
Laylee: Hey, friends. Welcome back to the Laylee Emadi Podcast. Today, we 
are being joined by Chandler Bolt, who is the CEO of selfpublishing.com, who 
was at our conference, the Creative Educator Conference, both as a sponsor, and 
we also had one of our keynote speakers, Amber Ibarra, is one of their amazing, 
amazing, um, speakers, and she helped so many of our attendees learn about all 
of the benefits of publishing your book. 

So we're gonna talk about that and a couple other things. Chandler, welcome to 
the show. So happy to have you.  

Chandler: Glad to be here. Thanks for having me.  

Laylee: Absolutely. Um, can you tell our listeners a little bit about, like, how 
selfpublishing.com got started and just your background and why this is 
something that you're so passionate about? 

Chandler: Yeah, I know we got some educators here. I'm a dropout. Uh, so I 
dropped out of school because I got tired of learning how to run a business from 
professors who have never ran businesses. I br- I was running businesses, and I 
wrote a couple books when I dropped out, and those books started doing well, 
and so then we started teaching it. 

And then fast-forward to today, we've published a little over 7,000 books over 
the last decade. We publish about two books a day, sometimes more, and a lot of 
times it's working with people like in your audience who are, you know, you've 
got this knowledge, you've got this expertise on this thing, or you've got a 
service-based business around this thing, and you wanna get, bring leverage to 
that thing. 

And the, we know that the best way that you can do that is to write a book and 
then use that book in every facet of your business to, whether it's a course-based 
business, coaching-based business, service business, whatever, use it to bring in 
leads, to nurture leads, to, to train your staff, to go from one to one to one to 
many. 

And so that's kind of what we, we do all day, every day, is help people grow 
their businesses using books.  

Laylee: I love that. I, you know, just kind of jumping in, 'cause as you're 
describing that, I have a couple questions right off the bat. One is, like, what can 
a business, what can a book do for your business that the other avenues of what 
you described or, like, the outcomes that you described, that they just can't? 



Like, what, what makes a book the right choice for somebody?  

Chandler: A book brings leveraged impact. That's what we call it. So you do 
work once. You create this book. That book goes on to impact thousands, tens of 
thousands of people, maybe millions of people. And if you do it right, it brings 
in six, maybe seven figures in revenue for your business. 

But you gotta do it the right way and, and I think the way I like to think about it 
is what other asset could you create in your business- That has that kind of 
impact and that gives you that kind of leverage. I mean, there's all of these 
things that you could do. There's all of these things that you could spend money 
on, and yes, it's a big commitment both in time, money, and energy. 

But you do that, and then that thing literally... I mean, this book, my most recent 
book, came out in twenty twenty-one, has brought in roughly seven million 
dollars in sales over the last twelve months. We use it to train every new 
employee. We use it to onboard every new customer. We give it to every 
prospect, and they're, uh, they become exponentially more likely to do business 
with us. 

I mean, it's just, it's the most valuable asset that we have in the business. That's 
'cause we were very intentional about it, and we still talk about it, and we still 
use it, and, I mean, even, you know, we're recording videos, um, for our 
YouTube channel later this week, and the scripts and the outlines are just 
coming from the book. 

'Cause so often we reinvent the wheel, and I told my team, I said, "Hey, yeah, 
this is... We're still getting asked about this question. We don't have a good 
video on this thing. Pull from the book, and let's use that as the kind of bones of 
the video." So it's just this gift that kinda keeps on giving and keeps on bringing 
leverage to your business. 

Laylee: I love that. I love the potential that you kind of described. The first 
thing that comes to mind is, like, when you say doing it the right way, what does 
that look like? What is the right way versus the wrong way when it comes to 
writing a book, publishing it, getting it out there, the mistakes people make 
versus the thing that actually creates a return for people? 

Chandler: I would say it's three things. One, it's teaching strategies over tactics 
in the book so that you don't end up writing a book that's outdated, but you 
write something that's truly useful for a long period of time that you can 
continue to use in your business. And within those strategies, you break down 



frameworks, which is also very, very helpful for your business, 'cause not often, 
uh, at least not me, I'm not often thinking in frameworks. 

My brain's not that engineer brain kind of. And so it's helpful writing the book 
because then it forces you to do that, and then your staff and everyone coaches 
to, teaches to, points to those frameworks. And so strategies over tactics, that's 
the first thing. The second thing is give away all your best stuff for free, and 
people will pay you to tell it to them again. 

So don't hold back. Don't think, "Oh, you know, that's... I, I'm just gonna go 
surface level and make this just a glorified sales pamphlet." No, give away great 
stuff. Wow them with the book, and they will want to take the next step with 
you. But then I think the third thing, and it might be the most important, is 
you've gotta integrate it into your business. 

Now, first off, the book has to be directly related to your business, otherwise it's 
not gonna move the needle in your business. So doesn't matter if you can write a 
great book. Like for me, example, it doesn't matter if I could write a great 
college dropout book, that doesn't have anything to do with publishing books. 

So people could read that book and love it and say, "Chandler rocks," and still 
not do business with me. So there's gotta be the through line, and then how do 
you integrate it into the business and keep talking about it? That's obviously a 
lot of the stuff that we teach and help people with, is strategically using it as an 
on-ramp for customers. 

Laylee: That makes so much sense to me, and I think that that's somewhere that 
a lot of our audience, um, and our listeners right now are probably kind of, like, 
finding themselves maybe getting a little bit stuck, is that they may have an idea 
for a book. And I know that at Creative Educator Conference, I had a lot of 
conversations with people about this who were inspired by Amber's talk about 
getting a book out there. 

But they were like, "I really have this thing that I'm passionate about. It's kind 
of related to my business, or it's related to one part of my business." Because, 
you know, our listeners are... usually they have, like, a, a creative service that 
they do as, as an entrepreneur, and then they also speak or they have a course or 
they have a membership. 

It's hard to have it be Or maybe they feel that it, that it's hard to have something 
as cut and dry as, like, self-publishing, that's yours. Here's how to write a book. 



It's super, like, yeah, here it goes. Like, how do you help those people kind of 
find their way?  

Chandler: Yeah, I mean, I think a lot of times that's someone who wants to 
write about multiple things, which is an awesome thing. 

They've got a b- y- this is a great problem to have. You've got a bunch of things 
that you could write about, and what we recommend is to distill those down into 
the first book, and then the second book, and don't try to j- just jam it all into 
one book. And so we tell people to ask three questions. One, which one could 
you finish the fastest, so you have the most content or life experience on that 
topic? 

Two, which one are you most likely to finish? And then three, which one are 
you gonna enjoy writing? And kinda ask those three questions to narrow in on 
one idea, then write that one book first. And this is the part that people don't like 
so much, is that it's probably the book that you're... It's the thing that you're tired 
of talking about, and you wanna just jump over to the side quest, but it's the 
thing that you could write in your sleep, and would be massive for your 
business. 

Well, here's the great thing. Learning how to write a book is kinda like learning 
how to ride a bike. Once you do it, you can do it again, and again, and again. So 
write that one book on the thing that you could write blindfolded in your sleep 
because you talk about it all the time, and then use that experience to go write 
the second book, which might be the fun, creative outlet or side project. 

Or maybe it's, it's maybe that ties into what you're doing, but not so directly. 
Perfect. Write that book second.  

Laylee: Okay, that's so interesting, 'cause I think so many people just get hung 
up on, "Can I even write one book?" They're not even thinking about potentially 
writing additional. Do you find that... I mean, you guys have helped, like you 
said, thousands and thousands of people write their first book or write a book in 
general and get published. 

How often are you seeing that happen? Is it something that you see frequently, 
that it goes so well that people wanna write a second one?  

Chandler: Very often. There's this massive barrier for most people of writing a 
book. It's so intimidating that you think, "I could never do it once, let alone 
multiple times." But then you realize you rarely if ever see a one-book author. 



You see people who have written no books, and then you see people who have 
written multiple books. And, and the reason why that is b- is because people go 
through the process, they learn the process, and they realize, "Oh, I can do this." 
Kind of like that riding a bike thing, is, "Oh, I learned how to ride my bike, now 
I can just... 

I could ride, not ride for years and then hop back on the bike and I still know 
how to ride the bike." And so same with writing books, is I've s- I've been 
through the process enough to know that I can do it. I've seen the light at the 
end of the tunnel, and so then they do it again and again and again. 

And so yeah, a lot of times people come to work with us only having a vision 
for one book. That was me. I didn't, I've... You know, I'm a C-level English 
student, college dropout, ADHD. I did not have a vision of writing books. I, I 
hated writing. I was not good at it, and that sounded like torture. But then I did 
it, and I said, "That was pretty interesting. 

That went well. Maybe we should do it again." And then, you know, uh, it's, it's 
almost like every few years I'll get drug into this calling of, "Ah, man, I've been 
talking about this, I need to distill this, I just need to write the book." Like, I can 
kind of feel that, uh, we were talking about before this, you know, this whole 
scaling to eight figures, and there's just a bunch of things that I've been teaching 
internally to my team, I've been telling my entrepreneur buddies for a while. 

And, you know, I just told myself I wouldn't write another book for a long time. 
I feel it. It's, it, it, it's not, it's not there yet. You know, it's not there, but I, I'm 
like, "Okay, I know within the next five years I'm gonna write that book." And 
so it's just a matter of, uh, once you know the process, you can do it again. 

Laylee: I love that. And I, like, going off of that a little bit, we did talk about, 
you know, the, the things that you share when it comes to scaling your business 
and scaling to eight figures, and something that, I think obviously you're in a 
position now, having been building a business like this that's become so 
successful and that's helped so many people, and you have that ripple effect 
similarly to, you know, anybody who teaches, which is all of our audience, like, 
we want that ripple effect for our people. 

So obviously you're gonna help them scale as well. What patterns are you 
seeing the people who are scaling their businesses, whether it's through 
publishing their book or other avenues, what patterns are you seeing that 
separates them from the being successful versus the people who really kind of 



plateau and just kind of stay where they're at and just sit in wherever they've 
reached that they're comfortable? 

I  

Chandler: think the most successful entrepreneurs That I've seen know how 
and when to reinvent themselves, and they're constantly shedding these layers 
of skin of, oh yeah, this was, you know, it's like the, the c- the crab that 
continues to grow and grow out of the shell, and then they shed the shell, and 
then it's vulnerable because they're temporarily vulnerable while they either go 
find and look for their next shell or they, you know, grow the next shell or 
whatever. 

Um, I didn't pay a lot attention in science class. Uh, but there's bigger shells. 
There's new shells happening. But that's the common thing that I've seen is they 
know that they need to do that, and then they constantly reinvent themselves, 
and they do that. How do you do that though? Well, I think you first gotta have 
leverage, enough to be able to just zoom out and look and say, "Oh, it's time to 
level up." 

And so those are the, the most successful entrepreneurs I see b- before then, 
they know how to make the cash register ring because if, if the revenue's not 
growing, well, then you can't afford to spend money to solve big problems. 
You're just chasing the revenue rabbit, trying to get revenue to grow. But then 
within that, you gotta find leverage, so you gotta be able to go from one to one 
to one to many. 

'Cause if you're stuck in one-to-one land, that can work, but then the really the 
only way... It's like a lawyer. The only way that you can make more money is 
either increase your hourly rate or increase your billable hours, and there's a 
reason why those guys run themselves into the ground, 'cause they're just selling 
their time. 

They're selling billable hours, and that's the w- a lot of l- entrepreneurs are 
really just lawyers when it comes to their business. They're treating it like 
they're selling billable hours. You gotta get out of that trap, and you gotta start 
productizing your service. You gotta find leverage, go one to one to one to 
many. 

So whether that's publishing a book that then goes on and does, you know, of 
six figures, seven figures, eight figures in revenue, whether that's speaking on a 
stage, so now you're speaking to 100 people, 500 people at a time instead of one 



person at a time, whether that's, you know... Uh, there's all these different ways 
that you can do that, but you gotta find leverage, and then you gotta shed those 
old skins and reinvent yourself. 

Laylee: Yeah. I agree with that. I mean, obviously in What I do working with, 
with people getting into education and scaling their education business is I 
completely agree with that. My question, I guess, for you in, in the context of 
this entire conversation so far is let's say people have gotten to the point where 
they are now, they've got their service-based business and it had gone so well, 
now they're switching to the one to many, and they want to do... 

They wanna take that next step or find that next shell, so to speak. How do they 
know when it's time, when they've outgrown it versus jumping too soon and, 
like, making themselves vulnerable too soon? 'Cause I feel like I see that 
sometimes, and it has the reverse effe- effect, right? Where they're like, "Okay, I 
really, I probably should have given this a little bit more time before jumping to 
the next thing," and vice versa. 

Like, they wait too long to jump. How do people find that sweet spot?  

Chandler: I mean, when in doubt, jump before you're ready. Almost always, 
I'm, I was just writing this up about all these lessons that I've, I've, uh, um... 
Yesterday was my birthday, and so I was writing, you know, 33 lessons of, uh, 
turning 33, and one of them was everything is reversible. 

At least almost everything. And so any decision, act faster or decide faster 
'cause you can always go back and change Almost always. I would say 
oftentimes you just gotta act and jump before you're ready. But I would say... Or 
I had a, a mentor one time who said, "Chandler, there's a difference between 
taking risks and being risky." 

Poor people are risky, rich people take risks. So poor people play the lottery, or 
poor people drive drunk, or, y- you know, do, do stupid things with their 
finances. Rich people take risks. They take calculated risks. They say, "I'm 
gonna make this investment in myself," or, "I'm gonna make this investment in 
my business, and I know that the odds tell me that it's going to be a good 
investment. 

And so I know that if I play enough hands, if I see enough hands, I'm gonna be 
as successful... I'm gonna be successful in that." So take risks, don't be risky. 
And so that's, I think, maybe the litmus test of knowing whether you're jumping 
too soon, where are the odds stacked in your favor? Or maybe you're... 



Because it kinda depends. This almost feels like you're talking to two different 
groups. There's one group that's maybe quitting their day job to kinda come out 
on their own and do their business, and there's another group that's had some 
initial traction, and they're trying to scale and trying to extricate themselves 
from kind of the day-to-day. 

So here, okay, take a calculated risk, get you some runway and that sort of 
thing. But this group over here that's maybe trying to extricate themselves from 
the weeds, how do you know if it's working? How do you do that? Well, we say, 
you know, there's these five Ps of, of, uh, scaling eight figures. We call it the 
profit bridge. 

You gotta have these five core components. They all start with the letter P. First, 
you gotta have paying customers. If you don't have paying customers, you don't 
have a business, you have a business idea. Then you gotta have product-market 
fit. So that's kind of, I think, the question that you're really asking here is, 
"Okay, I've got customers, but do I have product-market fit?" 

Meaning when I tell the, the person that I can help with a pain that I, th- that I 
have or that they have, that I know that they have, and I make a promise, a 
compelling promise, and then tell them the price... So, so that's like, not to... We 
got a lot of Ps going on over here. Um, it's like that's the four Ps of a high-
converting offer. 

So when I present that, do they say, "Shut up and take my money," or, "Hey, I 
wanna know more about that 'cause that sounds really helpful"? Or do they say, 
"Eh Maybe so, maybe not. Okay, well, if they say yes more often than not, well, 
now you've got product market fit. That's really important because if you don't 
have product market fit, you can't scale. 

Then are you doing that profitably? 'Cause if you're not making a profit off of 
this, well, you're running a nonprofit. And, uh, you know, if that's what you 
wanna do, great, but nonprofits are dependent on other people's funding, and I 
just don't really think that's a great vehicle to create massive change, uh, in, in 
the world. 

I think the best, the best vehicle for good is running a business. And so it's gotta 
be profitable. Then you gotta have really great people, 'cause if you don't have 
great people, well, then you're stuck in that I am fulfilling everything and it's all 
dependent on me, and then you gotta have really good process. 



And so, sorry it's a really long answer, but those are kind of the core building 
blocks, and I would say figure out where in that you're stuck. Take the very next 
step. We got a whole series on this on the, uh, Chandler Bolt YouTube channel 
about kind of w- okay, what, how do you solve that specific bottleneck, and 
then keep moving through the process. 

Laylee: That was super helpful. Um, honestly, and we will... Guys, we'll link up 
Chandler's YouTube as well in the show notes so that you guys can go and, and 
watch that series, um, 'cause it sounds super helpful in this, in this conversation. 
But I love that, and I, I love being able to have kind, kind of that litmus test of 
like, "Okay, where am I getting stuck? 

Which of these do I have?" I think it, it's really eye-opening to be able to talk 
through that stuff I'd love to hear kind of knowing how many people you've 
taken through these processes, and then found that, okay, maybe in this situation 
it's time to write the first book, it's time to really, you know, level up and, and to 
just kind of jump in and take, take the risk. 

Because would you say... Or would you even call... Would you say that writing 
a book is a risk? It feels like a risk to me.  

Chandler: No, I don't think it's a risk. What's there to lose?  

Laylee: Tell me more. Tell me why. Tell me why, 'cause I feel like it's, I feel like 
it's risky. As somebody who, full disclosure and transparency to all of our 
listeners, well, I've said this before, but I never have a, I never have a sponsor at 
my event who I can't, who I have not personally done something with, and I 
have started the process of writing my book, and I'm likely going to be going 
through selfpublishing.com. 

So as somebody who is going to be doing this process, it feels like a risk to me, 
so I would love to hear why it's not a risk from your, from your perspective.  

Chandler: What's there to lose?  

Laylee: What is there to lose? Okay. So I feel like there is time and effort. Time 
is my number one, like obviously, because that's the thing that I lack the most 
of, and so I'm putting so much time into it. 

Really, time and effort, and then secondary would probably be the money 
investment. You know, the investment that you make in not only getting the, the 



help writing it, and the, the guidance, and the, the program, but also actually 
publishing it, and marketing it, and all of that, and having our team focus on it. 

I'm paying my team to do that, you know? And so that's what I feel like there is 
to lose.  

Chandler: I'm a very blunt person, I'm sorry. You can  

Laylee: be  

Chandler: blunt. You can be blunt. It's cool. We're- I, I just think there's nothing 
to lose. There's absolutely no... I mean, at the end of your life, if you... Would 
you regret saying, "Oh, I spent a couple hundred hours and a few thousand 
bucks writing a book that n-", even if no one read it, even if just your kids and 
your grandkids read it, most people would say, "I would gladly do that." 

So I think writing a book is not risky. Publishing a book is not risky at all, in the 
same sense that you wouldn't regret... You, you wouldn't regret or you wouldn't 
consider it a risk to learn the guitar. You wouldn't consider a risk to do some- 
something that makes your life better and spend in, in, in the grand scheme of 
life, an inconsequential amount of time and money on that. 

And yet all day every day, people scroll on their phones for hours. And you look 
at, you know, the last three months or six months of your screen time, and so 
many people would say, "Oh, that's no- that's not a risk to waste all this time uh, 
on social media or just doing stupid stuff." And yet it is a risk to spend time 
thoughtfully creating meaningful work that will live forever. 

And so I just think p- the way that a lot of people look at this is just so 
backwards. And it really c- came front and center to me last year when I started 
pursuing getting my pilot's license. Which you would say, "Oh, that's..." You 
know, you say, "Hey, that's pretty risky." Um, because there is an actual risk of 
going up in flight in a, uh, in a private plane and whatever else. 

Uh, but I would say from that experience, what it really taught me is that it had 
been a really long time since I spent dedicated time, money, and energy 
pursuing a massive goal or thing that would make my life better. And so I 
realized that it's actually, that going out and getting my pilot's license is very 
similar to what people hire us for the book. 

It's you're gonna spend a few thousand bucks or tens of thousands of dollars, 
depending on how much you wanna invest in it. Quite a bit more for me to get 



my pilot's license, but it's a similar-ish investment of time, similar-ish inve- 
sorry, investment of money, similar-ish investment of time. 

I mean, you're spending hundreds of hours on this thing, and that means you're 
gonna have to give up some things, you're gonna h- have to sacrifice some 
things. But at the end of the day, you have a thing that nobody else can ever take 
away from you, and it's probably a thing that you've been... Like, for me with 
this, uh, with my pilot's license, I've been dreaming about that since I was a kid. 

It's been on my bucket list for years, and it's almost laughable to look back and 
think, "Huh, it, it only took a, a few hundred hours and 50 grand or 70 grand or 
whatever it is to do that," and that was a lifelong goal that I had. So I would say 
it's very similar for a lot of people with the book.  

Laylee: Yeah, I mean, I'm actually, I'm inclined to agree, and I'm glad that you 
said all of that. 

And, you know, just for our listeners, we did not discuss this beforehand. In 
fact, I don't even know, Chandler, if you knew that I was doing that. But I love 
that you... That was truly 100% why I made the decision to move forward with 
it, is because it is something that I've thought of doing my whole life. I had a lot 
of reasons not to, and I thought to myself at the end of the day, like, "I'm gonna 
do this for me and for any... 

If there's one person that reads it and gets something out of it, great. And if not, 
it's something that I did to better myself." And so what's the down, what's the 
downside, right? Um, so I love, I love that perspective that you shared. I'd love 
to hear just, like, as one follow-up question, as we kind of, like, wrap this topic 
a little bit is, I wanna know with so all the people that you work with- I mean, 
you guys, you guys work with so many authors that aren't business owners and 
so many that are. 

For the ones that are business owners in particular, you've said, you know, 
obviously it's a business growth tool. How, how can you help people understand 
or answer the question that they have of I am in a growth period. You work with 
people who are wanting to scale to, to eight figures. I work with people who are 
probably in the six figure mar- they're usually six figure earners, maybe going 
into seven. 

They don't have a ton of... I guess they have to pick and choose, right? Yeah. 
How do they know that this is the right advertising avenue for them?  



Chandler: I think the funny thing is, looking back, I mean, I've, I've h- I've 
launched my own books at every step of the journey. So I've launched books 
when I had nothing, and, and it was literally to start a business, and to help me 
get to five figures. 

I've launched a book to help me get to six figures, to seven figures, and to eight 
figures. So I've done it at every step of the journey. And the funny thing is, at 
every step of the journey, you're resource constrained, just in a different way. 
And so I think the reason that most people aren't scaling, no matter which, 
which part, you know, let's speak to your people, six figures to seven figures, is 
because you lack leverage. 

You don't have a repe- you don't have those things I talked about earlier, i- wh- 
which is a repeatable process. You don't have leverage on your time. You don't 
h- And so how do you create leverage? Well, you've got to spend time creating 
assets that then grow your business long term. Now, that could, that asset could 
be a book. 

Obviously, I'm partial to that. But that asset could be hiring and training a 
person. That could be creating process in your business. But o- every person 
that I see that's stuck and feels like they're rec- they're resource constrained is 
'cause they're swinging a really dull ax. And it's the Abe Lincoln quote, you 
know, "Give me," whatever it is, I think it's, "eight hours to chop down a tree. 

I'd f- I'd spend the first six sharpening the ax." Most people are, are, they're, 
they don't have time because they're just working really dumb, and they're just 
swinging a really dull ax. And they're like, "Well, hold up, I couldn't stop and 
sharpen the ax. I don't even have time to cut down the tree." It's like, well, that's 
why, because you, you don't have leverage, and you're swinging a dull ax. 

And so no matter where, wh- what that is, you're going to have to likely slow 
down to create an asset that gives you leverage in your business. I just happen to 
think that a book is the best asset that you can create that gives you leverage in 
every aspect of your business.  

Laylee: As we wrap up, what is... Before we do, I like to sign off with, like, a 
quick rapid fire fun, just, like, a fun off-topic rapid fire stuff. 

But before we do that, is there anything else that you want to talk about when it 
comes to helping people kind of overcome whatever it is that they're, that is 
holding them back the most? Because you work with this day in and day out. 



What is... What do you see people let hold them back? And, and is there 
anything you want to say about that? 

Chandler: We've published thousands of books, over 7,000 books over the last 
decade, and I see there's two spots where people get stuck. One is never starting. 
So they say, "Maybe someday, maybe next year. I don't have time. Timing isn't 
right." They just keep putting it off, putting it off, putting it off. So a lot- most 
people get stuck right there. 

But then the other piece is in getting their rough draft done And so this is where 
people kind of squander their momentum, and they just, th- they give up before 
the draft's done. And so that would be my biggest recommendation is start, first 
of all. But then secondly, once you do start, put the blinders on and don't focus 
on anything but getting your rough draft done. 

Because once you get that rough draft done, there's a magical thing that 
happens. You start to see the light at the end of the tunnel. You start to believe 
that this is possible. And then once that happens, I mean, we just see a massive, 
'cause we have a ton of data on this, uh, thousands and thousands and thousands 
of people. 

Once they get that draft done, the success rate is s- off the charts because now 
you feel like this is a snowball rolling downhill and you've got momentum. So 
get started and get the draft done.  

Laylee: That's so helpful. I love that. Are you ready for some random rapid 
fires?  

Chandler: Let's do it.  

Laylee: Okay. Um, what is, what's your, like, I hate to say favorite, maybe like 
one of your top five books that you love, that you could reread? 

Chandler: Hmm. Sorry, I know this is rapid fire, but I'm gonna ask a question 
back to you, 'cause it's my favorite question when people ask me that question. 
What's the biggest area that you're trying to learn or grow in right now?  

Laylee: That's, I mean, I don't even know. I- but it's, n- now you're rapid-fire 
questioning me, I'm like, "I don't know the answer to this." 

I wasn't prepared. Um, okay. Probably, let's say growing in confidence.  



Chandler: Ah, yes. Okay. Uh, Maximum Confidence is the book. It's just really 
underrated. It's only on Audible, uh, or it's only on audio. I think it's only on 
Audible. I've reread that book a bajillion times. Maximum Confidence, Jack 
Canfield. It's really like a four-hour, uh, seminar that he did, but it's just so crazy 
helpful. 

And so that's why I love that question, because I almost feel like I'm a 
matchmaker for, for books. It's like, you tell me the problem, I'll tell you the 
book. But that's really the secret to how I've grown my business, is I just find 
the biggest problem in my life or in my business, I find the best book on that, 
read it, implement it, and keep doing it. 

Laylee: Okay, what's, what's a top fiction book? Just like a for-fun book.  

Chandler: Pass.  

Laylee: You're not a reader. I'm- So the next question, would you rather watch 
TV or read a book?  

Chandler: Oh, embarrassingly, probably watch TV.  

Laylee: I love it. I love it. All right, what are you binge-watching right now?  

Chandler: Always watching Survivor. Love Survivor. 

Laylee: Really? I'm a...  

Chandler: Yeah, I'm a big Survivor guy, me and my wife both. Uh, gosh, so 
binge-watching Survivor, but that, I mean, we gotta wait till it comes out every 
week. Uh, I'm trying to think what else. I don't know, that's, that's the main 
thing. Uh- That's a good... I  

Laylee: mean, that's  

Chandler: a good, that's a good  

Laylee: answer ...  

Chandler: Survivor and Kill Tony 



that's a great- I mean, those are like a couple of my favorite kinda, uh, weekly 
shows.  

Laylee: Okay. I love that, love that. Okay. Would you rather do, are you 
outdoorsy or indoorsy?  

Chandler: Probably outdoorsy. I mean, I'm, I'm an Eagle Scout. I grew up, uh, 
you know, doing outdoor stuff, camping and all that stuff. But I think in a weird 
way, I'm now, I just tell my family I'm a keyboard jockey. 

Like, I just work inside all day. So it's kind of, I'm like a blue collar kid trapped 
in a white collar world.  

Laylee: Oh my God, everything you're saying is literally like, just like Tim, my, 
my husband. He's, Survivor, he wants to be outdoors, but he's indoors. It's a 
whole thing. Okay, and then the last rapid-fire question I have for you is, what's 
your favorite Austin restaurant, since you are based in Austin? 

Chandler: Oh my gosh. So many  

Laylee: I know, that's really hard. By the way, if you're a listener, Austin has so 
many restaurants.  

Chandler: It's unbelievable. I never expected that when I moved here. I mean, 
it depends on the genre that you like, but, uh, there's so many great Mexican 
restaurants. I mean, uh, I feel embarrassed to admit this, but, uh, I, I think I 
lived here for a year before I realized that Tex-Mex is Texas Mexican, basically. 

It's like it kind of invented here. And, and so this whole category that our, the 
whole country enjoys really was invented in Texas. So, I mean, Suerte is off the 
charts. Boulevard rocks. If you like barbecue, I mean, Terry Black's is fantastic. 
I mean, I could give, I could give a list of so many great spots. 

And when we were out l- surfing on Lake Austin, I mean, Ski Shores is kind of 
the go-to. Uh, there's a lot of really good ones.  

Laylee: Awesome. Thank you so much. This was so fun, and we will make sure 
to link up all of the information where you can find Chandler, where you can 
find selfpublishing.com. Obviously, you can find it at selfpublishing.com. 

But, um, I know Chandler works a lot with, uh, with entrepreneurs, and so I 
know all of our listeners are gonna wanna stay connected with you. Thank you 



so much for your time today, and for being a part of the Creative Educator 
Conference this year.  

Chandler: Thank you so much for having me. This has been really, really fun. 

Laylee: Awesome. All right, y'all, we'll see you next week on the next episode. 
Thanks for tuning in to the Laylee Emadi Podcast. If you found value in today's 
episode, it would mean the world if you would leave a review or share it with a 
friend who's on their journey to becoming an industry educator or speaker. 

Want more support as you grow? Head to layleeemadi.com for free resources 
and more information on how we can work together. Until next time, keep 
showing up, keep sharing your voice, and keep leading with purpose.


