsOdDyib2dCUGIGlstsQWMg4kwEk6M?loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=yMZoEsW51YoK3eyKUZoovackey13JItqRJ9zDScKilYB2A1qe_NuyVnLNJyIKnlxPEm8GUTtPoJkHhem8W2K-yTQsAE&loadFrom=DocumentDeeplink&ts=608.02
https://www.rev.com/transcript-editor/Edit?token=KKS4T0P_sUYLOXo-QNK9D6FBs7PC_HQjtuKMn0NE8oAUIsvYZTqIUWU7mltSrzSsc2atKg6R1agpS4umtF9y8inGdfg&loadFrom=DocumentDeeplink&ts=641.55
https://www.rev.com/transcript-editor/Edit?token=vyV2hHsrsY38p3BaTE6mFNceY13lwpLcWtsK68zGqLHQfQvg4lJ-ZOsrf_TJ8hMHrMwTUJmvnXkzCO21jfzD291bsu0&loadFrom=DocumentDeeplink&ts=643.3
https://www.rev.com/transcript-editor/Edit?token=OpT344a8PEkFNVin15Z5ox_MnQLfvZuhjR44wIwRc2D5BDN_f-1nWDZQeUchzyqSRbnbdI4CnWBO5-b3AFg8RoZXUjs&loadFrom=DocumentDeeplink&ts=652.47
https://www.rev.com/transcript-editor/Edit?token=9-NPc7V6kqy_ggTT9w0NRes6Ei7cGdMLXZBNOMH5GavmnBIs5G-kbrkv8-CDmH0gYZvO1Kk-7Xy1_jOuNTTZD5uYrSk&loadFrom=DocumentDeeplink&ts=695.57
https://www.rev.com/transcript-editor/Edit?token=9b1rPofd6HXsxufD0vKtYKLxPHAnH9k-o5EmHf7Z3u9D_AEvOfLYerf9xRbRQ22BEyyCIbUbKj0nNjhHvoP8SY6JEes&loadFrom=DocumentDeeplink&ts=719.64
https://www.rev.com/transcript-editor/Edit?token=L5p0On6msvgwOlMaqAdcygE7KVr22KMO82c79WhrShVrKBXmW4AR0MOglSP1XqnSAFfcYqzYcjAJ_XCu0d_rP39Y8aE&loadFrom=DocumentDeeplink&ts=720.77


This transcript was exported on Mar 15, 2020 - view latest version here. 

 

 

Podcast Interview with Nik Thakorlal 10 March 20... (Completed  03/11/20) 

Transcript by Rev.com 

Page 6 of 18 

 

offline. By then, I'd gotten out of that business, so there was no 
need to do that. But if I were to go back into a business that had 
a huge offline component, then I would do a lot more of this 
online stuff first to validate before I took it offline. So creates 
lots of YouTube ads and take that for a 30 second commercial, 
rather than some focus group study that you did. You still do 
that to get your ideas down, but, I think, you could do a lot 
more experimentation and testing before you... 

Nik T.: 00:12:47 So along the way, I started learning that I could... Even the Yu-
Gi-Oh example, I found that the kids who lived in the US were 
different to the kids in Australia. The kids who played this type 
of a game were different to kids who played that type of a 
game, 14-year-olds played a different kind of a game to the 10-
year-olds. So I could already start seeing lots of segments here 
and the best way to grab the data about the segment was to ask 
some quiz or whatever. 

Nik T.: 00:13:12 That was the very first inkling I got of this. I didn't pursue that, 
because I knew it was a dud market. It didn't make any sense. 
But then I did that with the haircare product. Because I knew 
that that's what had to happen. By then, I'd taken a course by a 
gentleman by the name of Glen Livingston, who came from also 
the offline world, but he came with lots of statistical studies and 
they used to do, for guys like Procter & Gamble usually. He 
showed a methodology how he statistically validates a lot of this 
stuff. He would create this multiple pages funnels. That was 
something that was in my mind, but what he did just didn't 
seem very scalable to me. It was a lot of work. I was like, "No, 
this needs to be in a tool." So a few things came into play. 
Obviously, I came from the banking world, so I had a quant or 
mathematics background, so those sort of things came naturally 
to me, and the LDF abstract type of stuff. 

Nik T.: 00:14:14 Then I'd been working with a developer for an e-commerce 
store. We flew to Dubai and stayed in a room. I shared my crazy 
idea and he said, "I think we can do it." And that's how 
LeadsHook was born. It was born because I had seen that these 
things... It's microsegmentation that allowed you to position the 
product based on the segment you were in. For the female 
market, it was "What do you aspire your hair to be?" So, 
"Where do you want to see your hair versus where you are 
now?" The second question was like, "What issues are you 
facing with your hair?" The third one was your age. The fourth 
one was your natural hair type, so if you take all the colour out 
and straightening and perming and all the other stuff. It ended 
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up being that you could create almost 30,000 combinations of 
the various answers that they were. 

Nik T.: 00:15:13 That's when the penny dropped for me that this is extremely 
powerful that you could go down to 30. I'd never heard of 
anyone talking about 30,000 market segments. It was an idea 
crazy enough, but I'd seen initial results to show that that 
maybe something that has got a lot of legs. Thus LeadsHook was 
born- 

Trudy R.: 00:15:41 Yeah. Wow. I- 

Nik T.: 00:15:41 ... to facilitate that. 

Trudy R.: 00:15:41 Yeah. Because I've seen that funnel that you're referring to, the 
hair one. You've got examples of that in the training area for 
LeadsHook. 

Nik T.: 00:15:48 Correct. 

Trudy R.: 00:15:49 It looks amazing. It looks really, really, very professional. I think 
based on something you said a while ago, you said there was a 
story behind why the haircare. Why did you pick that one? 

Nik T.: 00:16:06 That's because it was a company that I could buy for a $1. 

Trudy R.: 00:16:13 As you do. 

Nik T.: 00:16:15 Having said that, those opportunities are everywhere. The 
problem is that not a lot of people are crazy enough to want to 
take an idea that's dead. But to me it made a lot of sense, 
because I was more interested in the technology to validate the 
crazy idea, rather than spend a lot of money and time in 
product development. Plus, I'd already done all that. I'd done 
product development side of things, so I was familiar with how 
to make products. That's why it made a lot of sense to do that. 

Nik T.: 00:16:44 The reason why I wanted a physical product is because it was 
something that I could test in a very large market. I could have 
done that with another ebook, but that to me didn't seem like a 
valid enough test. But the idea was so crazy. At the time I was in 
partnership in another business, so I got out of that, and I said, 
"Listen, this is just..." Firstly, it was very difficult to sell to 
someone. I said, "I'm going to take a business that's worthless, 
I'm going to take a technology that doesn't exist, and I'm going 
to somehow make it work." I don't think I'd be able to... It 
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wouldn't be a very good pitch, let's put it that way. "And I've 
never done it before, so, hey, who wants to fund this?" 

Trudy R.: 00:17:36 Make a great pitch deck. 

Nik T.: 00:17:38 Yeah. It's, I guess, what you shouldn't do if you were looking for 
external funding. [inaudible 00:17:44]. But in my case now, 
because it worked for me, I gravitate to those sorts of things 
now. I'm like, "You know what?..." You really need to be crazy 
enough to want to test stuff that doesn't exist, because that's 
the big gains are. If you're the 50th person, why should the 
market reward you with riches. That's what I'm seeing online is 
that everybody wants to buy the proven thing. I'm like, "Well, if 
it's proven, that means it's already arbitraged." Why would the 
market [inaudible 00:18:21] reward you for being the 50th me-
too? 

Trudy R.: 00:18:23 Yeah. So no risk, no reward sort of a thing? 

Nik T.: 00:18:26 Yeah, correct. Now, obviously there's way in which you can 
reduce your risk. Having the commercial acumen goes a long 
way to reduce risk, especially with new ideas. Also, having 
marketing chops and you [inaudible 00:18:41] better come up 
with big ideas, all that stuff, it really gives you a significant 
advantage over it. These skills or capability, they're not 
homogenous. It's not like, "I can write copy. You can write copy. 
Therefore, if we take this mouse, we'll both get the same 
result." No, we won't, because- 

Trudy R.: 00:18:59 No, we wouldn't. 

Nik T.: 00:19:00 ... my ability to ideate around what this mouse means and what 
it does and how it makes you feel and all the other stuff, it's 
going to be very, very different. Which is why it's very difficult 
to execute a lot of these courses that people are selling about 
"Here's my ten-step plan." Well, the significant variable is not 
the course. It's the guy who actually executed the course. 

Nik T.: 00:19:21 If you really wanted to test a method or a process or a system 
and saying, "Is this [inaudible 00:19:27] valid?" you'd take 100 
people, give them the same course, give them the same 
product, and provided you could not have any overlaps, and see 
who succeeded, I bet you, you'll find the same success rate for 
any courses you do with any other company or product or 
success in any endeavour of life, which is about 1% to 3% ever 
succeeds in anything. What you're going to find is that those 
who are predisposed to be able to execute in a manner that 
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gives them success is probably going to be the significant 
variable, is going to be what makes them win. I guess, to end 
the point here is what you bring to the table is just as important 
as the course and the strategy. 

Trudy R.: 00:20:14 Oh, absolutely, absolutely. One of the things that I think the 
people who sell those courses, as you've said... There's two 
parts to it. It's the people who have put the course together. 
You can't put all of your knowledge and your 20 years of 
experience into your course. 

Nik T.: 00:20:28 No. No. 

Trudy R.: 00:20:28 You can't. 

Nik T.: 00:20:29 Because how you process the information is so intrinsic to you. 

Trudy R.: 00:20:33 Yeah. 

Nik T.: 00:20:34 So my good friend [Gohar 00:20:36], he does some very big 
numbers in the affiliate space. I go, "How are you going to 
promote this?" And he comes up with an idea and you're like, 
"Right." Despite my years of experience, I don't think if I would 
have thought of that. 

Nik T.: 00:20:49 It's [inaudible 00:20:50] in that now that I've reviewed all the 
3,000 funnels, I get on calls now and I don't even have to know 
what market it is. I can come up with an idea on the fly. It's the 
3,000 funnels I've looked at is what allows me to come up with 
that. So you can't take that away from me. I can come up with a 
course saying, "How to build a decision tree." Well, the biggest 
variable is me. 

Trudy R.: 00:21:15 Yeah, that's right. 

Nik T.: 00:21:18 Yeah. I can teach elements of what I do, but how can I teach my 
neural net- 

Trudy R.: 00:21:25 You can't. 

Nik T.: 00:21:26 ... or how I process that info. Not just that, the many failures 
that I've had to get here, which are- 

Trudy R.: 00:21:36 Failures or learning points. 

Nik T.: 00:21:37 Yeah, I suppose you could call... We can, sure, call it however 
we want. A bomb is a bomb. 
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Trudy R.: 00:21:46 That's true. 

Nik T.: 00:21:46 But it's true. I think what matters is not what title you give it, 
but what are you going to do when it happens. 

Trudy R.: 00:21:51 Yeah, exactly. And I think [crosstalk 00:21:53]- 

Nik T.: 00:21:54 In a failure, "What's the lesson here? Let's move on." Or I can 
say, "That was a learning experience." I suppose, use the word 
that does not stop you. If using the word failure puts someone 
in a depressed state, then don't use it. In my case, I don't care. 
I'm very, very, very, very comfortable to say, "Oh well, we 
screwed that one up. Let's move on." 

Trudy R.: 00:22:23 Let's move on, yeah. 

Nik T.: 00:22:25 I'm well aware of the fact that not everybody's like that. People 
sometimes will tie their self-worth to a marketing campaign or a 
headline or whatever, which is why you see a lot of people 
buying courses who never actually pressed the live button. 

Trudy R.: 00:22:42 Yes. 

Nik T.: 00:22:43 [crosstalk 00:22:43]. 

Trudy R.: 00:22:42 That's the other factor is that you've got the knowledge that the 
course creator has, and on the other side, the people, who are 
taking the course. If they never take action, you're never going 
to get anything. 

Nik T.: 00:22:54 Or they take the action but they fear of the feedback, they're 
fearful of the feedback, i.e.- 

Trudy R.: 00:23:00 And talking about... Yeah, go on. 

Nik T.: 00:23:00 ... that failed, therefore I'm a failure, when that's not true at all. 
That failed. 

Trudy R.: 00:23:06 Yes, yes. 

Nik T.: 00:23:07 The fact that you took action, means that it's not a failure. It's a 
failure not to take the action, which is the real failure, not the 
fact that you failed and it didn't work. That's just feedback. 
"Okay, cool. That appeal didn't work. Let me try appeal B." I 
think you just have to get comfortable that that's a little bit like 
breathing in and out. It's like, "Whatever." 
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Trudy R.: 00:23:34 Yeah, no, it is. 

Nik T.: 00:23:36 People get hung up on it a lot. I see it all the time. There's 
people inside LeadsHook who'll sign up and they'll get the 
decision tree done, the campaigns done, and it'll take them nine 
months to go live. They'll do 99% of the work within a week, 
and then that little psychological, or bigger psychological speed 
hump [inaudible 00:24:00], maybe it's like Trump's wall, you just 
can't cross it. They just can't get themselves to press live, 
because that will mean the fear of failure or fear of success. I 
don't fully understand what it is. I'm aware of the fact that it's 
there, because I've seen it so many times now. I wasn't very 
aware of it, until LeadsHook, because now I get to work with 
people on a more personal basis. Normally I was selling just 
widgets, just "Buy my stuff." The client relationship wasn't 
there. It was the consumer that I was selling to. 

Trudy R.: 00:24:40 Yeah. 

Nik T.: 00:24:42 The customer not a client. With clients, you have a much more 
of an interactive relationship, or you have a relationship, and as 
a result, you get to learn this sort of stuff that people get stuck 
with. Or even so much so that I've seen people who've spent 
$10,000 for a course and they get really stuck on, say for 
example, the brain's just not wired for the technical stuff and 
they really struggle with how to use Google Tag Manager or 
how to place a pixel somewhere. They'll spend two and half 
months, rather than just saying, "Here's 100 bucks," to some 
outsourcer and, "Can you just take care of it?" It's so weird to 
me, because you've spent 10 grand on a course and you don't 
want to spend another 100 bucks, but you spend two and a half 
months on- 

Trudy R.: 00:25:35 It's the time wasted that's the- 

Nik T.: 00:25:37 Correct. So it costs more than the course put together and 
everything else that you would have done. Think about the 
opportunity cost, because you've just lost two and a half 
months of traffic, you've lost two and a half months of 
feedback, you've lost two and a half months of leads and clients 
and sales. 

Trudy R.: 00:25:53 The potential sales, yeah, exactly. 

Nik T.: 00:25:54 I [inaudible 00:25:55]. 
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Trudy R.: 00:25:57 I think that's a really, really important point, because if you 
think back to when you first started LeadsHook and you got 
started, you started using it for yourself and then you started 
sharing it around showing it to people and getting feedback. 
What were people's response and what did you do about their 
responses? 

Nik T.: 00:26:19 Okay. The very first few guys I showed... I'm not going to 
mention any names... basically, the feedback was, "It's crap. I'm 
not interested." Then my next question was, "Well, what about 
it aren't you interested in?" Almost always, the feedback wasn't 
so much on the strategy or the capability that the product 
allowed you to do, it was the aesthetics of it, which shouldn't 
have been a surprise. It wasn't so much of a surprise, where I 
should have been careful to pick people who were strategic 
marketers and not necessarily those who wanted everything to 
be pixel perfect. 

Nik T.: 00:27:14 I've seen that. For example, I should have showed it to my good 
friend Gohar, who doesn't care one bit what anything looks like. 
He'll run the ugliest campaigns in the world, versus there are 
people out there who are just like, "Listen. That pixel, it's one 
pixel off to the right." They'll pick it up and they just can't get 
themselves to go live. It has to be moved one pixel. I think the 
important part here is show it to everybody, but if you're 
someone who is easily offended, or "How dare you? How dare 
you steal my business?", if you take it personally, then don't. Be 
very careful who you show it to, obviously, because it may take 
you down a spiral, which really is not helpful. So knowing who 
you share it to matters. I think, in hindsight, what I would do 
differently is frame it much better before you show it. 

Trudy R.: 00:28:26 Right. So give people a framework to [crosstalk 00:28:29]- 

Nik T.: 00:28:29 "This is very much a prototype. It's not the prettiest thing you've 
ever seen, but let's talk about a marketing problem that you 
have and let's see how we would solve it using this." So become 
more outcome focused, which I wasn't. What ends up seeing is 
is you don't ideate or you don't get feedback on what this does. 
You get feedback on what it looks like. 

Trudy R.: 00:28:53 Yes. Right. Right. 

Nik T.: 00:28:55 So it's very superficial and you got knocked back not because it 
doesn't have value, but you got knocked back because the 
exterior of the car is really, really ugly, rather than looking at the 
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very comfortable seats inside, [inaudible 00:29:15] use that 
simple analogy there. 

Nik T.: 00:29:19 I guess, to go back to the whole lean startup movement that's 
come about, I think it's fairly flawed. You can really end up 
throwing good ideas out, because... And I'm not really sure if 
this is Eric Ries or the guys that are teaching it if it's their 
intention, I don't think it is, but what it's ended up being is, in 
execution, I'm seeing it's almost like a laundry list to go through 
as fast as possible and throw it out. When I think sometimes 
you need to sit on the idea and let it brew in your head to come 
up with a better variation of it, because to start from zero again 
is so much more expensive. 

Nik T.: 00:30:08 Say, for example, if you put 80% of the effort in but you've only 
learned 20%, then the next 20 will give you the biggest insights 
ever. That's what happens in most projects is that you're blind 
about things, a lot of activity happens, and you get things to 
80%. The foundation's done, the building's done, the interior 
design hasn't been done yet. You look at the building and you're 
like, "Oh. It's an ugly building," but guess what? The bulk of the 
work is done. So it's a little bit more effort to get it to 95%. Now, 
you're going to get a much more valid feedback of the... Or now 
it's worthy of market feedback, while the 20% version, isn't, but 
you've done 80% of the work. Because it's not linear. A lot of 
these things are non-linear, where you'll... For example, in the 
case of LeadsHook, I remember in the first 18 months, there 
was no user interface to look at. 

Trudy R.: 00:31:14 I can vouch for that, because I was one of your earlier adopters. 
Just for our listeners, I love LeadsHook, but at the very 
beginning, it was very basic, but still functional. It still had a lot 
of functionality in it. The thing that I really appreciated was the 
fact that you just kept reaching out for feedback. 

Nik T.: 00:31:34 That was it, because to me I'm more function over form kind of 
a person. It works, it can handle a lot of traffic, that's a tick, let's 
go. While I know now, most of the world does not operate that 
way. You need to see the nice lobby. 

Trudy R.: 00:31:59 Exactly right. Yeah, exactly. 

Nik T.: 00:32:00 I get it. When you log in, you need to be wowed with a nice 
interface. I get it. But the point is that what are you going to 
sacrifice? Obviously, you can't do everything at once. So to me, 
the discussion that I had with my team was, I said, "Well, do we 
create a platform that just works and works for guys who are 
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doing serious traffic, so i.e., the bounce user, or do we sacrifice 
functionality and performance and create something that's very 
nice and frilly and not have it work for anybody, except the guy 
who wants to do 10 leads a month?" 

Nik T.: 00:32:49 To me, the "10 leads a month" part was already over serviced. 
There were tonnes of WordPress plugins. There were tonnes of 
cheap softwares that were already out there to serve that low 
end of the market. So then I was like, "Well, I'm not doing this 
because I want to make another software. I'm doing this 
because it's a new way to do marketing." The overarching goal 
was a much more effective way of executing your marketing. 
That meant we can't do the simple version. We can make it 
prettier later, but we will never drag the product down to 
become another me-too product, otherwise, there was no 
competitive edge to rely upon. Which is another factor, I guess, 
in marketing is don't get out of bed, unless it's got an edge. 

Trudy R.: 00:33:44 Yes. Do you want to just be a little bit more specific. You've 
already hinted at it a little bit, maybe talk a little bit more about 
that edge that LeadsHook gives you. 

Nik T.: 00:33:54 Okay, yeah. Specifically, what the product allows you to do is to 
create many permutations, combinations of your final results 
that you want to give someone. In the hair example, if there's 
30,000 combinations, you can create 30,000 lead magnets. You 
can create 30,000 pitches to sell the product. That's extremely 
powerful, because even today, most people will just will give 
you one version. Or if they do, they'll create three versions and 
you'll get one of three. 

Nik T.: 00:34:22 I can get 30,000, which means even if I'm a terrible copywriter, 
the fact that I can create 30,000, i.e., get a much better 
alignment of what you just told me about yourself and how I 
can frame and position the product to that, means that I don't 
need to be the world's best copywriter. What I'm doing in 
alignment compensates for lack of copy skills. While if I can only 
give one version, then I will need to be a bloody good 
copywriter, especially in a hyper-competitive market. So that's 
the difference. Does that answer the question? 

Trudy R.: 00:35:01 Yeah. It does answer the question, but I think there's more to it, 
a little bit. Well, at least certainly from my experience of using it 
is that it's the personalization, the ability to make people feel 
that you're speaking directly to them. That relates back to the 
copy, but it also is separate to that, as well. 
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Nik T.: 00:35:22 Correct. 

Trudy R.: 00:35:23 I think it's important that you- 

Nik T.: 00:35:24 Yeah. I suppose if you're looking at LeadsHook as a product, 
what it allows you to do is to pass data to the platform from any 
third-party traffic system, could be your ads and/or email, 
whatever, and immediately, the very first thing they see can be 
personalised. There's obviously elements of that. As they're 
answering more questions, you can single in on different parts. 
There's personalization in the flow. Then whatever you learned 
previously, you can regurgitate it back to them, saying, "As a 
guy, in your 40s, who is not divorced," yada, yada, yada. So you 
can have that language as well, and at the same time use 
whatever data you've collected previously to then create more 
content on the fly to even have a deeper level of 
personalization. 

Nik T.: 00:36:11 I guess, it's like an onion where there's deeper and deeper 
levels of personalization, which is why the advanced users who 
transition to one of the lower layers, such as yourself, it's very, 
very hard to now go somewhere else. Because a lot of products 
will say, "We do quizzes." If you're only looking for a quiz, you 
can do that in LeadsHook. You can just drag five boxes and it'll 
be a quiz. Now, you say, "Well, I want to make an API call 
halfway through my decision tree and get data from a third-
party platform." That all of a sudden becomes a challenge for 
the other system. You're going to need a developer and maybe 
six weeks of your life. 

Trudy R.: 00:36:52 And a lot of cash. 

Nik T.: 00:36:54 And a lot of cash. And a bit of hair loss, or something like that. 
While in LeadsHook it's a 10 seconds thing. You drag and drop a 
node, you put in your API credentials, and you're done. What 
it's allowed LeadsHook to do is to be able to offer people so 
much more opportunity to extract more cash or more money or 
whatever, create a much better outcome for the customer. 

Nik T.: 00:37:22 I was recently talking to someone who's using it in a very 
innovative way. I hadn't seen this before, which is the other part 
I love about being able to provide so much depth is that you'll 
see use cases that teach you. You hadn't thought of that, but 
you created something so flexible that someone thinks of using 
it in a specific manner that you hadn't thought of. 
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Nik T.: 00:37:43 What he's doing is they're learning a bit more about their 
customer and he's making an API call into a third-party 
marketplace to bring back prices and products that match the 
person. Previously, what he would do is he would get the lead 
and try and just sell the lead to somebody. He's actually able to 
sell the actual product itself. As a result, rather than making 
10% of what he could have made, he's making the full 100%. 
But then those who are not ready to transact yet, they go into a 
nurture sequence. He tries to bring them back and convert 
them at the full price. Then after that, if it doesn't work, then he 
sends them to somebody who's going to try and sell them over 
the phone or whatever. 

Trudy R.: 00:38:23 Okay. 

Nik T.: 00:38:24 He's extracting the top two or three layers of the cream. Then, 
now, what's left over is, in his opinion, are the bad leads, but 
they're bad because they didn't convert through electronic 
communication. Now, he's sending them on to somebody else 
who is going to get on the phone with them. That's what they 
wanted anyway. But the process of taking them through the 
funnel or the customer journey means that they're so much 
more qualified for the guy he's selling it to, which means he is a 
beneficiary of this guy's failure. 

Trudy R.: 00:38:59 Which is fascinating because he's just- 

Nik T.: 00:38:59 Yeah, exactly. I was like, "Wow." An ultimate win-win situation 
here. 

Trudy R.: 00:39:05 Yeah. One person's bad lead turns into somebody else's gold. 

Nik T.: 00:39:08 Correct. While if he had just taken the lead and passed it over, it 
would have been a bad lead for him. 

Trudy R.: 00:39:15 Yeah, that's right. 

Nik T.: 00:39:16 Yeah. So in a round about way, it's like failure is a good thing, as 
in, "My failure is really good for the person who's buying the 
leads or person who's going to..." Because they come pre-
nurtured, I don't know, pre-cooked, I guess, and ready for the 
harvesting, rather than sending them over and have someone 
having to then nurture them, which is what's happening a lot in 
the online world, where they grab the leads and just shove 
them straightaway to a client. 

Trudy R.: 00:39:49 Yeah. 
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Nik T.: 00:39:51 Now, the focus is a lot on "Is my campaign good?", while I think 
a better approach to take is "No, I'll take anybody who's even 
remotely interested about this." Then through the decision tree 
process, learn where they are in the buying continuum, and 
then give them a nurture sequence specific to their state of 
mind and where they are, in terms of their propensity to 
consume today. Then slowly graduate them to the point where 
they're ready to buy. If they don't buy, the fact that they've 
been nurtured means that they're really valuable to somebody 
else. Which is what one of our common friends John [McCarthy 
00:40:24] does. That's his way of doing things. 

Trudy R.: 00:40:28 Yes. 

Nik T.: 00:40:30 That's what LeadsHook allows you to do also, is learn where the 
person is in the buying continuum. How far along are they to 
ready to transact, because it's true that you may have 100 
people who want to buy, but some are a little bit sceptical of 
the claims you're making, some need to discuss it with their 
family or friends or whoever it be. Some are just busy. "I'm 
away on a holiday, so I don't have time to look at this." So, there 
are many, many reasons why someone is further back in the 
buying continuum, not always due to their fault or the fact that 
they're not educated. That could be a reason. But the other one 
could be just the circumstances in which you find them now. If 
someone's going through a divorce or some familial issues or 
has coronavirus, or whatever, it's not like it's a bad prospect, it's 
just not today is not a good prospect. 

Trudy R.: 00:41:37 Yes. 

Nik T.: 00:41:38 So it's not universally a bad prospect. It's not the best prospect 
for this point in time. That's missing from a lot of marketing 
that's taught out there. It's very static. It's like, "Bad lead. Good 
lead. Good, I want to sell. Bad, I don't want." I'm like, "No. 
There's another layer there, which is time and circumstance and 
all that sort of stuff." 

Trudy R.: 00:42:02 At least based on what I know of how you work and how you 
think, I think there's also another layer there as well and that is 
is that there's no need to send anybody away with nothing in 
their hands. They come to your website, they go through your 
decision trees and, as you said, depending on where they are in 
that buying continuum, you send them away with something of 
value. 

Nik T.: 00:42:27 Correct. 

https://www.rev.com/transcript-editor/shared/pNPscuhK3R9Dc97kl19EnRdy6NCRdu_IIBV_E7iHgaWKSY0R7aikIsxBYQ8avBsOdDyib2dCUGIGlstsQWMg4kwEk6M?loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=F4tp48In_VI7Xt86FG2QELlt_CPqWJaU_C0IXS7BZGKChPQZJqRpb4up9ImC2T7S7qQKdv1gT07YjqDRJVm7VTERkpo&loadFrom=DocumentDeeplink&ts=2391.17
https://www.rev.com/transcript-editor/Edit?token=bWqvp5u_Vb9BvL9wCP9kwop3_wT2S39h5Bn7Q0sjdGTKqaElFtFltV9ifSvDi5P3M2JSySshq2kAgEqzuGi1TIxZZ4Y&loadFrom=DocumentDeeplink&ts=2428.45
https://www.rev.com/transcript-editor/Edit?token=xMMcQtFLU3Bfsbbi9SfsLulR85EJAw3eookH2i9hN9o1VPbIFhlXXrurFp18QulVRQPIY5AUDTOV5_ToC-BqI6zxwdQ&loadFrom=DocumentDeeplink&ts=2430.89
https://www.rev.com/transcript-editor/Edit?token=etU7Fau-nID0HGICPfAMu3lOXyFTdi_Oviwe1XNtwtCbB0v3Le2fvryjdR1JDaaCTSD4m0zxSM1G2chins6ftHytRI0&loadFrom=DocumentDeeplink&ts=2497.04
https://www.rev.com/transcript-editor/Edit?token=OUbfo4uPmvQMbXQLPpJyxVyJKc1_rzwf7OG3wX1u6rZgzBkQUQpo7lXBMvrX0wBxn8ldaEo9HKIYOZ8ePsyCVaT7psE&loadFrom=DocumentDeeplink&ts=2498.14
https://www.rev.com/transcript-editor/Edit?token=IDsjp4ZB_Z2r4ye0WaO0SMxYHHgEdUPSHikt_ZorRZH---FwqHZk7jncUkTeCj-9GaJTCgf2UIlZUVurUxD7a1MaBA4&loadFrom=DocumentDeeplink&ts=2522.13
https://www.rev.com/transcript-editor/Edit?token=U5yFrLaEcoBPIka1XljHIlIM9IJHsY7LIzfJqbV4HU3zdjuJGGXzOc469DRCw6iSCuG9mn42cScJkxh5VJT2pPB3jNw&loadFrom=DocumentDeeplink&ts=2547.62


This transcript was exported on Mar 15, 2020 - view latest version here. 

 

 

Podcast Interview with Nik Thakorlal 10 March 20... (Completed  03/11/20) 

Transcript by Rev.com 

Page 18 of 18 

 

Trudy R.: 00:42:27 It's either more knowledge about themselves or it's a lead 
magnet that's suitable for where they are right then. So you're 
not throwing money or leads away, you're actually maximising 
them all the time. 
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